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COGSDILL DRILLS 


An important part of. 


Threadwell’s growing line of cutting tools 


Zelslel hm olaclate, 


Complete range of 


sizes and styles 


Immediate 
THREAOWELL TAP & DIE CO. 


delivery from stock 
GREENFIELD, MASSACHUSETTS 


Stocking Warehouses: New York — Cleveland 
Detroit — Los Angeles — Greenfield, Mass. 








ae Precision bronze liner, replaceable without 
removing shaft or bearing base. 


ay Rugged semisteel housing to withstand heavy 
shock loads. (Ductile iron or steel to order.) 


© Bottom of base machined for perfect align- 
ment; close tolerance held to center of bore. 


@ Brass spool locks both halves of bronze liner 
— prevents lateral movement and rotation. No 
pins, no screws. (Patent applied for.) 


ANNOUNCING A NEW IDEA 
IN BRONZE BUSHED BEARINGS 
-oeA PRECISION LINER THAT 
IS REPLACEABLE ON THE JOB! 


(5) Tongue-and-groove joint in 4-bolt base sizes 
(fitted bolts in smalier sizes) prevents bearing 
cap from shifting. 


© Bearing ends are machined to take thrust. 


7) Grease groove provides for proper distribution 
of lubricant. 





8) Stock liners machined from cast cylinders of 
high grade leaded bronze alloy. Special alloys 
for higher temperatures furnished on order. 











— ’ 


Now! Pop out the Old...Wring in the New! 


This new idea in quality bronze bushed bear- 
ings for heavy loads, high temperatures and 
corrosive conditions minimizes loss of down- 
time and hard work of replacing liners. Sim- 
ply relieve shaft pressure, remove the old 


liner and roll in the new. No premium prices. 
Again Dodge Distributors have a new bear- 
ing to offer—and replacement liners, too. 
Dodge Manufacturing Corporation 
$00 Union Street, Mishawaka, Indiana 


SPLIT BRONZE BUSHED JOURNAL 
BEARINGS — 1'%" to 2'%" 


RIGID BRONZE BUSHED 
PILLOW BLOCKS — 37%" to 8” 


of ikavdien, Ind. 


THE TRANSMISSIONEER is featured in Dodge 
advertisements, which appear in leading pub- 
lications. Prospects are directed to “call your 
local Dodge Distributor” for information and 
assistance on new cost-saving developments in 
power transmission machinery. 


ANGLE BRONZE BUSHED PILLOW 
BLOCKS — 1'%q" to 8” 
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A Time-Saving Guide to the Contents of This Issue 


© Dramatize Training 


In addition to using role playing for train- 
ing salesmen, this distributor gets other 
people of his organization into the “act”. 
An example shows how an order-taking in- 


cident is used to make inside salesmen and 
warehouse employees aware of the impor- 
tance of getting full specifications from 
customers to make deliveries good. 


{| Management Goes to College 


No vacation or ivory-tower exercise was 
the third Management Course for industrial 
distributors just ended at the Harvard Busi- 
ness School. Instead, for 19 days executive 


(| The 
Remember: the fine art of winning an argu- 


ment doesn’t consist of bringing the other 
fellow over to your point of view, but 


“students” had a steady dict of working 
under stress and intensive study. Repre- 
senting the management of 41 supply firms 
were 45 course attendees. 


Way to Win an Argument 


rather of preventing him from forcing his 
viewpoint on you and making him feel like 
a complete ass in the process. 


(| What Do You Do When Policy Stops The Buyer? 


What do you do when your branch plant 
customer cuts off your business because the 
head office wants to buy direct and save the 


«| Your Products in Industry 


Do you know where your markets are? To 
help distributor salesmen and sales man- 
agers draw a bead on major markets for 
their products, ID has assembled some 
graphic and statistical facts about seven in- 


(© Metalworking 


Metalworking plants use nearly every in- 
dustrial supply product—cutting tools, ma- 
chines, devices, equipment. Upwards of 


distributors’ markup? In this case study, a 
large customer ordered its branches to use 
direct sources wherever possible. 


dustries: metalworking, food, mining, con- 
struction, lumber, transportation, chemicals. 
Photos of industry operations clue you to 
product uses ; statistics show industry trends. 
For each industry: list of most-used items. 


70,000 plants and shops (23% of all U.S. 
manufacturing) located throughout country 
are growing at faster rate than the economy. 
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(| Food 


One of most stable industries in U. S., food 
processing has more plants than any other 
industry. Much of its operations are sea- 


| Mining 
Automation is bringing about a trend to- 


ward bigger, fewer producing units in metal 
and nor-metal mining. New industrial 


| Construction 


This year alone, $55 billion will be spent 
on private and public projects—home build- 
ing, commercial and industrial, highways, 


Woodworking 


Largely dependent on construction, lumber 
and woodworking industry anticipates up- 


ward trend. To curb costs, industry is be- 


Transportation 


In this variegated complex, railroads’ re- 
vival as freight carriers cooperating with 
other transportation forms (motor carriers 


Chemicals 


Output of this enormous, expanding indus- 
try pervade every level of U.S. life—from 
ordinary houschold cleaners to heavy indus 


sonal, posing special problems for sales- 
men. Upward population trend means over- 
all growth, upping costs mean automation. 


technology is speeding mining of “exotic” 
metals. Despite glutted market, oil drilling 
goes on apace, especially in the Gulf. 


harbors, etc. An additional $20 billion is 
ticketed for maintenance. Growth may be 
abetted by more military construction. 


ginning to integrate operations from cut- 
ting to end product. If home building 


remains healthy, so will furniture making. 


“piggyback”) is bright possibility. 
Truckers are moving toward mergers. Air- 
lines: upward with new craft. 


trial chemicals. Appetite of industry for 
supplies and equipment is staggering: $35 
to $40 million yearly for valves alone. 





You Said it 


Talk of the Trade 


The Editor’s Page 


Supply Sales Trend 


The Outlook for Business. . . 130 


Marketing Trends 


Price Index 


New Products 


Featured Next Month 


ALL FOR DISTRIBUTORS— Distributors will have 
an important role to play in the future of a new 
policy adopted by the purchasing department of a 
division of a large chemical company in the South. 
Distributors are being selected as a source of sup- 
ply for selected items on willingness to help the 
customer “get out of the distribution business’’, by 


carrying adequate stocks of needed products. In- 
ternal savings justify paying distributors for stock- 
ing and delivery functions. For full details on this 
important development of an appreciative attitude 
on the part of a large customer toward the func- 
tions performed by distributors, read the feature 
article in the October issue. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1960 





Tisethy C. O'Sullivan 


M. Pegram 
ohn G. Brand 


Hill I 2 
i A Sa isco, 
a complete line LL —.2c 
McGraw-Hill World News Bureau: in 
principal cities. 
Advertising Sales Manager 
George L. Bottari 
a let = 
° 0 w 
comp e range Promotion & Research Manager— 
John P. Godman 


Business Manager— Guy C. Staffa 
District Managers: 
7 . Pewell, Jr, 1501 Rhodes- 
f R E Cc i Ss I oO N CHICASO—E. NW. Grantvedt, 520 N. Michigan Ave. 
CLEVELAND. MH. Ghow, 1164 Liuminating 
Wi 65 Public Square 
|. BR. Pierce, 001 Vaugha Bidg. 
OENVER—J. W. Patten, Tower Bidg., 1700 
. ¥. 856 Penobscot Bidg. 


New ENGLAND iv, A 
PHUADELPHIA—J. P. Ora, 
Ave. 
SAN 7. H. Carmedy, 68 Post St. 
UNITED Murphy, 95 Farringdon 
St. EC. 4 
Rimes, 85 Westend- 


a 


—m~. @a Port, 
Switseriand. 

















SEPTEMBER, 1060 





industrial Distribstion 
Member of ABC and ABP 
(formerly MILL SU 


D 1s 
MILL SUPPLY SALESMAN 
Founded by Ernest H. Smith) 


with an sdditiona! directory num- 
the McGraw-Hill Publishing Co.. 
Founder. Publi 





L&I’s broader range of styles and sizes 
enables you to handle all of your cus- 
tomers’ reamer requirements quickly and 
profitably. Selling L&I reamers gives you 
@ constant and ready source of reamers 
and blanks, plus a price and delivery 
schedule second to none. Write today 
for the L&I sales policy — you'll be glad 
you did. 
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LAVALLEE & IDE, INC. 
Chicopee, Mass. 


| 


as send form 3579 to 
ndustrial Distribution 
330 W. 42nd St., New York 36, N. Y. 
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Hid In 
MOST COMPLETE 
LINE OF QUALITY V-BELTS 


DA 358 V-BELTS 








For highly compact, 
plus-power drives. 
First major design 
change in Multiple 
V-Belts in the last 
30 years. 


DA POSITIVE DRIVE BELTS 
Combines the advantages of the chain and 
with all of the advantages of the 

it. No stretch, no metal to metal contact, 
no constant lubrication. 








STEEL CABLE V-BELTS 


STURDY-LINK 


Pre-stretched link 
belting available 
in regular, 
oil-resistant 

and static- 
conductive 

types. 


GENERAL DUTY V-BELTS 


Power-balanced 
construction 
for flexibility, 
durability and 
strength. 








Steel cable permits 
no-stretch 
installation. All 
belts are 
fluoroscoped to 
assure extra 

high quality. 





RAILROAD BELTING 


High tensile 
stretee Gettin 
belting 
features high 
fastener tear-out 


resistance. 


DOUBLE V-BELTS 
Relieved cross section 


provide uniform 
cord section. 





OPEN END V-BELTING 


w= Used on drives 


where endless 
V-Belts are 
not practical. 
High fastener 
tear-out 
resistance. 








Red Shield Belts now offer 


ng 
belt life. Also available 
in oil and heat 
resistant and static 


RED SHIELD 
MULTIPLE V-BELTS 


VARIABLE SPEED BELTS 


Abrasion resistant cover assures maximum 
life. Crowned cross section 


dissipating constructions. 


maintains stability under extreme loads. 














Test ...Compare... You'll Select 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 





BLANKET COVERAGE 
OF YOUR CUSTOMERS 
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MODERN 
MACHINE SHOP 
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@ The government contract: its place in private enterprise 


@ The buyer and seller must both profit 


@ Believe in distribution 


The Government Contract 
in Private Enterprise 


New York Crry 
understand by private 
ownership, the right to make a de 
cision about the use of one’s assets, 
the government contract may greatly 
reduce the reality of private owner- 
ship while retaining the form. 

United Airlines sells 88% of its 
products to the government, Lock- 
heed 86%, and Bell Aircraft 81%. 
In electronics, Raytheon Mfg. Co. 
docs 86% of its business with the 
government, while in missiles, Mar- 
tin Co. depends on the government 
for 99.2% of its sales 

Those 


If we 


individual 
through the 
as an essential cle- 
ment of private enterprise will learn 
with something of a shock that only 
about 15% of all invention is di- 
rectly motivated by the prospect of 
patenting it. Most current develop- 
ment in scientific research and de 
velopment can be credited to activi 
ties undertaken under defense con 
tracts 


who regard 
rewarded 


patent system, 


creativity, 


While government contracts are 
a means of public control, they are 
also a device whereby the corpora 
tion can extend its influence over 
public affairs. The U.S. missile 
program is greatly influenced by the 
advice and initiative of contractors 
and would-be producers of missiles. 

Our postwar experience with gov- 
ernment contracting indicated that 
the line which divides the public 
and private sectors of the economy 
is hardly a line at all, but rather a 
large area where public and private 
become indistinguishable. 
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When it comes to organizing re- 
search, innovation, and procurement 
for national security, we often have 
no choice. Either we organize pro- 
duction through the government 
contract or we have to resort to 
formula-ridden devices like public 
ownership, which would probably 
be less appreciative alternatives in 
such dynamic fields as missiles. 

There remain two important ad- 
vantages in retaining private owncer- 
ship even in those enterprises where 
government participation in run- 
ning the business is so comprehen- 
sive that a change to public owner- 
ship would make little visible differ- 
ence in the way the organization is 
run. 

First of all, no matter how broad 
the government's interest in the ac- 
tivities of a private company may be, 
the interest is limited by the terms 
of the contract. This allows scope 
for additional private activity 
through the market. 

Secondly, the public contract en- 
ables the government to tap the 
services of existing entrepreneurial, 
technical and supervisory teams. 
When the government contracted 
with General Electric to produce fis- 
sionable materials, it was able to take 


Contrisutions to “You Said It” 
are welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret. 

Just send your letter to the 
You Sam It Eprror, Inpustriat 
Distaisution, 330 West 42nd St., 
New York 36, N. Y. 

The Editors. 





Industrial Distribution 


You Said It 


advantage of proven management 

strengths. This kind of management 

know-how is often superior in ex- 

perience and accumulated compe- 

tence to any new team that the gov- 

ment might be able to assemble to 

manage a government-owned pro- 
duction facility. 

Cuartes E. Linpptom 

Professor of Economics 

Yale University 

@ From an article by Mr. Lindblom appear- 


ing in Challenge, publication of New York 
University’s Institute of Economic Affairs. 


Both Buyer & Seller Must Profit 


PortLAND, OREGON 

Are the manufacturers of indus- 
trial equipment beginning to look 
to financing plans and complicated 
terms of sales for profits rather than 
to conventional methods of markup 
on equipment, which when pur- 
chased will benefit the buyer? 

Are the buyers of this equipment 
more interested in terms of purchase 
and payment or are they still con- 
cerned with product quality and 
how this item will better control or 
lower operating costs. 

Some of today’s selling and buying 
habits are so different from a few 
years ago, that I think these ques- 
tions are worth study. 

The manufacturer must provide 
design, fabrication, selling effort, 
service, and financing. Only in 
financing do manufacturers compete 
evenly, in that they all pay approxi- 
mately the same price for the use of 
money. Any financing arrangement 
or term of sale can be met or bet- 
tered if the seller so desires. The 

(Continued on page 8) 





STOP FASTENING FUMBLEs— 
GO FOR QUALITY SOCKETS! 
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Actual cross-section 
diagram shows how 
cold forming of Bive 
Devil Socket head in- 
sures unimpaired fiber 
continuity. 


MEMBER ASMMA 


seececacacaciaaiare 


SEND TODAY for Blue Devil distributor story. 
No obligation. 


Sold Only Through Authorized 
industrial Distributors 


AFETY SOCKET SCREW 
COMPANY 


6500 North Avondale Avenue - Chicago 31, Iilinois 
Telephone ROdney 3-2020 


NAREHOUSES AT: LOS ANGELES - DETROIT - 
NEW HAVEN + NEW YORK CITY 
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resulting price may provide less than 
adequate margin, and this could 
mean less than adequate service to 
the buyer. 

Time purchases should be based 
on cash prices plus a fair interest 
for the time the money is used. Spe- 
cial lease terms, buy-backs or resi 
dual value arrangements, if used at 

All, should be equitable and not 
complicated to the point where few 
can understand them. Frightened 
sellers with accelerated sales pro- 
grams should not try to outwit 
their customers by offering unusual 
financing and sales plans. Someone 
is going to lose . . . no one should. 

Regardless of what appears to be 
a new trend, any successful selling 
and buying arrangement must be a 
two-way street . . . both the buyer 
and seller must benefit. The buyer 
must not be overcharged and must 
receive a product which can and will 
accomplish the benefits for which it 
is purchased. In turn, the seller is 
entitled to a fair profit. Sell, but 
sell right. 

Pome Huw 
Executive Vice President 
Hyster Co, 


Believe in Distribution 
Purmaverpma, Pa. 

More than one-third of the sixty 
clients at one industrial advertising 
agency are selling some output 
through industrial distributors. 

In order to sell more, man:sfac- 
turers should take these five steps: 
1. Believe in industrial distribution; 

don’t use it as a stopgap. 

. Establish a distribution policy, 
and put it in writing. 

. Back up distributors with sales 
helps, technical information and 
promotion services. 

. Find out how to motivate dis- 
tributors. 

. Evaluate and replace weak dis- 
tributors with strong ones. 

(Continued on page 14) 
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UFKIN 


new leader in precision too/s/ 


... for exclusive features like these, you want Lufkin! 


That's right. In precision tools today, the new leader is 
Lufkin. Here are just a few reasons why 


Lufkin Mike Hole Gages feature exclusive contact 
points to let you measure hole sizes right down to 
the bottom 

Lufkin Chrome Clad® Micrometers feature 5 to 7 
fewer parts, with one-piece frame and hub. 

Lufkin Dial Test Indicators feature stainless steel 
pivots, gears, rack and pinions; long-lasting accuracy. 


Lufkin’s precision tools are loaded with exclusive 


features that help make them easier to sell. And, it’s 
the complete line for volume business! 

It’s all topped off with the biggest advertising and 
promotion program in the industry. Featuring hard- 
sell ads in Look, Popular Science, Popular Mechanics, 
Mechanix Illustrated and specialized machinists’ journals. 

Switch em to Lufkin. . . and give customers “some- 
thing extra’ in Lufkin quality. You get easier selling 
and more repeat sales for volume business! 

Lurkin, Saginaw, Michigan. 
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designed to solve a universal maintenance problem... 





first manual impact wrench that works... 





LOOSENS THE TOUGH NUTS 
EVEN POWER WRENCHES CAN'T BUDGE! 





SWENCH 


® Loosens “frozen” nuts in seconds 


There's never been anything like Swench 
before. It is an entirely new concept in 
wrench design. Swench is the world’s 
only manual impact wrench. Here’s what 
Swench means to your customers... 


NEW SPEED— Nuts that previously had 
to be burned off can now be ““Swenched 
off’—with unbelievable ease—by one 
man—in a matter of minutes. 


NEW EASE—Only Swench in its torque 
class is truly portable . . . lets you take 
the wrench to the job—anywhere—with 
no auxiliary equipment, no power con- 
nections. 


NEW SAFETY— With Swench there's no 
back-breaking, knuckle-knocking strug- 
gle . . . no dangerous handle extensions 


See for yourself! Swench is so differ- 
ent from anything you've experienced, 
you'll have to see it in action to be- 
lieve it. For a quick and convincing 
demonstration, contact Marquette. 


. no sudden release of a frozen nut .. . 
noshock transmitted through the handle. 


NEW POWER—Swench, size for size, 
gives greater—and more effective— 
torque than power wrenches . . . multi- 
plies torque applied to handle over 
1500%, (yet all Swench’s power is built 
into the wrench itself). 


NEW ECONOMY— Swench saves in 
many ways .. . no auxiliary equipment 
to maintain and man, no costly upkeep 
on the wrench, no man-hours fighting 
frozen nuts—and Swench costs less than 
half as much as wrenches with compa- 
rable impact power. 


NEW VERSATILITY— One Swench can 
handle more bolt sizes than any power 
wrench . . . loosening or tightening re- 
quires no special adjustments. 


NEW TENSIONING ACCURACY — Precise 
tightening is assured with Swench, fol- 
lowing simple instructions. 





Tell your customers, “ 


Don't wrench it.. 


® Tightens nuts to maximum practical tightness 














INSIDE STORY — How is all this possible? 
Unlike power wrenches that deliver 
many tap-like blows, or ordinary manual 
wrenches that apply steady torque, 
Swench builds up power in its super- 
strong spring for a mighty wallop that 
is released as torsional impact every 
time the handle is advanced slightly 
more than 30 degrees. 


Write for information on distributorships. 


When you're up against the tough nuts . . . 
- SWENCH it!” 





MARQUETTE DIVISION 


CURTISS Kk) WRIGHT 


CORPORATION - 1145 GALEWOOD DRIVE, CLEVELAND 10, OHIO 
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ADVERTISING TO HELP YOU SELL 


So it doesn’t break---So what?? 


So we can bend a Marve. High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a Marvet High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 38, Illinois 


square inch of blade life you pay for when you 
buy MARVEL Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “breakable” blades and 
are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Saw 
Blades are priced competitively. Use MARVEL Blades 
consistently with complete confidence because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 





: e iPPLY CO 
AND cO., INC * surr - ARCHIE Gey 
MOL VAN SUPPLY ye oo - eeoee T f -AMKIOR, 


METROPOLITAN SUPREY anak 
OUTHERN EQUIPMENT & 
MARSHALL NEWELL SY 

Cow maRweper, INC 
NDUSTRIAL MATERIA 


HARTFORO Atl aur 
PERRIGE, IMC 
A. 3 DALY & SONS, 
DESCO CORP 
CAMERON A BARKLEY CO 
), © CHRISTOPHER CO 
DUNC AM TOWARD CO 
BOGAN SUPPLY CO. Cc 
ELLIS.E€RWIN SuP. CO 
GRUYNELL CORPORATION 
AUGUSTA MUL SUPPLY CO 
in DO. BOBINSON CO. 
“Hiimcacos SUPTLY Co 
LIMDARERG 42 STRINGHAM 
AGO TUBE & RON age 


INLAND SuPRY CO 
VAT * JMPAN'Y 
ASTER SUPPLY «ft 
MARTENS HODGKIN CO OUR© sore * 
WILLIAMSON SUPPLY CO See co 


ce - eA ; 
 Disnebtisony moe o., 
comer 
hAID.SI ES Iwough dsb” 
MOTT BROS, CO. oor ae aN new at 
INDUSTRIA ° 
PPLY 
EVANSVILE . suPP For nearly a su . 
eT “policy ‘af century “Ts 
IND tH 6 SuPPLY co. ENGLISH rf . 
SUPi 
3 Support has aaiear 
MORTHERN ‘policy: oF dist 
Or NN SUPPLY CO. vile -nation’ 
WEST PIPiI™ 
we ea mong industrial 
WEEN CITY SUPPLY ‘homes g : tt 
LIN 


oR NROE. GO 


arnas ‘withthe, unmatched quality of nkenheisier 
ws INDUSTRIAL 
ati ms PUMP a SUPPLY Cc rnp gy 
rho ‘It has thade the Lunkenheimer. francs, 
ANB 3; Lunkenheimer. franchise on 
| Arar one sof 


MEG 


the: most-valdbl ‘sets an industrial distributor can have. 


mevsiny 
EComomncat(y 


Your Customers 
Can't Find the 
Cost of a Vaive 
on @ Price List! 


INDU: 
STRIAL DISTRIBUTION SEPTEMBER, 1960 





way CO 
st co 
ey VPP y Le | 
% WP €H 
Pry Oly. of 
Coe TA MPS, er 


» 


wm OW Cry 
WwW. & SAse 


& ~ Wi NHEIME RK 


THE ONE VpCAtT NAME IN VALVES 


at 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 





One Sale Triggers Another with 
Versatile OTC Pulling Tools 


@ THIS HIGH-PROFIT OTC LINE 
1S AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 


@ SELL YOUR PRESENT 
CUSTOMERS FAST-MOVING 
OTC MAINTENANCE TOOLS 


The complete line of interchange- 
able OTC hydraulic maintenance 
and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 
OTC tool, it’s a natural to buy an- 
other — customers find new acces- 
sories added to basic units handle 
hundreds of tough, complicated jobs. 





Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Rams 


Hydraulic 
Pumps 





Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 





pa —-+ = 


"*"e, OWATONNA TOOL COMPANY 


373 CEDAR ST., OWATONNA, MINNESOTA 
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Remember, industrial distributors 
handle other manufacturers’ prod- 
ucts besides your own, and they are 
independent, proud of it, and don’t 
behave like your sales force does, 

Joun De Wotre 
Vice President of Research 
G. M. Basford Co. 


© From a speech by Mr. De Wolfe given 
before the eastern regional industrial con- 
ference of the American Marketing Associ- 
ation. 


Using Facts For Profits 


LONGBEACH, CALIFORNIA 

Please wire me collect, if you can 
send twenty reprints of “Using 
Facts For Profits” (ID May, 1960) 
by Thomas J. McGann, via air mail 
special delivery. 

These will be used before the 
graduate and business executive 
seminar at Long Beach State Col- 
lege. 

R. B. Avspaucn 


The Importance Of RD&E 
New York, New York 

Research, development and engi 
necring (RD&E), the starting point 
of technological progress, is pres 
ently in a period of rapid growth. 
The support of these three fields is 
advancing at the rate of 25% per 
year, while the GNP is increasing at 
3% per year. This is growing em 
phasis that RD&E benefits all in- 
dustry. 

Advances in electrical machinery, 
computers, and new improved mate- 
rials, for example, increase the vol- 
ume and the quality of industrial 
products and upgrade working skills 
generally. Although the rate of 
growth will inevitably lessen at some 
future point, it will never completely 
saturate as long as advances in living 
standards and higher working skills 
remain objectives of our society. 

(Continued on page 18) 











TOMORROW'S INVENTORY 


itcan maximize your net profit on standard fasteners 


PLAN FOR PROFIT Notice first how double stocking is eliminated: the hex screw replaces hex 


tte ain Oe OF eanliee end Gomme and square head machine bolts. Only hex nuts are carried—and in separate 
plain and plated. packages. (Right now, many distributors are getting outstanding results in 


. High carbon" 1038” cap screws, 114" 12” converting their accounts to the hex product.) 
smaller and shorter in plain, plus 1" x 6" 


smuiiies end chanet in sisted. Profit-per-sale increases with the addition of high carbon cap screws and 


; a plated line. For many industrial distributors, profit and volume on these 
. Hex nuts through 11", plain and plated. . : . 

ad se two lines is an accomplished fact. 
. Heavy hex nuts through 3°, plain. 


Se alg F Watch overhead nosedive, net profit increase —even when you take a 
° » stovV . . ° ° : . 
bolts, ‘tagging een, othe ond ectonad few small steps in this direction. If you would like to have all the details 
specialties. Plain and plated. about “Plan for Profit”, ask your Lamson man or call us direct. 


LAMSON € SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 








You'll Want to Read 
This Letter 


W. D. ALLEN MANUFACTURING CO. 


S66 WEST LAKE STREET CHICAGO 6 MLINOIS «§ PHONE AA ndetee 60008 


ALLEace 


INDUSTRIAL SUPPLY DIVISION 


May 12, 1960 


Mr. Kenneth G. Wickman 
Midwest Regional Sales Manager 
Proto Tool Company 

3900 Wesley Terrace 

Schiller Park, Ill. 


Dear Ken: 


I knew you would be interested in knowing that our sales 
of Hand Tools for the January-February-Harch quarter of 
1960 increased 40% over the same quarter of 1959. We 
here at Allen's are, naturally, very pleased about this 
and feel that the reason is mainly the fact that we are 
now distributors of Proto tools. Since we have taken on 
the Proto line we have noted a steady, upward trend and 
we look for this to continue in the quarters ahead. 


I would like to take this opportunity, Ken, to thank you 


and the rest of the Proto men for their help in making 
this sales gain possible. 


Very truly yours, 
W. D, ALLEN MANUFACTURING CO. 


Os. 


A. D. Symond 
President 


Does Your Hand Too! Operation 
Match This ? 
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This is L,ONAC 


PATENTS PENDING 


New Ultrasonic Automatic Control By ARO 


Sonac’s beam of ultrasonic sound waves will 
sense, count, control or monitor under conditions 
that foil other sensing and switching devices. Sonac 
doesn’t need to see . . . requires no light of any kind 
. . will work in contaminated atmosphere, darkness, 
and can even be piped through flexible hose or tubing. 
Sonac is unaffected by industrial vibration. Fully 
transistorized amplifier and hermetically sealed sensor THE ARO EQUIPMENT CORPORATION 
construction require no maintenance. Easy to install. Bryan, Ohie 
For complete information on Aro’s new Sonac Ultra- Are of Calleraia, 2141 $. Grand dve., Los hngutes 7. Cal 


a : : Aro Equipment of Canada oronto), Ontario 
sonic Control, call, wire or write Aro today. Offices in ieee eine . 
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ike) 
MODELS 


29 
CAPACITIES 


LUG-ALL ¢ 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Rest And Sell The Most Asked For Cabie-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 
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You Said It 
STARTS ON PAGE 7 





The most glamorous and impor 
tant use of new technology is for 
innovation in products and services. 
Often, innovation creates entirely 
new markets, as in the case of the 
miniature portable radio which was 
made practical by the transistor. The 
transistor in turn is being replaced 
by miniature tubes that rival the 
transistor in performance and com 
pactness. 

The future progress of technology 
depends largely on the basic research 
of today. Fortunately, there is an 
increasing recognition that basic re 
search is an eminently practical and 
economic investment for industrial 
growth. To an increasing extent in 
dustry is now paying its way in basic 
science, by contributing new know! 
edge of nature to replenish the store 
house from which heavy withdrawals 
have been made in the past 

Dr. Guy Surrs 

Vice President of Research 

General Electric 

@ From oan address, “An Appraisal of 


Technological Progress”, given before the 
National industrial Conference Board. 


SOSCA 


Purmapecena, Pa. 
On page 97 of the March 1960 
issue of Inpusraiat Disrrisvtion, 
reference is made to profitability 
studies being well within the ca 
pacity of any distributor firm, and 
that a SOSCA (Simplified Operat 
ing Statement Method For Sales 
Profitability Analysis) method can 
be set up in a few hours and main- 
tained with relatively little trouble. 
Is there more information avail 
able on these two subjects? They 
appear interesting. 
Srerpuen Mucna 
Sales Manager 
Rodney Davis Gear Co. 
@ The SOSCA reprint was sent to Mr. 
Mucha along with information on three 
other reprints, Distribution Cost Account- 
ing for Net Profits, Cost Accounting for 
Customer Profitability and Using Facts For 
Profits. Anyone interested in these arti- 


cles, please address inquiries to the You 
Said It Editor. 
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NATIONWIDE FASTENER SOURCE 


announces the 
acquisition of 


PROGRESSIVE 


MANUFACTURING COMPANY 
Torrington, Connecticut 


for faster, 
more strategic fastener service 
in the 
Eastern United States 


The continuing growth of Pheoll takes many 
directions. Today... it heads Eastward. . . bring- 
ing within immediate range of New England 
industry the expanded manufacturing, warehouse 
and sales facilities of Pheoll'’s newest acquisition, 
Progressive Manufacturing Division of The 
Torrington Co., Torrington, Conn. 


This new subsidiary... Pheoll of New England, 
Inc....is pledged to uphold and advance the Service, 
Technical Know-How and Engineering Leadership 
that has set Pheoll in the forefront as one of the 
leading fastener sources serving industry through- 
out the U.S. and Canada. 


PHEOLL MANUFACTURING CO., INC. 
5700 West Roosevelt Road 

Chicago 5O, Illinois 

Heading the Fastener Industry for Over 50 Years 
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Out of Holo-Krome’s 
comes a@ major 





HOLO- KROME 
. | RESEARCH S/DEVELOPMENT 
DIVISJON 
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THROUGH !... 


Research & Development Division 
break-through in continuous warm forming... 


Thermo-forged 


SOCKET SCREWS 


The most dramatic innovation in socket screw manufacture in 28 years! 


NOW, at last, after years of intensive research, 
Holo-Krome breaks the warm forming barrier 
with its revolutionary new electronic THERMO- 
FORGED process. 


The first major break-through in socket screw 
manufacture since Holo-Krome pioneered and 
patented Fibro-Forging 28 years ago, Holo- 
Krome’s unique new THERMO-FORGED process is 
the first continuous, high-speed warm forming 
technique to be perfected! 


This revolutionary process pre-conditions the 
metal in patented apparatus for near-perfect 
forging conditions—by creating just-the-right 
ductility for the precise flowing of metals. 


It gives Holo-Krome complete and continuous 
control and mastery over heat—and at unusually 
high speeds! 

New and far higher standards in quality, pre- 
cision and uniformity are now attained with 
Holo-Krome’s exclusive THERMO-FORGED process. 
This unique process produces socket screws 
near-perfect in structure and of a uniform ac- 
curacy and quality never before possible! 
Thoroughly researched in the laboratory and 
field-tested for more than two years, Holo- 
Krome’s THERMO-FORGED Socket Screws are now 
available to industry through H-K’s nationwide 
corps of authorized industrial distributors. 


H OLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 


AWAD SOY 


*Trade Mark of The Holo-Krome Screw Corp. 
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FINEST ANTI-RATCHETING DRIVER 
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WITH THESE 2 NEW SKIL TOOLS 


YOU'RE IN THE DRIVER'S 
SEAT ON DRIVER SALES! 


HERE'S YOUR CHANCE TO REALLY TAKE CHARGE OF THE DRIVER BUSINESS IN YOUR AREA 


Two brand new Skil drivers (1) today’s fastest, 
most accurate electric assembly tool, and (2) 
the lowest price full-size driver made, round 
out the most complete line of electric drivers in 
the industry and more than triple Skil driver 
sales potential. 

Now, with 18 Skil driver models . . . with 
positive, adjustable and anti-ratcheting clutches 

. . in pistol grip, rear handle and suspension 
models, Skil distributors can go all out to get 
their share (and much more) of the rapidly 
growing driver market. 


The constant innovation in Skil products, 
exemplified by these two new drivers plus the 
sensational Roto-Hammer and sales record 
breaking 2-speed Recipro Saw, is expanding dis- 
tributor markets, increasing turnover and (best 
of all) helping to maintain distributor profit. 

The Skil representative in your area will be 
happy to give you full information on these 
new drivers as well as Skil’s entire line of metal 
and woodworking tools. Call him today. Or 
write: Skil Corporation, 5033 Elston Avenue, 
Chicago 30, Illinois, Dept. 11ST. 


FREE SKIL DRIVER DEMONSTRATION CASE! 
Complete kit for point-of-sale counter display or quick 
“in-the-piant” set-up and demonstration. 

Free to Skil Distributors with purchase of four drivers. 


+. and SKILSAW POWER TOOLS 


MORE TOOL INNOVATIONS ARE ON THE WAY...WATCH SKIL AND SEE! 
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“Rust-Oleum is a Key Line 
at our counter, too,” 


advises Orr iron Counter Man, 
Kenny Gruzard—Winner of the 1959 
Rust-Oleum Counter Contest 


“Some twenty percent of Orr Iron Company's 
Rust-Oleum wholesale sales to our mainte- 
nance customers are made at our counter,” 
says Kenny. “The unusually broad potential 
use for Rust-Oleum, plus the fact that power- 
ful Rust-Oleum advertising makes it a de- 
mand item keeps our counter pretty busy as 
far as Rust-Oleum sales are concerned.” 








“High gross profit and large volume help 
to make Rust-Oleum a KEY LINE with us” 


says Bernie Weirauch, 





Vice President, Sales — Orr iron Company 


“When we initiated our key line selling program 
in 1953, twenty-two of our three hundred lines 
were selected as key lines for special sale em- 
phasis,” says Mr. Weirauch. 

“Five factors in our Index of Adaptability 
Formula were used to weight each line, with the 
top-scoring lines being designated as key lines 
for that particular year.” The five points used by 
Orr Iron Company are (1) Gross Profit Margin, 
(2) Volume Sales In High Average Line Of Bill- 
ing, (3) Handling Costs, (4) Number of Potential 


Customers, (5) Manufacturer's Cooperation. 

“Rust-Oleum has been a leading key line with 
us since we started the system,” advises Mr. 
Weirauch. “With Rust-Oleum’s 37.5% average 
gross profit margin, high volume, relatively low 
handling cost, and the fact that Rust-Oleum can 
be sold to nearly every account, plus outstanding 
cooperation in the field and from the home plant 
— it is apparent that Rust-Oleum continues to 
score unusually high in our key line selling 
program.” 


Orr iron salesmen emphasize Rust-Oleum repeat business 


“Repeat business 


ustOleum, that's 
usually just the 
start a lot more 
RustOleum volume 
from that account 


Ray Yount points 
out the fact that 
Rust-Oleum is “pre- 
sold through pow- 
erful national and 
local advertising. 
it's a good feeling 
to have customers 
say, ‘Sure, we know 


“Equally important 
is product know!l- 
edge,” advises John 
Lintzenich, ‘‘and 
believe me, the 


Training School in 


when the user sees 
what Rust-Oleum 
will do for him.” 


Rust-Oleum — we've Evanston, Illinois 
seen it in maga- has helped up my 
zines and on TV.’” Rust-Oleum sales.” 


SPEARHEADING THE 


y 


ioliden fp? 


UST-OLEUM. 
6 SI0rPS = 


There is only one Rust-Oleum 
it is distinctive 
as your own fingerprint. 


@® 


RUST-OLEUM CORPORATION © 2565 Oakton Street, Evanston, Illinois 





METAL WORKING SHOP: 3” x 10” “PG” Wheel, mounted on a shop-made automatic feed machine, is used to blend surface marks 
resulting from weld-removal and reconditioning on farm milk tank bottoms. PG" Wheel replaced set-up wheels ; resulted in elimination of 
one operation; cut processing time in half; gives better finish, more uniform appearance, is cleaner to work with. Fast-cutting, smooth 
polishing “PG” Wheels are versatile . . . can be used on all standard equipment; adapt easily to special applications. 


Know...sell... profit with these products of 3M Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES * NON-SLIP SURFACING 
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3M LEADS 


THE WAY T0 
MORE SALES 


You'll find selling opportunities for 
“ScoTcH” BRAND Pressure-Sensitive 
Tapes and “*3M’"’ BrRanb Coated 
Abrasive Products everywhere you go 
—in every industry; in every plant. 
Here are six tried and tested sales 
ideas to help you turn prospects into 
customers. 


Six big reasons why it pays 
to be a 3M Distributor, handling and 
promoting 3M-made products : 


1. TOP-QUALITY PRODUCTS . .. always! 3M 
Products are known the world over for quality 
Both “SCOTCH” BRAND Tapes and “3m” 
BRAND Abrasives are continuously quality- 
checked before they leave our plants 


2. STEADY PROMOTIONAL SUPPORT. A 
well-planned, year-round program of hard-work- 
ing advertising helps pave the way to sales for 
you. Both “SCOTCH” and “3M" BRANDS rank 
high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS 
These range from comprehensive product 
folders and industry manuals to demonstration 
hits, movies and sound-siide presentations 


4. FACTORY TECHNICAL ASSISTANCE 
Factory-trained 3M salesmen work with you in 
the field to help solve customers’ problems. 3M 
Company technical service is continually provid- 
ing your customers with assistance on technical 
product applications and methods 


5. COMPREHENSIVE SALES POLICY. The 
distributor is key man in the 3M sales philosophy. 
All sales plans and policies—100% distributor 
oriented — are clearly defined in our written 
Distributor Policy. 


6. NEW PRODUCTS FIRST! Minnesota Mining 
and Manutacturing Company's continuing pro- 
gram of research assures you a line of the newest 
and best products on the market . and of 
having them FIRST! 


ALUMINUM FABRICATOR: 3M Coated 
Abrasive Belts replaced set-up wheels; 
boosted production 50°. Operation is grind- 
ing off gates, risers, and parting lines for the 
final finish of cast aluminum transformer 
heads. 3M Belts give better finish, as well as 
higher production rates. 


3 


METAL CABINETS: This customer was 
using a competitive coated abrasive disc for 
removing fabrication marks and surface de- 
fects prior to painting. When he switched to 
3M Type “C” Discs, Grit 100, he achieved 
25° greater production per disc; cut costs; 
found the “C” Disc conformed better for a 
better finish too. 


ENGINE MANUFACTURER: Salesman’'s 
suggestion to use die-cut pieces of “ScoTcn” 
BRAND Masking Tape solved serious produc- 
tion problems for this firm. Die-cut pieces of 
crepe flatback tape are now used to keep 
paint spray, dust, foreign matter out of 
engine parts during assembly. 


ELECTROPLATING: This Midwest com- 
pany needed only one demonstration before 
ordering “Scotcn” BRAND Plastic Tape No. 
470...using it for stop-off masking and rack 
wrapping applications. Tape offers strength, 
conformability, and a backing that resists 
effects of plating cycles. 


CONTAINER USERS: Shippers everywhere 
are getting more container mileage by using 
short strips of “Scotcu”™ Branp Filament 
Tape to close and/or reinforce all types of 
fibreboard shipping containers made today. 
Inexpensive H-120 hand dispenser eases ap- 
plication problems, too! 


Miienesora (fining anno ]\ffanuracturine company 


++ WHERE RESEARCH 


1S THE KEY TO TOMORROW 
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INTRODUCING: THE ALL- NEW 


¥ 


‘ 


WORTHINGTON 
X COMPRESSOR 
is the newest, most 
modern air-cooled 
compressor on the 
market. The X shape 
has been achieved by 
a short stroke design 
with reduced cylinder 
overhang and by use 
of a wide stance base. 
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WORTHINGTON 2% COMPRESSOR 


avy x 


-SHAPE compressor is prone to harm- 
ful vibration in both horizontal and vertical 
planes as the two pistons travel up and down 
in Opposite directions Cooling is also 
a problem. Only one cylinder is in the direct 
path of cooling air from the compressor fan 
and there is about 40°, less cooling surface. 


New design reduces vibration—enemy 


Vibration is the mortal enemy of every 
reciprocating machine. Sooner or later 
vibration must exact its toll in the form of 
wear or failure. Controlling vibration is 
the secret of building compressors that run 
longer and quieter with less maintenance. 
Our new X compressor was designed to 
be the most “rock steady” unit on the 
market. Vibration is so negligible that we 
have balanced a coin on an X compressor 
while it was running. 
The story behind this first air cooled com- 
pressor redesign by a major manufacturer 
in 15 years is interesting. 
Our engineers 
started with a mod- 
ern short stroke, 
large bore design. 
{A typical cylinder 
has a diameter of 6” ; stroke of only 2%4”".) 
This design reduces piston travel and wear, 


and increases efficiency. 


Y- SHAPE increases cooling by spread- 
ing cylinders. The vibration problem, however, 
is only partially solved. Pistons operating at 
45 degrees to horizontal ‘7 tend to ro- 
tate the compressor 4 . When supported 
by a small, narrow base 7 the unit tends 
to be unstable and prone to harmful vibration 


The short cylinders 

that resulted made 

it possible to reduce 

cylinder overhang 

considerably. Then 
the width of the base was increased until 
an X shape was obtained. 


Concurrently, the decision was made to 
operate at higher rotative speeds. This 
reduced size and weight. The X design is 
15% to 20% smaller and lighter than most 
compressors. The X compressor was de- 
signed to operate up to 1750 rpm (versus 
a top of 900 or so for most other units.) 
Its short stroke design, however, makes 
piston speeds very conservative. They 
never exceed 700 feet per minute. 

The new X compressor has many other 
innovations. Its silicon treated filter ele- 
ment is 99% + efficient. Its shell-molded, 
ductile iron crankshaft has better balance 
and greater strength. Its aluminum con- 


X- SHAPE compressor gives excellent 
cooling plus minimum yibration. The same 
twisting forces occur \_ 4 as the pistons 
move back and forth Qut jhis compressor with 
its wide stance base f&\ is more stable. As 
a result, there is less internal strain, and 
vibration is considerably reduced. 


of compressor life 


necting rods increase heat conductivity 
and reduce reciprocating weight. In all, 
more than 25 separate innovations were 
incorporated in the design. 
The new X compres- 
sor is equipped with 
Worthington's fa- 
mous Feather* 
valve. The lightest, 
fastest-acting valve in the industry, the 
Feather valve has compiled an outstand- 
ing performance record. (A recent survey 
indicates that operating men prefer them 
two to one over the next nearest type). 
Worthington’s New X compressor is avail- 
able as a bare compressor or base or tank 
mounted. Standard belt-driven units are 
available in ratings from % to 15 hp and 
40 to 250 psi. Monobloc units from 14 to 
5 hp, 175 psi. For more information, call 
Worthington distributor listed under “‘com- 
pressors™ in yellow pages or mail coupon. 
"Reg. Trademark U. S. Pat. Off. 





SECTION 34-3 
HOLYOKE, mass. 








WORTHINGTON 





CITY AND STATE 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1960 





I'm interested. Send me co copy of Bulletin 
3405-82 describing your new X compressor line. 


How to borrow 


“One shot is all it takes,” says Dan Coleman to Columbus 
Belting President Bob Day (left) and Sales Manager Bill 
Van Fossen (center). Dan is describing lubrication of 
idlers, and Mr. Day says, “One shot lubrication is one of 
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the features of H-R idlers that makes a strong sales point. 
How do you know when it’s full?” Dan: “When the 
grease is exposed through the pressure relief fitting on 
the opposite side.” 
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a sales engineer 


Hewitt-Robins field man 
“on loan’ to distributor 


“The fact is,” says President Bob Day of Columbus Belting 
& Supply Co., Columbus, Ohio, “Dan Coleman’s in here so 
often we might as well give him a desk. When you're trying 
to work out specifications for idlers and conveyor belting or a 
special steam hose job, a man from the factory’s a real help.” 

Sales Manager Bill Van Fossen thinks so, too. “Dan’s in 
here as regular as the mail to see where he can help out. Some- 
times it’s just to help us take inventory. Sometimes it’s to 
pitch in on a sales call or help with an engineering problem.” 

Mr. Van Fossen adds that their kind of selling is 75% engi- 
neering anyhow. “You can’t sell a foundry without telling 
them all they want to know about your product advantages, 
sizes, applications, and so on. Now, all of us know where to 
find this data, but Dan has most of it in his head—and you 
can’t beat a friend like this when you're making a sales call.” 

The real question, of course, is whether this is unusual serv- 
ice that Columbus Belting gets. The answer is yes and no. It’s 
unusual for general business today—but not the least unusual 
for Hewitt-Robins. If you've forgotten what real help is like, 
call the H-R man in your area. Hewitt-Robins, Stamford, Conn. 





On visit to Ohio Malleable Div. of The Dayton Malleable 
Iron Co., Maintenance Superintendent Lew Koch and 
Plant Engineer George Naumann (both right) know all 
about H-R spiral idlers. Mr. Koch: “We've had some in 
over a year and they haven't worn yet.” Adds Columbus 
Belting salesman Lou Fee (second, left): “Dan, those idlers 
are doing a real job under an H-R hot materials belt 
conveying foundry sand.” 


“That does it on hose,” says Columbus Belting 
Warehouseman Fred Callahan, as he and Dan 
check a rush order sold to a local construction out- 
fit. Dan asks, “Okay, we’ve covered hose, belting, 
reducers, and idlers, how does that affect your in- 
ventory?” Fred says, “Makes us short on water 
suction hose but you'd better check the office 
records.” Dan: “Will do.” 


“Hold her steady now, Art,” says Clint Wander, 
Columbus Vice President. He is showing proper 
installation of King nipple into 4” water suction 
hose, with the help of Shipping Foreman Art 
Hatem. Dan says, “You wouldn’t want a job at the 
factory, would you?” Mr. Wander: “Dan, every 
good sale is the beginning of another one. That’s 
why we're fussy with every procedure.” 


On plant visit, The Buckeye Steel Castings Co. 
Asst. Purchasing Agent Ray Scott shows Columbus 
Belting salesman Terry McNamara (center) and 
Dan Coleman (right) H-R shot blast and air hose at 
work in the largest U.S. foundry under one roof. 
Says Terry, “After the continuous shot blast opera- 
tion air pressure removes shot from the castings.” 
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KIDDE 
HELPS YOU 
WHERE 
IT COUNTS! 


Proven Sales Aids! Newspaper mats, 

® direct mail pieces, informative brochures, 
novelties, slide films, motion pictures, sales 
manuals ...a complete package of tried and 


tested sales helps is yours when you feature the 
Kidde line! 


Selective Distribution! As a Kidde dis- 

® tributor, you get the selling advantages of 

a selective distribution policy in the trading 
areas you serve. 


Solid Experience! Many of today’s im- 

® portant fire extinguishing advances have 

been Kidde firsts . .. many are still Kidde erclu- 

sives. Feature the Kidde line of fire extin- 

guishers and you feature the latest and finest 
in fire fighting equipment! 


Nationwide Warehousing! Feature the 

® Kidde line, and you gain the sales advan- 

tage of Kidde warehousing. Located all across 

the nation, Kidde warehouses mean minimum 

inventory, fast delivery, complete service 
facilities for you! 


Advertising! National advertising, in- 


® cluding trademark headings in telephone 


6 Complete Line! Left to right below, just 
® four of the extinguishers in the Kidde line 
— 2% and 5 pound pressurized dry chemical, 15 
pound carbon dioxide, and new pressurized 
water. Kidde’s full line covers more than 30 
proven models in varying types and capacities. 
There’s a Kidde model for every hazard, a poten- 
tial sale in every Kidde model! For more infor- 
mation, write Kidde’s Market Development 
Department, stating your sales territory. 


[i 


2% pound 5 pound 2% gallon 15 pound 


directories, help you sell the complete Kidde line. dry chemical dry chemical water carbon dioxide 


Industrial and Marine Division 


Walter Kidde & Company, Inc., 822 Main St., Belleville 9, N. J. 
Welter Kidde & Company of Canede itd., Montreal — Toronto — Vancouver 
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This insert printed with Day-Glo litho ink. Day-Glo paint is even brighter 


Sell safety with Day-Glo* industrial safety paint! 


Day-Glo has little in common with standard safety Se 
paints. This paint is fluorescent, with a brightness SWITZER BROTHERS, INC. Dept. 10-460 

up to four times greater than ordinary safety paints. a7ae eas beatae c Cleveland 3, Ohio 

Applied to plant hazards and equipment, it shouts 

its warning on first sight, and up to four times further 
and faster 


Please send me complete product and sales information on 
Day-Glo Industrial Safety Paint 


Name Title 
The applications illustrated above are just a few of 
the many ways in which Switzer Day-Glo is now 
being used in plants throughout the world. It’s easy 
to see why Day-Glo is needed in every plant where City Zone State 
vou call © Send full information CO) Have representative call 


Company 


Address 


There are five brilliant colors, for indoor or outdoor - ~- —— ee ee 
use, brush or spray application. For information on Sales offices: New York, Chicago, Los Angeles and Berkeley, California 
this profitable, selective-distribution line use the 


Day-Glo is a registered trademark of Switzer Brothers, 
coupon today 


Inc., originators of daylight fluorescent colors. 





_HERE’S HOW TO MAKE MORE MONEY! 





Stock THE COMPLETE LINE of 
Eagle cans and oilers and you'll 
cash in on extra sales... fast! 











N 








One Eagle sale leads to another! Each oiler, safety can, k for th 
oil or gasoline can you sell brings your customers Ask for the 


back .. . satisfied . . . for more! Complete Eagle TT vite yi y 





Display the ONE COMPLETE LINE . . . an Eagle 
oiler or can for every purpose. Catalog 


Order the Complete Line NOW from your supplier. ’ 
Or write to us ios information. “mee IT s) FREE! 


Eagle products are stocked by leading suppliers 
in the U.S. and Canada. 


Serving the Trade Since 1894 


MANUFACTURING CO., Wellsburg, West Virginia 
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Here are some of the NEW 


LITTLE 
DIAMOND 


ELECTRONIC 
PLIERS 


Precision pliers especially designed for easy convenient use 


DIAMALLOY 


in the hard exacting service of manufacturers of electronic 


instruments 


Diamalloy pliers stay snug in the joints, true on the points, 
and sharp on cutting edges in continuous service under which 


lesser quality brands soon wear out and have to be replaced. 


The new electronic items are added to the line of quality 
pliers and wrenches so long manufactured under the famous 


Diamond and Diamalloy trade marks: 


Sa p> 


Sold only through regular trade channels. Ask your mill 
or electrical supplies wholesaler or write the manufacturer for 


a Diamond Tool catalog. 


“There is nothing finer than a DIAMOND” 


DIAMOND TOOL 4nd //o/Sest0e Co, 


DULUTH + MINNESOTA Established 1908 TORONTO + ONTARIO 





New Wrénchking 

© New “Series 60” 
cap screws 

e New Bristol miniature 
button and flat heads 
e Complete Multiple- 
Spline line 

e Complete standard 
hex line 

e Automatic 
feeder-driver 


That's what you get as a distributor for Bristol 


... and the traffic lights are always green on these roads! 

Bristol gives you the finest line of industry standard hex socket screws to 
sell plus a complete line of famous Bristol-originated Mutiple-Spline socket 
screws. 

And you get such door-openers as WRENCHKING, the phenomenal new end 
wrench sensation, the Bristol automatic feeder-driver that speeds produc- 
tion for your customers, the new miniature button-head and flat-head socket 
screws (Nos. 0, 1, 2, and 3) ... ideal for the electronic industry and other 
industries making high-precision miniature assemblies. 

These are just a few of the big advantages you get as a Bristol distributor. 
There are many others, more than we can detail here. They are all headed 
for the same goal: More sales for you and more distributor profits. That’s 
why we can say, Bristol offers you more roads to sales. A.0.2 


Distributor opportunities are still open in few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, 126 Bristol Road, Waterbury 20, Conn. 
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ADDITIONAL WAYS 
BRISTOL BACKS YOU UP 


Fast Distributor Service 


¢ One day shipment on urgent orders. 

* Telephone, telegraph, teletype to an- 
swer inquiries fast. 

* E-2 order form has net prices; photo 
copied to end error 

* Speedy order filling, pricing, stock con 
trol methods 

* Functional bulk-order packaging. 


Promotion Kit Advertising 

* Easy-to-read catalogs, brochures 

* Concise technical and product data. 
¢ Smart self-mailers, envelope stuffers. 
¢ Planned program for mailings 

* Heavy schedule of national ads. 

* Publicity, displays, trade shows. 

© All inquiries referred to you 


THE 


i dri h-pee) & 


COMPANY 


ket Screw Div 








2 reasons our ads always say... 


“ORDER AMERICAN CHAIN 
FROM YOUR DISTRIBUTOR” 


1 * BECAUSE in AMERICAN CHAIN’S plan of distribution, the 
distributor has always been the master link. Our policy is one 
of full partnership with our distributors. They do more than 
just stock a complete line of chains, fittings and attachments 
appropriate to their type of wholesale operation. They are 
also kept up-to-date on the latest information about new 
products, new improvements, packaging changes and, of 
course, changes in prices and profits on American Chain 
products. Moreover, they are advised about new products in 
advance of introduction so that there’s always ample time 
for ordering and stocking before customers first read about 
them in trade paper advertisements. 


2 * BECAUSE the AMERICAN CHAIN distributor is, in effect, 
our representative in his locality. Back of him stands our 
Regional Warehouse and our District Sales Office whose 
salesmen are qualified to furnish a wealth of information on 
the subject of welded and weldless chain for all purposes. 
And back of all these men is the American Chain & Cable 
Company, Inc., of Bridgeport, Conn., and the American Chain 
Division at York and Braddock, Pa., and the famous Acco 
Giant trademark which for decades has meant the standard 
of value in chain. 


AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn, + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 


*Los Angeles, New York, Philadeiphia, Pittsburgh, *Portiand, Ore., *San Francisco 
“indicates Warehouse Stocks 
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Now PRATT & WHITNEY 
through SELECTED 
INDUSTRIAL DISTRIBUTORS 


After a century of selling direct, Pratt & Whitney is now offering its 
famous lines of Cutting Tools and Conventional Gages through Selected 
Industrial Distributors. We believe this new program offers important 
benefits to our customers, to the Industrial Distributors who will be on 
our team and, in turn, to us at Pratt & Whitney. 


Through a record for on-the-job performance that has never been dupli- 
cated, P&W Cutting Tools have won an established acceptance wherever 
manufacturers base their purchases on the proved ability to deliver more, 
accurately machined pieces for every cutting tool dollar. This acceptance 
will work for you, the Industrial Distributor, under our new sales program. 
Here is greater opportunity for increased sales, greater assurance of the 
customer satisfaction that builds repeat orders, and new opportunity for 
increased profits today and tomorrow! 


PRATT & WHITNEY 


PRODUCTS 
Complete lines of Cutting 
Tools and Conventional 
Gages with an established 
reputation for performance 
that insures lowest costs and 
highest work quality. 


PROMOTION 
Advertising and sales pro- 
motion programs, of proved 
effectiveness, designed to 
make your sales efforts more 
productive by “pre-selling” 
your customers. 
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POLICY 

A sales policy developed, 
written and interpreted to 
estabiish and maintain 
strong, lasting and mutually 
profitable distributor-manu- 
facturer relationships. 





offers a complete line of cutting tools 


PROFITS 

Your expert sales coverage 
. . . plus quality products, 
effective promotion, and 
skilled technical assistance 
in the field must add up to 


SERVICE 


Ready availability of skilled technical assistance in the 
field has always been recognized as an important factor in 
successful industrial sales. Today — with industry’s needs 
rapidly increasing in complexity — this service is more im- 
portant than ever before to the Industrial Distributor. 
With the nation-wide organization of experienced, 
factory-trained Cutting Tool Specialists developed in our 
years of selling direct, Pratt & Whitney is ready now to 
provide the expert sales assistance you must have to meet 
the industrial sales challenge of the next decade. 


MORE COMPLETE INFORMATION . . . on the P&W Distributor Sales Program 
will, we're certain, show you that Pratt & Whitney is in a position to offer its 
Distributors many significant added benefits. Write today for this 8- 

circular that outlines the many benefits this program offers .. . or telephone 
George W. Steinmetz, Manager of Industrial Distribution, Pratt & itney 
Company, Incorporated, 45 Charter Oak Boulevard, West Hartford, Conn. 


greater sales and profits. 
Pratt & WHITNEY, 
FIRST CHOICE FOR ACCURACY 
MACHINE TOOLS + GAGES + CUTTING TOOLS 





nrlow PUMPS 


ARE EASY 
TO SELL- 
BECAUSE... 


ad i 


Motor Driven Self-Primer Plunger Sludge Pump 
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MORE MARLOW ACCEPTANCE! Customer acceptance for the broad Marlow line 
makes it easy to sell. Your customers know that Marlows perform at high 
efficiencies with low operating and maintenance costs. The Marlow line includes 
self-priming centrifugal, end-suction centrifugal, diaphragm and plunger pumps 
for a wide range of service applications. 


MORE MARLOW SALES HELP! To serve and assist their vast dealer organization, 
Marlow maintains a complete field force of factory trained engineers, located 
strategically throughout the country. This exclusive Marlow service means fast, 
local help on difficult pump applications and service problems. 


MORE MARLOW ADVERTISING! Marlow advertising and merchandising efforts 
are aggressive and effective. This pre-sells your market, makes your sales job 
easier than ever before. For complete information on the Marlow Dealer Agree- 
ment, write to Marlow Pumps, Midland Park, New Jersey. 


_- 


“Gem” Self-Primer 


: 


Lightweight Portable ‘‘Mud-Hog” Lightweight Portable Fire Pump 


Lightweight Portable ‘Utility’ Belt Driven Self-Primer 


Engine Driven Self-Primer 


DIVISION OF 


I>) BELL & GOSSETT CO. 


@ Midland Park, New Jersey Longview, Texas ¢ Morton Grove, Illinois 


Marlow specializes in pumps for: Contractors + Dry Cleaning * Fire Fighting 
industry * Irrigation - Oil Country + Petroleum Marketing * Sewage * Swimming Pools 
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LINE OF TAPES KEEPS 


These famous brand names featured are 
the widely selling tapes required for 
the.innumerable splicing and repair jobs in 
perce, industry and the home. You 

mer satisfaction when you sell 

e of tn. The “U.S.” line also 

tapes spec dally made 

rer plants and mines, 

industries. These are 

fection Tape, USCO 

Ushorona® Splicing 


very heed. Get the line from one 
of the “U.S.” branches, or 
write address below. 


U.S. SECURITY RUBBER TAPE 


The ideal commercial quality of unvulcanized 
rubber tape for all general electrical work. 

U.S. Security rubber splicing compound 
possesses all the necessary physical properties: 
tensile elongation, tackiness and dielectric 
strength required for good, durable splices. 

It is easy to handle and will fuse into a solid 
mass without the application of heat or undue 
pressure, 
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S. HOLDTITE® FRICTION TAPE 


ins no free sulphur or other ingredients 
s to metals or fabrics. Exceeds all the 
Bal requirements of the A.S.T.M. 
eation. Handles cleanly without raveling 
SWaiste —has no pinholes — has high dielectric 


g adhesion and makes splices that are 
rable and lasting. 


HOLDTITE SPLICING COMPOUND 


high-grade rubber splicing compound 
xceeding A.S.T.M. requirements. 
U.S. Holdtite rubber spliding 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. in Canada: Dominion Rubber Company, Ltd. 
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A DOOR OPENER 
FOR YOU 


HERE is a line that gives you a light fluid lubri- 





cant you can sell to the clockmaker and a water 
proof grease of the heaviest density you can also 
sell to the dredge company for the lubrication of 
heavy duty equipment . . . something for every 
plant and industry ... each item an outstanding 
product that is tops for a specific lubricating 
requirement. This opens up new horizons for the 
Industrial Supply Salesman. With LUBRIPLATE 
Lubricants, he can sell every concern in his terri- 
tory. 


NOW comes the payoff, LUBRIPLATE Lubricants 
are self repeaters ... once a user, always a user 
because they are that much better than other 
lubricants the plant operator can buy. They arrest 
progressive wear, prevent rust and corrosion and 
conserve power by reducing friction to a minimum. 
Mr. Industrial Supply Salesman, you are wise if 
you open up each of your sales calls every day by 
talking LUBRIPLATE. 


LUBRIPLATE Lubricants give the salesmen ter- 
ritorial protection. Sales help in the form of good 
literature, .ssistance from factory representatives, 
eye-catching advertisements like the one to the 
right of this column, all help make selling quick 


and easy. 


LUBRIPLATE 


THE MODERN LUBRICANT 
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LUBRIPLATE 
130-AA 


affords machine parts and bear- 
ings real protection against rust 
and corrosion. It is a grease type 
lubricant that possesses the ut- 
most in water and acid resist- 
ance. It has exceedingly high 
film strength. Due to the marked 
adhesiveness and water resist- 
ance of LUBRIPLATE 130-AA, it 
does not wash off readily, hence 
is the ideal lubricant in the pres- 
ence of moisture. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE .usricants 


WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 


For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free “LupripLate Data 
Book”. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 
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6 ALLOY BAND 
CUTS CUT-OFF COSTS 50% 


- 


Up to 50° faster cutting speed. 

@ Greater blade life with less blade changing 
and reduced down time. 
Makes standard band saw machines oper- 
ate at close to maximum efficiency. 
Cuts a wider range of metals including 
many tough alloy steels. 
Improved hot hardness and abrasion re- 
sistance permits faster speeds, heavier 
feeds. 
Eliminates investment in expensive, special 
equipment. 


a New Starrett 


BAND SAW BLADE 


ALLOY BAND 


Starret ALLOY BAND is a new double carbide 
special alloy band saw blade developed for one purpose 
only — faster, more economical cutting and greatly 
extended cutting capability from standard band saw 
machines. 

Improved hot hardness and abrasion resistance 
permits higher speeds and heavier feeds on standard 
machines . . . extends the range of materials that can 
be cut including many of the tougher alloy steels... 
gives greater blade life with less blade changing and 
reduced down time. 

Standard band saw machines can be operated at 
close to maximum efficiency with Starrett ALLOY 
BAND ...saving up to 50% in cut-off costs and 
eliminating the need for expensive, special equipment. 

Starrett ALLOY BAND can be used in many cases 
on high speed band saw machines for which we also 
recommend Starrett Safe-Flex™ High Speed Steel Band 
Saw Blades. 

For complete information on the new Starrett 
ALLOY BAND, see your Starrett salesman — or 
write The L. S. Starrett Company, Athol, Massachu- 
setts, U.S.A. 


World’s Greatest Toolmakers 


Svarveir ALLOY BAND 
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HOW 10 EMPLOY was 
: THE KNOW-HOW OF 
FASTENER INDUSTRY 
- EXPERTS 





Your Republic Bolt and Wut Distributor Can Help You 


4 ssorehouse of information on new develop- vervice offered by your local diseributor and his 
ments and crends the fastener industry © staff. In doing he’s backed by the know-how 
vours for the asking, through your local of the experts 4 Republi Steel —a company 
Republic Bolt aad Nat Distributor He's the whos fastener experience spans more than & 
man to call tor proble m-solving ideas On century. This experience is ot your command. 
jobs—ideas that can m™ an For labor-saving, product-improv ing ideas 
better, more efhcient fastening 4 lower cost on fascening, and for prompt delivery of fasten- 
t's new in the ever ers m any quantity, call your Republ Bolt and 
Nut Distributor, today. He's at your service, 
. 


handling fastening 


Keeping UP with wha 


changing fastener industry 4° ital part of the 


local distributor for quick deliveries of 


Call your 


REPUBLIC Bolts and Nuts 


' 
FASTENERS 











GOING OUT FOR MORE 
BUSINESS...FOR YOU 


Republic advertising highlights the 
quality of your products and services 




















The sales message is yours. Objective—more 
business, more profits. Market by market, 
month by month, Republic advertisements like 
these reach your customers. Emphasis is on the 
quality and scope of your products and services, 
whether the product is bolts and nuts, steel or 


plastic pipe, sheets or bars. 


Double the impact of these messages by ordering reprints 
of Republic ads to send to your mailing list. 

They are available to you free, imprinted with your 
company name. For details on other advantages of stocking 
Republic Steel products, call your nearest 

Republic office. Mail the coupon for product information. 


REPUBLIC STEEL 
Worlds Wiel Range off 
Stinalard, Stols and, Stel peduiBg 


DEPT. ID-9404R 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


I would like more information on: 


O Fasteners O Steel Pipe 0 Plastic Pipe 
O Cold Finished Bars O Steel Sheets 


ete ee et te me ee 


ee ee ee ee 


Name Title 





Company 


Address. 





COLO FINISHED BARS 





City Zone State 
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Make New, Multiplying Sales with Brightboy 
MULTI-USE, SOFT RUBBER BONDED ABRASIVES 


THE ONLY COMPLETE, COMPREHENSIVE STOCK LINE! 


The New Approach to 


Bigger Time Savings 


Dealers and their salesmen are rapidly taking ad- 
vantage of Brightboy’s unique rubber-and-abra- 
sive action. Versatile Brightboy achieves excep- 
tional precision results, improved product qual- 
ity. Simultaneously BURRS, CLEANS, FIN- 
ISHES, POLISHES. Bridges the gap between 
the grind and buff, frequently in one operation. 
Works all metals; some wood, glass, laminated 
materials and plastics. 


A MUSHROOMING, 
PRACTICALLY VIRGIN 
SALES FIELD! 


Brightboy brings a revolutionary new concept 
of abrasive applications, refreshing new meth- 
ods. Substantial initial sales. Rapidly acceler- 
ating turnover. Says one prominent distributor: 
“In 1959 we added several new lines. Brightboy 
has turned out to be the most important addi- 
tion. Volume-wise, very profitable. In addi- 
tion, it has caused us to extend our coverage to 
areas not previously called on, and has opened 
doors to many accounts we did little or noth- 
ing with before.” 


BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America's Pioneer Manufacturer of Rubber-Bonded Abrasives 


GET BRIGHTBOY’S NEW CATALOG & INVITING SALES PLAN 
A splendid sales tool, the Brightboy catalog contains latest data 


and product listings: 


© Brightboy sizes, grains, tex- 


tures, machine speeds, on 
all 49 textures, readily 
available JOB-MATCHED 
STOCK NUMBERS for mo- 
chine and manual operc- 
tions, conventional and 


* th wche 





New and revised wheel 
sizes, center hole specifica- 
tions conforming to Amer- 
icon Bureau of Standards 
safety specifications . . . 


Refreshing new methods 


and applications. 


WRITE US NOW! 





NATIONALLY KNOWN 


NATIONALLY DEMANDED e 
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NATIONALLY ADVERTISED 
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WORLD’S LARGEST FAMILY. OF 


performance makes the world of difference 


POWELL BRONZE VALVES 


Pictured here are a few valves offered by Powell to meet corrosion-resistant metals and alloys—just the right 
the demand for good, quality Bronze Valves. All kind valves in the right sizes and materials to handle every 
are available—gate, globe, angle, check, , etc.—in flow control requirement, whether water, oil, gas, air, 

steam or corrosive fluids. Consult your Powell Valve 


all required sizes—for pressures from 75 to 2500 pounds. 
The Powell Line includes valves in bronze, iron, steel, Distributor—or write to us for illustrated literature. 














Fig 5 Bronze Gate 
Valve or 200 pounds at 
500F. 480 pounds W.0.G. 


THE WM. POWELL COMPANY * DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 
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“We feel that once you get acquainted 
with our Derby Line facilities, back- 
ground and people you'll know all the 
basic reasons why Butterfield tools are 

“ long-established leaders. 


- Butterfield people, of course, are the 

: most important reasons. Many of these 
you'll meet are second and third gen- 
erations of skilled machinists, whose 
craftsmanship, passed on from father 
to son, has remained at Butterfield. 


You'll be interested, too, in the constant- 
ly growing laboratories, where Butter- 
field research meets the steadily increas- 


ing challenges of new materials and 
~ new applications. 


Come to Derby Line whenever you can. See how inherited skills, 
working on up-to-the-minute equipment, produces the Butterfield 
line of 100% inspected tools. Full warehouse stocks of drills, 
reamers, taps, dies, counterbores, cutters, end mills, hobs and 
carbide tools in Chicago, Detroit, Fort Worth, 
__.New York, Los Angeles and San Francisco. 





BUTTERFIELD 


THE COMPLETE LINE 


BUTTERFIELD 


Division, Union Twist Drill Company, Derby Line, Vt. 
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—_ valve buyers appreciale 





*HAYNES STELLITE 


Here’s why:—They know that to foil those 
troublesome valve “termites”—erosion, corro- 
sion, and galling—requires built-in toughness 
which only seats faced with hard facing alloys 
AND hardened wedges can provide. Yes, it 
takes BOTH to do a real job and GP Valves 
provide both at no extra cost! 


Vogt GP Valves feature the toughest and, 
since they are precision finished, the smooth- 
est seating surfaces obtainable anywhere. 
‘That's why they are setting new standards of 


performance—longer, drop-tight service with 
minimum, low cost maintenance—in petro- 
leum refineries, chemical plants, power plants 
and other industries. Available in a complete 
range of sizes from 1,” to 2” and rated 800 
pounds at 850° F. and 2000 pounds at 100° F. 


Cotelog F-10 is available to you—please send 
request on your company letterheod. Address 
Dept. 24A-Fi. 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Lovisville 1, Ky. 
SALES OFFICES: New York, Chicago, Cleveland, Dollos, 
Camden, N. J., St. Lovis, Charleston, W. Vo., Cincinnati, 

les Angeles. 


FORGED STEEL 








* Union Carbide Corporatior 


VALVES 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 





tee we = S  - 


another reason it pays to sell STA 
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Stanscrew gives you socket products...kits and assortments... 


A complete line! 





Alone among fastener manufacturers, Stanscrew 


offers a really comprehensive line . . . one to meet 
the overwhelming majority of all industrial fas- 
tener needs. Socket products . . . hex screws... 
bolts and nuts . . . dowel pins, studs and others 
. . over 5500 different types and sizes. All are 
fast moving standard fasteners . . . no “gim- 
micks”’ or “gadgets” to clutter your stock. 
Stanscrew’s complete line means you can cut 
administrative and shipping costs . . . save by 


combining your orders and dealing with one 
dependable supplier. Complete stocks of all 5500 
fasteners . . . available at each of Stanscrew’s 
three plants . . . provide assurance of uninter- 
rupted delivery. And Stanscrew’s fast delivery 
policy . . . orders normally shipped in less than 
24 hours . . . allows you to hold stocks at a 
minimum, yet provide the fastest possible serv- 
ice to your customers. 


For full details, write today. 
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bolts and screws... hex nuts and other fasteners 


STANSCREW 
MEANS 





A complete fastener line 
--.over 5500 catalogued 
items. 


Industry's broadest pro- 
tection on all sales in 
your territory. 


Continuing sales help... 
fastener specialists sell. 
ing with you and for 
you. 


Fast service ... orders 


shipped within 24 hours. 


Superior fastener qual- 
ity...the exclusive Car- 
bon Restoration process, 
for example. 


A consistent promotion 
program that helps pre- 
sell your customers. 


Preferred and specified 
by leading manu/factur- 
ers in all industry clas- 
sifications. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Beliwood, iilinois 





“Take it from me... 


Complete line of Modine steam, hot water and gas-fired unit 
heaters lets Central Rubber & Supply meet every requirement. 
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. put Modine unit heaters in your warehouse 


and they'll put money in your pocket;’ 


J. H. Ruddell, President of Central Rubber & Supply Co., Indianapolis, Indiana 


MR. RUDDELL CONTINUES: “A worthwhile vol- 
ume of business can be done with the Modine 
line. The average unit sale is approximately 
twice the average for our entire business. And 
as equipment lines go, it produces a large 
number of repeat or additional sales. Last year 
our Modine volume amounted to 2% of our 
overall sales. 2% doesn’t sound like much? 
Well, we handle 600 lines and Modine is No. 
15 in volume.” 


FIND OUT FOR YOURSELF the many benefits of 
taking on Modine. A Modine franchise gives 
you the world’s most complete unit heating 
line . . . a high-profit, high-volume line with 
steam, hot water, and gas-fired units for every 
heating job. 


THE MARKET IS TREMENDOUS! Practically 
every industrial plant is a prospect. The replace- 
ment market alone adds up to many thou- 
sands of units each heating season. And you'll 
like Modine’s deferred payment stocking plan. 


STEAM AND HOT WATER UNITS — Horizontal, Vertical 
and Power-Throw® types . - in @ wide range of 
sizes. Ali are lightweight yet extremely durabie. Extra- 
heavy die-formed fins provide added strength, assure 
maximum heat transfer. Vertical fin design discourages 
accumulation of dust and dirt. 


Especially important, when you sell Modines, 
you're continually backed by nation-wide pro- 
motion, numerous sales aids and experienced 
factory representatives. 


FOR FRANCHISE DETAILS, call your nearest 
Modine representative . . . or mail the coupon 


below. 


GAS-FIRED UNITS — Up te 50% lighter than other 
makes of comparable capacities . . . cost less to ship, 
handie, install. Direct-fired heat exchangers, clogproof 
stainiess steel burners and other advanced features re- 
duce fuel and maintenance costs while assuring per- 
fect comfort. Eight sizes — 25,000 to 310,000 Btu. 


FIRST NAME 


MODINE MANUFACTURING COMPANY 
1526 DeKoven Ave., Racine, Wisconsin 


Please send complete information on oa 
Modine franchise. 


IN UNIT HEATING 


U-1412 


Lema e ee eee eee eee 
In Canada: Sarco Canada, ltd., Toronto 8, Ontario 
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The sheet steel bodies of truck trailers can be murderous 
when you have to cut through them to make repairs 
or do special installation work. Cutting with metal saws 
produces edges as jagged and mean as shark teeth. 

At Baltimore’s Warner Fruehauf Trailer Company, 
distributor of Fruehauf Trailers, they tried using abrasive 
wheels to remove the jags but the job tore ordinary 
wheels to pieces so it had to be done by hand with files. 
And that was both slow and dangercus work for the man 
behind the file. 

Then came Bay State distributor Al Earlbeck of 
Earlbeck Welding Supplies, Inc. He introduced Bay 
State’s reinforced raised hub disc wheels and the results 
were astonishing. Not only did the Bay State wheels 
stand up to the work of grinding down jagged sheet 
metal edges, they even outperformed saws when it came 
to cutting the tough, thin, corrugated, stainless steel 

















How Distributor 









Al Earlbeck turned 


panels. Furthermore, they did an outstanding job of 
grinding down spot welds on chassis assemblies and other 
trailer components. Wheel-loading became a thing of the 
past and the Bay State wheels wore down so evenly 
they could be used almost down to the center hub. 

As Warner Fruehauf Shop Foreman Melvin Wengert 
says, now that he’s been using the Bay State wheels for 
some time... “you can’t beat ‘em for safety and versa- 
tility. They do the job better than any other method 
and any other wheel...and that’s that.” Wengert, 
incidentally, is a man with some 20 years experience in 
welding and general metal-working problems. 

This is just one example of the way Bay State stays 
ahead of the crowd. There are many other reasons Bay 
State Distributorships are widely regarded as the most 
desirable in the industry. Why not write for full details? 


Better grinding al lower cost ... that is his business. 


(Left) Warner Fruehauf Shop Foreman Mel Wengert checks 
weld bead with Al and Tom Earlbeck after weld had been 
ground with the same wheel that was used to smooth sheet 
metal edges of aperture cut in trailer body. 


(Below ) Operator Jerry Clark trims stainless steel burrs from 
opening made for installation of refrigeration unit. 














danger into dollars 
Warner-Fruehauf 


Al Earlbeck has 25 years of prac- 
tical experience in grinding prob- 
lems and has also taken just about 
every course there is in welding 
technology . . . starting at Balti- 
more Polytechnic Institute and 
winding up with advanced courses 
at Johns Hopkins. His son, Tom, is 
currently going through the same 
tough schedule of technological 
training. Meanwhile, Al himself 
sponsors courses and serves as ex- 
ecutive of many technical associa- 
tions as well as running Earlbeck 
Welding Supplies, Inc. He has 
tried other competitive grinding 
wheel lines but dropped them 
because he always found Bay 
State superior in both quality and 
service. 


BAY STATE 


ABRASIVES 


i) Bay State Abrasive Products Co., Westboro, Massachusetts. to} 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices : Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. Distributors : All principal cities. 
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... puts the metal hose market 
in the palm of your hand! 


A Big Sales Opportunity Exists 


=O 


Piping Misalignment 


Vibration & Shock 





Thermal Expansion 
& Contraction 


Pd 


Confined Piping Space 








Reciprocating Motions 


Return the Coupon Below... 


Flexonics will call on you 
with the complete PMS bro- 
chure ineluding liberal, 
new distributor and ex- 
change policies. 


Big market, big volume, big dollar 
return...on small investment 


Here is a new (pre-tested) program that pin-points the big 
market for metal hose in your area, and opens wide, new sales 
opportunities for you. The program rests on a simple recogni- 
tion of the basic metal hose needs that exist in every plant 
you enter. It is a proved, creative sales approach developed 
by Flexonics. Your personnel will be trained as Pipe Motion 
Specialists by Flexonics—given the tools and back-up to do 
the job profitably. They will be capable of recognizing and 
creatively selling these metal hose applications. With Flex- 
onics Pipe Motion Specialists behind you, you become a 
PMS distributor that knows where the market is, how to sell 
it, and how to expand it! 


Bi-y- 


FLEXONICS CORPORATION 


Subsidiary of Calumet & Hecia, inc. 
131. S. Third Avenue + Maywood, til. 
Yes, I'm interested in the new sales oppor- 
tunities of becoming a Flexonics PMS dis- 
tributor. Please call on me with complete 
details. 


Name 
Company 
Address 


City 
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Now RBeW simplities 


makes handling of 


NOW IT’S EASY: 


e New common-sense nomenclature opens way 
for reductions in inventory 


New, CLEARER descriptions have re- 
placed long standing, but confusing, 
names in fastener nomenclature. 
Though it’s a simple step, it’s a major 
cone. The new names and descriptions 
wll e>ve much time all along the line 
in ordering and checking shipments. 
They'll help you reduce errors as well 
as stock requirements, by eliminating 
needless duplication. 


The most important clarification lies 
in the terms nut, bolt, screw. Any 
fastener with a head at one end and 
threads at the other is now a screw. 
Nuts are still nuts. A screw furnished 
with a nut is called a bolt. 


Inventory savings and faster turnover 
are possible by ordering a stock of 
hex screws, with separately packaged 
hex nuts. Sell the hex screws where 
you used to sell cap screws; sell them 
with nuts where you sold bolts. What 
could be more to your advantage? 


Part of a continuing program. If 
there’s a way to bring you a better 
product, RB&W adopts it. If there’s 
something to be done to make fas- 
teners more profitable for you, RB&W 
does it. That’s why so many distrib- 
utors prefer to do business with us. 
Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N.Y. 
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fastener names 


fasteners more profitable for you 


together, they make a bolt 


TTT | 





ROaW HEX FASTENERS 
Suse Ronge - Pockoge: Mond tuk @ 


Me a cocoon : ies 4 SB w 
w 


116th yeor 





Plants at: Port Chester, N.Y.; Coraopolis, Pa.; Rock Falls, Ill.; Los Angeles, 
Calif. Additional sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco; Sales agents at: Cleveland; Mil- 
woukee; New Orleans; Denver; Fargo. 





EW RORY FASTENER WOMENCL ATURE SCREW & BOLT TERMINOLOGY 
fb flecuwe Petrears. 190 





HEX SCREWSH@ | HEX SCREWSEO 
HEX BOLTS HO | HEX BOLTS a 


Pooteet Mew Abbren enon Old Abrenenen 
4 m5 © | a me Som © SCREWS — Hewded and Theveded Produc! pm shed Withewt © Mut 














ae MER SOR WS teemthed coorse oF fine thread 


fier 4 Gack Bolt Be Hee 
AS HEX BOLTS end UNFIESMED HEX SCREWS furnished coorse threod , 














sae: oianaiall 


Pe en ae 
ore HEX SCREWS with HEX NUTS Sud tonge Gan Sewe 


All other HEX BOLTS ore UNFINISHED MEX SCREWS ies Sovagat Hes Swe 8 
with HEX NUTS: 1" drometer, 
with UNFINISHED HEX NUTS over I” Ct 
MIGH STRENGTH HEX SCREWS ovailoble wherever HEX SCREWS eppeor ebove Seow Serew (Fell See Body) 
Sue tee Geeeteket Lees 
Chart shows size range of RBaW Hex Screws and Bolts and de- Sbico Bemoes 
fines new package range as well as availability in bulk containers. 














Cermage Sevew (Fell See Body) 


BOLTS - Hewded and Theneded Predeer one 
Nomenciature chart shows how new abbreviations (encircied in RB a eer ceive 
yellow) are shorter than old ones to the right. List is further bol 


simplified by eliminating duplications, especially in hex-head 
products. Ask RBaW for 
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Key to New and 
Improved Wire Rope Sales 


ROEBLING DISTRIBUTOR (could be you). If you’re not a Roebling 
distributor, the following will clearly point out the definite over- 
all advantages of being a Roebling distributor. 


ROEBLING ROYAL BLUE WIRE ROPE. It’s the strongest wire rope 
made—stronger than anything, for any job, you’ve ever known. 
Royal Blue has gained faster and wider customer acceptance 
than any wire rope ever made by Roebling. 


ROEBLING BLUE CENTER STEEL WIRE ROPE. Another industry 
favorite that applies itself strongly wherever wire rope is used. 


ROEBLING SLINGS. A truly comprehensive range of wire rope 
slings and fittings for every kind of lifting job (there are that 
many, that we've prepared a 52-page book on the subject). 


ROEBLING RESEARCH AND TESTING. This is a very real activity 
that goes on in Trenton and in the field to assure that what you 
sell has no equal anywhere. Royal Blue, for example, is the out- 
come of many years of research and testing. The result? See 
Roebling Royal Blue above. 


ROEBLING CUSTOMER ACCEPTANCE. All of the facts stated on 
this page are reasons for this large and contented group. And, 
of course, there’s always the important fact that Roebling has 
been making wire rope longer than anybody else in this country 
... call it unparalleled knowledge. 


ROEBLING ADVERTISING. This, too, is another constant activity 
that reaches all possible prospects in every field. Add to this 
merchandising, direct mail, distributor aids and promotions 
and you know that buyers and would-be buyers of Roebling 
products are kept constantly aware and up-to-date on what you 
have to offer. 





ROEBLING ENGINEERING. Here, in the form of experienced 
technical help is a strong sales bulwark. Any wire rope problem 
that’s too knotty for you or your close-at-hand Roebling Ware- 
house or Sales Office is turned over to Trenton—where they’ve 
been solved successfully for more than 116 years. 


We will be very interested in having you communicate with us about 
the many and steady advantages of representing Roebling in your area. 
Write Roebling’s Wire Rope Division, Trenton 2, New Jersey. 


ROEB LING 


Branch Offices in Principal Cities 
John A. Roebling’s Sons Division + The Colorado Fuel and Iron Corporation 
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WHEN 
YOUR CUSTOMERS 
NEED...... 


® Quick Action 
® Leak-Proot Seal 
® Minimum Pressure Drop 
® Straight-through tull tlow 
® Vaives that cannot wedge or jam 


® Self-grinding rotating disc 


SPECIFY 
EVERLASTING 
VALVES 





BOUER BLOW-OFF CYLINDER OPERATED STEAM JACKETE 
Quick acting, CONERAL SERVICE Can be remotely ; 4 
also handwheel Where drop-tight controlled, 
operated “Y” and seal and full flow electrically or 
angle types. is essential. manually. 
For pressures 
up to 600 psi. 


WEIGHT-OPERATED 
Assures free For automatic 
flow of viscous drains or emergency 
materials. shut off. 























For more Information write for these bulletins — 


Servi ay a 


VALVES 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY G, N. WJ. 
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NEW! NEW! NEW! 


eller 


“ULTRA”’ 


HIGH SPEED -Ehaa 


BAND SAWS 


HELLER TOOL CO. 


Branch Offices ond Warehouses: Boston 


* Nework, N. J. * Detroit * Chicago * 


! NEW! NEW! NEW! NEW! NEW! NEW! 


A RADICALLY NEW METALLURGICAL APPROACH 
builds unprecenden ted into Heller 
“Ultras”. That's why they’re certain to 
outlast all high speed steel band saws currently 
used in production cut-off work on ferrous metals. 
<= <p nade phe ir cageractie gp oad 
ps ee DOO ee eee 
ng control . —— 


. stronger welds . . 
exacting 100% inspection! No wonder Heller 


fy Foe to 300% more 
gaceor ede Yet, the is only 10% higher. 
This means as much as % savings in 


M THEIR SUPERIORITY! Matched 
against all comers, at heavy feeds and 
speeds, the harder teeth, tougher bodies and more 
‘orm full-blade flexibility of Heller “Ultras” 
sure bets to win the race against time 
costs. Seeing’s believing! 


haa 
ha 
1, 


HIGH 
SPEED 
+ ag 3 2 


* BAND SAW | | 


17.0.16 
America’s Oldest File Manufacturer 
NEWCOMERS TOWN, OGHIO 
Subsidiary of Simonds Saw and Stee! Co. 


Shreveport * los Angeles * San Francisco * Portland, Oregon 
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JOHNSON AIR COMPRESSORS 


> 38 POWER-PACKED MODELS FOR EVERY INDUSTRIAL USE— 


PAINT TOUCH-UP, COLOR ZONING, BUILDING AND GROUNDS MAINTENANCE 





Johnson makes a wide line of compressors and accessories — 
provides one dependable source of air for all your needs. 


Johnson air compressors are built to the same high quality 
standards that have made the Johnson name famous for 
precision pneumatic equipment throughout the world for 
75 years. Result: compressors that deliver more air volume 


per pound pressure per horsepower per dollar! 
Territories now available. Write today. 


RED HEAD — operates on 4 hp motor, 
gescline engine, or power take-off. De- 
livers full 1.8 cfm of air and 50 psi, yet 
weighs under 30 pounds. 


THE “400” SERIES — Heavy-duty 


THE “200” SERIES — Large capacity 

piston-type units handle any air require- ~ YY” : piston compressors deliver up to 2.8 
ment up to 1.0 cim at 90 psi. Available mae = cim of air and up to 125 psi. Avail- 
with or without storage tank. i§ able with horizonta! or vertical tenk. 


POWER AIRE — Self-contained, compact 
unit has % hp direct-drive, capacitor 
type motor. Delivers 1.8 cfm and 50 psi. 


! 


JOHNSON SERVICE COMPANY 


Compressor Division, Dept. BK 


| 


Milwaukee 1, Wisconsin 


WRITE TODAY FOR 
NEW CATALOG 


describing the complete line 
of Johnson Air Compressors 
and accessories. 


SY /LAY 


IMPR 


f] 


. 


see. 


i 
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Quality... 


Is more than a word at Ferry Cap. 
It is the sum of hundreds of small but important 
technological improvements plus the pride of 
the craftsman who strives always to make 


his current effort his best one 


FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Rood + Cleveland 13, Ohio 


Cold upset screw products 
standards and speciais. 





_BOSTON HOSE son 


i ea a eae 


oun ES mo: 
TOP PERFORMERS 


The BOSTON line includes standard and custom-built hose from 3/16” 
to 42” I.D. Each hose is manufactured to exacting quality standards 
prescribed by our progressive Research & Development Department. 
They assure you a superior hose for your most rigid requirements. 
BOSTON means honest value, top performance—the best hose for your 
needs. Let us demonstrate how BOSTON serves you best! 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION i=te) — eee). | 
BOSTON 3 MASGACHUSGETTS 


INDUSTRIAL HOSE BELTING PACKING MATTING 
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fastest 


service 


on the 


finest taps 


V\lolole Mt. -mt—} ol -lalet-la 


Here are good reasons for selling Wood & Spencer taps: 


better delivery than that offered by any of our good 
competitors. 


recognized quality — our 51 years experience 
stands behind every tap. 


attractive packaging — bright, easy to read, sturdy 
(users tell us it’s the best in our ficid). 


complete stocks of all standard taps mean you can 
minimize your tap inventory. 


special taps — a Wood & Spencer specialty. Fast, 
expert manufacture helps you win new customers. 


Further details are as close as your telephone. 


The Wood & Spencer Company 
1930 East 61st Street - Cleveland 3, Ohio 
Quality tools since 1909 
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Greater Profits Quicker 
with | 7:2: MIL STEAM TRAPS 


BECAUSE... 


Farris MIL Steam Traps are 
indestructible m will not wire 
draw m will not freeze up g 
cannot be damaged by water 
hammer m do not need a cooling 
leg m cannot corrode m operate 
instantaneously m are pressure 
balanced m@ have full floating, 
friction free, self aligning, stain- 
less steel valves m cost less m 
are guaranteed 2 years 


AND... 


to help you sell-FARRIS offers 


@ National trade advertising to your major markets. 
@ Direct mail to your customers, from us and from you. 


@ Comprehensive sales manuals, folders, stuffers, other 
sales aids. 


@ Factory technical assistance to help you and help 
your customers. 


@ A constant flow of sales leads for your instant 
follow-up. 


@ Realistic pricing providing an excellent profit margin. 


DON'T WAIT, ACT NOW. Selected Territories 
Available ...Call, Write or Wire! 


ENGINEERING 
CORP. MIL DIVISION 


560 COMMERCIAL AVE. 
PALISADES PARK, N. J. 


: APPILIATES: 
Texes & Farris Flexible Voive Corp. * Farris 


_ Engi- 

x a -, Londen, Engiond * Ferris 
ee nivers chine orp. sd we 
a Combustion Controls Corp. * Midlond 
Engiond 


Londen, Engiend industries Lid., Wolverhampton, 
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“We build our business with 37 different ads in the Yellow Pages!” 
says Marvin Hart, Hart Industrial Supply Co., Okla. City, Okla. “Our 
Yellow Pages program pulls in business for everything we sell— 
from all over Oklahoma! And we know the ads work because cus- 
tomers tell us the Yellow Pages brought them in! Recently, the Yellow 
Pages sent us a farmers’ co-op for a variety of items it needed in a 
hurry, a customer for a fork truck, and a number of contractors for 
specific items and brands.” @ Display ad (shown reduced at right) 
runs under INDUSTRIAL EQUIPMENT. Call the Yellow Pages man at your 
Bell telephone office, and start planning your program today. 
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Men of the SiS Distributor Advisory Council 


“Welcome oboord,”” soys Chris McCririe, who skippers his cruiser, 
“Three Queens’’-—and o beoring business locoted in the Mojove Desert 


Skipper takes time off from “hot” bearing sales 


The skipper is Chris McCririe, President of Reliable Bearing 
& Supply Co., based on the edge of California's Mojave Desert. 

Chris and his brother, Jim, own a company that services 
one of the hottest industrial areas in the U. S., where tem- 
peratures rise to 114°F. and more. Their customers are the 
natural resource industries: chemicals, cement, mining, sand 
and gravel, paper, steel and aluminum. 

How do they sell to these desert industries? And give them 
service equal to the best? 

“We sell production,” Chris explains. “You see, our 24 
years’ experience with bearings enables us to solve bearing 
problems—and help keep our customers’ plants producing. 
This, coupled with training programs for maintenance crews, 
gives our customers more for every bearing dollar.” 


“Another thing: we offer off-the-shelf delivery of more than 
14,000 items. And all of them are popular brand products— 
such as @0S# bearings.” 

The proof of Reliable Bearing’s success is its growth from a 
tiny shop to a 10,000 sq. ft. plant in San Bernardino and 
branches in Riverside, Pomona, Indio and Las Vegas. 

Reliable Bearing has represented @0S# for eleven years. Its 
president, Chris McCririe, is serving his second term as chair- 
man of the Fellowship of Bearing and Power Transmission 
Distributors of Southern California. He is also a member of 
the current 0S Distributor Advisory Council—helping to 
make it an effective medium for solving manufacturer-dis- 
tributor problems and for finding new ways to serve all types 
of industries better. 


eveenv TYrPe-tverr vet 


okF. 


Spherical, Cylindrical, Ball,"Wypen Tapered and REED Minature Bearings «Ga (OUSTRIES INC. PHILADELPHIA 32 PA 
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Only Super’s new 
ROTO BLADE 

throw away Carbide 
Insert Milling Cutters 
offer these 

exclusive features 


* Throwaway solid carbide inserts eliminate cutter grinding. 
* Indexing of blade allows eight cutting edges without grinding. 


* Maximum wedge contact assures greater holding ability and minimizes 
breakage in heavy cuts. 


* Full support on two edges of carbide insert assures precision indexing with 
maximum strength. 


* Safety Protection —Wedges positioned behind the insert. In the event of 
faulty operation, wedges fail first, protecting expensive cutter body. 


* Maintenance costs cut drastically. Back-up ring can be rotated to secure 
new insert seat when wear occurs, eliminating necessity for grinding new 
pocket. 


For additional information contact your local Super Tool distributor. 


AVAILABLE IN CARBIDE GRADES FOR STEEL AND NON-FERROUS MATERIALS 


WAREHOUSES: 
CHICAGO 


DETROIT 
NEW YORK 
LOS ANGELES 


SUPER TOOL COMPANY 


Division of Von Norman industries, Inc. 
21650 Hoover Rd., Detroit 13, Michigan 
Gentlemen: Please send literature describing Milling Cutters to: 
Nome Title. 
Cc 








P 





Address. 





City lone Stote 


| em olso i ed in Stondard Carbide: [) Drills [ Stub Screw Me- 
chine Reamers [) End Mills [) Other Reomers [) Special Carbide Tools 








--------- 
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ANOTHER 12} FROM MILLERS FALLS 


Revolutionary new | 


G@QUIJET BAND== \ 


Vanadium Carbide Bandsaw 


Check these sales advantages: 


3 to 1 at regular speeds and feeds! 


GRAAL EALLZE matches high speed steel band per- 
formance — yet costs 25% less! 


GEL EALLE steel is an entirely new alloy — spe- 
cially developed for bandsaw use! 


GRA EALLED vanadium carbide is harder than a 
grinding wheel — twice as hard as carbon bands! 


GEL BALLERS cuts even stainless and high tempera- 
ture alloys on standard machines! 


GRAETEALLES is thoroughly proved — backed by 
over a year of testing in the field! 


LET BALLES has high fatigue resistance! 
Write for full information MILLERS FALLS 


MILLERS FALLS COMPANY sgele) 5 
Dept. ID-31, Greenfield, Mass. 
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NEW PROFITS @@ NEW PRODUCTS 


————— PIPE FITTINGS 
Weatherhead steel pipe fittings 
ore rugged, dependable for high 
pressure applications. They are 
precision machined from AISI 12- 
L14 material to meet GMC dimen- 
sional standards. Weatherhead's 
exclusive ball-drilling process 
leaves no edges or sharp corners, 
eliminates turbulence and insures 
smooth, full flow. Corrosive resist- 
ant Weathercote finish is standard 
on these fittings, permits their use 
with all types of hydraulic fluids, 
woter and air. 


SPECIFICATIONS 


Pressure roted of 3,000 p.s.i. working 

pressure 

Proof Tested: 15,000 p.s.i. in sizes up to 
1%,” 
10,000 p.s.i. in sizes 1%" 
ond up 


Each fitting is marked with its individ- 
vol roting. 

All threads ore American Stondord Toper 
Pipe Threods—Dryseal (N.P.T.F.) 


AAS 5 Ades i Foe eA aE} 


NEW seAt-NuTS make every joint LEAKPROOF! 


SAVE—expensive mainten- 
ance costs—labor and 
downtime. 


SAVE—valuable fluids. 


Eliminates leaks on all pipe threads— 
Dry Seal or standard. No pipe compound MATERIAL—precision-machined of AIS! 12L4 


required. Quick, easy installations in 
cramped quarters where wrench clear- 
ance is limited. 

Re-usable “Seal-Nuts" are an econom- 
ical substitute for straight thread “O" 
ring boss fittings using original female 
pipe ports. They give you positive seal on 
directional fittings like tees and elbows 
without distorting mounting bosses or 
damaging expensive valves and pumps. 


Me se ae 


0 | 
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steel; insert of molded virgin Teflon. 
PRESSURE RATING—up to 3,000 p.s.i. Proof- 
tested at 15,000 p.s.i. up to 1%” size and 
10,000 p.s.i. for 1¥2” and larger. 
TEMPERATURE RANGE—from -—100° F. to 
+500" F. 

THREADS—will seal standard or Dry Seal pipe 
threads—new or used. 

REUSABLE—may be used over and over again. 
VACUUM TESTED—at 10% greater than rated 





Stock R/M ALLFLEX HOSE 
TO COVER MOST CUSTOMER NEEDS 


Allflex is an exclusive R/M all-purpose construc- 
tion you can recommend for use with air, water, oil 
and gases—even mild chemicals. It’s strong, light, 
flexible as a rope, and kinkless...as easy to handle 
with pneumatic tools as it is for wash-down service. 


Allfiex lasts longer, too... whether it’s handling 
oil or gasoline, low-pressure gases, weed killers and 
insecticides, or mild acids, alkalis, alcohols and salt 
solutions. It has an inseparable tube-to-cover bond 


... uniform inside and outside diameters to insure 
safe, easy coupling—fuller flow. 


Allfiex Hose is the first horizontally braided 
mandrel made popular-priced hose made for all- 
purpose use...and one of an extensive line of 
constructions for general and special purpose serv- 
ice. Call your R/M representative if your customer 
has a problem calling for special hose, flexible pipe 
in any size or expansion joints. 





“THE R/M PRODUCT LINES 


Each of the basic R/M product lines include a range 
of constructions to meet every customer require- 
ment. Many are exclusive with R/M. All have proven 
service advantages to promote distributor sales. 





ARE ENGINEERED TO BUILD YOUR SALES!” 


These R/M products give your customers “ More Use per Dollar” . . . and your salesmen “More Sales per Day.” 


@ R/M Conveyor Belts 

@ R/M Rubber Hose 

@ R/M Poly-V® Drives and V-Belts 
@ R/M Flat Transmission Belts 








ENGINEERED 
RUBBER 
PRODUCTS 
«++ MORE USE 
PER DOLLAR 


RAYBESTOS-MANHATTAN, INC. 


MANHATTAN RUBBER DIVISION, 


PASSAIC, NEW JERSEY 
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MEANS OF CONTROL 
-GO MACHINES! 


THE SE NT] 


FOR STOP-AN 


EATON 


Dyvna-TORG 


Magnetic-Friction 
Clutches and Brakes 


Eaton Dyna-torQ Magnetic-Friction Clutches 
and Brakes provide a simple, accurate, shock- 
free method of controlling power and motion 
in today’s complex production and processing 
machines—or for equipment you may now have 
in the design stage. 


Dyna-torQ units utilize the simple principle of 
electro-magnetic engagement of two friction 
members (field-magnet and armature) to trans- 
mit driving or braking torque. 


Extremely rapid response without backlash or 
chatter makes Dyna-torQ units ideally suited to 
a wide range of automatic cycling applications. 


Carefully selected and tested materials, high 
quality of workmanship, and important design 
features provide long operating life, minimum 
down-time, and low maintenance cost. Dyna-torQ units are offered in a diversified 
line including clutches, brakes, clutch- 
brakes, and clutch couplings. Sizes range 
from 11/,” to 15” in diameter. They are 
easily and quickly installed on new ma- 
chines or existing plant equipment. 


INSTANT RESPONSE: Short armature travel—“”— 
and the direct pull of the magnetic field on the 
armature eliminate any need for mechanical linkage; 
prevent backlash and lost motion. 


; Proper clearance between the 


NO ADJUSTM 
: i magnet is maintained automatically. 


armature and fie 


SIMPLE, ACCURATE ROL; Closely held rate of 
acceleration and dec Soe prevents shock to gear 


INSTANT RELEASE: Dyno-torQ design permits in- 
stant release of armature when field coil is de-ener- 
gized; there is no residual flux to delay action. 


HIGHLY EFFECTIVE COOLING: Fanning action of 
armature carries heat away from unit; reduces oper- 
ating temperature. 


trains and other linkage. Small, compact Dyna-torQ 
controls rectify alternating current to furnish direct 
current for the coil of the field magnet assembly. 


INTERCHANGEABLE PARTS; COrresponding parts of 
all Dyna-tor@ units a given capacity are inter- 
changeable. 


Send for Illustrated Literature Covering the Complete Dyna-torQ Line 





EATO 


DYNAMATIC DIVISION 
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MANUFACTURING COMPANY 


3122 FOURTEENTH AVENUE * KENOSHA, WISCONSIN 


ORIGINATORS OF EDDY-CURRENT SPEED CONTROL EQUIPMENT 
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Mr. Distributor: Here’s what we're telling your 
customers in National Advertising. 


investigate the complete line of Besly Cutting Tools and 


Gages and learn how you can profit from Besly nation-wide 
acceptance, backed by strong advertising support. p 
BESLY-WELLES CORPORATION 
120 Dearborn Avenue, South Beloit, Iilinois 


Taps <« X-Press Taps® g« Orilis « Reamers <« End Millis 
Tool Bite *« Geges « Carbide Tipped Tools, Bianks, inserts and Holders 
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..Af yOu are 
an industrial shovel 


HERE’S , 
SOMETHING 
YOU 
SHOULD 
KNOW ! 


IS THE WORLD'S 
GREATEST SHOVEL 


_and here are just two 
of thé many reasons why... 


MB ames sHOcK BAND 


Exclusive Solid Shank construction 
is forged from one solid bar of 
steel. Ames Shock Band absorbs the 
strain of lifting, reducing handle 
breakage. 


B DOUBLE-TAPER FORGED 


Remember, there are two woys to 
taper a shovel. Ames tapers from 
back to point and also from center 
to sides. Blades are unconditionally 
gvaronteed. 


FINER PRODUCTS THRU HIGHER STANDARDS 


STEEL-LITE .. . a lighter weight shovel PONY . . . most popular medium weight 
with most quality features of heavy duty solid shank shovel in America today. 
shovels. 


BRONCO and HUSKY .. . heavier 
weights in solid shank construction for 
extra rugged service. AT-54 
See Your Industrial Distribut oO A Mi a Cc oO Parkersburg, 
sate gates 2 ee . a West Virginia 


Ames also manufactures the famous Ames Maid Metal Household Furniture and Ames Aire Casval Furniture. 
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JUDGE FOR YOURSELF 
whether Capewell lives up 
to its Fundamental Policy 
for Industrial Distributors 


At the 1960 Triple Industrial Supply Convention, your own Advertising 
and Awards Committee honored Capewell with: 


> Bronze Plaque for Unique Use of the Distributors Emblem 
>» Honorable mention for overall magazine advertising 

>» Honorable mention for excellence of catalogs 

Capewell’s Sales Policy is a realistic, working policy. 


It’s in tune with Distributor needs. 
Ask any Capewell Distributor. 




















THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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Talk of the Trade 
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PRODUCT-USE RESEARCH — Thor's Scoreboard 
picked up this odd bit of information on new uses for 
products. In Newbiggin, England, a 50-year-old gent 
tried to end it all by drilling three holes in his head 
with an clectric drill. He failed. Sparks evidently 
ignited his bed and he died of asphyxiation. Obvi- 
ously, method of extinction is definitely not recom- 
mended. Wouldn't work anyway. 
go around with holes in their head. 


Lots of people 


CONVENTION TRIP—En route to the Triple In- 
dustrial Supply convention in Chicago, the Harold 
Hargraves, Cincinnati Tool Co., Dallas, stopped off at 
the factory in Cincinnati, saw their daughter, son-in- 
law and five grandchildren; whipped off to Chicago 
and then stopped in St. Louis to visit old friends be 
fore returning to Texas. 


DAFFY-NITIONS—Just to relax between sessions 
of the Institute of Radio Engineers Raytheon Co. 
engineers came up with some electronic “daffy-ni- 
tions”. Quote: DAMPED OSCILLATION: end of 
a rock ‘n roll party. SEMICONDUCTOR: railway 
official under fivefoot-two. TRIODE: what the 
“beatnik” poet writes. HYSTERESIS: one of those 
new viruses. GRID BIAS: college football game re- 
ported by an old grad. MEGACYCLE: small Italian 
scooter. MEMORY TUBE: wedding ring. ISOLA- 
TION NETWORK: the office grapevine. You try it. 


LIVE [fT UP—On our first trip to Miami for ID, we 
had the pleasure of a chat with Clarence Perry 
buyer of the industrial division, Railey-Milam, Inc. 
We hear by the grapevine that Clarence, after 35 
years of service with the firm, has retired. Congratu- 
lations, Clarence, and keep reading us. 


READ MORE, FASTER—The more you read, the 
more you know but why let printed matter stack up. 
Remember, “the biggest pile is the ‘done’ pile”. Get 
a head start by cutting down on correspondence 
backlogs; keep better informed by reading more. 
McGraw-Hill has prepared a little 12-page booklet 
entitled “How To Cut Your Reading Time”. You 
can have one with our compliments just by writing to 
me, J.A.W., Inpusrriat, Disrrisution, 339 West 
42nd Street, New York 36, N. Y. 














HEADLESS BEARSKIN—Brady Supply Co., Elmira, 
N. Y. industrial supply firm, must have been surprised 
to learn that it won second prize—a choice between a 
headless bearskin rug or a $100 U. S. Savings Bond! 
The prize was won by a customer, L. Sattcrlee, Hample 
Equipment Co. for its contribution of 11 words more 
or less on the subject: “I want to wia a moth-eaten 
moosehead (or one of the other priceless prizes) be- 
cause...” The contest was staged by Union Carbide 
Chemicals Co., Division of Union Carbide Corp. 
Top prize was won by a manufacturers representative 
for “it will complete our office collection of square 
heads, dunderhead;, bubble heads, empty heads and 
pin heads.” J.A.W. 
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R.R. DONNELLEY & SONS 
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Salesmen 


Can Sell Only 
Interested 
Prospects 
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How can you find out where they are? 

You can do it, of course, by sending a sales- 
man. But that will cost you, according to recent 
national average figures, anywhere from $5 to 
$10 a call. 

You can do it, slowly, with dictated letters. 
But the average cost of these, according to a 
recently published statement, is $1.83. 

Or you can do it with lead-getting sales pro- 
motion at a cost of only pennies for each contact. 
By this means you can locate prospects ready 
to talk business, leads that can be sold faster 
and at much less cost than they can ever be 
sold by “cold” canvassing. 

Drop us a line today requesting a booklet 
we shall soon have off the press entitled GETTING 
LEADS FOR SALESMEN. This will contain six case 
histories showing the remarkable results possible 
when prospecting for leads is handled by means 
of low-cost mail. 

No charge, no obligation to any catalog user. 
Ask for it today. 


Advertising Department 


COMPANY 


The Lakeside Press 


350 East Twenty-second Street 


Chicago 16, Illinois 
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The product...the cooperation...the availability: 
3 top reasons National Oil Seals build profits 


aos 3: - tae Highest availability record for 
. industry-standard sizes and types of seals . . . 
plus skilled sales engineers always on call! 


Let all the “plus” values of the National industrial oil seal line 
work for you. They combine to make it easy for you to build 
high product acceptance and profitable repeat business. 

The wealth of industry-standard size seals, the technical data, 
the readily available application information and the strong 
supporting sales assistance from nation-wide advertising all 
work together to boost sales for you. In addition, there’s an 
extra man who is always on call to help you serve your cus- 
tomers. He has the skill and ability to help you in the plant or 
over the P.A.’s desk. Call the nearest Federal-Mogul Service 


NANISNAL OIL SEALS 


FEDERAL-MOGUL SERVICE OIL SEALS 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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REPUBLIC’S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 

A QUALITY of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be 
expected. 

A PRICE basis inducing and making 
possible aggresive competition with 
reasonable profit return. 

FREEDOM from competition from his 
source of supply. either direct or in- 
direct, among the trade covered by 
his day-to-day solicitations. 

SELLING helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training 


and a knowledge of the product sold. 


By A Republic Rubber Distributor 


How was this fine belt sale made? 


Simple. 


This distributor talks rubber belting, hose and 
packing on every call.‘ His men talk rubber because 
most accounts place, frequent orders for rubber. 
This helps their commissions. 


Why not talk the product the buyers buy? Your 
competitor's men do because good rubber orders 
are being placed every day. 


If you are interested in a Republic Distributor 
Franchise, write to J. A. MacIntire, Jr., General 
Sales Manager, Republic Rubber Division, Youngs- 
town 1, Ohio. 
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Industrial 
Distribution 


; t wees a Ci! 


What Your Customers Expect 


COUPLE OF MONTHS AGO We “ran” a most provoca- 


tive interview article between a west coast dis- 
tributor and a director of purchasing on the subject of 
blanket orders (July, pp 87-90). At the time, I had 
another claimant for this page, but there are a couple 
of points covered in that narration on which I'd like 
to comment. 

In answer to the question, “What qualifications do 
you consider in choosing a vendor for a blanket order 
—price, service, stock, or what else?”, the P.A. gave an 
answer that’s potent with meaning for every distributor 
and every distributor salesman. He said, “The word 
you left out is quality. The first thing we look for is 
assurance of quality. The second is service. Third, 
availability of stock. Fourth is price.” 

Isn’t it possible that this is the proper order in 
which selling in this industry should be conducted? 
Sell the quality of the products you handle. Sell the 


service of your firm. Sell the advantages of your locally 


available inventory. Then, talk price. The man who 
starts selling price at the outset is not giving a buyer 
the answers to his top ranking questions. If I were 
a buyer, I'm sure a danger flag would go up in my 
mind. I'm sure I'd think, “perhaps this fellow doesn’t 
have quality products, helpful service, locally available 
stocks. Could it be that all he’s really got to sell is 
price?” 

The second point made by the P.A. deals with what 
he expects of salesmen in the way of service—a much 
abused word. His message carries a challenge but it 
also offers a reward. “Salesmen who rate our blanket 
orders watch our business. They look out for our best 


interests. In many instances, salesmen have been the 
first to warn us when quality has not been up to 
standard. 

“Service is the one commodity everyone has to sell, 
but some do a better job of it than others. You can 
get any number of files that pass a certain specification 

. . that are priced about the same. So, what do you 
buy? You buy the interest of the salesman who is 
handling the account. You buy his ingenuity, his 
knowledge of his products, his ability to help you 
solve a problem. 

“Service is not something you can put your finger 
on. It consists of many little extra things. If you do 
these things, you do not have to press to make a sale. 
The business automatically comes your way.” 

These are the ideas of one P. A. but the chances are 
his thinking about distributor salesmen finds an echo 
in the minds of thousands of buyers across the coun- 
try. Have you missed out on a good piece of business 
lately? There may be a clue here as to why you lost 
the order. 

Forget the self-deluding excuses based on what 
happened outside your control and answer for your- 
self these questions: “Did I sell quality, service, local 
availability? Were my sales efforts oriented toward 
my customer's interests? Have I developed my capac- 
ities to the level where I can render a real service?” 
These are not questions about someone else nor are 
they about external events. They relate directly to 
your performance as a salesman. When you can truth- 
fully answer these questions in the affirmative, you 
won't have to think up excuses. 


Roth, X Bowler 
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OBSERVATIONS on enactment of telephone sales incident are made by J. M. Lyerly, 
purchasing agent. He pointed out missing details in product description 


Dramatize Training 


Role playing technique is used not only for sales 
training by North Carolina distributor but for 
improving service performance as well 


By Jack Wertis, 
Managing Editor 


a PLAYING, as a training device, 
need not be confined to sales- 
men, according to William J. Cash- 
man, branch manager, The Henry 
Walke Co., Charlotte, N. C. It has 
potential for improving not only 
selling but also the service of the 
entire distributor organization by 
enacting situations involving other 
functions performed by the distribu- 
tor staff, such as telephone sales, 
order-handling, delivery or ware- 
house operations. 

“As we gain more experience with 
role playing,” Cashman said, “we're 
going to use it more in developing 
all our services with particular em- 
phasis on how all functions related 
to sales.” 

Cashman’s initial experience in 
conducting role playing sessions was 
with the sales force. The trial in- 


86 


dicated the technique was effective 
in promoting interchange of ideas 
between salesmen of varied experi- 
ence, always a difficulty in a formal 
“lecture” meeting. Thus, the inex- 
perienced salesman, observing the 
same situation as the veteran sales- 
man, can learn much from the lat- 
ter’s comments on what happened 
in the enactment of the situation. 

Role playing, of course, is the en- 
actment of a given situation involv- 
ing two or more individuals. As 
stated above, it may describe a sales 
situation, a telephone conversation 
affecting sales, or a situation involv- 
ing delivery. It should not be an 
average situation nor expressly a 
situation designed to provide an 
object lesson. The situation should 
be one to test powers of observation 
and analysis. Each participant in 
the role playing is assigned definite 
personal characteristics and circum- 
tances which complicate his rela- 
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tionships with others participating. 
It remains for those observing to un- 
ravel the relationships and motiva- 
tions indicated in the performance 
of the roles. 

As Cashman found out in his ex- 
periments with role-playing sales- 
men were made aware of the need 
to reevaluate their own methods 
and judgments in light of observa- 
tions made by others viewing the 
same situation. For example, one 
salesman observing a role-playing 
situation might concentrate on how 
an actor presented product knowl 
edge and confine his comments on 
this aspect of the enactment. An- 
other salesman observer would look 
for more than product knowledge 
on the part of the actor and would 
uncover some other aspect, such as 
personality differences between the 
characters being enacted, which 
might have more of a bearing on 
how the situation evolved. 

With salesmen, role-playing in- 
volves the intangibles of selling such 
as dealing with personalities al- 
though such factors as knowledge of 
products and applications, prices, 
delivery time, etc., are important 
also. But, Cashman figured, the 
role-playing idea could play a useful 
part in training practically all other 
personne! as well as maintaining an 
awareness of what affects the repu- 
tation of the firm for service. As a 
result, several sessions have been 
held to which purchasing, counter- 
men and warechousemen were in- 
vited to either participate or observe 
and comment. Special situations 
involving the company’s services are 
enacted at these sessions. 

Preparations are brief. ‘Two indi- 
viduals or more, depending on what 
situation has been determined by 
Cashman, are selected to play the 
roles. Each person is briefed as to 
what his role and circumstances are 
and told to act as if he were the 
character and in that character's 
situation. For example, one situa- 
tion was built around a telephone 
sale. The player taking the role 
of a customer was instructed to 
place an order for “one-3-in. valve, 
1 doz., 12-in. hack saw blades and a 





dozen hand taps” (get size) as he 
was supposed to be in a hurry to 
get these items. He wasn’t a regu- 
lar buyer but had been asked by the 
foreman to call XYZ Supply Co. 
and order them. Read the enacted 
order-taking scene at the right. 

Ordinarily, the person playing the 
role of the telephone salesman 
would be told to “go on his own” 
or would be given a stock list show- 
ing the present state of inventory 
on many items, including the ones 
mentioned above and some of these 
latter items would be lisited among 
the “shorts.” 

After the enactment of the scene 
described at the right side of this 
page, there was a discussion of tele 
phone selling technique used by the 
actor. And this discussion was car- 
ried on mostly by the inside selling 
staff but Cashman then put the dis- 
cussion on another tack by asking 
one of the warchousemen how he 
would have filled the order. 

Glancing at the order, the ware- 
houseman immediately questioned 
the first item. 

“What pressure? Can't send any 
old valve out to this guy.” 

Another inside worker piped up 
with, “How do you know whether 
to send a screwed or flange type?” 

It was generally agreed that more 
information would be needed to fill 
the valve order. 

Going on to the next item, the 
warchouseman said he thought he 
could fill the haclesaw order. When 
asked whether he'd pick carbon or 
high speed steel blades, he looked 
at the order and noticed that this 
information wasn't indicated. He 
replied he'd send the high steel 
blades as he couldn't go wrong and 
the customer seemed to be in a bit 
of a hurry to get them. However, 
it was generally agreed that was 
the least satisfactory solution and 
it would be better to give the cus- 
tomer what he really needed. 

At this point, the purchasing 
agent remarked that the telephone 
salesmen missed an important point. 
Hack-saw blades come in decimal 
packaging and this should have 

(Continued on page 202) 
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SPECIFICATIONS on order were theme of customer-inside sales incident 
enacted by Wade Howe, Jr. (left), and Dick Sterling, outside salesmen 


How To Take An Order 


The situation played by two Henry Walke Co. salesmen was 
enacted and briefly the conversation went something like this: 


Customer: He wants one 312 in. 
valve. 

Telephone: One 3% in. valve. 
What kind, gote, globe. . . 

Customer: Why, globe valve of 
course. 

Telephone: OK, one 3'/2 in. globe 
valve. Anything else? 

Customer: A dozen and oa half 
12-in. hack-sow blades. 

Telephone: One dozen 12-in. 
hack-sow blades. Carbon, steel 
or high-speed? 

Customer: | don’t know. 

Telephone: How many teeth? 

Customer: What do you mean? 

Telephone: Number of teeth to 
the inch. That’s how they 
come. 

Customer: | don’t know, I'll have 
to ask... 

Telephone: Well, what are you 
cutting? 


Customer: Aluminum. 

Telephone: Well, 14 teeth to the 
inch will do. Okay, anything 
else? 

Customer: Yeh, 12 hand taps. 

Telephone: What size? 

Customer: Quoarter-inch. 

Telephone: And how many 
threads? 

Customer: | don’t know, this 
piece of paper shows '/2-dash- 
20. What does that mean? 

Telephone: That's it, 20 threads. 

ay, dozen hand taps, 2-20. 
Anything else? 

Customer: Nothing only the boss 
wants you to rush them right 
over. 

Telephone: Have | got the name 
and address straight: XYZ 
Mfg. Co., 2000 Jackson Boule- 
vard, care of Joe Smith? 

Customer: Right. 


The actor taking the part of the telephone salesman had 
taken down the order on paper and filled out a charge sheet. 











1960 CLASS underway. Harvard selected applicants on basis of responsibility, experience, and ability to contribute to discussions 





Forty-five distributor executives from 41 supply firms 


attended the third Management Course for industrial distributors, sponsored by 
NIDA and SIDA, at the Harvard Business School. No less than 37 companies hove sent 
representatives to two of the three courses so for held. Six of these—The Canton 
Supply Co., Canton; The Hardware & Supply Co., Akron; Harper & Reynolds Corp., Los 
Angeles; W. M. Pattison Supply Co., Cleveland; Transmissions, Inc., Dayton; and 
Republic Supply Co. of California, Los Angeles—have had registrants at all three Johnson, 1. Eugene, 





courses. Attendees at the course just ended were: 


Allen, John W., 
Secretary- Treasurer 
The Canton Supply Co 
Canton, Ohio 


Anderson, George, 
Secretary-Treasurer 

The Gastonia Mill Supply Co 
Gastonia, North Carolina 


Barrett, Robert, 
Department Manager 
Samuel Harris & Co 
Chicago, I Ilinois 


Beale, Guy R., 
Vice Pres.-Secretary 
Paxton Co. 

Norfolk, Virginia 


Bessmer, Richard, 
Sales Manager 
industrial Supply Corp 
Richmond, Virginia 


Burns, John, 

Office Manager 
Rex Supply Corp 
Houston, Texas 


Dabney, Augustine, 

President 

Dabney-Hoover Supply Co. Inc 
Memphis, Tennessee 


Dickinson, Oliver, 
Assistant Manager 
Samuel Harris & Co 
Chicago, Iilinois 


Dillon, C. A., 
Treasurer 

Dillon Supply Co 
Raleigh, North Carolina 


Goodnight, Fred, 
Department Manager 

The Hardware & Supply Co 
Akron, Ohio 


Guetschow, Louis, 
Vice Pres. & Treas 
Abrasive & Supply Co 
Detroit, Michigan 


Huey, George, 

Asst. Seles Manager 
Harper & Reynolds Corp 
Los Angeles, California 


President 
Lewis Supply Co. Inc 
Memphis, Tennessee 


Keachie, Victor 
President 

Arrowhead Bearing Co 
Duluth, Minnesota 


Kennedy, John 
Secretary & Controller 
Degen-Fiege Co 
Los Angeles, California 


Klein, Robert, 
Superintendent 
Harper & Reynolds Corp 
Los Angeles, California 


Kose, Paul H., 
Secretary & Treasurer 
The Ross-Willoughby Co 
Columbus, Ohio 
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Nearly all work and very little play keynotes 19-day 


third Management Course for Industrial Distributors 
at Harvard Business School. Distributors attending 


found this no ivory-tower exercise 


Management Goes to College 


ORTY-FIVE DISTRIBUTOR EXECUTIVES 

have just spent three wecks far 
removed from day-to-day responsi- 
bilities—on the sheltered Harvard 
campus studying how to become bet- 
ter managers. 

The group comprised the third 
special management course at the 
Harvard Business School sponsored 
by the National and Southern In- 
dustrial Distributors Associations. 
Represented were 41 supply firms 
in 18 states. 

The “students” were not attend 
ing Harvard as an ivory-tower ex 


ercise. Their intensive 19-day pro- 
gram focussed on practical business 
cases that executives must always 
face, in finance, sales direction, per- 
sonnel relations and management 
planning and control. 

Vacation atmosphere was absent. 
Students on arrival were presented 
with foot-high stacks of case his- 
tories and reference lists, and classes 
started daily at 8:15, Saturdays 
included. “Homework” on the 
case assignments consumed a large 
amount of midnight oil. 

The course content was entirely 


run by Harvard, which selected the 
participants from NIDA-SIDA ap 
plicants on the basis of responsibil- 
ity, experience and likely ability to 
contribute to the case discussions. 
According to the Business School 
faculty, the main purpose of the 
course was to increase development 
of analytical ability and “imagina- 
tive power;” ability to work through 
problems under time pressure, and 
“ability in the art of working with 
and through human beings to carry 
decisions into effect.” 

Class discussions, in which all 





Kreitz, Arthur, 


President 
Losey & 


Easton, Pennsylvania 


Lew, Edward, 
Operations Manager, Northern Div 


Republic 


Sen Leandro, California 


W. M. Pattison Supply Co 
Cleveland, Ohio 


Levy, Paul, 


Assistant 


W. M. Pattison Supply Co 
Cleveland, Ohio 


Lindsey, 


Sales Manager 
Pye-Barker Supply Co 


Atlanta, 


Lohmann 


The J. # 


Wiley-Hughes Supply Co 


Trenton, 


, Withelm, 
Office Manager 

. Eliot? Co 
Washington, 0. C 


O'Brien, John 
indus. Sales Manager 
Flack Equipment Co 
Dayton, Ohio 


Co., inc 


Olmstead, Earl, 
Sales 

Supply Co. of California 
Akron, Ohio 


Owens, Elmo 
Vice President 


Norfolk, Virginie 


Petro, Jack 
Treasurer Secretary 
Muncie, Indiana 
William, Piggott, David 
President 

J. T. Wing & Co 
Georgia Detroit, Michigan 
Powell, Claiborne, 
Vice President 
James McGraw inc 
Richmond, Virginie 


Raymond, Herbert, 
Department Manager 


New Jersey San Antonio, Texes 


The Hardware & Supply Co. 


C. E. Thurston & Sons inc. 


The Knapp Supply Co. Inc 


San Antonio Machine & Supply Co 


Renz, Ray, 

Branch Manager & 
Campbell industrial Supply Yo 
Seattle, Washington 


Richards, Robert, 

Vice President-Treasurer 
Transmissions Inc 
Dayton, Ohio 


Richardson, James, 
Manager of int. Oper. 
J. E. Dilworth Co. 
Memphis, Tennessee 


Sandt, Kenneth, 
Secretary-Seles Mgr 

W. A. Tydeman & Sons inc 
Bethlehem, Pennsylvania 


Siege!, George, 

Treasurer 

Stendard industrial Supply Co., Inc 
Springfield, Massachusetts 


Smith, Roy, 

Secretary & Seles Mgr 
James McGraw Inc. 
Richmond, Virginia 


Sprenger, Walter, 

Asst. Seles Mgr. 

Abrasive Machine & Supply Co 
Newark, New Jersey 


Stine, Joseph, 

Vice President-Treasurer 
Harry P. Leu, inc. 
Orlando, Florida 


Teat, James C., 

Sales Manager 

San Antonio Machine & Supply Co. 
San Antonio, Texas 


William K. Toole Co. 
Mgr. of Industrial Seles 
William K. Toole Co. 
Pawtucket, Rhode Islend 


Wallace, Fitzburgh, Jr., 

Vice President 

Summers Hardware & Supply Co. 
Johnson City, Tennessee 


Williams, $. Bradford, 
Vice President Sales 
Manufacturers Supply Co. 
Grand Rapids, Michigan 


Williamson, James, 
Secretary 

E. C. Blackstone Co. 
Memphis, Tennessee 


Witham, Gene, 

Branch Manager 

Mahoning Valley Supply Co. 
Youngstown, Ohio 








Learning from Doing> 











COURSE 
Brown (seated, right) 


AFTER-CLASS discussion 


students were expected to partici 
pate, were organized around the 
famous Harvard Business Case Sys- 


tem. The class was divided into 
study groups to dissect each case 
informally the night before the ses- 
$10ns. 


Cases from Real Life 


Some cases were drawn directly 
from the industrial supply field. 
The others were chosen from a wide 
range of business areas to illustrate 
the common nature of basic man- 
agement problems. All cases were 
tailored to focus on problems of 
special interest to distributors, such 
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“STUDENTS” quiz Harvard Professor Milton P 
Standing left to nght are Bob Richards, 


involves Oliver Dickinson, 
Keachie, George Anderson, Craig Meade, Jim Richardson, Paul 


Victor 
Burns 


as inventory control, the manage- 
ment of the sales force and line cost 
analysis. 

The first two Harvard industrial 
distributor courses, held in 1957 and 
1958, drew enthusiastic comment 
from virtually all participating ex 
ecutives. Graduates of the program 
have lauded it for sharpening their 
skills in handling problems and 
broadening their outlook—“to see 
the major trees by getting away from 
the forest,” as one distributor ex- 
pressed it. 

Wilson P. Chatfield, the F. Hal 
lock Co., Derby, Conn., vice chair- 
man of the NIDA-SIDA Joint Edu- 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1960 


Louis Guetschow, Sonny Owens, George Huey, Jim Williamson 
(seated on bench), John Leonard, George Siegel and Jim Teat 


Levey, Earl Olmstead, David Piggott, Claiborne Powell, John 
Mt far right are Professors Al Kindall and Milton Brown 


cational Aids Committee, which is 
responsible for arranging the pro 
gram with Harvard, addressed the 
recent executive study group at its 
“graduation exercises.” Charles H 
Colvin, The Young & Vann Supply 
Co., Birmingham, Ala., is chairman 
of the committee. 

Administrator of the course was 
Professor Guinn Smith of the Har 
vard faculty. Professor Milton P. 
Brown was educational director. 

Idea for holding the first course 
was advanced in 1955 by C. Mc 
Donald England, Logan Hardware 
& Supply Co., Logan, W. Va., when 
he was president of SIDA. 





The Way to Win an Argument 


By Richard L. Sandhusen, Assistant Editor 


oo. right now, you, a layman, 
were to be approached by the 
world’s leading authority on Shake- 
speare, and he were to say to you, 
in harsh, brittle tones: “I have con- 
cluded, after decades of patient and 
exhaustive research, that Shake 
speare never existed. In fact, every- 
thing he was supposed to have writ- 
ten was actually knocked off by 
Francis Bacon, and I can prove it!” 
Suppose, further, (just for the sake 
of argument) that you are violently 
opposed to this idea: not because 
you know very much about Shake 
speare (you read two of his sonnets 
in High School and caught the last 
scene of The Tempest on television 
last year, but otherwise your knowl 
edge of him is confined to the 
belief that he was born somewhere 
in England and that he died ages 
ago), but because you simply can’t 
accept the idea that someone as 
well known as he could possibly not 
have existed. 

Now, given the above conditions, 
do you think you could conceivably 
win an argument with this en 
lightened fellow on the topic: “Did 
Shakespeare Exist?” 

Yes, you could. 

You could, if you will obey the 
following rules, and if you will re 
member that the fine art of win- 
ning an argument does not consist 
of bringing the other fellow over to 
your point of view, but rather con 
sists of preventing him from forcing 
his point of view on you and, in 
the process, making him feel rather 
exasperated and foolish. 

In an argument, impasse is vic- 
tory, as long as you get the best of 
the impasse. Remember, also, that 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 


the point at issue has no real func- 
tion in an argument except as a sort 
of a prop—i.c., an excuse for starting 
the argument in the first place—and 
that the sooner it is forgotten, the 
better off everyone will be. An argu- 
ment, then, is like a duel in a col- 
lege gym class; victory goes to the 
person scoring the most telling 
points, or touchés, but there is 
really no particular point to the 
whole thing. 

Arguments generally fall into one 
of two categories. First, there is 
the enlightened, or discussion type 
argument, in which some momen- 
tous issue or intellectual fine point 
is thrashed out. Then, there is the 
general, or husband-wife type argu- 
ment, which is usually carried on 


for the sheer joy of arguing and 
which always involves some impos- 
sibly unimportant point at issue. 
In both of these types, the same aura 
of hostility is present, the same op- 
portunity to make a complete ass 
of oneself prevails, and the same 
rules for success apply. These rules 
can all be incorporated into one gen- 
eral rule, to wit: 

Always keep your opponent on 
the defensive. 

There are many effective ways to 
nurture this “defensiveness” in your 
opponent. First, and extremely effec- 
tive, is the “question” dodge. This 
method consists simply of inserting 
a question, preferably irrelevant, at 
any time during the argument when 

(Continued page 206) 








After arguing vigorously against it, Richard L. Sandhusen, right, 1.D. 
assistant editor, finally decides to accept $25.00 first prize award for 
writing winning essay—’The Way to Win an Argument’—in McGraw- 
Hill’s annual “Writers’ Derby” competition. Kurt Mayer, assistant 
vice president, personnel relations, presents the check while contest 
chairman Mike Eigo, reading essay, chuckles uncontrollably. 








= 


_ 2 RE 


et i le 


——— 











A EN LN DAL LLNS AAS AAA 


A Case for Salesmen 
WHAT DO YOU DO: 


WHEN “POLICY” 
STOPS 


THE BUYER ? 


= Ross, salesman for a general line distributor 
firm in a Southern state, had built up considerable 
business with the local mills of a large national feed 
cooperative. But during the 1957-1958 recession the 
co-op’s head office became extremely price-conscious 
and discovered they could get several supplies manu- 
facturers to sell the co-op direct at distributors’ cost. 

Thereupon they ordered all branch buyers to use 
direct sources where possible, and Ross’s company soon 
lost the major share of its business at the local mills. 

Ross tried for several months to influence a change 
in policy on the grounds that distributor services— 
particularly stocking for customers—actually saved 
customers more than price concessions. This effort 
was of no avail. 

Once the recession had run its course, however, the 
local feed mill buyer became much more sympathetic 
to Ross’ arguments. In order to earn discounts and 
prepaid freight, the feed mills had been forced to 
order supplies in large lots from their direct sources. 
Tools and parts rooms were obviously overstocked, 
and Ross had shown the buyer in at least two in- 


stances where he had lost more for his company 
through obsolescence or duplications than he could 
possibly have saved from quantity discounts. 

Furthermore, the buyer admitted he missed the 
services that distributor salesmen had provided. He 
said he favored more local buying, but his hands were 
tied because of policy. The two-year old order to 
buy direct had not been officially rescinded. 

Ross pointed out that several other customers of 
his were local branches of national concerns. Some 
of them had experienced the same handicap. Buy- 
direct policies had been imposed during a time of 
demoralized prices. Lately, however, most of them 
had managed to influence their head offices to allow 
them to return to local buying. In one case, a local 
purchasing agent had gone ahead and done this on 
his own initiative, and was able to show such im- 
proved purchasing efficiency that no repercussions 
followed. His plant had less down time, and smaller 
inventories. 

The feed mill buyer told Ross he figured his sup- 
plies inventory was five times what it should be, 
but, “policy is policy.” Ross knew this purchasing 
agent as the type of man who is more inclined to drift 
than act independently. Still, he entertained hopes 
that something would break. 

Weeks passed, and nothing happened. Ross’ hope 
began to fade. The co-op account, once worth $20,000 
a year in orders to Ross’ company, showed no signs 
of renewing its business with distributors, beyond 
occasional small orders. 

If you were Ross, what would you do? Can this 
account be recovered? 

Would you have acted differently from Ross in 
any way? 

Write your comments to ID. 


TO FIND OUT WHAT HAPPENED TURN TO PAGE 212 





ARKETS MAKE SALES 
kets 


acteristics, and trend of seven major industries are 


. and industry means mat 
In this special section, the extent, char 


presented to help distributor salesmen and sales man 
agers assess them as markets for industrial supplies 
and equipment. ‘The seven major industries are 
Metalworking, Food, Mining, Construction, Wood 
working, Transportation, Chemicals, 

Each of these seven industries cast a deep shadow 
into the future, because each is huge, each is grow- 
ing, each is a major determinant of our economy 
Each is undergoing profound and significant changes 
in product or service, methods of production, market 
coverage. 

To the distributor salesman, what is going on in 
each of these industries is of great importance, for 
these trends point to the opening up of new markets, 
the appearance of new buying methods, the certain 
need for new tools and devices and machines, and 
even the disappearance of certain markets which 
have existed within an industry for decades. 

Accompanying the review of each industry are 
photos of typical industry operations, and also a 
list of your products used by the industry. The 
photos are intended to test your ability to identify 
products and product applications. The product 
list will clue you to sales possibilities which perhaps 
you hadn't been aware of. 


MINING 


CONSTRUCTION 


WOODWORKING 
TRANSPORTATION 


CHEMICALS 
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DURABLES 


PRODUCTION WILL GROW 


Growth in industries producing durables is foreseen by 
McGraw: Hill's Department of Economics as being led by 
aluminum, followed by instruments and controls and elec 
trical machinery industries. Technological changes explain 
slower growth im steel, while auto industry growth will be 


tied closely to population growth 


duction will grow. 


r'V and appliance pro 


r- 120 


percent 
of 
mncrease 








First, here’s a brief once-over of 
noteworthy trends taking place in 
each industry: 

Metalworking, an industry com- 
posed of the whole complex of 
firms engaged in shaping and as- 
sembling metal parts into finished 
products, is growing at a faster rate 
than the U.S. economy. It’s a prime 
market for the distributor. The 
trend toward automation, the use 
of “exotic” metals, new metal-form- 
ing techniques all are creating a 
demand for new types and kinds of 
tools and machines. 

The food industry, another group- 
ing of firms engaged in diverse op- 
erations, will expand as the popula- 
tion expands. There are nearly 
15,000 food plants throughout the 
country with 20 or more employees, 
processing meat products, dairy 
products, canned and frozen foods, 
grain mill products, bakery products, 
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sugar, candy, and beverages. Al 
though the food industry is one 
of the most stable, it is undergoing 
changes in methods and com- 
plexion. Automation tops the list 
of major factors working a funda- 
mental change in this industry. 

Mining—meaning the extraction 
of primary metals and non-metals, 
oil, and gas—is also changing. To 
fight back the onslaught of rising 
costs, this industry, too, has turned 
to automation, with the result that 
mines are becoming bigger, more 
complex. Moreover, the industry 
is moving into new areas in search 
of new mineral resources to replace 
those which have been depleted. It 
is also adopting new methods, as in 
iron ore mining where “pelletiza- 
tion” is beginning to be used to 
produce a higher grade product for 
blast furnaces. 

The huge construction industry, 


INDUSTRIAL DISTRIBUTION « SEPTEMBER, 1960 


0 
1970 


with 1960 public and private proj 
ects totalling over $55 billion with 
a backlog twice that amount, is 
being subjected to its own equiv 


alent of automation. Many new 
methods are being adopted in the 
special trades, and there is a tend 
ency for construction firms to be 
come bigger to achieve lower unit 
costs of operat.on. 

The woodworking industry di- 
vides generally into two big seg- 
ments—logging and lumber, and 
furniture making. Each is depend 
ent on construction. Both are major 
products for distributor product 
lines. The outstanding trend is, 
again, growth, with the lumber 
producing industry moving toward 
integration or one-company control 
of all operations from cutting to 
dressed lumber and by-product out- 
put. 

Transportation industry develop- 





1970 IN KEY 


INDUSTRIES 


NON-DURABLES 


Chemicals head the 
bracket 


nomics estimate 


growth mdustries in the non-durable 
xccording to the McGraw-Hill Department of Eco 
Rubber products and paper industries are 


seen as growing at least 50°, followed by textile mill and 


petrol um product 


vill grow m ot 


Necessity items like apparel and food 
p with gradual expansion of population. 


~ 120 


percent 
of 
increase 








ments are numerous, possibly high- 
lighted by the railroads’ determina 
tion to become again the dominant 
freight-carrying 
nating its 


coordi 

other 
» piggy 
tractor-on-flat-car meth- 
ods). Mergers are bringing about 
bigger, more motor 
freight lines. Pipelines, in addition 
to transporting gas and liquids, may 
soon become a big carrier of fun- 
gible solids (i.e., coal). 

The chemical industry, basic to 
so much of the economy, is ear 
marking billions for expansion to 
keep step with a mounting demand 
for everything from mouthwash to 
heavy industrial chemicals. The 
industry's sizeable outlays for re- 
search ($660 million this year) will 
exert considerable leverage on its 
future market position. 60 sales are 
expected to top $27-billion. 


factor by 
with 
transportation agencies (1.¢ 
back,” or 


facilities 


centralized 
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How to Use This Section 


An awareness of industry trends 
will assist distributor salesmen in 
assessing market possibilities and 
market strategies. For example, a 
knowledge of a trend toward merg- 
ers in a given industry will enable 
a salesman to anticipate new buy- 
ing methods; possibly the merger 
will foreshadow more centralized 
buying, or it may spread purchasing 
responsibility more widely through- 
out the firm. If you read the text 
of this section with trends in mind, 
you will alert yourself to their im 
portance and impact on your sales 
planning. 

The photos in this section serve 
the plain purpose of challenging 
you to spot your products in use. 
Each picture depicts a certain in- 
dustry process or operation which 
is described in the caption—from 


0 
1970 


there you're on your own in figur- 
ing out how many of your products 
could be sold for use in that in- 
dustry. 

The picture coverage of each in- 
dustry is not complete, by any 
means, but the photos shown should 
challenge your powers of observa- 
tion and imagination. 

For each industry, we have pre- 
pared a list of typical distributor 
products used. The first part of 
the list is headed “Most Used,” 
while the remainder is headed 
“Widely Used.” This list is intended 
to help you check your product sales 
to the various industries in 
area. 

You may come up with different 
ratings for some of the products 
listed, but the main point is to 
check the products you carry and 
see if you're realizing the best po- 
tential from the given industry. 


your 


Next: Metalworking > 








Che huge complex of industries that 
produce metals and shape and as 
semble them into finished products 
is the prime market for most indus 
trial distributors 

Nearly 70,000 plants and shops, 
23% of all U.S. manufacturing 
establishments, have metalworking 
as their primary operation. Of the 
total manufacturing work force, 
7,600,000 workers, or 41%, earn 
their pay in metalworking plants. 

In addition, every major non- 
metalworking industry has plants 
that perform some metalworking as 
a secondary operation. 

Metalworking thus is nationwide. 
But big-volume metalworking pro- 
duction is concentrated in the 
Northeast and Mid-Atlantic states 
and the states around the Great 
Lakes. Nearly 88% of the nation’s 
metalworking machine tools are in 
the Northeast and the Great Lakes 
regions. 

Metalworking is growing, at a 
faster rate than the U.S. economy 
which it serves as a vital underpin- 
ning. Metalworking production, ac- 
cording to the American Machinist 
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—Metalworking Manufacturing in- 
dex (McGraw-Hill), has increased 
90% since 1947. The industry is 
currently spending $4.75 billion a 
year for modernization and expan 
sion. Production is expected to in- 
crease by 5% or more a year in the 
first half of the 1960's. 

Metalworking is a dynamic and 
changing industrial complex. 

Among the 
trends: 

¢ The spread of semi-automation 
and wider usage of products needed 
for it, like fluid power components 


more important 


and control devices. More than 35% 


of plants with 500 to 1,000 workers 
are now partly automated. 

¢ Wider use of new and exotic 
metals, with increased demand for 
new tools to machine them. 

¢ More precise standards and 
dimensions calling for more complex 
tools and greater usage of inspection 
and measuring equipment. 

¢ More tooling work with plas- 
tics and ceramics. 

¢ The move to supplement or 
supplant machining with metal 
forming operations like explosive 
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forming, “chipless machining,” and 
chemical milling—also wider usage 
of stamped coatings and adhesives. 
Metalworking industries are classi- 
fied according to end products. 
These are major subdivisions: 


Primary Metals 


Nearly a tenth of the metalwork- 
ing establishments in the 20-or-more 
employee class are primary metals 
plants: blast furnace and steel mills, 
aluminum and other non-ferrous 
plants, rolling and drawing mills, 
pipe mills and foundries. 

Foundries are much more widely 
scattered than the steel plants and 
refineries of 
Ohio, 


nos, 


metals 
Michigan, Pennsylvania, Ili 
New York, California and 
Wisconsin are the leading foundry 
States. 


non-ferrous 


Primary metals uses large quan 


tities of materials handling and 
power transmission products, plus 
hose, pipe and fittings, safety equip 
ment and controls. Foundries and 
forgings plants constitute a major 
market for abrasive wheels, cut-off 
saws, dies and related products and 
refractories. 

Growth has been spectacular in 
non-ferrous metals. Other significant 
trends: growth of investment cast 
ing and plastic molding, powder 
metallurgy, “direct reduction” proc 
esses to replace blast furnaces. 


Fabricated Metal Products 


One metalworking plant in four 
is primarily engaged in fabricating 
metal to produce such products as 
metal cans, cutlery, hand tools, heat 
ing and plumbing fixtures, struc- 
turals, stampings, screw machine 
products and wire work and wire 
springs. 

hese plants and shops consume 
a wide variety of industrial supply 
products. The industry has 326,300 
installed metal cutting machine 
tools, and 191,500 metal forming 
machine tools, according to Ameri 
can Machinist's “Inventory of 
Metalworking Equipment.” Only 
the huge machinery industry has 
more cutting and forming equip 
ment. Fabricating plants are major 





ASSEMBLY is becoming much 
mechanized in metalworking plants 
is a line for clectrical 


more 
This 


omponents 


MACHINING is the process of removing 
metal. Work being machined here is hous 
ing for clectrical device 


HAND ASSEMBLY calls for work 
hand tools. This 
ing touches in Westinghouse plant 


with 


ommutator gets finish 


customers for dies, jigs and fixtures, 
bar stock, materials handling and 
power transmission products and 
welding and metal finishing supplies. 

Small shops are found in every 
region, but heaviest industry concen- 
tration is in the Northeast and Great 
Lakes areas. 

Industry growth prospects are ex- 
cellent, due to diversity of products 
produced. Structurals at present are 
showing the greatest promise. Im- 
portant trends: more automation, 
increased specialization of shops, 
greater usage of aluminum, growth 
of explosive forming. 


Machinery (Non-Electrical) 


Largest of the metalworking in- 
dustries, machinery manufacture 
embraces plants of all sizes from 
tiny shops to huge equipment fac 
tories. Products range from ball 
bearings to giant computers. 

Largest segments are miscellane 
ous machinery parts (which in 
cludes the machine shops), metal- 
working machinery and general in 
dustral machinery (engines and tur- 


bines, pumps and compressors, bear- 


ings, fans, patterns, power transmis- 
sion products, furnaces and other 
products } . 

Construction - mining - materials 
handling, farm, service and house- 
hold and office and store machinery 
are the other sub-divisions. 

Machinery plants are big con- 
sumers of metal cutting tools. The 
industry 1,706,000 installed 
pieces of metal machining equip- 
ment; also, 299,700 pieces of weld- 
ing equipment; $1,000 cleaning and 
finishing machines and $3,000 indus 
trial trucks. 

Important trends: high rate of 
spending to modernize (the indus- 
try’s capital spending planned for 
1960 exceeds last year’s outlay by 
38%), the office machinery boom, 
rosy prospects for LPG engines, ef 
fect of “population explosion” on 
service-household machinery,  in- 
creased mechanization. 


Electrical Machinery 


One metalworking plant in ten, 


has 


and one worker in five, is engaged in 


this fast-growing indusff¥,W 
makes everything from giant gener- 
ators to ultra tiny transistors. Home 
appliances is an important segment. 
Main body of plants is located in 
Iilinois, California, New York, 
Pennsylvania, Ohio, Massachusetts, 
Connecticut and New Jersey. Massa 
chusetts and California contain the 
nation’s two main _ electronics 
centers. 

Among 16 major metalworking in- 
dustries in American Machinist's 
“Inventory,” electrical machinery is 
the largest user of pneumatic presses 
and resistance welding equipment, 
and the second largest user of drill- 
ing, grinding, threading-tapping, 
bending-forming, punching-shearing 
and plating machines. 

Significant trends: output, which 
has more than doubled since 1947, 
expected to increase by 75% in com 
ing decade; mechanization rapidly 
replacing hand work in small-prod 
uct assembly operations; developing 
merger trend may reduce the num 
ber of small companies; increasing 
investment in research and the “re 
search market” for industrial sup- 
plies; the coming impact of extreme 
miniaturization in electronics. 


Transportation Equipment 

Motor vehicles and aircraft domi- 
nate this industry, with 70% of the 
plants and 90% of the employment. 
Ship and boat building, railroad 
equipment, bicycles and motorcycles 
and trailer coaches are the other seg- 
ménts. Michigan, Ohio, California, 
New York, Illinois and Indiana are 
the states with maximum plant con- 
centration. Parts plants are widely 
scattered. 

The industry as a whole is beset 
with problems, but there are many 
bright spots. Missiles and rocket en- 
gines, small cars, pleasure boats and 
house trailers represent expanding 
markets. Demand for parts and re 
pair facilities continues to increase. 
Even railroads must modernize, 
though they doubtless won't be 
building passenger cars. “Building 
block” machine tools and numerical 
control are bringing automation, at 
last, to aircraft plants and many of 


Products You Can Sell® 








the smaller plants making parts. 


Other Metalworking 


Instruments (Scientific-engineer- 
ing, control, optical and medical in- 
struments, photographic equipment, 
watches clocks )—Instrument 


production in some 3,400 plants of 


and 


the 50-employee class, situated in 
the Northeast, Midwest and Cali- 
fornia, 51° since 
1950 and is expected to jump an 
other 80°, by 1969. The plants have 
some 98,000 installed machine tools. 
\ large portion of the industry's 
sales are in products unknown to the 


has increased 


public a decade ago. New horizons 
ultra-violet 


rays and other exotic fields are being 


in Tf idiation detec tion, 
aggressively explored. 
Furniture and fixtures—About 600 
plants in the 50-or-more employee 
class comprise the nucleus of this 
industry, which metal 
household and office furniture, shels 


ing and fixtures 


includes 


Ohio is the leading 
state. Plants are 
ilso concentrated in Illinois, Mich 
New 
Metal furniture, a growth industry, 
now accounts for 14% of total fur 
Che office and plant 


metal furniture 


ig; York and Pennsylvania 


ill, 


niture sales 
is a dynamic 


for 


modernization boom 


stimulus. Demand industrial 
supplies shows a pattern similar to 
that in metal fabricating 
Ordnance—Not counting aircraft 
and electronic plants making missile 
parts, there are still about 100 plants 
100,000 that 


make guns, ammunition and weap 


employing workers 
ons “systems” as their primary prod 
ucts. Almost half the workers in the 
industry are in New York and Cali 
fornia. Installed metal cutting ma 
chines total $1,540. There are 11,000 
forming machines, and 40,000 other 
pieces of equipment requinng ex 
pendable industrial supplies. Mis- 
siles are the growth segment. 

metal products— 
About 1400 plants making jewelry, 


Miscellaneous 


plated ware, toys, sporting goods and 
are found 
Northeast, Illinois, 
Machining, 
the 


related products 
the 
California 


pmn- 
cipally 
Ohio 


forming 


in 
ind 
are 


ind finishing pri 


mary Ope! itions 
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AUTOMATION and semi-automation are becoming commonplace in the larger metal 


working industries 


TOMORROW'S METHOD? E.xplosive 
forming excmplifi s a revolutionary way to 
shape metal (at Ryan Acronauti al 
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This tape controlled cutter is working on an aircraft part 


TESI ING AND INSPECT 
metalworking 
are using height gages to 
FORMING 
a 


is 5S 


is a vita 
Inspectors here 
heck ring 


function 


metal strength and 
This bending and rolling machine 
aaping the cover of a house appliance 


gives 





IMPORTANT PRODUCTS 


Chein ond sprockets 
Chucks 

Clutches 
Compressors 


components 


Cylinders 


~f 


—— 


Ke 


Electronic components 

Electric hoists 

Files 

Filters 

Flat ground stock 

Flexible sheft 
machines 

Gouges 

Gears 

Grinding wheels 

Hond teols 

Hese (rubber) 

digs ond Axtures 

Lighting fixtures 

lubricating 
equipment 

Machine screws 

Mochinery 

Metal tubing 

Misc. electricol 
supplies 


What METALWORKING Buys 


Motors and bases 
Pneumatic, hydraulic 


V-Belts 

Valves (metal) 
Variable speed drives 
Washers 

Wire brush wheels 


WIDELY USED 


Anchoring devices 

Brushes and rollers 

Casters 

Choin 

Cleaning compounds 

Cooted abrasives 

Orying equipment 

Electric tape 

Electric wire and cable 

Fons and blowers 

Fire Extinguishers 

Fittings (threaded and 
welded) 


Po 


apporel 
Slings (wire and chain) 
Seldering irons and 


coppers 

Steel shapes, plates. 
sheets 

Threading machines 

Teol and die sets 

Treps 

Trucks (hand and lift) 

V-Drives 


WELDING MACHINE joins metal skins of missile in a Gov 


methods and new materials at a rapid rate, with distributors and 
crument plant Space age metalworking has introduced new 


their supplicrs under constant pressure to provide new tools. 


Next: Food> 





The food processing industry is one 
of the most stable industries in the 
U. S. The major influence in its 
growth is the rise or fall of popu- 
lation. 

The 1958 Census of Manufactur 
ers reported a total of 14,260 food 
processing plants with 20 or more 
employees; an increase of 611 plants 
over the 1954 total. The number 
of employees increased from 1,647,- 
000 to 1,688,000. 

Food industry plants are located 
in all parts of the country; as a rule, 
the larger the population, the larger 
the food industry plants located 
there. Such a diversification of 
plants offers many sales opportun- 
ities for all distributors. 


Food Industries Are Stable 


The relative stability of the indus 
try marks it as a constant customer 
for the distributor. From 1929 to 
the bottom of the depression in 
1932, the physical volume of food 
production declined about 28° 


while steel output dropped 84° 
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The food processing industries 
are broken down into eight main 
classes. They are: meat products, 
dairy products, canned and frozen 
foods, grain mill products, bakery 
products, sugar, candy and related 
products, and beverages. 

The food manufacturer does a 
high volume of small profit-margin 
business. The per capita investment, 
per production worker, increased 
from $7,500 for the pre-World War 
II period to more than $17,000 to 
day. Even small plants buy many 
different items of equipment, sup- 
plies and services. 

Due to the widespread market of 
the food industry, it has more plants 
than any other manufacturing indus 
try. However most of these plants 
are comparatively small. 

By the nature of the industry, 
much of the manufacturing is sea- 
sonal, so the distributor salesman 
must schedule his time accordingly. 
For example, fruit and vegetables are 
processed the Summer 
Ihe slack seasons are used 


during 
months. 
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to repair, maintain and ready equip- 
ment for full operation. ‘The time to 
call on these manufacturers is prior 
to the busy season, when industrial 
supplies are needed and the possi- 
bilities for selling them are the 
greatest. 


Meat Products 


In the meat products industry, the 
trend is towards decentralized pack- 
ing operations because of high trans- 
portation costs. Today, instead of all 
processing being done in Chicago, 
much of it is done in Washington, 
Oregon, Idaho, New Mexico and 
Colorado. 

In 1958 there were 1,871 plants 
with 312,000 employees in meat 
packing, while in 1954 there were 
1,861 plants with 311,000 workers. 

Convenience foods (such as pre- 
cooked meats) and frozen foods are 
in increasing demand, necessitating 
modification of existing meat plant 
operations. This means increased 
investment in new equipment and 
supplies. 

Important industrial supplies used 
are power transmission equipment, 
materials handling equipment and 
stainless steel valves and fittings. 


Canned & Frozen Foods 


The canned and frozen foods and 
preserving industry has shown an in- 
crease in 1958 of 103 plants with 20 
or more employees, over the 1954 
figure of 1,759 plants. In 1954 there 
were 199,000 workers employed by 
the industry, while in 1958 the total 
rose to 217, 000 employees. 

All branches of this industry are 
using automation to substitute for 
manual labor wherever possible. 
Planned capital outlays for 1959 
were to be $130 million. 

Some industrial items used by the 
industry are pneumatic, hydraulic 
equipment and supplies, materials 
handling equipment, and refrigera- 
tion equipment. 


Grain Mill Products 


The grain mill products industry 


has been characterized by a de 
creased per capita consumption of 
products, but this is offset by the 





increase in population. 

The number of grain products 
slants increased from 1,064 in 1954 . . . . 
+ 1,088 in 1958, but the total num- Projected 1962 Estimates for Equipment Expenditures 
ber of employees decreased from 
110,000 to 108,000. This trend Equipment For: Thousands of Dollars 
would be accounted for by auto- 
mation. Bulk storage and handling. . 

Terminal elevators use power Conveyors and conveyor belting. . . 

Maintenance equipment and supplies 
Materials handling 
Measurement, control, weighing and inspection. . 
chain and V-belts. ‘They also use Power generation cnd steam production 
miles of conveyor belting. Refrigeration and air conditioning 
, Sanitation supplies 
Bakery Products Water conditioning 

In the bakery products industry, 
the total number of plants and 
workers increased from 2,192 plants 
(with 20 or more employees) and 
291,000 employees in 1954 to 2,333 
plants with 301,000 workers in 1958. 

The rapid multiplication of chain 
bakeries is tied closely to the increase 
in the number of food chain stores. 
In recent years however, there has 
been a decrease in the per capita 
consumption of baked goods. 

Studies show that the baking in- 
dustry constitutes better than a two 
billion dollar annual market for its 
suppliers. Annual capital expendi- 
tures average about $1 20,000,000. 


Sugar 

The sugar industry, in line with 
other segments of the food products 
industry has shown a slight increase 
in the number of plants recently, 
from 131 in 1954 to 137 in 1958, 
with little or no change in the num- 
ber of employees. This has remained 
at about 30,000 during the 1954- 
1958 period. Capital expenditures 
are approximately $36,000,000 an- 
nually. 

This industry is a large user of 
materials handling and packaging 
equipment, evaporators and instru- 
ments for portion, heat, rate control, 
etc. 

The recent cut in the importing of 
sugar from Cuba should have a stim- 
ulating effect on the growth of this 
industry in the U. S. 


Candy & Related Products 


Confectionery sales have had a 
consistent growth for the past five 





equipment driven by individual 
motors through helical gears, silent 


FOOD ENGINEERING Survey 











MEAT PROCESSING PLANT Dry ice is being put into grinder by worker in a meat 
processing plant to chill product during becf grinding operation of meat processing. 


CANDY FACTORY This candy factory manufactures caramels, brittles, and many 
other kinds of confections. Here in open dust free quarters, open-fire kettles are used. 


What Industry Spends > 
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years. However the number of 
plants with 20 or more employees 
has decreased from 486 in 1954 to 
458 in 1958. The change in number 
of employees has been opposite with 
an increase in 1958 of 1,000 workers 
over the 1954 figure of 80,000 em 
ployees. 
Basically the industry's outlook 
is favorable. Population increases, 
new product development and more 
efficient distribution methods are ex 
pected to keep production up. New 
capita! expenditures in 1958 were 
$32.000.000. 
The confectionery industry is a 
major user of pneumatic, hydrauli | 
equipment and supplies, pipe, a : 
tubing, valves, fittings and conveyor BREWING Empty metal kegs undergo a washing operation by several high-pressure, 
belting : hot water sprays and a cold water rinse. Kegs must be scrupulously clean when filled 


Beverages; Alcoholic 


In alcoholic beverages, a trend is 
seen towards automation to main- 
tain satisfactory profit levels. Four 
distilling companies account for 
80% of the industry’s output, while 
in the brewing operations 84 out of 
246 breweries account for 86% of 
production 

Equipment purchased by brewers 
include pasteurizers, packaging ma- 


chinery, conveyors, pipes, valves, fit- 
tings and hosing. 


Beverages; Non-Alcoholic 


Weather and population are the 


major factors in sales and profit for , 
} rr xa : f wes } . a i : , COCOA Machines such as this make, 
cans segment as : ” _ ustry. | fill and seal single scTVings oft milk 


Hot Summers and an increase in cocoa as it comes from hopper 


teenage population create a good 
market for the soft drink industry. 

Estimates of investment in bot- 
tling plants reach a billion dollars, 
with an average of $60-70 million 
spent each year for new plant and 
equipment. In 1954 there were 1,250 
plants with 20 or more employees 
and a total of 92,000 employees ia 
the industry. In 1958 there were 
1,408 plants with 96,000 employees. 

Some of the equipment used in- 
cludes bottle washers, conveyors, 
filling units, inspection units, water 
coolers, lift trucks and other mate- 


rials handling equipment. Mainte- ——— + , 

nance and repair products are re FROZEN FOODS Cases of frozen orange PACKA ING In_ this operation, 
, juice are mechanically packed. The juice must macaroni is weighed, packaged, and put 

quired for all equipment be kept at below-zero temperature in a compression belt for sealing 
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What FOOD Buys 


IMPORTANT PRODUCTS Conveyors Motors and Bases Unit Heaters Chucks 
Couplings, (all types) Pipes ond Fittings Valves and Fittings. Files ond Rasps 

Bearings Goges, pressure Pipe Tools (all types) Fire Extinguishers 
Belting and temperature Power Tools, hand V-belts Graphite 
Blowers Hoists, chain Pulleys Wrenches Grinders 

and electric Pumps Hond Tools 
Casters Hose Slings, choin Hangers and Shoftings 
Chaim Insulation and wire rope WISELY USED Hoists, electric 
Compounds, pipe join. Lighting Fixtures Traps, steam end cir Grooms and Brushes and hand 

cleaning, etc tubriconts Tubing ond Fittings, Bucket Cans, Tote Boxes Jocks 

Compressors Lubricating Equipment copper ond bross Bushings Packings and Gaskets 
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lized in this milk processing plant, valves. The bottles travel along a conveyor system where they 
illy through stainless steel pipes and are inspected, packed into cases, and sent to the loading platform 





MILK After bottles ar 


milk flows m automat 
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BY-PRODUCT As part of meat processing operation, a low AUTOMATIC WAREHOUSE = Two lanes of conveyors sparked 
heat mechanical rendering process is used to separate protein by punch-card control move through warehouse and out onto 
tissue from the fat and water of slaughtered animals the delivery lines of this automatic wholesale grocery warehouse. 


Next: Mining 
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Mining is a multi-million dollar 
market for a huge range of indus- 
trial supplies and equipment. As 
a source of raw materials basic to 
the whole industrial economy, min- 
ing faces a future compounded of 
growth and change. Shaping min- 
ing’s future is the demand for new 
minerals, the development of new 
uses for existing minerals, and the 
constant uptrend in the industry's 
operating costs. 

As defined in the U.S. Depart- 
ment of Commerce’s Standard In- 
dustrial Classification, mining em- 
braces operations engaged in the 
extraction of solids (coals and ores), 
liquids petroleum), 


(crude and 
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wer, asa 


gases (natural gas), as well as quarry- 
ing, well operation, milling opera- 
tions, and some related services. The 
SIC classifications are: 


ap 


Major Group 10 
Metal Mining 
iron, copper, lead and zinc, gold 
and silver, bauxite, ferroalloy ores 
(except vanadium), miscellaneous 
metal ores. 

Major Group 11 
Anthracite Mining 

Major Group 12 
Bituminous Coal & Lignite Min- 
ing 

Major Group 13 
Crude Petroleum, Natural Gas 


Major Group 14 

Mining and Quarrying of Non 
Metallic Minerals (except fuels) 
dimension stone, crushed and 
broken stone, clay, ceramic and 
refractory minerals, sand and 
gravel, natural abrasives, chemical 
and fertilizer minerals, miscella 
neous non-metallic minerals. 


Coal Mining 


The coal mining industry is com 
posed of 5,815 companies operating 
8,863 mines producing 515 million 
tons of anthracite and bituminous 
yearly, valued at $2.7 billion. Bitu 
minous mines account for the lion's 
share of this output (anthracite is 
of total), and ar 
mainly in cight states—West 
ginia, Kentucky,, 
nois, Ohio, Virginia, 
bama. Coal mining 
payroll exceeds 250,000. 

Three-quarters of bituminous pro- 
duction and half of anthracite comes 
from mines. Strip 
mines 25% of bituminous, 
30% of anthracite. Auger mining 
accounts for 2% of bituminous pro- 
duction, while 20% of anthracite 
comes from bank operations. 


Growth Prospects 


Bituminous coal mining expects 
to double its annual output over 
the next 12 years. Most of this 


expansion is projected for clectric 


¢ located 
Vir 
Ili 
Ala 


companics’ 


only 5% 


Pennsylvania, 
Indiana, 


underground 
yield 25° 


utilities—coal will remain the major 
source of electricity generation at 
least until 1975 (nuclear fuel is 
being discounted as an economic 
power source till then). 

Through research, bituminous 
coal will be more widely used in 
chemical and commercial processes. 
Further, it will be supplementing 
dwindling natural gas supplies (see 
below), and also used for synthetic 
petroleum production. 

Coal industry expansion in the 
next decade will cost $4 billion 
in equipment, machinery, supplies. 
Half of this will be invested in new 
plant and equipment, the other half 
on modernization and replacement. 
Necessitating this outlay is the in- 
dustry’s drive to head off rising costs 
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through further automation. The 
mechanization of operations is the 
industry’s single most prominent 
trend. Just since 1945, tons of coal 
mined per man has doubled (5.78 
to 11.3 tons daily). 

The automation trend is also re 
sulting in larger coal mining units, 
heralding the gradual disappearance 
of small mines. 


What Coal Mines Buy 


The industry spends $1 or more 
per ton mined for operating and re- 
pair parts, supplies, and materials. 
Representative items include con- 
veyor belting (largest single mar 
ket), electric wire and cable, pumps, 
pipe, valves ( plastic, stainless steel, 
metals widely 
roof bolts (this safety device 
has opened new uses for drills, drill 
bits, ete 


corrosion-resistant 


used), 


drives, controls (tough 
mining surface and modern mainte- 
nance demand regular replace 

mines 
O83 Ib. of grease and .025 


O15 Ib. 


tecth and 


ments lubricants deep 
average 
gal. per ton, strip mines, 
and .019 gal bucket 


parts 


Metal, Non-Metal Mining 


U.S. mines produce about 28% 
of all mined in world, 
Canadian about 10%. U.S. metal 
and non-metal mining production 
totals $4.3 billion 
forecast, 


minerals 


Huge growth is 
particularly for copper, 
Newer metals 
titanium, uranium, lithium, “rare 
carths’’) will become bigger factors. 
The U.S. Department of Com- 
merce’s 1958 census of mineral in 
dustries shows 2,181 establishments 
employing 92,441. In detail: 


iron ore, aluminum 


Establish- Employ- 
ments ecs 

31,589 
27,316 


iron ore 244 
copper ores 144 
lead and zinc ores. 251 11,537 
gold and silver 352 3,944 
bauxite 29 665 
ferroalloys 294 5,849 


In non-metal there are 
7,288 


115.096 


mining, 


establishments employing 


MACHINE SHOP of a mine is fully equi 





to keep mining machinery in top operat- 


ing condition. Welding units are among the top items purchased for shop use 


UNDERGROUND operations of a MINES keep big stocks of maintenance and 


modern mine use many standard dis 
tributor items 


supply items 
parts totals more than $800,000. 


This coal mine's inventory of 


PREPARATION plant of a coal mine includes big solid bowl centrifugal filters used 


to “dewater” clean fine coal 


Water from filters is returned to the cleaning operation. 


More Automation, Expansion > 

















Establish- Employ- 
ments ees 
dimension stone. .332.......2,299 
crushed and 
broken stone. . 1,974 . 40,639 
sand and gravel. . 3,671 36,154 
clay, ceramic, re- 
fractory .......490. 9,153 
chemical and fer- 
tilizer 271 . 20,017 


miscellaneous 476 .. 5.763 


In general, trends in metal and 
non-metal mining parallel those in 
coal mining—that is, more automa- 
tion, larger units, huge expansion. 
Although U.S. companies must 
spend on expansion abroad (to make 
up for depletion of domestic re- 
sources, such as high-grade ore), 
they will still be spending billions 
in growth here at home. 

It has been figured that the min- 
ing industry spends at least $1.4 bil 
lion on machinery and equipment 
yearly—or 30 to 40% of the value 
of production. The industry is 
a major market for earth mov- 
ing equipment, materials handling, 
power transmission equipment, and 
chemicals 

Crude petroleum production in 
1959 exceeded $7.8 billion, and was 
carried out by 10.787 establishments 
employing 170,000. This covered 
only the drilling and operation of 
oil wells, did not include refinery 
operations. 

These firms spent $2.25 billion 
for various supplies, fuel and out 
side services. Major items pur- 
chased include replacement valves, 
pipe, fittings, maintenance tools, 
motors, and wire rope. 

Natural gas drilling requires the 
same equipment as crude oil drill- 
ing, and is generally conducted by 
the same firms. However, when 


NATURAL GAS and crude petroleum drilling rigs (this is Northern Natural Gas in 
Montana) use wire rope, hand tools, motors, and variety of maimtenance items 


the gas reaches the pipeline, it 
passes into other hands. 

Despite current difficulties with 
overabundance of certain petroleum 


. \ , ' , 
fuels, industry leaders are program- Ns \\g ie. 
ming extensive expansion in the ; | m. ¢ ( 6 

~ & 
coming decade. Natural gas pro- ' : 


ducers claim that new discoveries 
will forestall any danger of “dimin MINED COAL travels from mine to the crusher building on two 40-in. inclined belt 
ishing supplies” mentioned earlier. conveyor. Coal mines are largest single user of belts 
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IMPORTANT PRODUCTS 


Ball bearings 

Car movers 

Choin 

Chein end sprockets 
Chain drives 

Chain hoists 
Conveyor, elevator belting 
Conveying equipment 
Cordage 

Couptings. clutches 
Electric hoists 


Electric welders 
Electric wire and cable 
Fons, blowers 
Five extinguishers 
Fittings 

Ges welders 
Gears 

Goggles 

Mend trucks 
Hongers 

Helmets 

Jocks 

Lift trucks 


What MINING Buys 


Masks ond respirators 
Motors 
Motor bases 
Pipe and tubing 
Pulleys 
Sefety appare! 
Sofety cons 
Sefety and work gloves 
Sheaves 
Slings 
Seldering irons 
end coppers 
Speed reducers 


Timing belts 
Torches ond lanterns 
Vaives 
Variable speed drives 
V belts 
V-drives 
Welding ports, supplies 
Welding rods 

and electrodes 
Wire rope 


WIDELY USED 
Brushes and brooms 


Bolts and nuts 

Carbide, diamond, 
ceramic-tipped tools 

Cirevler, bend saws 

Coated abrasives 

Compressors 

Cylinders 

Files 

Grinding wheels 

Hocksows 

Hose 

Lodders 

Lockers and cabinets 


Lubricating equipment 
Packing 
Pressure gouges 
Protective coatings 
Pumps 
Shelving 
Taps, dies, reamers, 
cutters 
Twist drills 
Valves 
Wire Brush 
wheels 
Work benches 





NEW preparatic 


ing trend towat 


dem of Old Ben Coal Corp. shows coal min 


bigger automated installations 


his plant 


- = 
crushes, screens, washes, dry cleans, blends, and loads 15,000 
tons of coal daily. It stands over five stories high. 


Next: Construction > 








Broadly, the contract construction 
field includes all establishments that 
contract for new work, additions, al 
terations and repairs in three major 
areas: building construction (includ 
ing residential, commercial and in 
dustrial buildings); “engineered” 
construction other than buildings 
(including highway and street con 
struction and construction of other 
heavy projects such as harbors and 
waterways, marine construction, 
communications and transportation 
lines etc.) and “special trades” con 
struction projects usually associated 
with building construction (i.c., 
plumbing, heating, air conditioning, 
carpentry, roofing etc. ) 

How large is the contract con- 
struction industry? According to 
latest available census figures, there 
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are 294,854 contractor firms report- 
ing to the Department of Com- 
merce, with a total employment of 
2,580,419. In 1960, according to the 
85th Annual Report of Engineering 
News Record, Jan., 1960, these firms 
will put in place approximately 
55.3 billion dollars worth of new 
construction, with an additional 20.2 
billion ticketed for maintenance and 
repair on existing construction of all 
types. In dollar volume, this work 
will be almost equally divided be- 
tween public and private projects, 
with most of the money being spent 
for streets and highways, industrial, 
residential and commercial build- 
ings and dams, irrigation and water- 
way projects. 

Indicative of the growth potential 
of the field is the backlog of pro- 
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posed construction in the planning 
stage which, again according to the 
ENR report, totalled a whopping 
117 billion dollars on December 31, 
1959. At the 1959 rate of contract 
awards (20.3 billion), it will take ap- 
proximately six years to work off this 
backlog—which says nothing about 
needs arising in the meantime. 

That these needs will continue to 
rise is indicated by a recent study 
made by the McGraw-Hill Econom- 
ics Department, which discusses 
factors affecting construction activity 
(“tight” money, federal allotments, 
population growth, traffic growth, 
urban redevelopment, higher costs, 
rising standard of living etc.) and de- 
velops a 10 year projection on the 
basis of an analysis of these factors. 
Among the conclusions: 

¢ Homebuilding is likely to be 
supported at an average rate of 1.5 
million units in 1965-1970. 

¢ For the longer run, the outlook 
for highway construction is bright. 

(School building construction 
will rise steadily. 

@ Sewer and water expenditures 
will rise slowly through most of the 
coming decade, as will expenditures 
on local roads and streets and high- 
ways and institutional construction. 

Supplementing this outlook, a 
special report in the January, 1960 
issue of Construction Methods and 
Equipment forecast a sharp rise in 
military construction, sizeable in- 
creases in industrial and commercial 
building, and more awards for pipe- 
lines and distribution lines. 


Analysis of industry 

The following is an analysis, in 
terms of definition, size, potential 
and types of products purchased, of 
each of the three groups—building, 
“engineered” and special trades con- 
struction—comprising the contract 
construction industry. 


Building Construction 


Included in this group are all gen- 
eral contractors primarily engaged in 
the construction of residential, farm, 
industrial, commercial and other 
buildings. Latest available census 
figures list 86,970 of these firms re- 





porting to the Department of Com- 
merce, having $35,245 employees. 
More than half of these firms have 
fewer than three employees. 

As an indication of the present 
size and potential of this segment 
of the contract construction field, 
figures from the abovementioned 
studies in ENR and CM&E 
mate that: 

¢ Contract awards for private in 
dustrial building construction will 
total four billion dollars in 1960—a 
34% jump over 1959 

¢ Private 
construction 


esti 


commercial building 
contract awards will 
total 2.5 billion dollars in 1960—a 
15° jump over 1959. 

¢ Construction contract awards 
for public and private housing will 
total 4.4 billion in 1960—an 18% 


drop from 1959 


What the Industry Buys 


The major market for industrial 
distributors offered by this segment 
of the construction field is geared to 
the maintenance and repair of the 
heavy equipment used in building 
construction. This heavy equipment 
includes compressors, conveyors, 
dozers, augers, loaders, graders, mix- 
crs, pumps, shovels, saws, scrapers, 
tractors, drills, and 
generators, which require lubricants, 
wire rope, conveyor belting, fittings 
and power transmission components 


cranes, hoists 


In addi- 
tion to the maintenance and repair 
market, this field also offers an excel- 


etc. for upkeep and repair 


lent potential for sales of smaller 
tools and parts (see product list). 


Engineered Construction 


This major group includes con 
tractors engaged in heavy construc 
tion other than buildings—highways 
and streets, bridges, sewers, railroads, 
irrigation projects, flood control 
projects and marine construction 
projects, as examples. There are 21,- 
312 of these firms reporting to the 
Department of Commerce, employ- 
ing a total of 536,129, with about 
one third of these firms employing 
three or fewer. 

In 1959, contractors in this field 
were awarded an estimated 5.4 bil- 








Location and Potential Analysis 


In these 
regional 
areas... 


There are 
this many 
contractors* ... 


with this 
1959 
work backlog . . 


Representing 
a change 
. from 1958 of ... 





New England 
Middle Atlantic 
South Atlantic 

East South Central 
West South Central 
East North Central 
West North Central 
Mountain 

Pacific 


21,322 
57,690 
40,538 
12,634 
26,978 
61,197 
26,419 
12,451 
35,655 


7.2 billion doliars 
22.2 billion dollars 
11 __ billion dollars 
5.3 billion dollars 
16.2 billion dollars 
20 billion dollars 
6.8 billion dollars 
7 billion dollars 
21.3 billion dollars 


4% 
5% 
11% 
4% 
3% 
1% 
no change 
3% 
—2% 





Total U.S. 294,854 


* Reporting to the Department of Commerce, 1956 


117 billion dollars 3% 
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MARINE pipeline project: A field splice is 


2 


made on coated steel pipe. Pipe rides on a 


trolley, is pulled through tunnel by winches or tractors as sections are we ded on. 


STEEL structural members are riveted to 
frame in shipyard construction project 
Bolting and welding are alternate methods 


STEEL structural members are fabricated 
for steel frame structure. Operation re- 
quires a number of small structural shapes. 


How And What They Buy® 





lion dollars in pew contracts (2.9 
billion of which was for highway 
construction ), and an estimated 6.2 
billion dollars in contracts will be 
awarded in 1960. The work backlog 
for this field is estimated to be more 
than 34 billion dollars. 


What the Industry Buys 


Essentially, the equipment used 
by contractors in this field is the 


same as that used by contractors in 
the building construction field. 
However, according to Bureau of 
Internal Revenue data, equipment 
used in this field—particularly for 
highway construction—usually has 
a shorter life span than that used for 
building construction which, of 
course, indicates a relatively larger 
potential for maintenance and re 
pair items to service this market 


Special Trades Construction 


This major group includes con 
tractors specializing in projects sus h 
as plumbing, air conditioning, heat 
ing, painting, plastering, carpentry, 
electrical work, roofing and shect 
metal work etc. These contractors 
may work on subcontracts from gen 
eral contractors or directly for the 
owners, and usually perform their 
work at the construction site. There 
are 186,572 of these firms reporting 
to the Department of Commerce, 
employing a total of 1,234,752 
About 90° of these firms have 19 
or fewer employees 

Since contractors engaged in 
building construction award most 
subcontract work done by special 
trades construction firms, the size 
and potential of the former pretty 
much determines the size and po 
tential of the latter. 

The special trades construction 
field offers the distributor an excel 
lent market for smaller specialty 
tools and supplies, with less empha 
sis On maintenance and replacement 
items of the type used in the heavy 
construction fields. In this connec 
tion, a recent study indicates that 
special trades contractors purchase 
most of their tools and supplies from 
industrial distributors, rather than 
from specialty sources 
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ROAD construction project: crushing and = “DRILLED-IN-PLACE” foundation is 
screening operation reduces excavated ma dug in soft, mucky soil. Drilling rig uses a 
terials to useable form as aggregates, etc large diameter bucket in place of a bit 


* 


THIS carpenter could be preparing mem 
bers for the walls and roof of the ware 
house, or for foundation building forms 
AS machine applies a width of bituminous 
concrete to banked turn on high speed 
track, laborers remove hot rough edges 


IN this street repair project, pavement 
ind hard foundation materials are broken 
up and loaded into buckets for removal 


{NDUSTRIAL DISTRIBUTION « SEPTEMBER, 1960 





What CONSTRUCTION Buys 


IMPORTANT PRODUCTS Clamps ladders Gages; pressure, 
Converters Lubricents, lubricating temperature etc. 
Anchoring devices Couplings, hose, rope equipment 
Bits Compressors, air Motors, motor bases, 
Bearings, roller, Cutters motor controls 
engine, boll Fasteners, fastening Power tools; electric, 
Belting; conveyor, transmission, systems pneumatic, hydraulic, 
elevater, “Vv” Fittings; chain, hese, impect, flexible shoft Wire rope 
wire repe etc Pumps, portable, 
Gloves contrifugel 
Grinding wheels Rope and cordage WIDELY USED 
Hand tools Sefety equipment Blowers, Pneumatic, hydraulic cont. ols 
Hoists, chain, Sews; chain, circuler, exhoust fans and fittings 
electric otc bond Coatings, protective Pulleys 
Hose, (all types) Screws Chucks, drill Rust preventotives 
Jocks; mechanical, Slings (chain, wire) Ducts Rivets and riveters 
hy dravlic Supports Fons Rollers 
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BUILDING construction project: Concrete is placed and finished forms were prefabricated so each could be lifted into place, moved 


on barrel arch roof of terminal building at St. Louis airport. Section and reused. Concrete is reinforced with steel. 





Next: Woodworking > 


Woodworking is still an important 
segment of the nation’s economy, 
despite the fact that inroads have 
been made in the traditional uses 
of wood by other materials such as 
metals, plastics, paper, etc. In spite 
of this competition from other ma 
terials, wood products maintain 
their own with consumers as indus 
try leaders continue research into 
different uses of the basic product. 

Consumption of lumber for all 
purposes increased considerably 
since 1940 when 23 
billion board feet were used. To 
day’s average annual consumption, 
according to the National Lumber 
Manufacturers 


prior to 


Association, is 35 
billion board feet. Use of wood re 
acts strongly to any improvement in 
the national economy, particularly 
when heavy construction and resi 
dential building activity increases. 
Building and construction’s use of 
lumber rose from a little more than 
half of the total use in 1940 to al 
most three-fourths. 

Included in the lumber and wood 
working industry are logging camps, 
sawmills and planing mills and 
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manufacturers of flooring, millwork, 
veneer and plywood, prefabricated 
buildings, boxes, crates, household 
and business furniture and parti- 
tions. There are 53,430 such plants 
employing 1,126,000 workers, ac 
cording to the 1954 Census of 
Manufacturers. Tentative 1955 
Census figures indicate that the 
number of plants and employees in 
these industries are diminishing. 
However, production is increasing 
showing the effects of the measures 
to increase production and lower 
costs. Salesmen who approach these 
plants with cost saving ideas will al 
ways get a good hearing. 

Harvesting and basic preparation 
of softwoods are concentrated in the 
Northwest and Southeast. The same 
activity in hardwoods stretches along 
the northern states from the Atlantic 
to Minnesota. 

Manufacturers using basic wood 
products are distributed more evenly 
over the nation although furniture 
manufacturers are concentrated 
around North Carolina and Michi- 
gan. Plants in the lumber and basic 
wood products field have been dis 


tributor customers from way back. 
The majority are small plants and 
depend on distributors for the prod- 
ucts and services close at hand. The 
principal distributor products used 
by such customers are those involved 
in cutting, shaping, finishing and 
handling wood, and most of these 
are standard items. The Southern 
Pine Industry Commission recently 
estimated that direct expenditures 
for materials and supplies averaged 
$8.14 per 1,000 board feet cut. Pub 
lications in the field give $11.14 
per 1,000 board feet as a “reason- 
able estimate of expenditures for 
equipment and supplies.” 

Rising production costs have 
forced a search for greater efficiency, 
economy, improved profits and solu 
tions to increasing marketing prob. 
lems. In recent years, the trend has 
been to integrate operahions—to con 
trol and direct operations from cut 
ting of the timber to end product. 
For example, a major logging com 
pany today operates two sawmills, 
seven plywood mills, two door fac 
tories, an insulating board plant and 
a hardboard plant in addition to 
logging operations, maintenance 
shops and a private railroad. Cen 
tralized purchasing of supplies and 
equipment is a natural consequence 
of integration. The object of inte 
grated operations is to make more ef. 
ficient use of cach tree, apportioning 
part for plywood and part for lumber 
or other uses. The cost of waste in 
the industry is prohibitive. 

Mechanization has been increas 
ing steadily in the lumber and wood 
working field, and changes have 
taken place from harvesting of the 
timber to the shipping of the end 
product. Heavy reliance is placed 
on conveyors and other forms of ma 
terial handling such as lift trucks, 
straddle carriers, cranes, ctc. 

Automation has been introduced 
through application of hydraulic 
and pneumatic activating and con 
trol devices to standard manually 
controlled equipment for cutting, 
processing and handling wood. In 
dustry leaders are convinced the 
best cost savings are inherent in 
more automation. 
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TRACKLOADER picks up logs and lifts 
them to truck, first of a series of handling 
jobs before logs become lumber 


. Rr 


TRANSFER of logs from truck to 
car which carries the raw 
sawmill storage ponds 


f 


be at 
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materi to the 
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DUMPING logs into th 


looks easy but the logs have to bx 
from rail car 


sawmill pond 
budged 


with rugged tools 


CUTTING log lumber on a saw 
mill head rig with an automatic 
means handling input and output. 
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Logging 

Logging camps and logging con- 
tractors can be found where there 
is timber for cutting. Logging is 
carried on not only for lumber and 
plywood but also for pulp mills. 
According to the 1954 Census of 
Manufacturers (1958 figures are un- 
available as yet), there were 12,865 
such plants in the nation employing 
75,510 workers. Although most of 
these are small operations, their 
capital expenditures amounted to 
$48.6 millions. 

Integration of such plants into 
other operations of basic wood prod 
uct production is cutting down the 
number of independent operators 
However, the independents are 
aware of the necessity to work closer 
with their customers, the mills, and 
are cutting timber carefully to speci- 
fications to avoid waste. 

l'raditionally logging operators 
are regular customers of industrial 
distributors who offered nearby 
sources of supply for chain saws, 
hand saws, hatchets, chain, 
wire rope and accessories, slings, 
blocks, fire-fighting equipment, pul 
leys, fittings—all important items. 


Lumber and Basic Products 


In addition to general sawmills, 
planing mills and veneer mills, this 
segment of the industry includes spe 
cial product sawmills and manufac 
turers of hardwood dimension and 
flooring mills. The 1958 Census 
listed 3,045 plants in the country 
employing 20 or more people. This 
is only about 1/7th of the total 
number of such plants. Most of 
these are small units but the annual 
production is estimated at a little 
less than 40 billion board feet. This 
segment of the industry is a volatile 
supply customer as it can expand o1 
contract output very rapidly, de 
pending on demand, price, man 
power and equipment. 

Highly 


axcs, 


mechanized since 1940, 
sawmills and planing mills have 
made some progress in semi-automa 
tion in conveying, positioning, hold 
ing, sawing logs and lumber. Suc 
cess in automation is encouraging 
operators to apply more of it. 


Band saws are the top item in 
such plants although considerable 
is spent on cut-off, trimmer and cir- 
cular saws also. A medium-size saw- 
mill spends more than $20,000 a year 
on saws. Other important supplies 
used are lubricating oils and grease, 
chain, steel strapping, belting, wire 
rope, slings (chain and wire rope), 
V-belts, cutterheads and hose. These 
plants, like the veneer and plywood 
manufacturers, do their own resharp- 
ening and are good customers for 
grinding wheels and saw gummers. 
Other items used in quantity are 
sanders, drills, routers, grinders, etc. 


Millwork and Related Products 


Manufacturers of millwork, ply 
wood, prefabricated wood buildings 
and structural members thrive with 
increase in residential construction 
but, in recent years, wood is regain- 
ing favor for hi-fi, TV and radio 
sets. The growth of the wood pleas- 
ure craft industry and increased pro- 
duction of home trailers are also 
counted on the plus side and tend 
to lessen the impact of residential 
construction activity. Development 
of new glues is increasing the use of 
plywood in churches and schools 
and more manufacturers are turning 
out construction components such 
as roof sections, ceiling and roof 
panels, wall sections, window and 
door sections, floor sections, trusses 
and beams. 

The 1958 Census lists 1,125 plants 
employing 20 or more workers. 

Veneer knives are a big item in 
such plants but lubricating oils and 
grease, chain, coated abrasives, grind- 
ing wheels, saws, belting, cutter 
heads, hose and wire rope slings 
(chain and wire rope) are impor- 
tant products also. 


Wood Containers 


This small segment of the wood- 
working field has about 1,500 plants 
manufacturing nailed and lock 
corner boxes and shook, wirebound 
crates and boxes, veneer and ply- 
wood containers and cooperage. Of 
these there are 422 employing more 
than 20 workers. Manufacturing 
and agriculture are the market. 


For Furniture Data 
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Aithough non-wirebound agricul 
tural shipping containers are manu 
factured mostly in the West, makers 
of industrial packing and shipping 
containers can be found in industrial 
centers. Some _ industrial 
make their own containers. 


plants 
Natu- 
rally shipments of manufacturing 
plants and agriculture determine 
demand 

Saws, nails, wire are principal sup- 
plies used. 


Furniture and Fixtures 


The 1958 Census figures on the 
wood furniture field are not avail 
able at present. The 1954 Census 
showed 10,273 plants in the country 
manufacturing wood household fur 
niture, office furniture and 
partitions and fixtures. Total em- 
ployment was 340,694 and capital ex 
penditures amounted to $61.9 mil- 
lions 


wood 


The industry uses, in a normal 
year, about one fourth of the total 
U.S. output of hardwood lumber. 

Cutting, shaping and finishing 
lumber into furniture requires the 
use of many different supplies and 
equipment from saws to spray equip 
ment, let alone the needs for main 
tenance and repair of the production 
line. A medium-sized furniture plant 
may have 40 different woodworking 
machines in the production line, 
ranging from automatic shaping and 
turning lathes to nailing machines, 


sanders, boring 


and 
In addition, there are 
spray supplies and equipment, air 


pressure lines. Conveyors and other 


machines 
moulders 


material handling systems are an in 
tegral part of the plant 
Residential 
affects the 
furniture 


construction activity 
household 
manufacturers While 
public building construction influ 
sales of office furniture, the 
main factor affecting these plants is 
the availability of funds. 


output of 


cnce 


The range of industrial supplies 
and equipment used by furniture 
manufacturers is long but outstand 
ing are wood cutting and shaping 
tools of all sorts, pneumatic compo- 
nents and parts, coated abrasives and 
sanding devices, paint spray equip 
ment and supplies. 
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VENEER SHEETS are pecled from log on an automatic lathe—fed 


controlled and 
operated by push buttons. Peelings are carried off in the foreground 


. &. ~ 
BOXES AND CRATES are principal wood products in some 


integrated plants harvest 
ing the lumber 


Here's a scene of a panel cut-up operation 


LEFTOVERS from sawmills are utilized 
to make fireplace and barbecue logs by 
forming waste under heat and pressure 


PATCHING a panel door is a craftsman’s 
job, requiring, in addition to special tools 
many standard items. 
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IMPORTANT PRODUCTS 


Belting (oll sorts) 
Choin (transmission 
and link) 
Clutches 
Cooted Abrasives 
Conveyors and components 
Compressors 
Cordage 
Couplings transmission 
and air line) 


PULP manufacture depends on | 


QUALITY 





Cutterheods 

Glues 

Greases 

Grinding Wheels 

Hose and Fittings 

lubricuting OF! 

Lubricating Equipment 

Moters ond Boses 

Nols 

Paint Sprey 
Equipment 

Rope 


FURNITURE depend 
raftsmen and fine woodworking tools, and 
many different kinds 


Sews (band, cut-off, 
trimmer, circular) 

Sheaves 

Slings (wire and chain) 

Speed Reducers 

Sprockets 

Staples 

Steel Strapping 

V-Belts 

Veneer Knives 

Wire Repe ond Fittings 

Wood Screws 


FORMING WOOD by cutting it in various ways is a key process in furniture manu- 


WIDELY USED 


Bearings 

Blowers 

Brushes 

Casters 

Compounds 

Drills 

Fans 

Fire Extinguishers 
Flexible Shaft Tools 
Hend Tools 


ow 


—_ si 


’ 
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umbering as wood is the principal ingredient 


What WOODWORKING Buys 


Hoists 

Jocks (mechanical 
ond hydraulic) 

Milling Cutters 

Nuts and Bolts 

Packing 

Pipe and Fittings 

Planing Knives 

Pneumatic and Hydraulic 
Components 

Portable Power Tools 

Pulleys 


* 
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facture. Emphasis on style minimizes automation possibilities 


Next: Transportation > 
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An enormous and multifarious net 
work laces the entire United States, 
providing transportation, communi 
cation, power, fuel, and water serv 
ices to hundreds of thousands of 
communities and industries. This 
network is woven on railroad, water, 
air, pipeline, motor freight, and 
local and suburban transportation; 
telephone systems; and electric, gas, 
and sanitary services. 


Railroads 


Railroads comprise the “senior 
service,” so to speak, among the 
transportation industries, reaping 
more than $10 billion yearly carry- 
ing freight and passengers. The 
bulk of this revenue is garnered by 
the 110 Class I railroads. 
some statistics: 


Here are 


Freight revenue 
Passenger revenue 
Express revenue 
No. of employees 


$8,071 ,000,000 
675,000,000 
328,000,000 

840,575 


Although railroads’ passenger traf- 
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fic is diminishing, their freight vol 
ume is growing, thanks in part to 
new concepts like “piggyback” (trail 
ers-on-flat-cars) which effectively in 
tegrates rail transport with a com 
peting form of transportation. As 
a result, railroads are budgeting 
heavily for expansion, foresee growth 
as a bulk freight carrier. 

Railroad maintenance offers a big 
market. It’s estimated that rail- 
roads buy over 100,000 different 
items in 2,600 of the country’s 3,072 
counties. 


Water Transportation 


Water transportation—which in- 
cludes ships entering and leaving 
US. ports in foreign trade, and also 
vessels in domestic commerce—ac- 
counts for the second (after rail- 
roads) biggest tonnage movement: 
1.13 billion tons. Three-quarters of 
this tonnage moves in coastwise, 
Great Lakes, and inland waterways 
trade. Water transportation in 
cludes, also, private shipyards lo 
cated in Atlantic, Pacific, Gulf, 


Great 
These 


Lakes, and inland 


facilities 


ports. 
employ 126,000 
workers. 

US. deep sea shipping, both 
foreign and coastwise, is in a de- 
pressed condition. Only 20% of 
total U.S. import-export tonnage is 
carried on American vessels (57% 
in 1950), while competing truck 
transportation has whittled away 
coastwise shipping’s share. Depend- 
ent on iron ore movement, Great 
Lakes carriers are currently laying up 
part of their fleets due to steel in- 
dustry’s slow pace. Inland water 
ways operators, on the other hand, 
are building up terminal facilities in 
hope of expanded traffic. 

Deep sea, lake and river vessels 
buy many housekeeping items sim 
ilar to those purchased by large 
institutions like hotels. For mainte- 
nance, both the vessels and ship 
yards buy a wide range of industrial 
supplies and equipment—many of 
them from local distributors. 


Air Transportation 

Air transportation continues to 
enjoy a swift upsurge in both pas 
senger and cargo trafhc. Employing 
over 150,000, domestic US. airlines 
chalked up 1959 revenues of $1.6 
billion. Of this, they spent over 
$300 million on direct maintenance 
of aircraft, over $600 million on 
ground and indirect maintenance. 

There are 5,600 general- and lim 
ited-use airports in the U.S., and bil 
lions of dollars expenditures are 
planned for expanding and improv 
ing these terminals. The growth of 
the airlines’ jet fleets requires longer 
runways, more elaborate facilities. 


Motor Freight 


Motor freight transportation em- 
braces over-the-road haulers, an in- 
dustry comprising some 18,000 IOC 
certified lines. Most of these are 
small operators (yearly revenues less 
than $200,000), the rest giants with 
systems extending through several 
states. More and more consolida- 
tions are occurring in this field, 
meaning fewer and bigger terminal 
and maintenance facilities. 

Public warehousing is cither an 
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adjunct to motor freight operations 
or completely separate 


Local Transportation 


Local and suburban transporta 
tion covers organized passenger serv- 
ices (buses, streetcars, clevated and 
subway lines). In many areas these 
services are fighting competition 
from private automobiles. Never- 
theless, concerted efforts are being 
made to revitalize, improve, and 
extend these services, with the result 
that heavy capital outlays are in 
prospect 

Ihe intercity bus lines are tend 
ing to the use of larger vehicle units 
to increase passenger-mile revenue. 

Flect Owner magazine, estimates 
that all bus companies (transit, 
trolley, intercity) spent last year 
$1 36,250,000 for maintenance sup 
plies, replacement parts, accessories, 
etc., and $52,000,000 for tires and 
tubes 
Pipelines 

Pipeline transportation of natural 
gas and petroleum has cxpanded 
from a few thousand miles in the 
30's to the hundreds of thousands 
of miles today. This form of trans 
portation is being proposed on a 
large scale for solids; indeed, crushed 
coal is being moved by a short pipe 
line in Ohio 

Gas pipelines represent a $19 bil 
lion imvestment, petroleum pipe 
lines $5 billion. Yearly maintenance 
on gas pipelines is estimated at 
$170 million, that on oil pipelines 
$140 million. Valves, instruments, 
pipe, tools, and parts are big ticket 
items at the numerous stations 
spotted along pipelines to keep the 
gas or oil moving. Compressors 
move gas, while pumps move oil 


Communications 


Pelephone and telegraph commu- 
nication is a multi-billion dollar im- 
perative in the U. S. economy. Bus 
iness and private homes use 70 
million phones, operated by 3,580 
with yearly revenues of $8.5 billion, 
For 1960 alone, the telephone in 
dustry is spending $3 billion on ex 


pansion. There are 1] major tele 
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LINEMAN’S truck is loaded INLAND waterways traffic will increase in the next 


with tools 


etc. purchased decade as the volume of freight swells. Shipbuilding 


from industrial distributors and maintenance facilities will offer promising market. 
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RAILROAD maintenance runs into millions. This repair shop at New York Central’s 
Buffalo, N. Y., shops employs chain hoists, welding equipment, tools, etc. 


“PIGGYBACK” methods of integrating rail and motor transportation have given rail- 


roads a lift 


\ 


Above, a refrigerated “Flexi-Van” is swung aboard a N. Y. Central train. 


What Utilities Will Spend 


ner tte CIDA 


















aph companies with revenues 
totalling $300 million, spending $46 
million on expansion. 

Bulk of telephone and telegraph 
companies’ requirements are highly 
specialized and bought usually direct 
from manufacturers. The Bell Sys 
tem, for example, buys mostly 
through Western Electric. Only a 
small fraction of these companies’ 
purchases are made locally. 


Public Utilities 


Public utility companies engaged 
in the transmission and distribution 
of electric power and gas to the 
thousands of communities through 
out the U. S. 
communities’ 


Because of these 
rapid, continuing 
growth, public utilities are commit 
ting well over $15 billion for ex 
pansion over the next three years 

rhe 1,400 privately- and coopera 
tively-owned and 2,040 
owned utilities are large 


publicly 
of 
maintenance and replacement parts 
for vehicles, meters and instruments, 
tools, 


users 


cable fittings, welding equip 
ment, and materials handling equip 
ment. ‘Their major expenditures are, 
of course, for specialized equipment 
bought from manufacturers. 


Sanitary Services 


in the same SIC classification as 


utilities are the enormous sanitary 


services required by the country’s 


towns and _ cities—water supply, 


sewerage, refuse systems, steam sup 
ply, 


and irrigation. To keep step 


with growth, 


population state, 
authorities 


are budgeting billions to extend and 


county, and municipal 
improve these services. For example, 
it’s said that 5,000 new sewage treat- 
ment plants must be built in the 
next 10 years to serve millions more 
urban dwellers. 

Major sewerage 
would include that for pipe, valves, 
fittings, 


spending on 


pumps, motors, generators, 
and maintenance tools and equip 
ment. Items of the same type are 
also required for waterworks and 
irrigation projects. Much of this 
buying, because it involves accounta 
officials, 


through public bids 


bility of public is donc 
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MOTOR FREIGHT carriers are stressing 
“planned maintenance,” and offering an 
ever-widening market for distributors 


MN. 


DIESEL shop of N. Y. Central at Collin 
wood, O. shows use of precision optical 


instruments in surveving a big diesel block 


4 
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GAS PIPELINES maintain big compressor stations, keep natural gas moving through 


lines 


WATER TRANSPORTATION repair facilities are massive 


shop of lodd Shipyards 


Oil pipelines maintain similar stations, with pumps, replacing 


which services thousands of tons of 


CAN pre crs 


This is the maintcnance 
shipping yearly 
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IMPORTANT PRODUCTS 


Ball bearings 

Boiler tubes 

Car movers 

Chein 

Choin heists 

Chein and sprockets 
Cleaning compounds 


Ges welders 

Gouges 

Grinding wheels 

Hecksaws 

Hand tools 

Heavy production 
tools 

Hore 

Jocks 

ladders 

Lift trucks 

lockers ond cabinets 


What TRANSPORTATION Buys 


Motors 

Motor base: 

Pocking 

Paint 

Paint spray equipment 

Pipe and tubing 

Pipe tools 

Portable pneumatic tools 

Power operated bench 
and pedestol tools 

Precision and measuring 
tools 


Testing and inspecting 
instruments 

Threading machines 

Twist drills 

Valves 

V-belts 

V-drives 

Welding ports 


Welding rods 

and electrodes 
Wire brush wheels 
Wire rope 


WIDELY USED 


Coated abrasives 
Bronze bearings 
Babbitt metals 
ers and rods 


Fire extinguishers 
Fittings 
Floor compounds 


Brushes and brooms 


lubricating equipment Electric wire and cable 


Protective cootings and supplies 
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PUBLIC UTILITY companies engaged in the transmission and 


expansion over the next three vears. Riggers move pump into 
distribution of clectric power and gas, will spend $15 billion on 


Detroit Edison plant, setting stage for sales. 
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Next: Chemicals > 





Few industrial factors are so basic 
to the as the 
chemical and allied products indus 
try. Chemicals today are an integral 
part of our way of living, from the 
everyday household cleansers, syn 


American economy 


thetic fibres, cosmetics and aspirin 
that every housewife knows to the 
heavy industrial chemicals which the 
ultimate consumer never sees. 
Standard Industrial Classification 
28, “Chemicals Allied Prod- 
ucts,” includes the following eight 
major groups of product 


and 


1) indus 
and inorganic chemi- 
plastics, synthetics, other 


trial organic 
cals; 2) 
man-made materials (except glass); 
3) drugs; 4 


o 
ing 


soap, detergents, clean 


preparations, perfume, cos- 


metics, and other toiletries; 5) pro- 


tective coatings paints, varnishes, 
etc.); 6) gum and wood chemicals; 

fertilizers and agricultural chemi 
cals; and 8) other chemical prepara 
tions, including fatty acids, glues and 
gelatins, printing inks, carbon black, 
ind explosives 


According to McGraw-Hill’s 1959 
industrial census, chemical plants 
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with 20 or more employees manufac- 
turing these products numbered ap- 
proximately 3,800 and employed 
over 700,000 people. Excluding the 
fatty acid, glue, printing ink and 
carbon black plants (for which in 
dividual figures are not readily avail 
able), the Middle Atlantic states led 
among the nine standard U. S. 
Census geographical areas with 865 
of these plants, followed by the East 
North Central area (668 plants) 
and the South Atlantic region (485 
plants). 

The appetite for industrial sup 
plies in this huge industry is stagger 
ing—for example, in 1956 approxi 
mately $35 million was spent by the 
chemical industry for valves alone. 
And, a McGraw-Hill sample survey 
indicated that no less than 65% of 
all valves used in the chemical and 
allied products industry were pur 
chased from or through industrial 
distributors. 


A Bright Future 


Growth is the the 


the 


kevnote in 


chemical industry. A few of 
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most significant signposts: 

(Sales of chemicals and allied 
products should top $27-billion in 
1960, up 10% over 1959. From 1960 
to 1963, another 21% 
foreseen. 

¢ A huge $1.5-billion is earmarked 
for expansion of chemical capacity 
this year, $265-million over "59 ex 
penditures 

¢ The chemical processing indus 
try now accounts for nearly one-fifth 
of the nation’s dollar value of goods 


increase 3S 


and services. 

¢ Yearly spending for research and 
development in the chemical indus- 
try is currently running at approxi 
mately $660-million; by 1963, R & D 
expenditures are expected to rise to 
an annual rate of $850-million. 

¢ Using a 1950 index figure of 100, 
the 1963 chemical production index 
will be 190, and capacity is expected 
to equal 246. 

Thus, it is seen that the outlook 
for this industry is bright indeed 
And, as the industry grows, expands 
and prospers, so will its demand for 
industrial materials, equipment and 
supplics 


What the Industry Buys 


Generally speaking, the manufac 
ture of chemicals and allied products 
is largely automated. Great quanti 
ties of raw materials are involved, so 
materials handling equipment is of 
prime importance. In 1956, more 
than $62.5-million was spent for 
such equipment, with $30.5-million 
going for conveyors and another $5- 
million for conveyor belting. 

Valves and pumps are also big 
items, with money spent annually 
for pumps approaching the $30-mil 
lion mark. And $22.6-million went 
for filters and filtration equipment 
(1956). One of the largest cate 
gories of purchasing in the chemical 
industry is instruments—approxi- 
mately $15-million annually goes for 
temperature instruments, with an- 
other $12-million yearly for pressure 
instruments. Piping, fittings, and 
hose accounted for over $16-million 


in "56. Other items widely pur 


chased are noted in the box on page 
123. 








Geographic Distribution of Five Chemical Manufacturing Industri<s (1) 


NUMBER OF MANUFACTURING PLANTS (2) 
Chemicals and Agricultural Protective Soap and 
REGION Petrochemicals (3) Drugs Chemicals Coatings (4) Related 





NEW ENGLAND 57 40 15 28 31 
MIDDLE ATLANTIC 284 167 92 
SOUTH ATLANTIC 148 39 52 33 
EAST NORTH CENTRAL 140 120 
EAST SOUTH CENTRAL 89 22 26 13 
WEST NORTH CENTRAL 59 55 44 33 
WEST SOUTH CENTRAL 159 14 34 18 
MOUNTAIN 35 4 7 2 
PACIFIC 113 55 75 


(1) Based on McGrow-Hill's census of plants and employees (1959). 
(2) Plants with 20 or more employees. 

(3) Also includes synthetic rubber and gum & wood chemicals plants. 
(4) Also includes inorganic pigment plants. 











The number of plants (employ 
ing 20 or more people) with the 
total number of employees in the 
major segments of the chemical 
and allied products industry follow, 
with some of the principal products 
used in cach 


Inorganic and organic chemicals: 
893 plants with 225,000 employees. 
Almost without exception, these 
plants are, as a group, by far the 
heaviest users of all products listed 


in the box 


Plastics and synthetics: 255 plants 
with approximately 130,000 workers. 
This group is the largest purchaser 
of blowers and fans among the 
chemicals industry. It also buys in- 
struments, conveyors, valves, fire pre- 
vention equipment, power transmis- 
sion equipment, filter media and 
filtration equipment, lamps and 
lighting equipment, and flat and 
V-belting in large quantities. 


Drugs: 403 manufacturing plants RICH constituents of natural gas are principal sources of raw materials for organic 
with over 96,000 employees Drug chemicals. Gases are processed in cracking furnaces, then separated in pressure stills. 


What Chemicals Buy 





manufacturers are big users of blow 
ers and fans, hand-operated fork-lift 
trucks, instruments, valves, protec- 
tive coatings, fittings, piping and 
tubing, filters, rotary compressors 
and conveying equipment. 


Soap, detergents, toiletries, etc.: 
547 plants employing nearly 70,000 
workers. Some of the more com 
monly used industrial supplies in 
these plants include refractories and 
refractory cement, materials han- 
dling equipment, piping and tubing, 
protective coatings and conveying 
equipment. 


Paints, varnishes, lacquers, & re- 
lated: 593 manufacturing plants OPERATING end of an iron filter press 
with 57,500 employees. Large pur- for separating dye material from solution 
chases by this industry include refrac- Note piping system and many gages used 
tories, materials handling equipment, 
power transmission equipment, weld- 
ing materials, piping, tubing, fittings, 
and protective coatings. 

R & D gets a big slice of the chemical 

Gum and wood chemicals: 45 dollar. Work requires much tubing, instru 

plants which employ 8 325 persons. ments, and filtration equipment. 


hese plants are large consumers of FULL-SCALE commercial plant for manu 


materials handling equipment, facturing synthetic acrylic fibre. Units 
pumps, filters and filtration equip here recover essential materials for re-use 


ment, piping and fittings, and in- 
struments. 


Agricultural chemicals: 495 plants 
with 46,600 employees. Among the 


principal industrial supplies bought “PIXER-MIXER” unit at a plant mano 
by this segment of the industry are cininn photographic chemicals. Here 
valves, lubrication equipment, ma- ingredients enter agitation tank 

terials handling equipment, filters, 

V-belting, protective coatings and 

temperature instruments. 


Other chemical products: 543 
plants employing 66,700 workers. 
These plants vary widely in their 
needs, and all industrial supplies are 
used, especially materials handling 
equipment, power transmission 
equipment, piping and tubing, fit- 
tings, and valves. 

These are only the principal types 
of industrial supplies bought by the 
various segments of the chemical 
industry. Basic items, such as light- 


ing equipment, pumps, protective FLUORINE truck being loaded. Liquid 
coatings, and hose, are bought in nitrogen in lower pipe circulates, keeps 
varying quantities by all groups. , some: fluorine below boiling point of —360°F, 


122 INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 








IMPORTANT PRODUCTS 


Beorings, (all types) 

Belting, flat ond V 

Blowers and fans 

Conveyors and conveying 
equipment 

Elevators and elevator 
belts 

Filters and filtration 
equipment 

Fire prevention and 
Protection equipment 


COUNTLESS MILES of piping serve as arteries of chemical plants 


Fittings, pipe and tube, 
(all types) 

Flowmeters 

Gages ond monometers 

Geskets and pockings, 
(all types) 

Hose, rubber 

Instruments, pressure 

Instruments, temperature 

Lomps end lighting 
equipment 

Motors, motor bases, 
motor controls 


What CHEMICALS Buy 


Piping and tubing, 
(all types) 
Protective coatings 
Pulleys and shafting 
Pumps, 
(all types) 
Safety equipment 
and epporel 
Sheeting and rods, 
plastic and rubber 
Valves, olf types 
Wet separation 
equipment 


PACKAGING and weighing cans of insecticide. Note protective 


clothing and respirators workmen are wearing. The chemical 


WIDELY USED 


Chain, all types 
Clutch mechonisms 
and couplings 
Compressors, axial, 

retary and vacuum 
Cordage 
Dompers 
Drives, chain and 
variable speed 
Hoists, chain 
and electric 


industry is a huge consumer of materials handling equipment, 


Hose, flexible metol 
Instruments, liquid-level 
lubricaters and 
lubrication equipment 
Refractories 
Slings, chain and wire 
Sprockets 
Steam trops 
Trucks, fork-tift 
and platform, hand-operoted 
Ventilating equipment 
Welding materials 
Wire cloth 


“= 


These valves regulate flow of finished hydrocarbons to storage. 


volume approaching $65-million annually, 


Next: Market Potentials ® 
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Think of Market Potentials 


“Counting smoke stacks” used to be 
the salesman’s best way of finding 
new prospects and customers. But 
with the nation’s industries under 
going fast-moving, fundamental 
changes (as mdicated in the preced 
ing pages for the seven industries 
covered ), it’s no longer simply a case 
of where there’s smoke there’s sales. 
Aside from the superfluous observa- 
tion that new plants rarely make 
smoke, the facts of marketing to 
modern industry demand a more 
painstaking, reliable method of 
uncovering sales possibilities. 

Because new plants, new markets, 
new buying methods, new trends 
don’t send up smoke signals, distrib- 
utor salesmen and sales managers 
must turn to another method—the 
establishment of market potentials. 

In short, have you any idea of the 
potential sales for your products in 
your territory? If not, then maybe 
this six-step method of establishing 
a market potential will help you: 

1. From your sales records, de 
velop customer record sheets or cards 
to organize all the factual informa 
tion you now have about your cus 
tomers: name and location of plant, 
mine, or facility; number of em 
ployees; history of sales by lines, etc. 

2. Using the Department of 
Commerce's “Standard Industrial 
Classification,” assign an SIC num 
ber to each customer. 

3. Now, refer to another govern- 
ment publication, “County Business 
Patterns,” and find out how many of 
each SIC-numbered customers are 
listed as reporting to this compre- 
hensive survey. You may find, for 
example, that you are selling 21 firms 
classified as SIC 354 (“manufac- 
turers of metalworking machinery 
and equipment”), in one county 
whereas County Business Patterns 
shows there are 25 reporting. There 
are thus four plants you've missed. 

4. Turn to your state industrial 
directory, and carefully check out 
all the metalworking machinery 
manufacturers in that particular 
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county. Chances are, you'll find the 
missing four. If your state doesn’t 
issue an industrial directory, consult 
your Chamber of Commerce or a 
college business research bureau. 

5. Work out a “bridge” factor for 
each SIC-numbered industry—or a 
relationship between the number of 
employees in that plant and each 
product line the plant buys from all 
sources Some friendly customers 
will help you get started. Over time, 
you'll build up “bridges” showing 
you, for example, how many cutting 
tools per 100 employees a certain 
kind of plant consumes. You can 
then use this bridge to estimate cut- 
ting tool sales to other similar plants 
you are not already selling. You'll 
also have bridges to help you judge 
potential sales in other plants. 

This is a lot harder than simply 
counting smoke stacks—but it is also 
much more accurate, more sys- 
tematic, more productive of the de- 
tailed information needed to com- 
pete in today’s markets. 
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Page numbers in parentheses 
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Westinghouse (97) 

Weyerheeuser Co. (113-115) 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National namical 


line your line, because it stands out in every way. Se \ ational 
Ask Your Distributor . . . He Knows Sil 


THE NATIONAL SCREW & MFG. COMPANY Ti 
Cleveland 4,Ohic «+ Los Angeles 22, California cane : 


INDUSTRIAL DISTRIBUTION e¢ SEPTEMBER, 1960 








June 1960 June 1960 First 6 Mos. 1960 
U.S. TOTALS Compared with Compared with Compared with 
May 1960 June 1959 First 6 Mos. 1959 


Ul _,- ** 
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Supply Sales Trend 


Final Figures for June 1960 





June 1960 First 6 Mos. 1960 
Compared with Compared with 
May 1960 First 6 Mos. 1959 





NEW ENGLAND: Conn., Me., 


Mass., N. H., R. I., : 
rota ) + 5% + 5% 


Bridgeport-Hartford- 
Springfield Area 2% + 7% 





MIDDLE ATLANTIC: N. J., 
N. Y., Pa. (32) 1% 2% + 7% 


Metropolitan New York- 
northern New Jersey 1% 4 + 7% 


Area 


Western New York: Buf- 
falo-Rochester-Syracuse- 1% 47 - 6% 
Binghamton Area 


Philadelphia-Trenton- 
Wilmington i 2% 5To +13% 


Pittsburgh-Wheeling 
Youngstown Area No Change 7% + 6% 




















* Number reporting (continued ) 
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YARWAY PUTS A P/C/S' IN YOUR PROFITS 


with an expanded line of impulse steam traps 





NO. 30 

for light load applications 

Where condensate is SERIES 40 
handied in very small amounts, for extra heavy loads 


this is the popular, Where condensate loads are 
fast-selling steam trap extra heavy, this is the steam 
for the job. rap t is widely used. 


SERIES 60 SERIES 120 
for average needs for higher pressures 
Most steam trap For higher pressures 


requirements, with low 
or medium pressures 
(up to 400 psi) 


(up to 600 psi), with 
average condensate 
loads, this all- 


and average stainless-steel 
condensate mode! is the 
loads, call for steam trap 
this standard in demand. 
stainiess steel 

Yarway impulse 

steam trap. 


Yarway offers industrial distributors a golden opportunity to cash in on 
more good sales with this expanded line of impulse steam traps featuring: 


1. High profit margin—considerably greater than the average, with an 
extra “plus"—additional discounts on Standard Package items. 


2. High turnover—most distributors report 4 to 6 times a year. More 
than 1,300,000 Yarway traps already sold! 


3. Strong promotion—a vigorous, hard-hitting advertising and promotion 
program to your customers. 


4. Effective merchandising and sales help from trained Yarway sales 
engineers. 


Take a minute and get the full Yarway story. Write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Phila. 18, Pa. 
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sU SALES ' June 1960 June 1960 First 6 Mos. 1960 
5 nied ee “Teer Compared with Compared with Com “d with 
(continued ) May 1960 June 1959 First 6 Mos. 1959 





EAST NORTH CENTRAL: IIL, 


Ind., Mich., O., Wis. 1 as +8 
nae: aa + 1% %e Je 


Indiana Area No Change —10% + 2% 
Wisconsin + 2% — 4% + 7% 
Chi M li 

am | ee ee Cee 


Detroit-Toledo Area + 7% _ 3% +1 5% 


Cleveland-Akron-Erie 6 + 5 
5 % | -%% | +5% 





WEST NORTH CENTRAL: 
la., Kans., Minn., Mo., 1% 8 No Change 
Neb., N. D., S. D. (14) 2 Lag 


Kansas-W estern-Missouri 8% 5% 8% 


Area 





SOUTH ATLANTIC: Del., 


D. C., Fla., Ga., Md., 3 No Ch 4% 
N.C.. S.C, Va., W.Va. 7 Mies wall z 


(26) 
EAST SOUTH CENTRAL: 
(7) Ky., Miss., Tenn. 1% No Change 7% 


WEST SOUTH CENTRAL: 
to te, Olde. 2% + 2% + 4% 
Tex. (26) 


Houston Area 2% No Change + 1% 
Dallas-Fort Worth Area 2% + 6% 














MOUNTAIN: Ariz., Colo., Id., 


Mont., Nev., N. M., 3 im 9 
Ut., Wyo. (9) Fe 2 





PACIFIC: Cal., Ore., 
Wash. (21) + 1% — 3% 


Los Angeles-San Diego 1% Pes 7% 


Area 


Oregon Area + 7% No Change 
Washington Area -—17% ve 9% 
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...slow on 
the draw? 


Not if you’re a V-R distributor, 
Partner, ‘cause you can draw on V-R’s 
complete line of Carbide, Tantung 
and Ceramic VR-97 cutting 

tool materials! 


Cuts down on overhead, too... 
simplifies ordering, stocking and pric- 
ing ‘cause it’s all from one source. 
Only as a V-R distributor can you 
supply so wide a range of throw-away 
inserts, full-length inserts, single 
point tools, blanks, toolholders and 
face-mill cutters. Yessir, you'll be able 
to supply every customer’s hankerin’. 
And V-R distributors are backed by 
plenty of national advertising, direct 
mail, quick service and many other 
sales aids. 

















Let V-R grease up your holster, 
Partner . . . a choice territory may be 
open in your area. Write for complete 
information. Do it before sundown! 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY -RAMET 


892 MARKET STREET 7 WAUKEGAN, ILLINOIS 


CERAMIC TANTUNG — 
INSERTS — SOLID TOOL BITS, 
TRIANGULAR, CUT-OFF BLADES, 
SQUARE. TIPPED TOOLS, 
CAST-TO-FORM 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


Consumer Spending Aids Progress 


A: A WHOLE business in the USA is good, is get- 


ting better and in a relatively sedate manner prom- 
ises to continue to keep on getting through 1960 
and on into 1961. 

This is the upshot of mid-summer soundings on 
the general business outlook. 

In summary these soundings show that: 

1. The volume of consumer purchases which accounts 
for about 65% of the total Gross National Product, 
is inching upward along the highest level on record, 
and that consumers will have what it takes to keep 
it going that way. 

Consumer income is hitting all time highs right 

along (at $406 billion it was $1 billion in June 
than in May). It will keep on doing it in the months 
ahead. 
2. While the volume of purchased by business firms 
(of capital equipment and of materials and products 
to put in inventories) will give only a modest lift to 
business in the months ahead, there will be no repeti- 
tion of the sharp cut-back of inventory building that 
imparted sogginess to some sectors of business earlier 
this year. 

A virulently contagious movement back to pre- 
steel strike levels has accounted in major degree for 
the shockingly low rates of steel production. Scaling 
down in inventories cannot be a repeat performance, 
and there is no comparable cutting in order else- 
where. 

Most of this year’s increase in business investment 
in new plant and equipment, as compared with that 
of 1959 (about 13%), has already taken place, but this 
type of investment is scheduled to continue at the 
present level or better for some time to come. In 
the second quarter of this year the McGraw-Hill new 
orders for index of machinery, except electrical ma- 
chinery, rose 6%. The investment following the 
orders will be made in the months ahead. 

3. The net balance of exports over imports which 
has risen rather spectacularly so far this year, promises 


to keep on rising, if somewhat less spectacular in the 
months ahead, and thus give a continuing lift to the 
volume of business in the USA. 

The business boom in Europe, which still has tre- 
mendous vitality, has greatly perked up orders from 
that quarter for things made and produced in Amer- 
ica. Our imports have not gone up a pace. 

4. Regardless of whether the flood gates of federal 
government expenditures are soon to be opened, these 
expenditures will be moving up in the months ahead 
and expanding the nation’s total volume of business. 

Right now federal expenditures are feeling the 
expansive impact of that $700 million a year pay 
increase for federal employees. And it is only a 
matter of a few months before a bulge in new orders 
for defense equipment will be swelling the volume of 
business. 

The Congress that reconvenes in a few days will 
be working hard, and no doubt with some success, 
to pry off the lid that President Eisenhower will be 
trying to keep on federal expenditure. And beyond 
that, when the new administration comes in, whether 
Republican or Democratic, there is the prospect or 
specter, depending on the point of view, of a really 
gaudy increase in federal spending. But the financia! 
impact of a spending contest lies further ahead in 
1961 than the time span of this report. 

The volume of consumer, business and government 
expenditures, and the net balance of exports above 
imports add up to the nation’s total volume of busi- 
ness, or the Gross National Product. And when all 
of these elements are either expanding or, at any 
rate not shrinking, there is no way for business as a 
whole to go but in the same general direction. 

It does not follow, of course, that a volume of busi- 
ness which as a whole is expanding is making every- 
one happy. The steel industry, already mentioned, 
provides a case in point. So too, in considerable 
degree, does manufacturing industry in the USA as 
a whole. 
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PULL weeevER...EVEN 





IN OIL! 


NEW ©") SUPLEX oil, grease-defying BELTING 


WITH EXCELLENT MECHANICAL EFFICIENCY UNDER ADVERSE CONDITIONS 


ANOTHER MAJOR DEVELOPMENT FROM R. & 
J. DICK — 

Suplex Belting has already proved a profitable 
find in industry after industry. With it there’s no 
slippage or stretch in the presence of grease and 
oil. Loss of drive efficiency due to oily conditions, 
machine shutdown for belting maintenance, ex- 
cessive wear on belting—all have been eliminated. 


A STRONG, DURABLE, ALL-SYNTHETIC BELTING 
Suplex Belting is a special, oil resistant version 
of our revolutionary Dixylon Belting and offers all 
the advantages of Dixylon: its great strength, 
durability, freedom from stretch . . . will run for 
years without take-up . . . can be used on small 
pulley diameters at amazingly high speeds. Avail- 
able in fractional H.P. up to one thousand H.P. 


Versatile, easily fitted to the drive . . . joined on the job . . . smooth, strong joints 
. . made endless in minutes with simple tools. 


Get All The Facts About Suplex Belting Now. Send Coupon For Catalog. 


Clip and Mail 


R. & J. Dick Company, Inc. 
Dept. 16+. Totowa, New Jersey 


| Without obligation to me, please send catalog 
Suplex Oil-Resistant Belting. 


Na 
| Position 
| Company. 
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what’s new 


MARKETING 





in supplier 


Will the Smart Manufacturer Sell 
Through or To Distributors? 





e 9 IS MY CONVICTION,” says J. W. 

DeWolf, vice-president of one 
of the largest U.S. industrial adver- 
tising agencies, “that five and ten 
years from now more of our present 
clients will be selling through dis- 
tributors . . . I say this for one rea- 
son only—I think most of our clients 
are going to be smarter five and ten 
years from now.” 

A better testimonial most indus- 
trial distributors would be hard put 
to find. Already, many faces in many 
places must be wreathed in smiles 
as the thought that manufacturcrs 
are smartening up and selling right. 

But speaking from the viewpoint 
of his firm’s clients—manufacturers 
of industrial products—DeWolf is 
not handing out empty compli- 
ments. He sees manufacturers chan- 
neling more of their distribution 
through distributors for two dollars- 
and-sense reasons: 

q@ “They are now using their own 
sales forces in a very wasteful man- 
ner, particularly in trying to cover 
small buyers, or big buyers who buy 
in small quantities—particularly in 
those cases where service and deliv- 
ery are important.” 

q “They're going to find that dis- 
tributors can be a much more eff- 
cient and profitable channel of dis- 
tribution when the manufacturer 
learns how to sell through them.” 

The whole justification for De 
Wolf's opening statement is lodged 
in his closing words—namely, selling 
through distributors. This idea has 
been practiced for years by many 
manufacturers, but it’s safe to say 
that as an overall, abiding philoso- 
phy of industrial marketing, it is 
still pretty young. Considering all 
that it implies, the selling through 
instead of to distributors will be a 
test of manufacturers’ smartness. 
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Even in the last couple of years, 
there has been a perceptible swing 
of manufacturers to the attitude 
that industrial distributors are more 
an extension of their own sales forces 
than merely another class of cus- 
tomers. For example: 

@ Norton Co.’s Robert Cushman, 
speaking to an American Manage- 
ment Association marketing confer- 
ence: “A good marketing program 
recognizes distributors as partners, 
not customers.” 

@ Mac-It’s George E. McCreery: 
“Adoption of our new marketing 
concept philosophy resulted from a 
combination of current trends which 
brought about a new awareness of 
the importance of the distributor.” 

@ Ohio Injector’s sales manager: 
“Each distributor represents from 
three to fifty more sales people help- 
ing the sale of our products.” 


More Effort Needed 


There is, obviously, some self- 
interest impelling manufacturers in 
this enlightened direction. Never- 
theless, such an approach to dis- 
tributors entails a good deal of ex- 
tra effort. 

For one thing, consider its impact 
on a manufacturer's sales training 
program for distributor salesmen. 
Foote Bros. and Whitney Chain 
have recast their entire training pro- 
gram to adequately prepare their 
own men to conduct sales training 
on the distributor's premises. 

Thev hope to see the aging joke 
about manufacturers’ representatives 
“reading the catalog” die a swift 
death. 

Manufacturers are putting increas- 
ing effort into helping distributors 
establish inventory levels that are 
economic for their individual areas. 


Capewell’s “annual inventory ad- 
justment” and American Pulley’s 
calling back of obsolete items are 
two examples of the trend toward a 
sensible, realistic returned goods 
policy. Again, as a facet of the effort 
to sell through distributors, this pol- 
icy demands effort—but it pays divi- 
dends, too. 

There's a trend among manufac- 
turers, also, toward evolving market 
potential data which are useful and 
significant to distributors. Atkins 
Saw, for example, makes market data 
available to its distributors, and there 
are any number of manufacturers 
enlisting distributors’ help and ad- 
vice in market potential studies. 

And speaking of enlisting assist- 
ance from distributors, Flexonics 
Corp. reported that its new, com- 
prehensive distributor program was 
largely the result of studies con- 
ducted with distributors. 

It’s worth noting that newcomers 
to industrial distribution—meaning 
manufacturers setting up sales pro- 
grams through distributors—are anx- 
ious to avoid the missteps and mis- 
takes so many manufacturers made 
in the past. 

The distributor sales policies be- 
ing written by these manufacturers 
embody the best thinking on re- 
turned goods, OEM policy, sales 
training, etc. The test of these pol- 
icies will be, naturally, in their im- 
plementation. 

The head of another industrial 
advertising agency, observing the 
manufacturer-distributor _relation- 
ship, speaks of manufacturers get- 
ting distributors “emotionally in- 
volved” in their particular product 
line. This, certainly, can be one re- 
sult if a manufacturer wants to take 
the idea of selling through distribu- 
tors really seriously. 
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Dayton Issues a New 
V-Belt, Hose Catalog 


Dayton Industrial Products Co., 
Melrose Park, Ill., has issued a new 
catalog on its line of industrial V- 
belts, including “Cog-Belt” and 
“Poly-V” and fractional horsepower 
types, as well as sheaves and indus- 
trial hose. The 52-page book lists 
the full Dayton line with data on 
sizes, dimensions, and prices. 





Ridge Tool Makes 
Mailing to 179,000 


During June, Ridge Tool Co., 
Elyria, O., mailed a special new 
products announcement to 179,000 
users and distributors of pipe tools. 
Ihe mailing described six new “star 
performers” in the firm's line of 
pipe tools. The recipients included 
plumbing, clectrical, mar‘ne, rail 
road, petroleum, and industrial con 
struction and maintenance men, 
plus the distributors and wholesalers 
from whom they buy tools. 





Hoist Mftrs. Issue 
New Specifications 


The Hoist Manufacturers’ Associa- 
tion, Washington, D. C., has issued 
a six page booklet containing tables 
and recommended minimum stand 
ards on ever-operated type hoists of 
ratchet and pawl design, and load 
brake design using roller or link-coil 
chain. 

This is the third of a series of 
four hoist specifications prepared by 
the group. Two previous booklets 
covered electric wire rope and hand 
chain types of hoists. A new book- 
let containing specifications for elec- 
tric chain hoists will soon be avail 
able for benefit of users. 


— 
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Attending Pheoll meeting (from left): J. A. Selman, Mill & Textile Supply, Birmingham, 
Ala.; Ed Tauscher, Pheoll; $. C. Adamek, Pheoll’s general manager; P 


ack Sook Stand- 


ard Products Co., Wichita; Gary Bradley, Sloss & Brittain, San Francisco; Bob Brown, 


Pheoll; A. B. Bremner, Ken R. Humke Co., Portland, Ore. 


(See caricatures, below). 


Pheoll Holds Annual 
Distributor Council 


Following the Triple Industrial 
Supply convention in Chicago, 
Pheoll Mfg. Co., Chicago, held its 
second annual distributor council 
meeting. The purpose of this meet- 
ing, says the company, is to give 
distributors located throughout the 
country a chance to meet with its 
management people in an informal 
atmosphere. 

A highlight of the program was 
a talk by Garry Bradley, Sloss & 


Brittain Co., San Francisco, on 


“how to motivate distributor sales- 
men.” Bradley explained how a 
full-line distributor often didn’t real- 
ize what his “big ticket” items were. 
He pointed out that frequently fas- 
teners rivalled the big ticket items 
in sales volume. 

A novelty of the meeting was its 
pictorial record. In addition to 
photographs, sketches of individuals 
(including Pheoll’s president Lord) 
were made by Lenn Redman, well- 
known caricaturist. 


Selman 
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Concentration 


. on distributor problems, and new techniques to solve 
them. Every month, INDUSTRIAL DISTRIBUTION’s 
experts bring you this concentration of industry know-how 
in authoritative articles aimed at helping you build better 
sales and profits, such as “Your Products in Industry,” the 
32-page special feature appearing in this issue. You get 
articles like these, plus the most concentrated coverage 
of industry news, every month in ID. Make each issue a 


regular, profitable reading habit. And tell your friends 


to do the same! 


Industrial 
Distribution 


Edited exclusively for industrial distributors . . . since 1911 
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This ad, currently appearing in GRINDING AND 
FINISHING, PURCHASING MAGAZINE and AMERICAN 

MACHINIST/METALWORKING MANUFACTURING, links 

directly with Carborundum® distributors. It 

will be seen by 97,000 buying influences. 


NEW EVIDENCE 


..... Marks superiority of 


standard V40 segments 


Recent tests conducted on forged die steels 
proved standard V40 segments by Carborun- 
dum to be freer cutting and less costly to 
use than the nearest competitive type. 


Details of these segment tests have been sent 
to all Carborundum salesmen and distribu- 





tors for the benefit of other segment users. 


Grinding B block die sets of uneven heights 
and with deep pits and heavy scale, the V40 


segments outperformed competition by 35% 
based on overall operating costs. The V40 
segments drew less power and ground cooler. 
The rate of cut was 38% faster. Abrasive 
wear was 58% less. The V40 segments used 
in these tests were National Standards, avail- 
able as ‘shelf stock’, by Carborundum. 


Ask your Carborundum distributor abou 
this new evidence on his next call. 








This is a paid advertisement by The Carborundum Company, Niagara Falls, N. Y. 
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* NEWS»: 


AMA To Hold Seminar On Distributor Problems 


In its Fall workshop and orienta- 
tion seminar program, the American 
Management Association announced 
an orientation seminar directed at 
the special problems of the smaller 
company engaged in the function 
of buying, selling and distribution 
of goods and the performance of 
supporting services, 

The program will include a de- 
tailed examination of modern meth- 
ods of planning, organization, con- 
trol and administration as applied 
to the needs of business operations 
known as wholesalers, jobbers, dis- 
tributors and dealers. Topics of 
seminar are: 

Planning the Business Operation: 
Sales forecasting and setting sales 
objectives. Establishing expense 
budgets. Facilities planning. Plan- 
ning the sales and merchandising 
functions. 

Setting Up the Organization: De- 
termining manpower needs. Build- 
ing supervisory staff. Assigning 
right man to right job. Training the 
organization. 

Accounting and Control: Review 
of basic accounting methods. Ana- 
lyzing financial statements. Use of 
accounting records as control de- 
vice. 

Planned Buying and Inventory 
Control: Principles of scientific buy- 
ing. Determining when and how 
much to buy. Inventory planning 
and control. Preventing inventory 
loss. 

Advertising and Sales Promotion: 
Use of local market newspaper, ra- 
dio and TV advertising. Tie-in with 
supplier's national campaigns. Sales 
promotion techniques. Use of the 
showroom and displays. 

Banking, Credit and Collections: 
Relationships with banks. Making 
best use of banking services. Credit 
and coliection policy and procedures. 

Sales, Manpower-Recruitment and 
Development: Recruiting, selecting 
and hiring salesmen, The training 
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program for salesmen. 

Office Management: Establishing 
office procedures. Procedure simpli- 
fication. Use of office personnel for 
control function. 

Managing the Sales Force: Super- 
vising the salesmen. Controlling 
sales expense. Developing maxi- 
mum selling efficiency. The use of 
sales territories and quotas. Use of 
sales reports. 

Managing the Service Function: 
Determining service needs. Con- 
trolling service expense. Pricing the 
service performed. 


Dates of Seminars 


The first seminar will be held 
at the LaSalle Hotel in Chicago, 
September 19-21, 1960. The second 
will be held October 26-28 in New 
York City at the Astor Hotel. The 
third will be held December 7-9 in 
the Los Angeles Ambassador Hotel. 

The whole seminar lasts 24 days, 
at a cost of $150 for members and 
$175 for non-members. This in- 
cludes two lunches. 

Further information may be ob 
tained by writing to E. B. Reynolds, 
Manager, Marketing Division, Amer- 
ican Management Association, Ho- 
tel Astor, New York City. 
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Illinois Distributors 
Elect Officers 
For 1960-1961 Term 


At a recent meeting of the Illi- 
nois Industrial Distributors’ Asso- 
ciation, in Chicago, officers and 
directors were clected for the 1960- 
1961 term. 

Lewis W. Gilbert, president, 
Screw Machine Supply Co., was 
re-elected president. H. Verne 
Loeppert, Boyd-Wagner, was rc 
elected vice president. Herbert M. 
Lee, Harry Lee & Sons, Chicago, 
was reclected a director. Milo 
Adams, Sterling Products Co., Inc., 
Moline, and L. J. Friedel, Globe 
Machinery & Supply, Davenport, 
lowa, were elected directors. 

A vote of thanks was extended by 
the members to the retiring direc 
tors, R. C. Lenburg, Factory Sup. 
plies Co., Rockford, and A. M. 
Steed, Barrett Hardware Co., also 
Rockford. 

Directors represent the Illinois 
Association on the board of direc 
tors of the Central States Industrial 
Distributors’ Association. New di 
rectors will assume official responsi 
bilities at the conclusion of the 1960 
convention of the CSIDA, to be 
held at the Edgewater Beach Hotel 
in November 1960. 





Alex Davies Promoted By Moore-Handley 


Alex V. Davies 





Alex V. Davies, vice president of 
Moore-Handley, Birmingham, Ala., 
is now vice president in charge of 
engineering sales division, covering 
machine tools, engincered products 
and the firm’s own Morhaul inter- 
changeable truck bodies. 

Mr. Davies is a past president of 
the Southern Industrial Distrib 
utors’ Association. 

The responsibility for Moore 
Handley’s industrial supply business 
has been assigned to W. C. Sparks, 
manager of industrial-electrical sup- 
plies. 
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AISA To Hold Convention 
In Miami Beach, Florida 
October 23-26, 1960 


The 9th annual convention of the 
American Institute of Supply Asso- 
ciations will be held at the Amer- 
icana Hotel in Bal Harbour ( Miami 
Beach), Oct. 23-26, 1960. 

More than 500 have registered 
for the convention. 
crease over last year. 

According to George T. Under- 
wood, executive secretary, the Busi- 
ness Conference Program will be 
another sell-out. More than 90 
manufacturers have signed up for 
booths, and another 60 have indi- 
cated that they plan to sign up. 

Further information can be ob- 
tained by writing to 
Underwood, Executive secretary, 
American Institute of Supply Asso- 
ciations, Inc., 1628 Rhode Island 
Ave., N. W., Washington, D. C. 


This is an in- 


George T. 





Al Pompo Joins 
Precision Bearing Co. 


Al Pompo joined Precision Bear 
ing & Transmission Co., 
Neb., 
dent. 

Mr. Pompo will be in charge of 
personnel, except outside salesmen 
and will head a new department 
for handling credits and supervising 
office procedures and stock control. 

He had been associated with an 
automotive and industrial firm for 
0 years. 


Omaha, 
as assistant to the vice presi 


He has been in a mana- 
gerial capacity for more than 20 
years. 


a 


Al Pempo 
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Frank M. rr 
Cruger Elected President 
Of Small Businessmen 


Frank M. Cruger, partner in the 
Indiana Manufacturers Supply Co., 
Indianapolis, was elected president 
of the National Small Business- 
men’s Association by the associa- 
tion board of directors. 

Mr. Cruger was appointed to the 
board of trustees of the National 
Small Businessmen’s Association in 
1953 and was named secretary in 
1954. In 1956 he was appointed 
to the National Council of Con- 
sultants of the SBA, and was elec- 
ted vice president of SBA in 1958. 

Mr. Cruger was president of the 
National Industrial Distributors’ As- 
sociation from 1956-1957. He held 
all offices in Central States Indus- 
trial Distributors’ Association, and 
was president in 1949. 


Trip to Africa 


In November, Mr. Cruger will go 
» Africa with a trade mission of 
the Bureau of Foreign Commerce. 





HIDA Members Tour 
Iron Works Plant 


More than 30 members of the 
Houston Industrial Distributors’ As- 
sociation toured the Cameron Iron 
Works plant in Houston recently. 

Guides from Cameron’s | staff 
escorted the group through plant 
facilities in groups of five or six. 

Lee Dolan, HIDA vice president 
and program chairman, said tours 
such as this were given first place on 
the association’s activity program, 
because it afforded members a 
chance to learn more about the 
needs of industries they supply. 





tetas how 
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More than 45,000 buyers are ex- 
pected to attend the 15th Annual 
National Hardware Show at the 
New York Coliseum, October 10-14, 
1960. 

According to Frank M. Yeager, 
managing director, 1,000 manufac- 
turers will demonstrate more than 
50,000 tools of which 1,000 or more 
will be new in design or concept. 

The first floor, first mezzanine 
and second floor will feature* hard- 
ware, housewares, paint, large and 
small appliances, power and hand 
tools, plumbers and electrical sup- 
plies, automotive tools and equip- 
ment, laundry and bath accessories, 
giftwares and utility wares, do-it- 
yourself items and other related 
products. 

The third and fourth floors will 
be devoted to an assortment of 
lawn, garden, outdoor living and 
light farm products and equipment. 

Additional information may be 
obtained by writing National Hard- 
ware Show, Suite 1103, 331 Madi- 
son Avenue, New York 17, New 
York. 





Don McGill Honored 
By Columbia University 


Donald A. C. McGill, associate 
editor of Inpusrriat DistriBuTion, 
was honored recently by Columbia 
University of New York, when he 
was appointed “Associate In the 
University Seminat On Economics 
of Distribution.” 

The seminar on economics of dis- 
tribution is one of several discussion 
groups sponsored by Columbia 
University with the purpose of get- 
ting members of the faculty and rep- 
resentatives of the business world 
together for discussions of current 
business topics. 

Mr. McGill, an editor with Inpus- 
rriaL =Dusrrisution since 1952, 
is currently completing his book on 
data processing in management. It 
is soon to be published by McGraw- 
Hill Book Co. 





Gordon Patterson 


Yale & Towne Elects 
Patterson President 


Gordon Patterson was elected 
president and a director of the Yale 
& Towne Mfg. Co., suceeding Gil- 
bert Chapman who retired. 

Mr. Patterson, formerly president 
of Square D Co., is the seventh 
president of Yale & Towne. He 
started his career as a steelworker 
in a Republic Steel Corp. mill at 
Youngstown, Ohio. In 1955, he be- 
came president of Square D Co. 

Mr. Patterson is a director of 
Square D and of National Malleable 
& Steel Castings Co. 

Mr. Chapman, who retired after 
11 years as president, plans to devote 
himself to his civic activities. During 
his tenure of office, company sales 
volume and earnings tripled, accord- 
ing to Yale & Towne. 





Industrial Supply Adds 
Three To Sales Force 


George Dunn, Doyle Fuller and 
H. P. Latimer joined the sales force 
of Industrial Supplies, Inc., Mem- 
phis, Tenn. 

Mr. Dunn has 13 years selling 
experience in the industrial field. 
He worked in the Alabama and 
Memphis area. 

Mr. Fuller has 12 years expe 
rience in the Memphis trade area. 

H. P. Latimer was area represent- 
ative for Simond’s Saw & Steel 
Co., for 30 years prior to his recent 
retirement. He will also represent 
the firm in the Memphis area. 
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Allied Membership Approved 
For Trade Magazines And 
iadearere By MPTEDA 


A majority of the membership of 
the Mechanical Power Transmission 
Equipment Distributors’ Associa- 
tion voted approval on a proposal to 
have manufacturers of mechanical 
power transmission equipment and 
industry trade magazines as allied 
members of the MPTEDA. These 
allied members will have no right 
to vote or to hold office in the as- 
sociation. 

Application blanks for allied 
membership and invitations to par- 
ticipate in the 1960 MPTEDA Con- 
vention, October 68, Hotel Sher- 
man, Chicago, are being mailed to 
bona fide manufacturers of mechan- 
ical power transmission equipment 
selling through stocking distributors. 

These applications are also being 
sent to trade magazines that publish 
facts and advertising pertaining to 
the mechanical power transinission 


field. 





S. G. Taylor Purchases 
Carroll Chain Co. 


S. G. Taylor Chain Co., Inc. pur- 
chased the Carroll Chain Co. equip- 
ment for the manufacturing of weld- 
less and stamped chain. 

E. W. Taylor, president of Taylor 
Chain said that the transaction will 
increase production facilities and re- 
sult in better service to Taylor and 
former Carroll customers. 





Pittsburgh Triangle Club 
Holds First Golf Outing 


The members of the Triangle 
Club of Pittsburgh held their first 
annual golf outing at the Alcoma 
Country Club, Pittsburgh, Pa. 

Members of the club invited 
presidents of wholesale hardware 
and industrial supply houses in the 
greater Pittsburgh area to be their 
guests for the day. 

Foursomes were arranged by the 
Alcoma pro who conducted the 
tournament. For non-golfers, club 
facilities were at the guests disposal. 
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William R. Haughton 


Coastal Plains Supply Co. 
Elects Haughton 


William R. Haughton was 
elected vice president and general 
manager of Coastal Plains Inc., a 
division of Coastal Plains Supply 
Co. 

The new company will operate 
under two separate divisions; Bear- 
ing Division and Equipment Di- 
vision. 

Mr. Haughton explained that the 
corporate changes were made to al- 
low for specialization. The Bearing 
Division will specialize in power 
transmission products. The Equip 
ment Division will specialize in ma- 
terials handling equipment. 





Titeflex Elects Hornbruch 
President & Chief Officer 


Frederick W. Hornbruch, Jr., was 
elected president and chief execu- 
tive officer of Titeflex, Inc. On the 
same day, stockholders elected 
Arthur M. Rogers treasurer. 

Mr. Hornbruch, a vice president 
of Atlas Corp, was serving as a di- 
rector and chairman of the executive 
committee of Titeflex since last 
December. 

He was formerly a vice president 
of Landers, Frary & Clark and chief 
engineer and director of Rath & 
Strong, Inc. 

Mr. Rogers, a member of the Tite- 
flex organization for over 13 years, 
has served in both financial and legal 


positions. 





H. G. Thomson Buys 
Assets of Illinois 
Marshall Steel Co. 


The Henry G. Thompson & Son 
Co. purchased the assets of Marshall 
Steel Co. 

Marshall Steel manufactures pre- 
cision ground tool steel and drill 
rods in McCook, Illinois. 

The operations formerly carried 
on by Marshall Stecl will be con- 
tinued by the new firm, which will 
be a wholly owned subsidiary of 
H. G. Thompson & Son Co. 

Alan C. Henderson, former presi- 
dent of Marshall Steel, will continue 
in management as vice president and 
general manager of the new firm. 





Bernstein Bros. Promotes 
David Derrow 


David D. Derrow was promoted 
to vice president of Bernstein Broth- 
ers, Inc., Paterson, New Jersey. 

Mr. Derrow’s executive 
duties are in addition to his present 
responsibilities as sales manager of 
the corporation. 


new 


Cox Promotes Schatz To 
Assistant General Manager 


Raymond C., Schatz was promoted 
to assistant general manager of Cox 
Engineering Co., Inc. and Cox Sales 
& Engineering Co., a wholly owned 
subsidiary. 

Mr. Schatz, with Cox one year, 
was formerly manager of office, ship- 
ping and receiving operations. 

Mr. Schatz was formerly with 
Detroit Aluminum & Brass Corp. 


Raymond C. Schatz 
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Peden Co. 


W. & Giantess feck Gaeeer 


George T. Morse, Jr., president 
and general manager of Peden Iron 
& Steel Co., Houston, Texas, an- 
nounced a regrouping of manage- 
ment personnel, sales, purchasing 
and operations into completely in- 
tegrated divisions. 

W. E. Blumberg, formerly vice 
president and industrial sales man- 
ager, was appointed vice-president 
and manager of the industrial divi- 
sion with complete responsibility for 
sales and purchases. 

Industrial division personnel are: 
John W. Clark, industrial field sales 
manager; IT. G. White, industrial 
purchases manager; F. H. Roberts, 
steel department manager; W. C. 
Norris, industrial order service de- 
partment manager; L. L. Gregory, 
city sales manager and W. L. Mc 
Connell, builders hardware. 

Jack J. Caraway, formerly vice 
president and dealer sales manager, 
was appointed vice president and 
manager of the wholesale hardware 
division with complete responsibility 
for wholesale hardware sales and 
purchasing. 

Wholesale hardware division per- 
sonnel are: J. R. Moreland, whole- 
sale hardware field sales manager; 
L.. B. Gambress, wholesale hardware 
purchases manager and Keith Mc- 
Donald, wholesale hardware order 
service department manager. 

A. G. Peden, vice president and 
treasurer, will assume responsibility 
for general office procedures, sales 
promotion, advertising, credits, and 
accounting. 

Operation division personnel are: 
J. D. Bryan, head of sales promo- 
tion; E. E. Johnson, secretary and 
credit manager and B. O. Willard, 
office manager. 

R. A. Ferguson, Sr., formerly vice 
president and purchasing agent, was 





Realigns Managerial Functions 


| ae 
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A. G. Peden R. A. Ferguson 


appointed vice president warehouse 
and traffic. 

Warehouse and traffic personnel 
are: P. D. Barziza, traffic departt- 
ment manager and R. C. Goodson, 
warehouse manager. 

George T. Morse, Jr., has full re- 
sponsibility for operation of all di- 
visions, assisted by W. H. Lesile, 
executive vice president. 

According to Mr. Morse, “This 
regrouping should result in better 
service to Peden’s customers and per- 
mit faster, more closely knit opera- 
tion of the entire company. 





Advance Car Mover Acquires 
Assets of Rowell Mfg. Co. 


The Advance Car Mover Co., 
Inc. purchased certain assets of the 
Rowell Mfg. Co. Appleton, Wisc. 

The Rowell and Samson Car 
Mover Line, Rowell melting ladle 
line, and Rowell non-ferrous melt- 
ing furnace line will continue to be 
manufactured by Rowell as a divi- 
sion of Advance Car Mover Co. 

In a notice to customers and sup- 
pliers, A. C. Rule, secretary-treasurer 
of Rowell said, “We, of Rowell 
Mfg. Co. management, take this 
opportunity to express our gratitude 
for our many years of pleasant busi- 
ness relationship. We are sure that 
our successor will continue to fur- 
nish a quality product and the best 


of service.” 





Bristol Moves From Newark 


Bristol Co. moved its New Jersey 
branch offices from Newark to 420 
Morris Ave., Springfield, N. J. The 
mailing, address is P. O. Box 62, 
Springfield, and the telephone num- 
ber is DRexel-6-3810. J. F. Peterson 
is the branch manager. 





Crane Advisory Council Holds First Meetings 


The first meeting of the wholesaler-distributor advisory councils of the plumbing-heating 
air conditioning group and the industrial products group was held by the Crane Co 


Fourteen wholesalers in the 
plumbing-heating industry and 
eleven men from valve and piping 
wholesalers composed the advisory 
councils of Crane Co. which met 
at the Johnstown and Chicago head 
quarters of each group. 

The conference enabled distrib- 
utors to review problems and deter- 
mine ways to improve service and 
sales. Likewise, Crane Co. repre- 
sentatives had an opportunity to 
test new program proposals on lead- 
ing wholesalers and distributors. 

Members who attended were: 
(L to r. back row) G. F. Burley, 
W. A. Songer, W. D. LaRue, 


W. W. Kovalick, all of Crane Co.; 
R. C. Williams, Gulf Supply Co., 
Inc.; C. H. Lovelace, Crane; A. J. 
dePalma, Crane & Ordway Co.; Jack 
Gallicies, Burns Supply Co.; E. W. 
Breese, Hajoca Corp.; J. P. Magos, 
Crane; (front row) W. B. Christie, 
Ben Williamson & Co; E. G. 
Habenicht, Crane; E. O. Garrett, 
Tucson Pipe & Supply Co.; Thomas 
Floro, Columbia Pipe & Supply Co.; 
F. V. Keenan, Keenan Pipe & Sup- 
ply Co.; B. W. Vinson, Vinson Sup- 
ply Co.; Leonard Reel, Reel Pipe & 
Valve Co. H. F. Tapke, Crane 
Supply Co.; and Ted Olson, and 
S. C. Olin, Crane Co. 





Branch Opened In Roanoke 
By Dixie Bearings, Inc. 


Dixie Bearings, Inc., Atlanta, Ga., 
opened a new branch, in a 4,000 sq. 
ft. building, in Roanoke, Va. 

The branch will have all types of 
bearings and allied lines in stock, 
according to the management. 
Sheridan Denney is branch man- 
ager. 

The company has two other Vir- 
ginia operations in Norfolk and 
Richmond that are less than a year 
old. The two branches are also 
housed in 4,000 sq. ft. buildings. 

Gene Alley is Norfolk manager 
and R. E. Andrew is in Richmond. 





J. J. Barnes Retires 
From Gates Rubber Co. 


J. J. Barnes, vice president in 
charge of OEM and national tire 
sales for the Gates Rubber Co., re- 
tired after 3l-years of service. 

Mr. Barnes first job was managing 
the Gates warchouse in Chicago. In 
1936 he was transferred to Denver 
to head four departments, a posi- 
tion he held until 1957 when he was 
named manager of the national tire 
sales division. He was later named 
to head the OEM division. 

Mr. Barnes joined the board of 
management in 1939, and became 
a vice president in 1949. 





The Congress came back to 
Washington for a brief but turbu 
lent pre-campaign session. 

The session was designed by the 
Democratic leaders before adjourn- 
ment to serve as the whetstone for 
the election campaign. The ideas 
being honed in Congress on de 
fense, foreign policy, labor and bus- 
iness are but the preamble for is 
sues to be expounded in greater 
detail on the stump this Fall. 

Of more long range significance, 
the position the parties take on the 
issues now will help set the tone of 
the Administration and Congress 
the next few years. 

A lot is being said about the need 
for tax reductions, liberalization of 
depreciation rules, and faster eco 
nomic growth. 

Sparking much of the talk for tax 
cuts is the budget surplus of $1.1 
billion of last fiscal year and the 
hope of another surplus this fiscal 
year which could be distributed in 
the form of lower taxes. 

The 52% corporation income tax 
will be looked at. Such proposals 
as the Baker-Herlong bill which 
would cut taxes on business and in 
dividuals over the next ten years 
will serve as a point of departure. 
This measure would gradually re 
duce top business taxes to 25% of 
income; individual taxes to a maxi 
mum of 10%. Though this is ex 
treme, it is indicative of the feeling 
on need for tax reductions as one 
way to stimulate economic growth. 

Another issue sure to be tackled 
in the next year or two is for a 
revamping of depreciation rules on 
business property, machinery, and 
other productive facilities. Congress 
has been impressed by the argu- 
ments that current depreciation 
etatutes are outmoded for a modern 
business society. Changes in depre- 
ciation could take the form of faster 
write-offs for tax purposes and a 
simplification of regulations, Cur- 
rently, the Internal Revenue Serv- 
ice, through its Bulletin F, provides 


(Continued on page 206) 
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CAPACITIES: 
% to 12 tons 


HAND HOISTS 


multiply muscle-power for fast, 
easy lifting of loads up tol2 tons 


Yale Load King Hand Hoists give up to 95% me- 
chanical efficiency! One man can lift a 4,000 lb. 
load 2 feet in less than a minute! Steel and alumi- 
num alloys for extra rugged and lightweight con- 
struction. Powerful, two-ton capacity Load King 
weighs only 73 lbs. and can be carried from job to 
job. Yale Synchromatic Load Brake assures in- 
stant, automatic safe-hold action between pulls. 
Steel safety hooks open slowly, do not fracture 
under severe overload. Super-tough chain cannot 
kink. Save time, speed production with Yale Load 
King Hand Hoists. More details in Bulletin 1254E. 





IF IT’S YALE, 


IT SELLS BEST | <ctirncs. 


The Yale & Towne Manufacturing Co., Philadelphia 15, Pa.—Hand, air, and electric hoists... trolleys 


YALE 








YALE & TOWNE 
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Price Index for 19 Product Classes 


(1947-49 = 100) | 
Y Change | 


: June May From 
NAME OF PRODUCT CLASS 60 60 Year Ago 


(preliminary) 


Silent Produnts 143.2 1 43.2 2.8 
Cutting Tools 179.8 179.8 +10.9 
Fans and Blowers 182.5 182.5 + 0.2 
Fasteners 198.7 198.7 + 1.3 
I a Lamps 190.0 190.0 0 
Industrial Rubber Products 152.7 152.7 + 1.6 
Lalelente 100.7 99.7 


Materials Handling Equipment 172.3 171.2 


Mechanics Hand Tools 190.0 190.0 
(Files, saw blades) 


Metalworking Accessories 174.5 174.5 
Motors 113.5 114.1 
Paint 128.4 128.3 
Destdhie Hever Dat 144.1 144.1 


Power Transmission Equipment 182.0 182.0 





Precision Measuring Tools 148.2 148.2 
Pumps and Compressors 181.0 180.6 


Steel Products 186.2 186.6 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 164.9 164.9 


Welding Machines 159.5 158.1 
(Equipment, Rods) 


Total Index (weighted average) 167.1 167.0 


Source: Bureau of Labor Statistica and Industrial Distribution 
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OVER 1500 ITEMS i E HIPMENT 


+. another dividend 
when you buy 


QUALITY PROTECTED 
LYON STEEL 





EQUIPMENT 


THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


* 

See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 

oO 


LYON METAL PRODUCTS, INC. 


General Offices: 953 Monroe Ave., Aurora, Iilinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 


oe jttl 
aa EQ NIPMEN 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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N THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Collet Chuck 


Designed to replace chucks 
using split collets 
Model 50 chuck has a nose-type 
closure, “Rubber-Flex” collets, and 
a one-piece, high impact handwheel 
featuring a phenolic molding with 
a steel insert. Chuck is said to offer 
complete collet chucking at price 
savings to 71°. Stated claims: faster 
collet changing capacity increases to 
42°; runout of no more than .001 
in at the nose; a range of .100-in; bar 
capacity from .100 to 1.063; more 
than enough gripping power for 
heaviest duty cutting on light lathes; 
direct spindle mounting without 
need for threading adapter. 
Jacobs Mfg. Co., West Hartford, 


Conn. 


Grinding Mill 


Converts to overflow rod or ball, 
peripheral discharge or diaphragm mill 
“Trunducer” grinding mill uti 
lizes a common component in con- 
junction with three different heads, 
can be casily converted to operation 
as an overflow rod or ball, a pe 
ripheral discharge or a diaphragm 
mill. Mill is coupled to a triple re- 
duction reducer through a cable 
coupling which transmits torque 
from a reducer, an arrangement said 
to accomodate any degree of mis 
alignment resulting from bearing 
wear. Mill has 3-ft. diam., is avail- 
able in 3, 4, 5, 6 and 8 ft. lengths. 
AllisChalmers Mfg. Co., Milwau- 


kee 1, Wisconsin 
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Spiral Bevel Speed Reducers 


Designed to take up less floor 
space than other reducers 
Line of spiral bevel speed reducers 
have a right-angle shaft arrangement 
which makes it possible to place 
the prime mover alongside the 
driven equipment, resulting in sav 
ings in floor space compared with 
parallel or concentric shaft reducers, 
maker claims. 
Hewitt-Robins Inc. 666 Glen 
brook Rd., Stamford, Conn. 





Dial Micrometer 

Simple top reading dial for rapid 
reading on repetitive measuring work 

Quick acting, half-inch dial mi 
crometer has measuring range of 0-4- 
in and will measure in 2-in from the 
edge of a flat plate, or to center of 
4in sheet. Can be used with one 
hand and features an adjusting nut 
assembly which provides full en- 
gagement with spindle thread, mak 
ing instrument shock proof. 

]. T. Slocomb Co., South Glaston 
bury, Conn. 


For longer life and faster cutting 
through tough steels and alloys 
High speed band-saw blades have 
maximum abrasion resistance of 
high speed steel, plus ability to with 
stand temperatures to 1100 deg. F 
without softening, maker claims. In 
three tooth designs, all precision 
milled and raker set: standard, skip 
and gored. Blades widths are } and 
inch, are factory welded to 
length. 
Victor Saw Works, Inc., 
town, N. Y 


one 


Middle 


Grinding Wheels 


Used in production of miniature ball 
bearings on micro-miniature instruments 

Micro-miniature grinding wheels 
are 75 per cent less expensive than 
the grinding implements they re 
place, will save on production costs 
since only the wheel need be re 
placed instead of having to retool 
the job, maker claims. 

Bay State Abrasive Products Co., 
Westboro, Mass. 
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1 ODAY 


. . » PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





For hydraulic and other 

high pressure applications 
Polyamid-polyester hose has a spc 
cial polyamide inner tube with a 
reinforcement, and an abrasion r 
sistant polyamide cover, is said to 
withstand pressures compat 
able to SAE. 100-R1 wire braid hose 
Also said to provide superior flex 


burst 


impulse strength and resistance to 
abrasion and to offer smaller O.D 
for equivalent pressure and I.D. size 
Other stated advantages: non-aging 
long lengths available, not affected 
by non-flammable fluids 
to 200-deg F and by flammable fluids 
to 225-deg. I 

Imperial Brass Mfg. Co., 6300 
West Howard St., Chicago 48, Il 


hvdraulic 


Surface Coating 


Repairs cracks, spalled and scaled 
areas in concrete, blacktop, etc. 


Surface coating, called Nu-Surface 
Concrete, provides a new non-slip, 
wear surface which will 
firmly adhere to old concrete, maker 


claims 


resistant 


Can also be applied to 


scaled wood and metal. Consists 

of dry mix and one pint of wet ma 

terial in one gallon mixing can 
Carborundum Co., P. O. Box 477, 


Niagara Falls, N.Y. 
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Millwright Truck 


2000 Ib. capacity; for 
millwright or general duty use 
Stated features of wagon truck in 
clude: safer and easier steering re 
sulting from a forged steel fifth 
wheel assembly containing main 
load ball race and precision tapered 
thrust bearing; flange is turned up 
around deck to hold tools; truck can 
be furnished with a flush hard 
wood or steel deck for general fac 
tory, warehouse or outdoor hauling. 
Standard roller bearing wheel choices 
include 12-in pneumatic rubber tires 
or 10-in all-metal, molded _ plastic 
or solid rubber-tired wheels. 
Hamilton Caster & Mfg. Co., 


1700 Hamilton, 
Ohio 


Dixie Highway, 


Casters 


Bolt to company’s frameworks for 
low-cost, efficient mobile units 


Series of 4-in rubber-wheel casters 
are load-rated at 500 Ibs., are avail 
able either swivel type or fixed. 

Dexion Inc., 39-25 62nd 


Woodside 77, N. Y. 


St., 


Electric Hammer 


Impact blow quickly adjustable 
from light to medium to heavy 
Model 5320 4-in capacity heavy 
duty electric hammer is designed to 
handle a wide variety of jobs in 
contracting, maintenance, electrical 
and glazing fields, i.c., drilling con- 
crete, setting self-drilling anchors, 
scaling, chipping, chiseling etc. 
Powered by a 4 HP 115 volt AC DC 
motor, hammer is furnished with 
six assorted rawl drills, two rawl 
drill chucks, all-purpose chisel, 
grease gun and grease. Hammer ac- 
tion stops and motor idles when 
tool is not in work assuring in- 
creased tool life, maker claims. Force 
of blow adjustment remains con- 
stant until manually reset. 
Milwaukee Electric Tool Corp., 
5368 West State St., Milwaukee §, 
Wis. 


Adjustable Motor Base 


Handles motors up to 

and including Frame 204 

Adjustable motor base, model 

AB204, is of rugged, lightweight de- 

sign, may also be used for small en- 

gines or any type of drive requiring 

quick and accurate adjustment of 
center distance, maker claims. 


Browing Mfg. Co., Maysville, Ky. 
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FOR CHIPLESS 


INTERNAL THREADS 





WINTER 
ROCKET” 
TAPS 


FORMING OF 


Winter Brothers fluteless ‘Rocket’ Taps produce 
superior internal threads in materials such as 
aluminum, brass, copper, ductile steel and die 
castings by chipless forming rather than by 
cutting. Resulting threads are extremely accu- 
rate with an excellent burnished finish and maxi- 
mum strength characteristics. 

Because ‘Rocket’ Taps actually displace metal 
without removing it, no chips are formed to clog 
fiutes and cause tap breakage. Blind-hole tapping 
is easier, faster. The absence of a cutting action 
virtually eliminates resharpening and assures 










longer tool life. A stronger thread structure is 
produced by compression and hardening of the 
metal without breaking surface fiber grains. 
Build your profitable repeat sales by stocking 
Winter ‘Rocket’ Taps, both plug and bottoming 
styles, in all popular sizes. ‘Rocket’ Taps are 
another example of how Winter helps you sell 
by providing the newest in cost-cutting tools 
for your metalworking customers. 
WINTER BROTHERS COMPANY - ROCHESTER, MICH. 


Distributors in principal cities. Branches in New York 
Detroit « Chicago © Dallas « San Francisco « Los Angeles 


CHOOSE FROM WINTER'S WIDE LINE OF TAPS, DIES AND GAGES 


All Winter 
Advertisements Say 


“CALL YOUR 
WINTER DISTRIBUTOR" 





NATIONAL 
GUN 
DRILLS 


FOR 
QUALITY 
HOLES 


"Patent No. 2,418,021 


Target Gun Drilis, products of National's inten- 
sive research program, give your customers 
straighter, deeper drilling to closer tolerances 
than ever before. A solid core is formed that 
acts as a continuous center guide in the hole 
being drilled. Drilling performance and accuracy 
are vastly improved. 

Center-Cut Gun Drills provide peak cutting effi- 
ciency on certain applications such as blind-hole 
and interrupted-hole drilling. 

Gun Drill Shanks, both tubular and solid types, 
are of special alloy steel heat treated to a tensile 
strength of 194,000 psi. They provide extra-long 
drilling life without twist or “wind up”’, even at 


* 


TWIST DRILLS « REAMERS « COUNTERBORES 
END MILLS « MILLING CUTTERS « HOBS « GUN DRILLS 
GUN REAMERS « CARBIDE and SPECIAL TOOLS 


All National 
Advertisements Say 


“CALL YOUR 
NATIONAL DISTRIBUTOR" 


JUST TWO OF 


a 


if j 














NATIONAL 


g TWIST DRILL 
& TOOL 


higher speeds and feeds. Sell your customers on 
the economies of deep-hole drilling with National 
Gun Drills. Point out that they are available 
from stock in brazed-on construction or with 
National’s convenient Quick-Change feature for 
fast resharpening and replacement. National 
Gun Drills and Gun Reamers, as well as Sharp- 
ening and Point Checking Gages, form a profit- 
able segment of your tool line . . . National, 
the tools plus. 


NATIONAL TWIST DRILL & TOOL COMPANY 
ROCHESTER, MICH. 

Distributors in principal cities. Branches in New York 

Detroit « Chicago © Dallas « San Francisco « Los Angeles 


NATIONAL’S PARADE OF PLUS PRODUCTS 
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On the Market Today (Cont’d.) 


Dual-Motion Sander 


Does either orbital or straight line 
sanding at the flick of a switch 
Heavy-duty orbital and straight 
line sander selects cither sanding 
action by flicking a motion switch 
on right side of sander, with no 
tools required for changing motion 
pattern or for replacing sandpaper, 
maker claims. Orbital motion may 
be selected for fast stock removal 
when an item is to be painted or 
enameled and straight line motion 
may be used for finest finish sand 
ing without swirl marks whenever 
sanded surface will be stained, var 
nished or clear lacquered. Features 
include 44 x 9-in sanding surface, 
flush side design for sanding corners, 
all ball and roller bearing construc- 
tion throughout, optional dust pick 
up unit. 
Skil Corp., 
Chicago 30, III. 


5033 Elston Ave., 


Industrial Fans 


Exhausts gases and corrosive fumes, 
handles granular and fibrous materials 

Line of industrial fans includes 
fans available in three blade shapes, 
a wide range of wheel and inlet sizes 
and five arrangements. All available 
in AMCA standard wheel sizes from 
194 to 642-in with 11 inlet sizes 
from 11 to 37-in. All have AMCA 
certified ratings. 

Trane Co., LaCrosse, Wis. 
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Drawing Table 


Has a drawing board cabinet on one 
side and a drawer cabinet on the other 

Drawer cabinet on drawing board 
table has seven drawers with re- 
cessed handles, cach with a built 
in lock. Cabinet may be inverted 
on base to form right or left-hand 
swinging door. Angle of smooth 
steel table top is adjustable every 
inch with wing nuts. Available as 
complete unit, or component parts 
may be ordered separately. Finish 
is baked-on-enamel. Size: 454 x 26 x 
36-in. 

Lyon Metal Products, Inc., 
Plant Ave., Aurora, Ill. 


Fan-Cooled Reducers 


Feature center distances 
as low as 1% inches 
Line of small-size worm gear re 
ducers, called “Radicon Reducers”, 
are fan cooled to promote maximum 
thermal efficiency, feature detach 
able feet on the “Adaptable” mod 
cls to give unlimited mounting flex 
ibility, maker claims. Units come 
in 12 with center distances 
from 1% to Sin, input capacities 
from .01 to 68 HP, and output 
torque to 46,000 Ib. in. Speed ratios 
available from 5:1 to 70:1. 
Foote Bros. Gear & Machine 
Corp., 4545 South Western Blvd., 
Chicago 9, II. 


SIZCS 
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Safety Relief Valves 


For refinery, chemical precessing, 
power plant and general services 


Series of safety relief valves, Series 
1870, is said to provide precise blow 


down ring 


control for gases and 


vapors, and safety relicf for liquids 
in a wide range of applications 
where maximum pressure is 300 psi. 


Series has one-picce stainless steel 
body and stainless steel disc which 
contains inlet pressure without other 
joints or gasketing. This one piece 
stainless steel construction provides 
a leak-proof scat said to climinate 
waste, Stecl 
scat ground 
Valves available with tungsten steel 
springs for temps. to S00-deg. F. 
Choice of plain cap, packed cap and 
lever or open lever 

Farris 


Park, N.] 


corrosion problems 


and = disc optically 


Engrg. Corp. Palisades 


Electrostatic Shields 


Use as windows, tranparent partitions 
to drain electromagnetic interference 


Shields, in sizes to two by six 
feet, resist thermal shock and cor 
rosion, are easily maintained, trans 
mit 70 per cent of visible light. 
For use as windows in giant com 
puters, military, medical, communi 
cations etc. applications. 

Corning Glass Works, Corning 


N.Y. 








Fixture Mount 


Eliminates drilling, screws, rawl plugs, 
bolts, nails, etc. in mounting fixtures 
Fixture mount, designated PA 
1042, can be used to mount fixtures 
and other items to tile, glass, metal, 
plaster, concrete, cinder block, 
wood, wall board and other surfaces. 
Material is packaged in a compart- 
mented cup which is used as the 
mixing container. Material can be 
mixed all at once or in smaller quan- 
tities. Adhesive will harden in 3-4 
hours at room temperature. 
Permacel, New Brunswick, N. ]. 





Right-Angle Drive 


Reversible; reduces or doubles 
speed of a VYs-in power drill 
Right-angle drive (H351) swivels 
to any position to drill, sand or 
polish, doubles speed for smooth 
sanding finish or reduces speed by 
one-half for best buffing results and 
for drilling large holes. Swivel ac- 
tion permits sanding, buffing and 
drilling in any position and in hard- 
to-get-at places, maker claims 
Stanley Tools, Div. Stanley 
Works, 111 Elm St., New Britain, 
Conn. 





= ae 


Woodworkers’ Vises 


In both quick-acting and solid nut 
models, with or without vise dog 
Line of woodworkers’ vises, in 
7 and 10-in jaw widths, are offered 
in quick action and solid nut mod- 
els. Quick-action models feature 
a nut design which permits use 
of a continuously threaded screw. 
Thread engagement is said to be 
twice as great resulting in added 
strength and longer life. Device 
also permits unlimited tightening 
since the screw remains fully en- 
gaged so long as the handle is 
turned in a clockwise direction, yet 
releases instantly for quick action 
when the handle is backed off a 
quarter turn. Jaws for drilled and 
vise dog models feature a coil spring 
which keeps the dog at a selected 
height. Steel guide bars keep jaw 
facings parallel. 
Reed Mfg. Co., Erie, Pa. 


Pigments 


Possess greatly improved light 
fastness and color brightness 
Thermoplastic resin pigments, be- 
cause of improved light-fastness and 
color brightness, are said to permit 
substantially thinner films to be 
used to obtain optimum effects. In 
addition, these pigments can be 
ground to extremely small particle 
sizes without loss of tinctorial 
strength, enabling them to be used 
in new applications, such as letter- 
press, gravure printing inks etc., 
maker claims. 
Switzer Bros. Inc., 4732 St. Clair 
Ave., Cleveland 3, Ohio 


IN THE 
PROFIT 
COLUNN 


i a 
WMinute Man” 


KEYWAY BROACH KITS 








For cutting keyways from 1/16” to 1” in any 


bore from ‘4" to 3” in one minute for as little 
as one cent. 





Winute Wan 
STOCK BROACHES 





For finishing 4%" to %4" square holes in one 
pass in cast or drilled bore. 


Minute Wan 
HEXAGON BROACHES 
CSceannncerecnnnnennnnoneeces: 


For finishing 4%" to %4” hexagonal holes in 
one pass in cast or drilled bore. 


Winute Wan? 
ROUND BROACHES 
—— eebeqnentereetetites — 


For finishing 4" to 1” round holes in one 
pass in drilled bore. 





duMont TOOL BITS | 





Se 


Hold a keener cutting edge longer due to 
“balanced” toughness, red hardness and 
wear resistance. High speed, ground 
square and rectangular. 


Minute Man 





MAGNETIC BASES 





Hold dial indicator gages — 
save set up time. Alnico 
magnet has 50 Ib. grip on all 
four sides. 360° horizontal 
swing, 180° vertical swing. 


STOCK DELIVERY 
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THIS MAY 


SURPRISE 


SOME BASSICK 
DISTRIBUTORS 


rcs 


A large eastern distributor of ours recently took a second look at his caster 
sales. The amount was quite a lot more than he had ever realized. 

Naturally, he checked with his salesmen and came up with some interesting 
observations. His salesmen couldn’t name a single company that wasn’t a 
genuine prospect. That’s logical—can you name an industry that doesn’t use 
casters? Going a little deeper, he found that his sales staff sell best and hard- 
est those non-technical products that they know the most about. It’s only 
human nature. 

Of course, the Bassick name has been pre-sold for over 75 years and gives 
a lot of extra conviction to a sales close. Perhaps 
you haven’t realized the opportunities in Bassick 
casters. We hope these few thoughts from your 
side of the fence will help. 

You'll find a lot of other ideas and the experience of 


other Bassick distributors in your Bassick Newscaster. 
°o.2s8 


STEWART-WARNER CORPORATION | Ss 


The Bassick Company, Bridgeport 5, Conn. 
In Canada: Belleville, Ont. 


; 
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Has eccentric geor 
to save space, weight 
Eccentric gearing designed for 
quick-acting pendulum-stop valve is 
said to cut down operating weight 
and reduce space needed for emer- 
gency protection on fire mains and 
hazardous liquid lines. Direct gear 
action opens or closes disc-type gate 
valve employing torque developed 
by a free swinging weight at end 
of a lever arm. Gears automatically 
disengage at bottom of swing to 
prevent damage to valve mecha- 
nism. Gears remesh correctly when 
valve is reset. Valves supplied in 
standard sizes, from | to §in, either 
flanged or screwed types. For fuel 
line shut-off, water diversion etc. 
Everlasting Valve Co., Jersey 
City, N. J. 


* 
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Automatic Leveler 


Ends need for auxiliary 
hydraulic or electric power 
Automatic leveler, Model AL-68 
Auto-Lip, has spring counterbal- 
anced platform assembly and a 
brake and release arrangement actu- 
ated at floor level by operator. Lev- 
eler accommodates all normal truck 
bed heights from 30-in above to 
ll-in below dock level. Stated ad- 
vantages include maximum operat- 
ing flexibility, “lubrication-only” 
maintenance requirements, complete 
independence from outside power 
sources. 
Wayne Pump Co., Div. Syming- 
ton Wayne Corp., Fort Wayne. 





" Supph TMT 
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Now you can have 


YOUR OWN 
© ADVERTISING 
PROGRAM 
T'Y4 THE 
USUAL 


COST 


Unique plan, available to SPS distributors, offers top-quality 
personalized direct mail advertising program at fraction 
of usual cost... with practically no effort on your part. 


Most distributors appreciate the importance of building 
their own identity with their customers and prospects, 
but are often stymied by the cost or work involved. Now 
is your chance, provided you are an SPS distributor. 


THE EMPHASIS IS ON YOU—The front and back covers 
of each piece are exclusively yours for editorial mate- 
rial on your own company, your people, your services 
or any major product lines you care to promote. The 
two inside pages contain product information and tech- 
nical data on an SPS product you want to feature. 


You get a professionally and individually prepared pro- 
motion, published on a regular basis and mailed to your 
own list. 


All this is possible because SPS pays a substantial por- 
tion of the cost. 


WE DO ALL THE WORK—There is almost nothing for you 
to do. Trained editors shape up your own material, sug- 
gest and take photographs. A professional staff lays out, 
prints and handles all mailing operations, including 
preparation and maintenance of your mailing list. The 
cost is only about 4% of what it would cost you to do 
it yourself. 


PROVED BY SPS DISTRIBUTORS— Many SPS distribu- 
tors have been using this plan for 2 years .. . more are 
signing up every month. It will help you, too. Write for 
full details and costs to Standard Pressed Steel Co., 
Distributor Service Dept., Jenkintown 13, Pa. 


where reliability replaces probability 
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THIS 
FROM 
YOUR 

DISTRIBUTOR 








TO THIS IN 
YOUR PLANT 
THE SAME DAY: 


HERC-ALLOY 
SLING CHAIN 
ASSEMBLED 
WITH 
HAMMERLOK 
COUPLING 
—— NO MORE WAITING 
FOR SLING CHAINS 


Gone are the days of waiting for 
new or rebuilt sling chains to reach 
you from the factory. Now, with 
all components furnished by your 
Herc-Ailoy distributor, you can 
have your slings the same day. 
Leading alloy chain users are 
doing it. Write us or call 
your CM Chain Distributor 
for catalog, prices and 

assembly chart. 


HERC-ALLOY 
DISTRIBUTORS: 


This advertisement is 
appearing currently in 
trade publications go- 
ing to your customers. 








HOW IT’S DONE! 


With Hammerlok Coupling Links, anyone 
who can drive a nail can assemble or 
rebuild a sling chain in minutes. No peen- 
ing! No welding! Hammerlok is rugged 
..-reusable...safe. Endorsed by leading 
alloy chain users. 











COLUMBUS McKINNON 


TONAWANDA, NEW YORK 
NEW YORK « CHICAGO ¢« CLEVELAND ¢ SAN FRANCISCO 
Werehouses: San Francisco, Los Angeles, Portiond, Oreg., Salt Lake City and Dixon, Iii. 
In Canada: McKINMOM COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


nameenoe e 


wanc-mcov® 
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Sliding Gate Regulators 
Used on steam, water, oil, gas 
and many corrosive chemicals 
No. 760 stainless steel sliding gate 
pressure regulators are recommended 
for pressures to 300 psi and tempera- 
tures to 600-deg. F. Handles pres- 
sure drops to 250 psi. Available in 
4-2-in body sizes, with special low- 
flow-capacity seats available for re- 
duced capacity requirements. Slid- 
ing gate seats give tight shut-off and 
are self-cleaning and self-lapping in 
operation to minimize maintenance. 
OPW —Jordan, 6013 Wiche Rd., 
Cincinnati 13, Ohio 


Coal Mine Conveyor Belt 


Drastically reduces need to replace 
belts due to abrasion and tearing 
Conveyor belting for under- 
ground coal mining operations, 
called “Plasticoal” belt, is impreg- 
nated with Polyvinyl Chloride said 
to lend toughness and durability to 
strands which comprise the belt. 
Rough corrugated cover is formed 
by dipping impregnated carcass into 
PVC tanks and double nylon cords, 
as well as cotton cords, are woven 
through belt in both directions to 
insure greater strength, extra con- 
veying surfaces. Belt is flame re- 
tardant, flame resistant, lightweight 
and flexible, maker claims. 
H. K. Porter Co., Inc., Thermoid 
Div., Trenton, N. ]. 





DURING 1960...DU PONT IS SELLING 
YOUR CUSTOMERS ON 
RUBBER MAINTENANCE GOODS OF 
NEOPRENE, HYPALON AND VITON 





This year, Du Pont has launched an aggressive, 
hard-hitting advertising program, with but one 
objective: to help you sell maintenance rubber 
goods of neoprene, HYPALON and ViToN—Du Pont 
synthetic rubbers. 


This program is geared expressly to reach your 
customers—purchasing agents, maintenance men, 
plant and process engineers—throughout 1960. 
Month after month, they’re being told to contact 


GU POND 


- 


NEOPRENE 


Better Things for Better Living . . . through Chemistry 


SEND FOR THESE SALES AIDS: 
ad 


@ MAINTENANCE NEWS-—a quarterly 
magazine packed with vital selling in- 
formation for your industrial rubber 
goods salesmen. 


@ ELASTOMERS NOTEBOOK—a bi- 
monthly giving specific data on the 
successful application of Du Pont syn- 
thetic rubbers in all phases of industry. 


IN THESE INDUSTRIAL PUBLICATIONS : 


you—the industrial rubber goods distributor— 
when they order hose, gaskets, belting and other 
maintenance rubber goods of neoprene, HYPALON 
and VITON. 


You can cash in on this big, year-round pro- 
gram when you sell maintenance rubber goods of 
quality DuPont neoprene, HYPALON and VITON. 
To begin getting the important sales aids shown, 
clip and mail the coupon. 


SYNTHETIC RUBBER 


HYPALON® 


VITON® 


E. i. du Pont de Nemours & Co. (inc.) 
Elastomer Chemicals Department ID-9 
Wilmington 98, Delaware 


Please start my FREE subscription to 

[] MAINTENANCE NEWS ([] ELASTOMERS NOTEBOOK 
Name 
Firm 
Street 
City 
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MACHIN 


. 





E TOOL DIVISION 508 Harrison St 


Kalamazoo, Mich 
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For storage, transportation of dry 
ingredients, small parts, compounds etc. 

Hinged-lid roller can has a 
smooth, heavy gauge steel body with 
welded seam, beaded top and bot 
tom bands and either iron or 
neoprene casters riveted to bottom 
band. Can is hot dip galvanized, 
guaranteed leakproof. When used 
with bag liners, is said to be prac- 
tically germ proof. Overall height 
is %)4-in. Handles loads to 300 Ibs. 
Lid raises a full 100-deg. 

Witt Cornice Co., Cincinnati, 
Ohio 


Transparent Plastic Boxes 


Of clear polystyrene; light, rigid, 
strong, scratch resistant; clean easily 
Two transparent plastic boxes 

have removable covers. Larger, style 

901, measures 93 x 6}% x 444 in. 

Style 250 is 64 x 4 x 14} in. 
Vichek Tool Co., Cleveland, Ohio 





Everything you want in 
Electric Tools...and more! 


Sixty-five years in the tool business has taught us 
everything about building quality into our whole 
range of products—driils, impact wrenches, grind- 
ers, screwdrivers and nut setters and saws. We 
make tools better and service them better through 


a network of twenty-three branch offices and 
qualified distributors, 


Thor 


Everything you want 
in Electric Drills... 


Cn mow! 


Thor’s series of universal electric drills have 
earned an enviable reputation for high qual- 
ity and outstanding performance. Stand- 
outs wherever quality and reserve power 

are needed. All ball-bearing construction 
and Thor-built motors assure long, trou- 
ble-free life on the job. In 4” to 1%” 
capacities. Complete range of speeds, 
angle attachments and accessories. 
Thor Power Tool Company, Aurora, 
Illinois. Branches in all principal cities. 
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MACHINISTS’ BENCH 


Solid Jew ond Stationery Bese « 


MACHINISTS’ BENCH 
Solid Jaw ond Swivel Base 


COMBINATION PIPE 


Mbp a Mig 


HINGED PIPE VISE 
© MORGAN VISE CO., 108-112 N. Jefferson St., Chicago 6, IMinois 


MORGAN 
SEMI-STEEL Vv : 7 — fog 


SHEET METAL VISE 
Solid Jaw and Swivel Base 





MORGAN 
VISES 


Types and sizes to meet 
ALL needs of industry 


THE LINE: aa oa ye A 
source of asi aan Gun = 


THE GUARANTEE: it's unconditional. We set no time 


limit on ovr gvorantee nor do we 

heve a specified period of time for free replocement. 

en eae Sy Marge Vis how 6 Gumtee 
‘ moterial ‘ect 


THE QUALITY: Rigid control of moteriols, occurote 
+ mochining, ond close inspection ston- 
derds ore your assurance of the very finest quality 


THE CONTAINERS: S0<.r0* atiened.'s eashed 


@ strong fiber boord carton to 
prevent damage in transit. 


@ WRITE for the MORGAN Distributor Plan. 


@ WE URGE users to buy thru their local distributor. 


UTILITY BENCH 
With Pipe Jaws 
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For industrial light shop, food, store, 
hospital etc. fixtures and equipment 
“Satisfying 60” series of institu- 
tional casters have wheel diams. 
ranging from 2 to 5-in and load ca 
pacities to 200 Ibs. Featuring an 
“escalator” ball race for stability, 
casters are made in plate and stem 
types. Companion rigid casters and 
plain bearing swivel casters available 
in line. Cushion rubber, hard rub- 
ber and semi-steel wheels are stand- 
ard. 

Bond Foundry & Machine Co., 
Manheim, Pa. 


Of Teflon 100-FEP resin compounded 
with inorganic reinforcing materials 
Molding powder of Teflon 100 
has been primarily developed for 
injection molding, opening many 
new applications for Teflon hitherto 
impractical due to high fabricating 
costs mbherent in Teflon-FEP, 
maker claims. Addition of filler 
is said to make material stiffer, im- 
part a smaller shrinkage factor (to 
50%) in molding operations and 
better wear resistance. Typical ap- 
plications include coil forms and 
bobbins, tube sockets and connector 
assemblies. 
Crane Packing Co., 6400 Oakton 
St., Morton Grove, Ill. 








ee Pash 
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Bethlehem Braided Sling 
handles 57-ton forging with ease 


This generator-rotor forging for the Large Steam hugging characteristics. We supply them in a wide 
Turbine-Generator Department, General Electric Com- variety of styles and sizes. 


pany, was no problem at all for this Bethlehem 8-part If you have a lifting problem, a Bethlehem sling may 


braided sling. be just the answer you're looking for. Full information 


Bethlehem slings can handle just about any lifting is available from the nearest Bethlehem sales office. 
assignment. Strong and flexible, they have good load- BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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BRUSHES 


for see, Maintenance 
y 


GUARANTEED 

«--TO OUTLAST 

---TO OUTPERFORM 
ANY STANDARD BRUSH 


A NEW 
FACTORY 
FLOOR 
BRUSH 


GUARANTEED 
1TOOO HOURS USE 
1 YEAR LIFE 


This outstanding 
brush can be used on 
ali types of fioors. Espe- 
cially good on wood fiocors, 
cement, blacktop, etc. This brush has 
established a phenomenal selling record and 
it is growing in volume daily. 
Heavy filled center with medium stiff durene and cased 
with fine beige durene bristies for clean sweeping of heavy 
and light debris. Bristies are tough, durable, pliable; can be washed 
clean. Equipped complete with the 5 ft. revolutionery Lumathread handie. 
They are not affected by petroleum products. 
Let us send you the new Fio-Pac distributor kit FREE. No obligation whatever. 


LUMATHREAD 
The ‘feteme hondle 
with cost oluminum 
threaded tip 


Sales Promotion Aids 


Years of building brush sales exclusively 
through distributors have developed many 
profitable promotion ideas. All are available 
free to Flo-Pac distributors. Shown here are 
a few business builders. 


PACIFIC COAST 
BRUSH COMPANY 
2030 East 7th Street 
Los Angeles 21, Calif 


FLOUR CITY BRUSH CO., 1501 - 4th Ave. S., Minneapolis 4, Minn. 
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Self-Leveling Furniture Glide 


Provides quick, automatic 
adjustment to uneven surfaces 
Furniture glide, called the “No 
Roc”, is designed to balance tables 
or similar equipment having four 
or more legs. Glide is fully sealed 
and, employing a new type of fluid 
whose physical properties don't 
change with age or temperature, 
automatically seeks its own level to 
stabilize the table, maker claims. 
Presently available with a 4 x 204-in 
long threaded stem. 
Bassick Co., Bridgeport 5, Conn. 





Adjustable Wrench 


Flick of the thumb locks 
jaws at any desired setting 
‘*Select-O-Lock’’ adjustable 
wrench has locking device posi 
tioned for easy manipulation and 
rivet-fastened for long life, smooth 
action, maker claims. Parts inter 
changeable with those of regular 
wrenches the same size. 
from four through 12 inches. 
Utica Drop Forge & Tool Div., 
Kelsey-Hayes Co., Utica 4, N. Y. 


Size range 





TEAMWORK TELLS THE STORY... 


we act on advice of council 


Who knows the problems of the distributor better than 
distributors! And manufacturers have problems, too! 
Put these two sets of problems together...expose them 
in the atmosphere of mutual understanding...and you 
get teamwork that solves problems. 

This is the idea behind the Rex Distributor Advisory 
Board...an interchange of ideas among the members 
of the distributor-manufacturer team to assure better 
customer service. Discussions include such basic subjects 
as pricing policies, marketing trends, advertising, mer- 
chandising and promotion, sales techniques and training, 
stocking, warehousing, products, packaging, competi- 
tion, and area field problems. 

From these meetings come practical solutions to mutual 
problems, and sound ideas for improvement of the activ- 


ities of both manufacturer and distributors ... all keyed 
to the basic concept of providing the best possible cus- 
tomer service. 

This is another example of teamwork in action...the 
close cooperation between distributor and manufacturer 
that results in more efficient, profitable operation for 
both. CHAIN Belt Company, 4622 W. Greenfield Ave., 
Milwaukee 1, Wis. 





CHAIN BELT COMPANY 











LINK HANDLES 
HANDLE BEST 


5 Reasons Why: 


1 Reddy-Fit Eyes eliminate most of the 
work of fitting a new handle to the 
tool. This time saving, labor-saving 
feature is a big sales advantage to 





Air Compressors 


Portable, available in either 
trailer, skid or 4-wheel model 


Line of higher capacity, heavy- 
duty portable air compressors in- 


you and your customers. 


Wood and Steel Wedges are 
fastened to each handle, further 
facilitating fitting. 


Each Link handle is accu- 
rately graded to the highest 
standards in the industry, 
and is inspected at least five 
times during the manufac- 
turing process. 

Foil stamping on each Link 
handle ends confusion. Each 
handle is identified as to 


mame, pattern number and 
weight tool it fits. 


Handle labeling is coordi- 
nated with information con- 
tained in catalog A and wall 
chart B illustrated at right. 


There is a Link program for 
you which will help you 
sell more handles — more 
profitably — ask about it. 


OPLINK 


HANDLE COMPANY 
Manufacturers of 
America’s Finest Handles 
SALEM, INDIANA 


LINK 
SLEDGE HANDLES 


Pattern No, 68 — For 6 and 
8 Ib. tools. 

Pattern No. 1016—Ffor 10-16 
Ib. tools 

Pattern No. 1824—For 18-24 
ib. tools 


lengths 24” to 42” 


Write today for FREE copies 
of Wall Chart 8 and Catalog A 
iMustrated above 


cludes 6 portable units and a sta- 
tionary unit. Portable units have 
Briggs & Stratton Model 23 AB 
gasoline 8 hp engines. The com- 
pressor is a 2-cylinder, single stage, 
pressure-lubricated model equipped 
with constant speed unloader, a 20- 
gal. ASME 150 WP. air receiver, 
safety valve, pressure gauge, drain, 
and two shut off valves. Each of 
three types of portable models may 
be obtained with rope start or elec- 
tric start. Actual air delivery of the 
portable units is 24.5 cfm, and each 
will handle up to four spray guns. 

Binks Mfg. Co. 3114 Carroll 
Ave., Chicago 12, Ill. 


High Density Plastic Pipe 


One man and three basic tools needed 
to install; 50 year life expectancy 


High density plastic pipe is of 
high-density polyethylene and in- 
sert fittings are of polypropylene. 
Called Poly III, the pipe is available 
in sizes of 4 thru 2-in. Applications 
in the home and in industry for 
piping of corrosive acids, brine and 
alkaline solutions. Polypropylene 
resin fittings assure leak-proof con- 
nections, maker claims. 

Crane Co., 836 S. Michigan Ave., 





THINK AND YOU'LL HANDLE LINK! Chicago 5, Ill 
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HELPING YOU SELL MORE SOCKET SCREWS... 


Cleveland provides one source 
for filling all your socket screw orders 


CLEVELAND STANDARD SOCKET SCREW PRODUCTS 


Cleveland offers distributors a complete line of standard socket 
UNIFIED THREADS—CLASS 3A FIT 


head products in addition to Cleveland hex head cap screws, 
square head set screws, milled studs, machine bolts, and hex 
= | Material and square nuts. 

. ) It means that you can fill all your socket head orders quickly 
# to 1% in | Alloy stesl, best treated : 
larger Sizes 2¥2il.) | yonmegnetic 18-8 stainless from one source of supply. You save extra paperwork and pick 
aera ~— ; —= up business you previously had to bypass. 

Cleveland socket head products are forged, not machined, from 
heat treated alloy steel. Forging assures uninterrupted grain flow 
Alloy stest hest treated in heads, threads and fillets; gives superior tensile strength and 
fatigue durability. 

Write or phone for more information. A copy of our folder 
“Cleveland Socket Screws” will be sent on request. 








(to % im., cup point only) 














Cleveland socket screw products are also available (from stock) with the Nylok® 
self-locking feature. *T.M. Reg. U. S. Pat. Off., The Nylok Corporation 


TF THE CLEVELAND CAP SCREW COMPANY 
fT eww 4444.15 Lee Road, Cleveland 28, Ohio 
am 


WAREHOUSES: Chicage + Philadeiphia ¢ New York + Los Angele: * San Francisce + Atianta 
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“Off The Shelf” Deliveries for 
4% FORGED FITTINGS 


Inventories like these are an every- 
day service of W-S stocking dis- 
tributors. As near at hand as your 
telephone. 


While we’re on the subject of inven- 
tories, we'd like to mention our 
packaging. Practically all types and 
sizes of fittings in any “mix” can 


be packed in a convenient W-S Case 
or Half-case . . . each type and size 
in its own carton. 


Specify W-S on your next order. For 
specifications and Distributor loca- 
tions, write Forge & Fittings Divi- 
sion, H. K. Porter Company, Inc., 
Box 95, Roselle, New Jersey. 


eS 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
electrical wire anc cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand. 


162 
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Bolt 
Has larger head, 
shorter thread length 
High strength provides savings to 
40 per cent in bearing-type connec- 
tions over present high strength 
bolts, maker claims. Design changes 
producing these savings include 
(1) Larger bearing area under head 
permits use of only one washer per 
bolt. It can be used under either 
bolt head or nut, whichever is ro- 
tated in tightening. (2) Shorter 
thread length prevents shear plane 
of connection passing through 
threaded portion of bolt. (3) Large 
head bolt has same across-flats di- 
mensions as presently used heavy 
nut. (4) Tightening is possible 
from cither nut or bolt head. (5) 
Exact alignment of holes in struc- 
tural members is not necessary. 
Misalignment of as much as y-in 
will still permit easy hand insertion 

of bolt. 

Russel!, Burdsall & Ward Co., 
100 Midland Ave., Port Chester, 

N. Y. 


Mist Coolant Device 


Features intermittent spray; for drill 
presses, saws, other cutting tools 
Intermittent feature of mist cool 
ant device is said to eliminate waste 
of coolant and air, provide for 
cleaner operation. Spray method of 
applying oils at point of operation 
is said to offer economy of material, 
additional cooling effect of air, 
longer tool life, easier handled chips, 
better finishes. 
DeVilbliss Co., Toledo, Ohio 





Al M&SZRONG 


Ni g/ni; 


DISTRIBUTORS 


AND 


DISTRIBUTOR SALESMAN 


Are YOU—“Cashing-in” on this IMPOR- 
TANT part of the ARMSTRONG line by 
carrying adequate stocks and promoting 
sales on ARMSTRONG SET-UP and 
HOLD-DOWN TOOLS? 


ARMSTRONG Set-Up and Hold-Down 
Tools reduce setting-up time—keep men 
and machines producing. Designed for 
use on planers, drill presses, milling ma- 
chines, ete., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 

ARMSTRONG Bulletin SUT gives com- 
plete information. 


Write for Circular 


TF 


nas ARMSTRONG BROS. TOOL CO. 
‘ef 


5205 W. ARMSTRONG AVE. CHICAGO 46, U. S.A. 
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Sander And Polisher 
Have features usually found 
only in higher priced tools 
Two companion portable electric 
tools, the “Servicemaster” 7-in disc 
sander and the “Servicemaster” pol- 
isher, have following stated features: 
spiral bevel gears for efficient power 
transmission; spindle, gears and 
motor mounted on heavy-duty ball 
bearings; housings of die-cast alu- 
minum; front-end housing flattened 
for better working clearance; rear 
handle ball-grip shaped to prevent 
slipping; “foil-guard” side handle re- 
versible for right or left hand opera- 
tion; molded plastic saddle tool rest 
prevents scratching or marring work; 
exhaust air deflected by tool rest 
away from operator; switch, in re- 
cess, can't be turned on accidentally, 
is enclosed to protect from dust. 
Has full-power universal motor; 
weighs 84 Ibs. 
Black & Decker Mfg. Co., Tow- 
son 4, Md. 


Safety Caps and 
Combine high strength 
with light weight comfort 
High pressure, molded fiberglass 
hats and caps feature rugged nylon 
suspension of easy snap-in design 
with minimum number of pressure 
points. Suspension automatically 
centers. Headband adjusts from 63 
to 7% sizes. Winter liners available. 
Shell in variety of colors. 
Welsh Mfg. Co., 55 Magnolia St., 
Providence, R. I. 





Compare Wood's Sure-Flex, feature for feature, with any other 

flexible coupling. It offers your customers more real, on-the- 

job advantages. You benefit from additional sales potential 

made possible by its outstanding performance and dependability and lower selling | 

cost. © Wood's Sure-Flex Coupling not only has full 4-way flexing action, it C AN T BUY 
absorbs from 5 to 15 times more destructive shock and vibration than other leading 

flexible couplings. It swallows all types and 


sown enc ase SURE-FLEX COUPLING’S 


limits . . . providing smooth, trouble-free 


power transmission without internal stresses 

or abuse. © The Sure-Flex Coupling is 

simple (standard models have only 4 basic 

parts)... easy to install (no bolts, nuts, 

screws, clamps or covers) . . . lasts endlessly (6's million 15° peak torque 

flexes with no sign of wear) . . . requires no lubrication (no metal-to-metal AT TWICE THE 
contact, so there's no wear) . . . is available in capacities up to 500 hp at 

unity service factor. © And Wood's offers you other outstanding products such as the Sure-Flex Coupling, 


in addition to active sales and engineering assistance . . . liberal policies . . . aggressive advertising and 
promotion... ©  ... MORE OF EVERYTHING TO HELP YOU SELL MORE EASILY AND MORE PROFITABLY. 


3¥/1600 


T. B. WOOD’S SONS COMPANY, CHAMBERSBURG, PA. 
ATLANTA + CAMBRIDGE + CHICAGO + CLEVELAND + DALLAS 
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MAGNASTAT 


CONTROLLED TEMPERATURE 
SOLDERING IRONS 


. . . With advanced features for greater 
efficiency, longer life. 


® VARIOUS TIP TYPES AVAILABLE. Made of copper 
for fast heat transfer and premium iron plating for 
long life—with built-in Magnastat sensing device. 

= NEW TIP RETAINING NUT MINIMIZES FREEZING. 
Seals tip receptacle from flux fumes. 

® NEW RUBBER SHOCK ABSORBER. Also prevents 
iron from sliding off bench. 

® NEW, RUGGED, NON-ARCING SNAP SWITCH. Guar- 
antees continuous, reliable service. 

® PLASTIC HANDLE. Extra strong—cooler handling. 
® ADVANCED CORD CONNECTION. Locks cord se- 
curely in place, yet permits easy replacement. 

® 2 or 3-WIRE CORDS NOW AVAILABLE for ali models. 
Cords are flexible and light in weight. 


Remember, too, Weller Magnastat Soldering Irons 
automatically maintain the correct soldering tem- 
perature—never overheat. They weigh only half as 
much as uncontrolled irons and give greater heat 
efficiency with lower wattage. This means more re- 
liable soldering, less down time. 








2 other Magnastat Soldering Irons are available 


MODEL TC-602. 60 watts, for light to $1 ()90 
medium electrical soldering. list 


MODEL TC-1202. 120 watts, for medium $1] 50 

to heavy electrical soldering. list 

Prices shown are for Magnastat Iron including tip and two wire cord. 
SOLD THROUGH FRANCHISED DISTRIBUTORS 


A few franchised territories are available to qualified distributors. 
For details, write to C. R. Robertson, Vice President. 


WELLER ELECTRIC CORP 
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Contour Saw 


Features infinitely variable speed 
drive from 50 fpm to 6000 fpm 
Contour saw has tacometer-con- 
trolled speed drive variations, ac- 
commodates blades with a maxi- 
mum length of 1874-in and a 
minimum length of 180-in. Saw has 
a 24 x 28in table which is adjust- 
able 10-deg. left and 45-deg. right. 
Hardened saw blades are replaceable 
and can be adjusted for blades from 
ry to 4-in wide. An air stream keeps 
chips away from work. Various ac- 
cessories available. 
Peerless Machine Co., 1600 Junc- 
tion Ave., Racine, Wisconsin 


Splicing Angles 
Attach upright frames of storage racks 
one above another for more height 


Splicing angles are used with float- 
ing wedge lock at the top of one 
upright frame of company’s “Sturdi- 
Bilt” adjustable storage rack, and 
the bottom of the frame above it. 
Since key of floating wedge lock 
wedges splicing angle tighter to up 
right frame as loads increase, height 
of racks can be increased without 
loss of structural strength, maker 
claims. 

Union Asbestos and Rubber Co., 
332 S. Michigan Ave., Chicago, II. 








How Tuffy ads 
win “best-read’’ 
rating and win 
more Sales for 

distributors 











Tuffy advertisements consistently lead the wire rope 
field in readership. Studies of business publications by 
four independent research organizations continuously 
show this top rating. 


ror example, current Union Wire Rope ads featuring 
the sculptured faces on Mount Rushmore are getting 
readership ratings as high as 67% in national business 
publications. 


Why this high readership? 


For one reason, every Union Wire Rope ad does more 
than just advertise Tuffy products. It gives the 
interesting and useful information. It tells him 

get the most in service life, efficiency and safety from 
his wire rope, slings and hoist lines. 


Because of this reader interest in Union Wire Rope ads, 
your customers are better informed on Tuffy products. 
So your job of closing the sale is made easier. And get- 
ting new customers is easier, too. 


Any way you look at it, you stand to win more sales 


FREE Tuffy Sling Handbook 


This offer in all Tuffy ads brings in many 
sales leads. All are turned over to Tuffy 
distributors. For your own free copy of 
this famous sling manual, write Union 
Wire Rope, 2236 Manchester Ave., Kan- 
sas City 26, Missouri. 


To complete national distribution, we have good territories for more distributors, 
Let us send you full information on Tuffy products and distributor plan. 





G. 


Subsidiary of ARMCO STEEL CORPORATION 


OTHER SUBSIDIARIES AND DIVISIONS: Armco Division + Sheffield Division + The National Supply Company 


Armco Drainage & Metal Products, inc. + The Armco International Corporation + Southwest Steel Products 
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to increase repeat profits on every call...remember... 


they 
always 
need 


more 
LSBOR™. 


maintenance 


brushes 


ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers Rasy Be Gites brand . 


Extra income for the as 
Osborn helps you make it 


acceptance he! you sell faster, oe 
effectively. A TOdern advertising 
tration paves the way for every 
make. 


Buyers respect genuine value... because 
quality is still the best buy in ‘the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 
You assure repeat orders . . . with 
’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
use Osborn Brushes are 

in steady demand everywhere. Get your 
ep tea -profit Osborn business. 
The Osborn anufacturi Company, 
$401 Hamilton Avenue, Ci 14, e 


aa 


Osou Bruhife) 


METAL FINISHING MACHINES... 
INDUSTRIAL BRUSHES + FOUNDRY PRODUCTION MACHINERY 


AND METHODS 
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More durability, ease of 
operation and convenience 
Line of electric and gasoline en- 
gine portable compressors has fol- 
lowing stated improvements: Elec- 
tric motor-driven compressor, Model 
33-1118, is equipped with an on-off 
switch mounted on side of motor; 
gasoline engine powered compressor, 
Model 33-1129, is equipped with re 
coil starting, eliminating need for 
rope. Electric model is a V-belt 
drive unit with an operating pres- 
sure of 70 to 80 PSI, will compress 
air at rate of 44 CFM. Gasoline 
model has a heavy-duty Clinton No. 
900, 3 HP engine, an operating pres- 
sure of 70 to 80 PSI, will compress 
air at rate of 5.7 CFM. Compressor 
on both models is a two cylinder, 
single stage, air cooled type, with a 
constant speed unloader and splash 
lubrication. 
Binks Mfg. Co. of Canada, Ltd., 
14 Vansco Rd., Toronto, Ontario 


Adjustable Speed Drives 


Versatile adjustable speed 
performance over automatically 
regulated 20:1 range 
Magnetic drives, in ratings from 
75 to 4000 HP, have broad range 
of applications, including test stands, 
adjustable frequency generating sets, 
paper machine line shaft drives, ex- 
truder drives, pumps, blowers, kiln 
drives, etc. Drives operate from AC 
power and are offered as a complete 
drive package including drive unit 
with water controls, controller en- 
closure and operator's station. 
Louis Allis Co., 427 E. Stewart 
St., Milwaukee 1, Wis. 





why you can make 


Complete tine (16 models). Wherever you find a 
90° power takeoff requirement in the 4% to 5 hp range, 
you can usually solve the problem with ANGlLgear. 
These standardized right-angle drives are available from 
factory stock in ¥5, 1, 24% (mew) and 5 hp ratings with 
choice of 1:1 or 2:1 gearing and 2 or 3-way shafting. 
Selection like this means that in most instances you can 
recommend a standard model and close the sale quickly 
+. » with minimum paperwork. 


Untimited market. The market for ANGL gear is 
as broad as industry itself. OEM or replacement, if the 
application involves right-angle drive, you have a po- 
tential sale for ANGL gear. 


Easy to sell. The advantages of ANGLgear over 
other types of drives are immediately apparent to en- 
gineers and production men—advantages such as smaller 
size, lower cost, easier installation, less maintenance, 
greater safety, and ready availability from stock. 


Protected distributorships. ANGl|gear is 
sold only through established distributors of industrial 
transmission products. It is never sold direct to the user. 
Stocking distributors get 100% protection for all the 
business they can handle. 


Nationally advertised. ANGI gear is adver- 
tised regularly in trade magazines read by product design 


Engineered Equipment for Aircraft and Industry 
AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 


and power transmission engineers. In addition, a 4-page insert 
giving complete data on ANGL gear appears in Sweet's Product 
Design File. All leads from national advertising are turned 
over to distributors. 


If you are not now carrying ANGLgear but are interested, 
write for further information. There may still be a territory 
near you that is open. 


Addition of the new 2% hp unit (top right) brings the ANGi gear line to a 
total of 4 basic sizes, 16 different models offering a variety of gearing 
and shafting options. ANGLgear is an active seller, assuring you profit- 
able use of stockroom space and a quick return on inventory investment. 
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Heavy-Duty Drills 


Feature increased power, a variety of 
chuck capacities, more applications 


cadico, 
@ 1. ec Series of 10 heavy-duty drills, 
ad aban = ranging from }-in to 2-in sizes, are 
= designed for wood, metal, brick, 
ao : a 
cement block and plastic, with 
An additional E 78h on € 
: - 0 O00 > 
Bunting service speeds from 750 to 5 rpm Series 


includes an all ball bearing drill for 
ductwork and aircraft sheet metal 


NOW available from Bunting distributors all over America a line of pistol grip models for ee 


cision work where correct speed is 





Bunting nylon puts at the disposal of engineer and manu- 


y tear vans. earl. material for bea ngs and ts that fully a factor; and a new “D” handle 
meets all requirements in which the ue qualities of drill for “in-line” drilling operations, 
ote ay 


v are desired. It is stro rong, = satan, with }-in to #-in chuck capacities. 
but with high embeddabi uty and practically self- Porter-Cable Machine Co., Syra- 

iu ricating. There are many and various applications cme. N.Y 

where Bunting nylon will improve performance. ne Bea N a 

@ Bunting nylon is available from stock in solid rods, 
extruded tubes, tubular bars, pressure tubing and plate. 

@ Unusually wide range of sizes and shapes provides low cost 
fabrication and minimum of machining. 

@ It is readily machined, blanked, ground, turned and 
— or bonded with adhesive. High production speeds 
can be maintained 


Bunting — expands Bun ting’s com ive service 
—now supplying parts and made of cast 
bronze, sintered metals, aluminum and nylon. Available 
from stock or made to blueprint for production and 
maintenance requirements. 





EASY TO TRY iT 
Small anes a of special d Nyion bearings, or parts, 
can be made ame = — by fully By eqsiored emer- Universal Joints 
gency machine sho; =o in ‘Bunt The wide 


range of sony 4 aay ¥ munting Stock In stainless steel from stock, 
ylon makes alteration of a stock item easy stande , 4 
and economical. Your local Bunting Distributor rd sizes from Ye to 2-inches 


can arrange for such work. 





Selection of most frequently used 
- sizes of universal joints, in stainless 
Write for this Nylon Catalog and Listing No. 32 steel, includes solid or broad types 


i 0 °S, 2 1 = 
the BUNTING Brass end Bronze Ce. ' in I ; sizes ‘ . ‘a oon and 13 
TOLEDO 1, OHIO to >y',-in Overall lengths. 


Boston Gear Works, Quincy 7] 
BEARINGS, BUSHINGS, BARS AND SPECIAL PARTS | Were sor CATALOG No. 58 M: . 
OF CAST BRONZE, SINTERED METALS AND ALUMINUM . ass. 
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TREMENDOUS TRIFLES: 


a simple 
number 


We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 
identify the tool’s weight and type. 

We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 
We know it can make your inventory 
easier. Buyers will always get the 
right tool, not something that happens 
to look like what they ordered. 

Even inexperienced warehousemen 
can fill orders without guesswork. 

We doubt this number would be 
greatly missed if we were to eliminate 
it. It would make our job easier — 
but yours tougher. 


That’s why it will stay there. 


WARREN-TEED’ TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 





Turnover Slow? 
Volume Low? 


Solid Woven Belting 


For consistent sales, sure profits . . . sell the best, 
FRANKO Solid Woven Belting. You always satisfy, 
because there is a type or size for every need. Available 
in 1” to 96” widths . . . Three popular types... 
“INNERLOK” for Industrial Conveyors. Famed dense 
weave assures minimum stretch, keeps belt true longer. 
Lightweight flexibility cuts power costs. 


“FINETEX” for Biscuit & Cracker Industry. Super-fine 
texture, for bakery and confectionery product uses. 

“SUPER-CORRUGATOR” for Corrugated Box Industry. 
Non-peeling, minimum stretch, strong and flexible. 


The original interwoven belting. Makes better board 
at lower cost. 


Write for details and samples today. 


Dip Pipes 
For continuous service at 
temperatures to 500-deg. F. 
Fluorofiex-TS dip pipes for HF 
and all other acids are chemically 
inert, of tetrafluoroethylene, and are 
said to withstand severe agitation 
and thermal shock. Especially rec- 
ommended for use in reaction ves- 
sels, and won't contaminate or affect 
the reaction materials, maker claims. 
Available with straight or 10-deg. 
offset in pipe sizes of 1, 14, 2 and 
3-in. 
Resistoflex, Roseland, N. J. 


Protects pump, switch and motor 
against damaging seepage, floods 
“Tank Top” adapter fits all pres- 
sure tanks with a l-in or larger 
top tapping, regardless of height 
or diam, maker claims. Installs 
easily without bands. “Tank Top” 
Adapter kit (No. TT-10) is fur- 
nished complete with special adapter 
plug, washer and bolt, pump mount- 
ing bolts, vinyl cushioned pump 
base, extra long copper air tube, 
compression fittings. 
F. E. Myers & Bro. Co., Ashland, 
Ohio 


“Builders 
of Better Belting 
Since 1875” 


Polyethylene Packaging Film 
Combines transparency of high clarity 
types, strength of more durable types 

Polyethylene packaging film, de- 
signed specifically for bag making, 
is said to withstand 25 per cent more 
bag drops than currently existing 
high impact films, and 150 per cent 
more drops than high clarity films. 
Prints well, has high temperature 
range, and comes in medium and 
high slip forms. 

E. I. duPont de Nemours & Co., 
Wilmington 98, Delaware 


Tue FRANKLI 


1118 Central Parkway 
Cincinnati 10, Ohio 
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CROSBY-LAUGHLIN protects » 


you with a realistic and U 


enforced policy which guarantees 


selective () distribution, equal 
prices, uniform terms, no// \ 


confidential discounts, 


promotion program and | 


“THE 
GENUINE 
CROSBY 


unexcelled service. =. 


‘ CROSBY- — Diuiscon 


< FORT WAYNE, INDIANA 
MY (OAD-RATED® FITTINGS FOR WIRE ROPE AND Pe ourrc’ quadentae 
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Expansion Bolts 


For fast installation of a rod 
hanger or tie wire type expansion bolt 
“Cram-It” expansion bolts are 
based on the reverse cone principle 
—the greater the strain the tighter 
the bolt. Applies by drilling hole in 
the concrete or other non-frangible 
material and inserting bolt by hand 
to desired depth. Unit slides in 
easily but won't pull out, maker 
claims. In a variety of sizes, in all 
ferrous and non-ferrous metals. 
Wej-it Expansion Bolt Co., Inc., 
Kingston, New York 


fwvves) COST 
HAMMERS YOU CAN SELI 


f. 


Winter Liners 


Have warmth of 

specialized fabrics 

Variety of winter liners, for use 
in all safety hats and caps, includes 
standard models. Neoprene-coated 
liners without metal parts for use 
with electrical hats and caps, knitted 
liners for universal use and dispos 
able liners for perspiration absorp 
tion and for use as “visitor's” sani 
tary liner. Liners are made of high 
quality, water repellent, mercerized 
ree ps and sanforized fabrics, maker claims 


IRUE /EMPER - | ph THE [= Fibre-Metal Products Co., 5th and 


Tilghman Sts., Chester, Pa. 
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STOCK DEWALT...SHOW DeWALT... 


SELL DEWALT! 


... the power tool most customers ask for 


Only the new DeWALT 925-E gives 
you all these sales-closing features: 


Totally-enclosed, custom-built direct drive 
motor « Motor delivers over 1.8 H.P. at the 
cutting spindles « Dual arbor motor shaft 
permits use of low-cost, right-hand tools « 
Safety cam-type key switch starts and stops 
motor + Big-capacity 9” saw cuts 24%” deep, 


rips 24” wide « Cut-tested at factory to assure 
accuracy « Full one-year warranty on machine 
and motor « True DeWalt quality built in. 


Be the first to offer this exciting, low-priced 
model! It has features still not available on 
other makes selling for 25% more...is the 
biggest bargain you can show and sell! Stock 
now! Direct factory franchises still available. 
Write: DeWalt, Inc., Dept. 1D-69, Lancaster, Pa, 


Visit DeWalt Booth No. 530 at National Hardware Show, New York Coliseum, October 10-14 
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Cash in now on 
General Electric's 


YY “Shuts paesenranion 


This 8-page booklet contains the facts 
you need to sell all five of General 
Electric’s “star performers” 
latest examples in the long line of 
G-E lamp improvements. 


First complete line—100 to 1000- 
watts. New brighter life . 


up to 12,000 hours. New low prices. 


These Star Sales 


Dramatic new 16-page book with 
acetate “windows” shows how new 
Bonus Mercury Lamp construction 
delivers more light for a longer useful 
life of 12,000 hours. 


» 
NEW 
/ PREMIUM 3 
“WATTAGE 
- MISER” 


Exctusive G-E cathode shield in 

m 3 mekes any 2- ¢ old 
40-watt system give up to more 
light overnight. 


ids will 


FACT FOLDER 


Leave this Lamp Information letter 
with every prospect. Contains the 
facts, applications and prices on the 
industry's first complete Bonus 
Mercury line—100 to 1000-watts. 


General Electric gives you: (1) the big product improvements first, (2) the most effective lamp 
sales helps in the industry. Add top accounts to your books by cashing in on this Fall G-E 5-Star 


Sell-ebration! Start using this valuable material now! See 


your local 


Large Lamp Represent- 


ative. General Electric Co., Large Lamp Dept. C. C-038, Nela Park, Cleveland 12, Ohio. 
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The most powerful fluorescent lamp 
of all. investment savings up to 
40¢ per sq. ft. Only General Electric 
has it! 


Xe “WATTAGE MISER” 
SAMPLE KIT 

Samples of “old” and “new” cath- 

odes, showing new G-E cathode 

shield that helps convert more wattage 

into light in G-E Premium 3—first 

40-watt lamp with over 3000 lumens. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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' NEW 
“BULLDOG’ 

BULB 

BASE 


New dimpled seal locks base to 
glass on aluminum medium base 
incandescent lamps. Another 
Generali Electric first! 





“BULLDOG BASE” 
SAMPLE KIT 
Convincing demonstration of the new 
twist-resistant, crush-resistant base 
for all new G-E aluminum medium 
base bulbs. Contains 3 bulbs, two 

with removable bases. 


Exclusive glass “bridge” grips 
filaments and lead wires for shock 
resistance and lifetime accurate 
beam control. 


help you sell more G-E la 


HARD-HITTING 

DOUBLE-DUTY ADS 
These ads will build great customer 
interest. Big 90-day schedule in all 
leading news, business, commercial 
and industrial magazines. Also avail- 
able as self-mailers with your imprint. 


*Generol Electric's 
trademeork for 
contigurated 
fluorescent lomps. 




















Simplify your — 


INVENTORY 
CONTROL 


Economy and service 
are two of the many 
advantages gained by 
purchasing Arro fast- 
ening and drilling de- 
vices, as needed, from 
your local industrial 
supplier, wholesale 
hardware or electrical 
supply house. 


THE LINE OF MASONRY 


ANCHORING AND DRILLING DEVICES 


LAG SCREW EXPANSION SHIELD 


TWO WING TOGGLE BOLT 


TUMBLE TYPE 
TOGGLE BOLT 


SILVER KING 
SELF DRILLING SHIELD 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO 


DISTRIBUTORS 
This Advertisement Appeors 
in Leeding Publications Di- 
rected to Your Customers 
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Wire Rope Slings 
Offer greater 
safety, strength 
Series of double green stripe, 
VHS strand-laid wire rope slings 
are strongest slings in world, maker 
claims. Fabricated from a superior 
grade of uniform analysis, high car- 
bon steel, slings are said to have 
higher tensile strength which results 
in a stronger product without in- 
creasing rope diams. In 20 diams. 
from 4 to 3in. Lifting capacity 
ranges from 1350 to 166,000 Ibs. 
Safety factor approximately 5:1. 
American Chain & Cable Co., 
Inc., 929 Connecticut Ave., Bridge- 
port 2, Conn. 


7 at 


Provides 3 to 1, infinite 
ranges between 431 and 24 RPM 
“Optimount” variable speed re- 
ducer drive combines standard stock 
components and is designed for use 
with 3, 1, 14, 2 and 3 HP motors. 
Drive combines company’s standard 
vataiable speed pulley, belt, and ad- 
justable motor base with a stand- 
and shaft mounted or horizontal 
base mounted “Optimount”’ helical 
geared reducer. 
Boston Gear Works, Quincy 71, 
Mass. 





Carbide Tipped Saws. These outstanding saws are 
precision-crafted by Disston to maintain their keen 
cutting edges 30 to 50 times longer than ordinary 
steel saws. The carbide tips are brazed (not silver 
soldered) under the most rigid controls to insure 
maximum strength. Packaged in special protective 
reusable containers to insure safe shipment and 
storage. Made in all popular styles and sizes to fill 
the needs of the wood, plastic, and metal cutting trades. 


quality in 
cutting edges 
that counts 
with industry 


Whatever your customers’ needs, you can 
satisfy them with Disston’s quality cutting 
tools. They’re expertly crafted in complete 
lines to tackle any job and do a better job of 
it. Also, Disston backs you up with consistent 
national trade advertising. And remember, 
it’s Disston’s policy to sell through indus- 
trial distributors. Write for Disston tool cata- 
logs to Disston Division, H. K. Porter Company, 
Inc., 246 Tacony, Philadelphia 35, Pa. In 
Canada, Box 530, Acton, Ont. 


DISSTON DIVISION 


Hard Edge Flexible Back Band Sows. 
Lancer tooth is specially designed 


| with a 10 degree positive hook and 


uniformity of set to enable each 
tooth to produce a fully formed 
chip. This positive rake cuts much 
faster than standard skip tooth 
blades . . . resulting in economical, 
high-speed production cutting of 
non-ferrous metal, plastic and 
wood. Regular pattern bands sup- 
plied in both Raker and Group 
tooth set for ferrous metals. 


Machine Hack Sew Blades. Diaston’s 
complete line includes: High Speed 
Steel for precision-cutting of tool 
steels and high abrasive steels; 
Di-Mol, a high speed all-hard blade 
with maximum toughness, for gen- 
eral shop work where it’s necessary 
to take abuse, and nest-cutting is 
required; Super Safe High Speed 
Steel Welded Blades . . . tough, 
shatterproof... withstand heavy 
strains or feeds at maximum oper- 
ating speeds. Available from stock 
in all popular lengths and tooth 
spacings. Also available for hand 
use in 1’ and 12” length. 


Philbrick Generated Knife Type Head. 
You don’t have to throw part of the 
knife away with this cutter head. 
Knives sit down in the head body so 
that they can be ground much 
further back. And they hold just as 
firm when worn as when new .. . 
maintaining their pattern for life. 
One set of head bodies can be used 
with different sets of knives for a 
variety of patterns. 


Disstee! Thin Planer Knife. Specially 
designed dense high chrome steel 
knife for cutting soft abrasive 
woods. Turns out a better quality 
product at lower cost. Stays sharp 
longer between grinds. Runs longer 
between jointings. Takes care of 
75% of all types of planing. 


A] H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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electrical wire and cable, wiring 











A PROFITABLE DOOR OPENER! 


New Peerless 


SAFETY LATCH 
converts standard hooks 
to safety hooks in minutes 


Here’s a new safety device that is a 
profitable door opener for you. It per- 
mits your customers to make all hooks 
on their hoisting equipment safety 
hooks in minutes with simple tools. 
And it gives you an opportunity to tell 
them about the full line of Harrington- 
Peerless hoist products. 

Write for full particulars about the 


new Peerless Safety Latch that costs 
less installed than machining a con- 
ventional safety hook, can be applied 
to any make of hook on any type of 
hoist or sling, has finger lugs to pro- 
tect the hoist operator. And ask us 
about the full Harrington-Peerless line 
of hoist products. A few territories are 
still open. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


Hand Chain Hoists (1/4 to 60 tons) 


Trolley Hoists (1/4 to 12 tons) 


e Electric Hoists (170 to 4000 Ib.) 
1-Beam Trolleys (1/4 to 20 tons) 
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Spray Gun 


Installs roofing via spray method 
in a single time-saving operation 
“Sealzit” spray gun can be used 
by three man crew to install between 
15 and 18 thousand square feet of 
matenal a day compared to only 
eight thousand square feet with a 
five man crew utilizing conventional 
methods, maker claims. Gun is 
used to apply asphalt or other mate- 
rials and glass fibers simultaneously, 
resulting in single monolithic film. 
Gun has three nozzles, one for glass 
fibers, the other two for coatings. A 
pump and compressor force coating 
through hoses. Applications in 
roofing, construction, industry and 
agriculture, for applying sidewalls 
and insulation, maintenance and re- 
pair, sound deadening and pipe coat- 
ing and corrosive protection. 
Flintkote Co. 30 Rockefeller 
Plaza, New York 20, N. Y. 


Variable Speed Drive 


For sustained operation at 
speeds from 2500 to 25,000 RPM 
Variable speed drive, designated 
type VEU-GHY, is available on 
special order with up to 5 HP, drip 
proof, totally enclosed, or explosion- 
proof motors. Unit combines com- 
pany’s standard high speed electric 
motor and variable speed transmis- 
sion with a newly designed gear in- 
creaser to produce unit that stands 
less than two fect high, eliminates 
external gear boxes, belts or pulleys, 
maker claims. Suggested applica 
tions: seal testing, generator testing, 
high speed hydraulic pumps, centrif 
ugal applications, turbine, jet and 
rocket engines part testing, etc. 
U.S. Electrical Motors Inc., Box 
2058 Terminal Annex, Los Angeles 
+4, Calif. 





JUSTRITE 


™ 


ee 


) 


Oily Waste Cans 
improved Plunger Cans With or without foot lever. De- 
Capacity, 1 qt. to 1 gal. Used in all signed for maximum air circulation 
cleaning and sponging applications under bottom and around sides. 
Bench for safely dispensing flammable liq. Approved, Underwriters’ Laboro- 
nch Can vids. Approved, Factory Mutuals. tories, Factory Mutuals and others. 


% end | gol. capacity. For wash- Five sizes, 6 gal. to 40 gol. 


ing and cleaning ports. Ap- 
Safety Cans * Type ! proved, Factory Mutuols. 

Capacity, | pint to 5 gal. Conventional 

design with short valved spout to pour 

end fill. Approved, Underwriters’ Labo 

ratories, Factory Mutvols and others. 


The complete distributor Nine 
of safety cans 
that meets all requirements / 


J u STR ITE 1S ALL RIGHT: Build steady, repeat volume on JUSTRITE .. . the qual- 


ity line of safety cans that are universally accepted and 
approved. Top quality in every detail is your assurance of 
customer satisfaction. Our 53 years of manufacturing ex- 
perience is your guarantee of a reliable and continuing 
source of supply. 








% 


TOP QUALITY IN DESIGN 
UNIVERSALLY APPROVED 
A SIZE FOR EVERY NEED 
DURABLE, LASTING SERVICE 


— 
—- se one 
oO 


or 


a 


Nationally Advertised! Consistent profitable volume! 


wc) RJustrite ads appear regularly 


in safety publications from 
coast to coast. We are contin- 
ually urging your customers 
to check their safety cans for more. You profit by continuing customer 


Justrite can be a mainstay as a profitable, 
repeat line. Many distributors have han- 


dled Justrite exclusively for 20 years and 


| quality, condition, proper use satisfaction. 
CHECK YOUR STOCK AND RE-ORDER NOW! 
JUSTRITE MFG. CO. CHICAGO 14, ILLINOIS 
world’s standard of safety since 1906 
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SOGK IT! ROGK IT! 


locking 


evice 





Here's a close-up of today's most 
significant improvement in heavy- 
duty storage racks—Acme Steel's 
New AIM Brand Rack with the ex- 
clusive safety load lock. Beams can 
be locked and unlocked with one 
hand in a second. Yet, thanks to its 
ingenious design, the load lock an- 
chors each beam like an iron fist — 
no matter how hard it's socked, 
rocked, pulled or bulled. The load 


lock is an integral part of the beam, 


The makers of AIM Brand Slotted Angle now extend their line 
to solve every problem of materials storage. 


"Patent applied for 





PULL IT! BULL IT! 


not a dangling part that must be in- 


serted. It’s fast, simple—and strong! 


Positive protection against acci- 
dental beam disengagement is only 
part of the story. You'll want full 
facts about AIM Brand's unique in- 
stallation ease, remarkable stability 
and tested load capacities. Call or 
write ACME STEEL COMPANY, 
Fabricated Materials Division, 
Dept., IHD-90, 135th Street & Perry 


Avenue, Chicago 27, Illinois. 


NO LOOSE PARTS! No special tools, no loose parts—frames are 
prefabricated. Eccentric button head studs for fastest set-up and dis- 
assembly. Pre-punched foot plates face forward for ready accessibility 
and simplify lagging to floor. There's even a “built-in rule" the entire 
height of the frame to easily guide beams for level placement. Beams 
can be adjusted on 2 inch centers over the entire frame height 


SETS A NEW HIGH IN STRENGTH! Each AIM Brand beam con- 
nection has three load bearing points—two button head studs plus the 
exclusive safety load locking device. AIM Brand columns are a full 3 
inches square, instead of the conventional 3" x 1%" size. These features 
greatly increase safe load capacity 


SECOND TO NONE IN STABILITY! Toughest fork lift truck jolts 
can't jar beams off columns. The safety load locking device and button 
head studs team up with advanced welding techniques to provide a rack 
that withstands repeated abuse. Each beam has a ledge on which 
to place accessories or wood shelving 


Quality steel, cold formed and finished in green metallic 
based paint. Other colors available upon request 


IDEA LEADER IN AIM | 
FRAMING 





7-POINT PROFIT PLAN 


ror GRIPPER Mc! SLING oistrieutors 


Here’s how you can realize quick sales and high profits from Gripper metal-mesh 


Slings . . . the first true, fast-moving, mass market item oj its kind in the 
materials handling field. 


‘ ONLY GRIPPER SLINGS 
y OFFER YOU: 


4. More Profit Per Sale—discount equal to or 
greater than that on any other similar 
product. 


2. Bulk Sales Potential—one of the few true 
bulk sales items in this field. 


3B. A Unique Product—the only sling of its 
type on the market today, 


4, Selective Distribution—for increased sales 
and profit potential. 


&. Sales Leads—from national advertising 
@G. No Excessive Stock Requirements 


7. Immediate Factory Shipments 


ONLY GRIPPER SLINGS GIVE USERS 
THESE 7 BIG HANDLING ADVANTAGES 
1. Safety—Gripper Slings are all-metal fabric 
slings—made of thousands of woven wire spirals 
in a transverse loop construction. No thin strands, 
weak links or soft core nothing to rip or tear 
suddenly. Every part is visible for fast, thorough 
safety inspection 


2. Lead Stability—broad bearing surface easily 


handles long loads. Bundles of tubing are balanced 
in a tight grip that locks in center metabers 


3. Flexibility—Gripper Slings wrap snugly around 
small or irregularly shaped loads hug sharp 
edges without cutting or scarring, allows fast, 
easy rigging, unhitching of load 


4. Longer Life—can't be damaged by loads with 
sharp edges 


5. Greater Strength—load tensions are evenly dis- 
tributed throughout the sling to give maximum 
load capacity at all time 


6. Gentle Load Handling—load weights are dis- 
tributed over the entire width of the sling. There's 
no crushing action no damage to soft materials 
or thin-walled tubing 


7. Versatility—Currently, Gripper Slings are be- 
ing used to handle aluminum extrusions, arma- 
tures, bar stock, boats, calender rolls, caustic bars, 
coiled strip, concrete beams, firebrick, foundry 
molds, gas tanks, heat exchangers, jigs and dies, 
lumber, machined stock, missiles, motors, paper 
stock, pickled tubing, pipe, pre-fab houses, retorts, 
sheet steel, tin plate, tombstones and tube bundles. 


(fig The Cambridge Wire Cloth Co. ZaZa Streets Be oor 


Cambridge 9, Maryland. 
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TA, oe Why Chance Leaks in 
a WIS Seat Rings : 
| i. & 


72S! 2 
Get Mone/ Seat BRONZE GATES 


made the way JENKINS makes them 


it’s plain horse sense that you had better have the Monel seat rings 
EXPANDED (ROLLED) into the valve body if you want them to stay 
tight and leak-proof. 


More horse sense . . . there's nothing valuable lost through having 
seat rings that can’t be replaced by a regular maintenance man .. . 
IF the bronze or nickel alloy wedge has a lower degree of hardness 
than the heat-treated Monel seat rings. (The way Jenkins makes 
them) Then, the wedge takes the wear and seat rings are relatively 
unaffected. 


Obviously, there's no faster, simpler or cheaper way to renew tight- 
ness and efficiency than to slip on a new wedge. And that, plus 
renewal of packing as needed, is all you need do to assure good 
performance from Jenkins Monel Seat Bronze Gates for as long 
as you'll need to care. Good service for scores of years is common. 





Long, low-cost life also results from greater-than-ever-needed 
strength in every part of these valves. The records of millions of 
Jenkins Bronze Gates show you get full protection against all the 
stresses encountered in use. 


Your local Jenkins Distributor will quickly supply your needs from 
a wide variety of Jenkins Bronze Gates. For information about these 
valves, write for folder No. 181-C. Jenkins Bros., 100 Park Ave., 
New York 17. 


- SEAT RINGS are 
expanded (rolled) into 
body. Permanent, 
all-around support is 
essential to prevent 
deforming, loosening, 
shifting, LEAKS 


Sold Through Leading Distributors Everywhere 





NEW NEW NEW NEW NEW NEW NEW NEW NEW 


WHEN IT 





you know the temperature! 
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the easy modern way to determine 
exact working temperatures! 


Just mark or stroke the surface with THERMOMELT ... 
when it reaches the desired temperature, the mark liquefies. 
There’s no guesswork, no wasted time or material... 
THERMOMELT is the quick, precise way to determine 
heating temperatures. Accurate to within + 1%. 

A STIK FOR EVERY TEMPERATURE from 113°F. to 2000°F. 


| ALSO AVAILABLE IN LIQUIDS AND PELLETS for inaccessible 
or hard-to-measure applications. Wide range of temperatures. 


Send today for free THERMOMELT literature and pellet 
sample (indicate temperature desired). 


MADE BY THE MANUFACTURERS OF MARKAL PAINTSTIK MARKERS 
AND PROTECTIVE COATINGS 


MARKAL COMPARY.... West Carroll Avenue, Chicago 12, Illinois 
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Differential Speed Reducers 


Unified planetary element automatically 
equalizes load distribution thru gears 

Addition to company’s line of 
differential speed reducers, called 
“HM” series, offers seven horizontal 
motorized models—ratios from 1.1:1 
to 50,000:1—.12 to 81.51 HP—and a 
maximum output torque range from 
50 to 113,000 in. Ibs. Unified plane 
tary element rides in cushion of oil, 
will automatically float into position 
and insure equalized load distribu- 
tion, smoother operation, quiet run- 
ning and longer service life, maker 
claims. Reducers will fit any stand- 
ard “C” flange motor. 

Winsmith Inc. 109 Eaton St., 
Springville, Erie Co., N. Y. 


Plastic Coating 
For use as stop-off during painting 
or electroplating; leaves no film 
Crystal clear plastic coating, No. 
637, exudes no oil when left stand- 
ing at room temperature, is said to 
be ideal as a semi-permanent coating 
or a temporary protective coating to 
protect metals against corrosion. 
May be used at 320 to 350-deg. F. 
Is shipped as a solid plastic block, 
melted just before application. 
Fidelity Chemical Products Corp., 
470 Frelinghuysen Ave., Newark 12, 
N.]. 














@ Compare Capitol U.L. Unions with 


any other unions. Check workman- 
ship, dimensions, weight, and fin- 
ish; perform any test within their 
pressure rating — then, compare 
prices 


Listed by Underwriters’ Laboratories 
for use with all piping applications, 
including hazardous liquids up to 
250= Steam Pressure. 


NOK ix THE UL. lABE, 


y UNIONS 





AS 





- 





Larger sizes are all forged-steel, 
smaller sizes machined from solid 
bar steel. High tensile strength — 


no porosity — no sand holes. 


Packaged in convenient quantities 
with each carton displaying the U.L. 
Seal. 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





Between 








the hook and the load... 


NOW...SELL THE COMPLETE 
J&L WIRE ROPE LINE 


Jones & Laughlin national advertisements are stressing the completeness 
of the J&L lifting line, telling your customers and potential customers that 
it includes everything they want for all their lifting jobs—the examples 
shown, plus J&L hand and power hoists and many other wire ropes, wire 
rope slings, alloy chain slings, fittings, assemblies and accessories. 


Sell complete service 


These advertisements do more, however, than just sell J&L and the com- 
plete line. We're selling your services—your local, personal service, plus 
the fast and expert assembly, repair, fabrication and delivery back-up of 
J&L’s 15 strategically located wire rope service centers and all the re- 
sources of our experienced organization. J&L factory engineer specialists 
are ready to help you and your customers solve difficult or unusual lifting 
problems. 


As a J&L Wire Rope Distributor, you are now in a position to offer the 
name brand in a complete lifting line for complete safety. 


1. Nylon Sling. 2. Woven Wire Belting. 3. Manila Cordage. 4. Swaged 
Assembly with Fork Eye. 5. JaiKiamp Bridle Sling. 6. Braided Sling. 7. Alloy Chain Sling. 


FOR SAFETY IN LIFTING 


ep. Jones & Laughlin Stee! Corporation 


WIRE ROPE DIVISION -Muncy, Pennsylvania 





VERSATILE POWER PACKAGE 


DUFF-NORTON 


RAM-PAC 


HYDRAULIC RAMS AND PUMPS 


The Duff-Norton Ram-Pac 
line provides a versatile source 
of power for all industry—a 
source of profits for you as well. 

There are twelve rams in 
the line with capacities rang- 
ing from 10 to 100 tons. Two 
hand pumps and three power 
pumps, plus attachment units, 
accessories and fittings give 
your salesmen a complete line 
which will find ready accept- 
ance in many markets. 


These industries include 
metalworking, metal produc- 
ing, construction, aircraft, and 
automotive. Duff-Norton’s 
sales promotion effort is being 
directed to key people in these 
advertising and direct mail. 

For information on the 
Ram-Pac line and how you 
may improve your profit pic- 
ture write for Bulletin AD- 
90ID and ask for details. 


Bright Finish Chain 


ht finish is resistant to rust, 
Steining, tarnishing; stays bright 
Extra-bright zinc finish, a durable 
protective coating which is bonded 
to a chain surface, is being provided 
on a variety of company’s products 
including dog chain, farm chain, 
“Chain Salesmaker” assortment, 
and welded and weldless chain 
styles. 
American Chain & Cable Co. 
Inc., 929 Connecticut Ave., Bridge- 
port 2, Conn. 


Palm-Operated Press Button 


Installs easily, takes 

most rugged service 

Palm-operated press button for 
stamping presses is available for 
mounting in a machine cavity or 
in its own oil-tight enclosure. Push- 
button surface (over 74 square 


DUFF-NORTON JACKS 


DUFF-NORTON COMPANY 


COFFING HOIST DIVISION ©* Pittsburgh, Pa. 


ae 
a all 


190 INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1960 


inches) is extra thick to provide 
long life despite abrasive contact 
with work gloves. Button travel is 
}-in. 

COFFING HOISTS Square D Co., Dept. SA, 4041 


Ratchet * Screw North Richards St., Milwaukee 12, 
Hydraulic * Worm Gear Wis. 


DUFF-NORTON JACKS 
Ratchet Lever « Air 
Hand Chain ¢ Electric 














N O Wow get greater 


opportunity for profit, serve customers 


better with JOHNSON (outiaucadt* 105" 
bronze bars , 





Vi « iets 
a 
> =. 














' 

Now famous Johnson quality solid and tubular 
bronze bars are being produced by a continuous casting 
method in 105” lengths to enable you to increase your 
profits and to better serve your customers. 

The new CONTINUCAST bars give you greater 
freedom of range for cutting to customers’ requirements 
since you can cut this long bar in multiples of a variety 
of lengths with less waste. Inventory is also simplified. 

You can now offer your customers improved quality 
at competitive prices because the continuous casting 
method improves the physical qualities of the Johnson 
alloy 72 (SAE 660). The distribution of lead and other 
elements is more uniform. This improves machinability, 
makes for longer tool life. CONTINUCAST bars also pro- 
vide greater tensile, yield, impact and fatigue properties. 

Johnson CONTINUCAST 105” Bronze Bars are 
available in 21 sizes of solid bars from 4” to 3” in di- 
ameter, and in 118 sizes of tubular bars which range 
from 4” to 2%” ID and from 1” to 3” OD. 

It will pay you to stock a complete range of Johnson 
CONTINUCAST Bronze Bars — be ready to serve 
your customers and enjoy the increased volume of 
profitable business made possible by this new line. 
*Trademark. 





Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 


1 = A oh 


GRAPHTED GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 





“For shape, size and working height 
Equipto Benches are just right’ 


aerial pawn sa 5 oe 
steel, masonite, laminated maple or 
bonded wood tops in various lengths. 


Equipto Bench drawer and door fronts 
are rounded top and bottom and have 
individual latch and lock hasp 
with provision for num late and 
or combination lock. All drawers 
quietly on trouble-free nylon 
rollers. Pilfer-proof ...contents cannot 
be reached by removing drawer above. 


Now is the time to design that bench 
set-up you have been thinking about. 
Write today for big 16 page catalog 
No. 204 showing all 264 264 models. 


Seld only thru you the Distributor — never direct 
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headroom applications 
“Hi-Hook” models added to com- 
pany’s series “700” line of “Load 
Lifter” cable type electric hoists 
are low headroom type hoists of 
fered in capacities from 2 thru 6 
tons; single and two-speed lifting 
speeds; push type, hand geared, and 
motor driven trolley suspensions; 
various lifts and speeds; and for all 
standard three phase currents. Low 
headroom advantages are obtained 
thru use of specially designed trolley 
suspensions, special reeving of rope 
and new lower block design. 
Manning, Maxwell & Moore, 
Inc., Muskegon, Mich. 


Cut-Off Tools 
For aviomatic screw machines; 


made from T-5 high cobalt steel 
Line of hollow ground straight 


blade cut-off tools, of T-5 high 
cobalt steel, is said to provide un- 
usual efficiency on long production 
runs since high cobalt content gives 
a high red hardness that makes for 
3 to 10 times longer tool life than 
with high speed steel, and the high 
vanadium content greatly increases 
the abrasive wear resistance. 

Somma Tool Co., 109 Scott Rd., 
Waterbury, Conn. 











New and Revolutionary... 


SLING CHAINS THAT TALK 


The WARNING RING on Campbell 
SENTRY SLINGS* tells you immedi- 
ately when the sling has been over- 
loaded .. . it elongates visibly . . . and 
\ before the chain itself is damaged. 


Your eye can see the difference! 


\ ' J Ring remains round Ring distorted 
Sling used properly Sling overloaded 


| New, revolutionary . . . Campbell SENTRY 
SLINGS—fully tested for over a year by 
foundries, steel fabricators and heavy equip- 







{ P ment manufacturers, offer many important 
‘ advantages. The WARNING RING is stronger 
1 than the chain itself. Yet it changes shape 


the moment the sling is overloaded ... 

| before permanent damage occurs. Repair is 

quick and easy, with a new WARNING RING 
p replaced at the factory. Re-tested and re- 
f ; certified Sentry Slings are again ready for 
‘ regular service. 
' ) Here’s How You Benefit From 
~ New SENTRY SLINGS: | 
| 


ee ¢ Safety programs are easier to maintain— 


with the WARNING RING'S built-in safety that 


/ ; protects men and material! 
{ 4 ¢ Lower repair costs give larger savings than 
f ever—normally only the WARNING RING will ' a 

need repair! . 
\ ’ ¢ Immediate visual evidence of overload means 


easier inspection—even while sling is in use! | 
SENTRY SLINGS, available in all types, are : 









i P made from Cam-Alloy steel chain only and 
are available at no extra cost! All slings carry 
the Campbell Guarantee and Certificate 
of Test. 
mMPB 
~ I oy See —~ 4 
; For 
WARNING j 
% < 


FACTORIES: York, Pa.; West Burlington, lowa; Union 

City, Calif. WAREHOUSES: East Cambridge, Mass.; 

Atlanta, Ga.; Dallas, Texas; Chicago, til.; Portland, Ore.; . ? 

, Seattle, Wash.; Los Angeles, Calif. / 
“Potent Applied For 


CAMPBELL CHAIN Company / 


™> , 


KENNEDY Tool Boxes 
...the fool box line with a Profit Plan for YOU! 


The Kennedy Profit Plan helps you harvest a bumper crop of 
tool box sales, It eliminates oversize inventory problems and 
helps you capitalize on the universally accepted quality of 
these fine boxes without additional work or expense. 


SEND FOR YOUR KENNEDY PROFIT PLAN TODAY! 





Ken nedy Kits 


KENNEDY MANUFACTURING CO. 
DEPT. 111, VAN WERT, OHIO 


heehee | 


a Includes 


Please send me complete detoils about the 
Kennedy Profit Plen, 


You offer industrial mainte- 
nance men and other tool 
users a full-range choice 
when you display Kennedy 
Tool Boxes. Kennedy pro- 
vides the selection that fits 
every need... from the 
smallest tool kits to the larg- 
est mechanics’ chests. 


The Kennedy Profit Plan also 
shows you how to tie-in your 
tool lines with your display 
of tool kits—and your money 
tree pays off in faster tool 
sales, too, Start cultivating 
multiple sales and profits 
now! 











ewne— — —— oe 
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bee 60s 
Flaring T 


Produce uniform 45 or 37-deg. flares 
in copper, aluminum, and brass tubing 

Three flaring tools added to com- 
pany’s line have following stated 
work-saving features: all working 
parts are locked together so that 
they can’t become separated and 
lost; hinge and aligning pins lock 
yoke, die bars and tubing into exact 
alignment for perfect flares; bottom 
of yoke automatically gages flares 
for uniform length; eccentrically 
mounted steel flaring cone forms 
flares by rolling action; flare wall 
thickness is controlled by an auto- 
matic feed release which prevents 
thinned walls; flare is burnished 
when feed screw is reversed. 

Ridge Tool Co., Elyria, Ohio 


Portable Electric Hoist 


on the power furnished 
by 6, 12 or 24 volt batteries 
Lightweight 3 ton portable hoist 
has parts cast of aluminum alloy 
and steel. Overall dimensions are 
17-in x Il-in x Sin. Hoist can be 
run in either direction and is auto- 
matically self-locking due to worm- 
gear drive. For use on trucks, trail- 
ers and wherever regular electric 
power is not available. 
Becbe Bros., 2724 6th Avenue 
South, Seattle 4, Washington 








1. “Got a great idea for you, Sully. Save 2. “Okay, so I make a buck on it. Wanna 3 


. “You're in trouble when you need a gauge 
you money. Keep you out of trouble.” hear how it works?” 


glass quick. Gotta call me. Right?” 


4. “So don’t buy just one. Get three. One 5. “Why sure, Sully. You want Pvrex® Red Line. The ore. no-squat kind. Right, I'll 


for the gauge an’ two for the shelf.” send you a package. Thanks for the order. "Bye now 


Every time YOU get a gauge glass customer on the phone, for Pete’s sake give him the same 
treatment. (Tell him to order at least three instead of one. And trade him up to the Red 
Line.) It’s a sensible way to solve his problems and triple your unit-sale profits. . . . It makes 


friends, too, when you keep " CORNING GLASS WORKS 
\ 


customers out of trouble. CORNING MEANS RESEARCH IN GLASS 
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Supplier § 


ELECTRONICS DISTRIBUTORS listen closely as case problem is outlined in 
Clarkson College Workshop sponsored by CBS Electronics. 


“It’s not enough to follow the 
leader. Today's industrial distributor 
must continually re-educate himself 
in new ideas.” 

With these words, R. V. Bonte- 
cou, marketing vice president of 
CBS Electronics Sales Co., sum- 
marized the major purpose of a one- 
week “Distributor Management 
Seminar” held recently at Clarkson 
College of Technology, for distribu- 
tors of CBS industrial components. 
Bontecou spoke at the closing ban- 
quet for the workshop “graduates” 
—43 executives and managers from 
38 electronics supply firms. They 
had attended an intensive program 
of lectures and exercises underwrit- 
ten by CBS and directed by the 
Clarkson faculty. 

Distributor firms of all sizes in 25 
states were represented. 

Official theme of the course was 


“Planning for Maximum Profits.” 
Management problems were taken 
up under four headings: organiza- 
tion, budgetary control, purchasing 
and sales planning. There were 16 
periods devoted to problems and 
cases and seven lectures by noted 
authorities on management and 
marketing. 


McGann, Wilkinson Lecture 


Dr. Thomas J. McGann and Dr. 
George Wilkinson, consultants who 
have worked extensively with indus- 
trial distributors, were among the 
guest instructors. Dr. McGann di- 
rected sessions on budgeting and 
cost accounting and Dr. Wilkinson 
taught purchasing management and 
stock control. 

Other lecturers were Dr.: Dale 
Zand, of New York University, who 
spoke on organization; Dr. Ralph S. 


THOMAS J. McGANN Iectures a class on budgeting and cost control. 
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Alexander, of Columbia University, 
who ran the sales analysis workshop, 
and J. W. Noonan, of IBM Corp., 
who described data processing sys- 
tems. 

Herbert Layport, manager of pur- 
chases for Nyman-Gordon Co., of 
Worcester, Mass., spoke on “What 
the Purchasing Agent Expects from 
the Distributor.” John Hauser, CBS 
distributor sales manager, gave a 
talk on electronics distributors’ eco- 
nomic role. 


Cases Featured 


Considerable time was spent on 
problem case work, with “home- 
work” and class discussion. Cases 
included several on product and 
customer profitability from steel and 
tools—and—supplies distributors, 
and one on sales management from 
the Harvard Business School. 

Clarkson's Industrial Distribution 
Department, of which Professor 
Harry J. Waters is acting chairman, 
compiled the curriculum. This de- 
partment runs Clarkson's under- 
graduate Industrial Distribution 
course, designed to train candidates 
for sales and management in supply 
firms and backed by many members 
of the National Industrial Distrib. 
utors Association. 


Needed: Know-How for 60's 


Mr. Bontecou, of CBS, warned 
the electronics distributors that the 
60’s would call for larger capital in- 
vestment and greater technical 
know-how. This in turn would re- 
quire heightened management pro- 
fessionalism, and more emphasis on 
planning and control, especially cost 
control. 

Bontecou noted that up to now 
the electronics distributors’ service 
dealer business had overshadowed 
their industrial business. He pre- 
dicted that in five years’ time, elec- 
tronics supply firms’ industrial vol- 
ume will have increased to 38% of 
total sales. The national total for all 
types of industrial electronics sales 
will probably almost double in the 
same period, from $390 million to 
$750 million, he pointed out. 

As Dr. McGann expressed it in 





his closing lecture: “Owners and 
managers in a growing field like this 
one must wake up to the fact that 
their basic job is to manage .. . 
When things go wrong, you must 
point your finger at yourself. It’s up 
to you to manage by default, or by 
decision. You can drift, and dissi- 
pate your chance for profit—or take 
time to set up logical objectives, and 
determine how to reach them.” 


Distributors Impressed 


Comments from distributors 
when the course was over indicated 
that its content had made consider- 
able impression. “It’s the first 
chance I've had to get away from 
routine, and think about our really 
vital problems,” said one sales man- 
ager. Other comments from the 
“graduates” : 

¢“The course made me realize 
how much more there is to man- 
aging than what I’m doing now.” 

¢“. . . opened my eyes to modern 
methods.” 

e“. .. made me see all businesses 
have common problems.” 

e“.. . my first close contact with 
experts who really know manage 
ment.” 

e“. . . helped me view our elec- 
tronics specialty in perspective, as 
one segment of industrial distribu- 
tion.” 

One distributor observed that this 
was the first time to his knowledge 
that a supplier of industrial lines 
sold through distributors had spon- 
sored a course on management in 
the broad sense. “I should think that 
manufacturers in other segments of 
industrial distribution would follow 
this example,” he observed. 

CBS officials also expressed satis- 
faction with results. As one of them 
expressed it: “The purpose was to 
alert our distributors to problems, 
and expose them to impartial ex- 
perts who may help them—not tell 
them what we think they ought to 
do, or sell them on our products.” 
Throughout the course, a “no-com- 
mercials” rule was strictly observed 
by the sponsor. Only one CBS off- 
cial, Mr. Hauser, gave a course lec- 
ture, and this was wholly concerned 
with industry-wide problems. 





PUT Gruul 


IN THIS PICTURE 


SELLING SOSSNER TAPS! 


You'll have strong support from two allies — 
PRODUCT FEATURES LIKE THIS... 


TRIPLE TEMPERED TAPS 


VN The extra toughness built-in by triple 


tempering gives longer life plus greater 
T resistance to chipping and breaking. 


THE NEW SOSSNER PRESENTATION 


An entirely new concept in tap merchandising. Sossner dealers all over 
the country are using their mew presentation book (shown above) to tell 
the Sossner story effectively, and ge? results. It's the only sales tool of its 
kind in this market. 


YOU CAN GET INTO THIS PICTURE 


It’s a good picture — one with many profit possibilities. 
If you're not now a Sossner dealer, be one! Drop me 


a line for full details. — Fy) | 
SOSSNER 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1960 





a new line of 
air-operated 
hydraulic presses 


> 25 tons for general pressing and 
production work. 


> SO tons tor assembling, straighten- 
ing, and bending in minimum time. 


> 75tons tor handling heavy-duty 
press jobs quickly and easily. 


> 150 tons meets the need for extra- 
heavy press work in heavy industry. 


CHECK THESE IMPORTANT DAKE FEATURES: 


Rapid Ram Approach—automatically 
changes to power stroke when it con- 
tacts the work. 

Extra Stroke—handles long 
pressing more easily. 
Movable Workhead — self-contained, 
easy to center over work. W: 

can be purchased separately. 


Modern Design— all 
et apne ree By Fe ot 


Write for Bulletin 350-A 


Al 


Victor Tool & Supply Co., Ingle- 
wood, Calif., has increased its out- 
side sales staff to four men and com- 
pleted the first stage of a building 
program to double its space. 

Latest additions to the staff are: 

*jJames D. Bryden, former out- 
side-manufacturing buyer for Ryan 
Aeronautical Co., and one time 
salesman for an equipment firm. 

*Arthur Hetzel, since 1952 a 
manufacturers’ agent covering New 
York State for carbides and cutting 
tools, and before that (1934-1952) 
a tool engineer for Bausch & Laub 
Optical Co. 

¢ Fred Sage, former staff assistant 
to the tool engineer at Hughes Air- 
craft in Los Angeles and more re- 
cently a tools salesmen in Ohio. 

¢W. D. Huston, whose technical 
and sales experience includes 10 
year's selling for Kennemetal Inc. 
and a stint as a master mechanic at 





housed Victor Tool & Supply Co. on this site 3 years ago. 


Chrysler Motors in Detroit. 

Vern Clough, formerly on the 
Victor Tool staff, left to become 
service engineer for Adamas Car- 
bide Corp. in the Los Angeles area. 

Victor Tool started its expansion 
program three years ago when a 12 
by 25 ft. room housed all its opera- 
tions. With recent additions, the 
quarters now contain 3,000 sq. ft., 
and additional property has been 
acquired for future additions. A 
new parking lot is being graded. 

Victor Cubarkin, who heads the 
company, started his career in the 
aviation industry when today’s giant 
plane makers were small shops in 
Los Angeles’ suburbs. He was at- 
tached to the planning department 
of Douglas Aircraft for 20 years 
until 1943, when he joined North 
rup in charge of production engi 
neering. He founded Victor Tool 
& Supply in 1949. 





“eet San” te 
ioh Co 
aS sae 


DAKE CORPORATION 
631 Rebdins Read 
Grand Heaven, Michigan 


MODERN NEW OFFICE of Hoosier amg, and Transmission Co., Indianapolis, was 
designed a functional lines says president Clem Davis, right, standing next to secre- 
tary Shirley Harris and office manager Frank Gogar. 
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MARKETING VALUED FOR 
TRENDS 


(Starts on page 132) ° 
SALES AIDS PCH Wi 


POWER TOOLS-Skil Corp., 5033 
Elston Ave., Chicago 30, Ill.—Cat- 
alog on power tools for building and 


6 a 
construction, mechanical trades, 
plant productions and maintenance, 
and automotive use. 


HOSE —Titeflex, Inc., Hendee St., 
Springfield, Mass.—Booklet on new 
“White Line” plastic steam hose. 


COMPOUND-Master Bronze 
Powder Co., Calumet City, Ill— 
Catalog on “Derusto” protective 
coatings and other rust-inhibiting 
compounds. 


RIVETS—Pop Rivet Div., United 
Shoe Machinery Corp., Shelton, 
Conn.—Catalog on full line of 
“Pop” rivets, showing use and char 
acteristics. 


RACKS—Lyon Metal Products, 22 





Plant Ave., Aurora, Ill.—Catalog on 
complete line of slotted angle and 
accessories. 


MARKERS—Tempil Corp., 132 W. 
22nd St., New York, N. Y.—Revised 
instructions for using ““Tempilstiks,” 
temperature-sensitive Crayons. 


MOTORS—W agner Electric Corp., 
St. Louis, Mo.—Bulletin on drip- 
proof, totally enclosed polyphase, 
squirrel cage motors (1 hp. and Distributors everywhere enjoy fast turnover and good 
larger). profits on TM Chain. Effective and consistent national 
ial le r ? advertising ... up-to-the-minute packaging . . . unique 
F i I INGS Anchor Coupling Co., sales woe are the reasons. Investigate Taylor's easier 
Libertyville, Il.—Catalog on line of way to chain profits. Write today for complete details. 
hydraulic couplings, hose, and fit- 


tings. Alloy Sling Chains e Hammerlok Links and alloy steel attachments 


spiniinanss ; for do-it- elf alloy si Hi-Test, Proof Coil and BBB Chain. 
FTI rINGS—W cutinhend Co., 128 or yoursel alloy sings e mi-1es root Lor an mn 
W. Washington Blvd., Fort Wayne, 
Ind.—Chart for selection of hose 


and hose ends, for use on wall or poe, in , 











desk. T ‘s 








~~ 


VALVES — R-P&C Valve Div., aylor SS Special Items 
American Chain & Cable Co., 929 Se ““Certons =o 
Connecticut Ave., Bridgeport—Con- ade 


densed catalog on line of bronze, S.G. TAYLOR CHAIN CO., Inc. 


iron, forged steel gate valves, globe CHAI SINCE Plants: Hammond, Ind. 
and angle valves, check valves, etc. 1873 3505 Smaliman Street, Pittsburgh, Pa. 
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WATER HEATERS—A. O. Smith 
Corp., Permaglas Div., Kankakee, 
Ill.—Manual on hot water heater 
installations for industrial applica- 
tions. 

POSITIONING DEVICE—Form 
sprag Co., 23,601 Hoover Rd., War 
ren, Mich.—Bulletin describes a 
unique dual torque-locking and po 
sitioning device. 

INDUSTRIAL TUBES—Raytheon 
distributors—Handbook of indus- 
trial tube interchangeabilities. 
DRILL PRESS—Rockwell Manu 
facturing Co., Delta Power Tool 
Div., 473 N. Lexington Ave., Pitts- 
burgh 8, Pa.—Catalog on new line 
of Delta 20 inch power feed drill 
presses. Also: bulletin on Delta 11 
inch variety saw. 

DRIVE BELT — Poly-V Drives, 
Dayton Industrial Products Co., 
2001 Janice Ave. Melrose Park, 
Ill.—Booklet outlines design advan 
tages of Poly-V belt drive. Also: 
Catalog on V-belt and industrial 
hose. 

COMPRESSOR — Allis-Chalmers, 
1, Wis.—Catalog covering perform- 
ance and engineering data on scroll 
casing design singlestage centrifu- 
gal compressors for air applications. 
Also: Bulletin on operating advan- 
tages of a new gyratory screen. 
WIRE ROPE—Union Wire Rope 
Corp., 2236 Manchester Ave., Kan 
sas City 26, Missouri~Handbook on 
abuses and correct uses of wire rope 
and slings. 

SCREW THREAD-—H. M. Harper 
Co., 8200 Lehigh Ave., Morton 
Grove, Ill.—New basic guide to 
screw thread technology. Also: 
Booklet on extruded stainless steel 
shapes. 

PACKINGS — Greene, Tweed & 
Co., North Wales, Pa.—Catalog 
and price list on “Palmetto” molded 
packings. 

CLAMPS-—Detroit Stamping Co., 
330 Midland Ave., Detroit 3, Mich. 
—Bulletin describes new plunger- 
type toggle clamps. 

FITTINGS—W eatherhead Co., 128 
W. Washington Blvd., Fort Wayne, 
Ind.—Wall chart designed to sim- 
plify the selection and application 
of a complete line of steel and 
brass fittings. 





Here’s why it will pay you 
to do business with Mac-it 


"Because of diminishing profits on 
some items, we emphasize the sale } 
of items wherein the manufacturer ° 
held the line on prices and 

thereby afforded the distributor a 
legitimate profit. Consequently, 
Mac-it items became more of a 

major line with us in 1958 than 
ever before." 





"We like your policy of exclusive 
distributorships and the assist- 
ance you give us is also an 
important factor." 


Jenweny 13, te00 eurrase tm» 








"...it is inconceivable there 
Fe ne would be another socket screw 
anaes / manufacturer whose personnel pay 
FE. Elliott Company ——— as much attention to the minute 
c J. cone ninth, ot ~ AID 2, details as do the Mac-it people 
yl in their efforts to give good 
customer service." 











"Mac-it sales policy is good for 
the distributor. We have had many 
years of experience and we know." 








"We like Mac-it's policy of not 
* selling direct to OEM's." 





GRINDING SUPPLIES & SERVICE CO, 


Latons of Abmentens A Protected territory . . . a pricing policy that assures a 

ant Factory Supplies te profit . . . close cooperation and prompt service . . . 

sas wits ME we these are some of the reasons why more and more dis- 

0° Oe es ae f tributors are learning that Mac-it is a gooc: company to 
jc, ai sale ‘ do business with. 

i g Mac-it offers a complete line of dimensionally con- 
trolled heat-treated Alloy Steel Screws, standard and 
specials. Y our territory may be open—it will pay you toin- 
vestigate. Write, wire or phone for complete information. 


MAC-IT PARTS CO. * DEPT. 15, LANCASTER, PA. 





MAC-IT ALLOY STEEL SCREWS 
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in Goin cls 


9 Popular Sizes 
ted in 


“—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 


ing or telescoping = carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 


Bieck bettem up 
for ‘upside-down’ 
stacking 


— or This 
Yellow top up fer 
conventional stock- 
ing 


and This 
Open certeon tele- 
scoped inside cover 
with reedable right- 
side-vp End Labei 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
dey sy be Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 


me ALZLTAGZA co, 


eh Hate © Milwaukee 12, Wis. 
=" oo 
Speciel Pockoges, 


Pok ond 





VALVES—Catawissa Valve & Fit- 
tings Co., Catawissa, Pa—Revised 
catalog on pipe unions and check 
valves. 

PAINT—Du Pont Co., AP-63, Wil- 
mington 98, Del.—Folder on high- 
visibility “Pyralux” fluorescent 
enamel. 

TOOLS—Chicago-Latrobe, 411 W. 
Ontario St., Chicago 10, Ill—New 
catalog No. 60 with specifications 
and prices. 

POWER TRANSMISSION-— 
Dodge Mfg. Corp., Mishawaka, 
Ind.—General enginecring catalog 
describes mechanical power trans- 
mission equipment. 

MILLING EQUIPMENT — Du- 
more Co. 1300 17th St., Racine, 
Wis.—Bulletin on 3 sizes of portable 
Dumore Versa-Mil equipment. 
BELTS—Lassiter Corp., 350 Fifth 
Ave., N. Y. 1, N. Y.—Brochure on 
“Permagloss”, conveyor belting. 
PUMPS — Blackmer Pump Co., 
Grand Rapids, Mich.—Bulletin de 


scribes new line of variable capacity | 


rotary pumps. 

HOSE—Swan Rubber Co., Bucy- 
rus, O.—New catalog on industrial 
hose. 

MOTORS-—Century Electric Co., 
1806 Pine St., St. Louis, Mo.—New 
1960 Motor Application Guide. 
FASTENERS-—Standard Screw Co., 
Bellwood, Ill.—Brochure on “Stan- 
screw” hex and hex screws, carriage 
bolts, and lag bolts. 
WELDING—Norton Co., Worces- 
ter 6, Mass. — Booklet entitled 
“Grinding Wheels for the Welding 
Trade”. 

SHEAVES — T. B. Wood's Sons 
Co., Chambersburg, Pa.—Bulletin 
on multiple-groove V-belt sheave. 





DRAMATIZE 
TRAINING 


(Starts on page 86) 





been told to the customer. The 
chances were good that the cus- 
tomer would have purchased two 
packages. 

The omission of the type. of 
thread on the taps was pointed out 
on the next item line of the order. 
Although other shortcomings were 
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error — prevents spilling and mix- 
ing of sizes. 
JOB-PAK 
containers. 
JOB-PAK speeds up physical in- 
ventory, simplifies stock distribu- 
tion. 

JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. . 


provides re-usable 





NS RAG RAS Ag H 


No matter what size, shape or style or customers need 


Niort | lh Fe 


they'// do a better 
filing job with a 


SIMONDS 


— with criss-cross 
design — an ex- 
tremely useful all- 
around file tor 
maximum stock 
removal, smooth 
finish and long life 
on any fileabie 
material. Multi-Kut 
files are availabie 


in Flat, Half-Round, 
and Square in 8", 
10", 12" and 14° 

' s. 





Factory Branches in Boston, Chica 
Simonds Stee! Mill, Lockport, New 


N’ ee 


ED TANG 


%* AMERICAN Pattern 

*& SWISS Pattern 

%*& VIXEN Milled Curved-Tooth 
% ROTARY Files and Burrs 


(Complete Line includes All Sizes, Shapes and Types) 


For hogging off metal or smooth finish 
filing . . . for intricate die work 
or production de-burring . . . for 
sharpening saws or restoring knife 
and tool edges to former cut-ability, 
Simonds RED TANG Files make 
your customers’ work easier... make 
their file dollars go farther. They cut 
fast and sure . . . last longer, too . . . 
because they’re FIRST QUALITY 


so can your customers by simply 
specifying SIMONDS RED TANG 
on their next file order. Stock all 
sizes, shapes and types in patterns of 
the complete Simonds line for more 


only. They’re sharper to start with — 


... resist wear... keep right on cut- 
ting long after other files are dull and 
useless. These are facts we can prove 


. Shreveport, La San Francisco and "oiterg. o 
ork; Heller Tool Co., Newcomerstown, Ohio: 


FITCHBURG, MASSACHUSETTS 


ay "oes 


SLSR a ae: 
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HOW PARKER-KALON ADVERTISING IN 
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PURCHASING WEEK WORKS FOR 
PARKER-KALON DISTRIBUTORS 





Suppliers to industry, in rapidly increasing ucts should be bought through you. 
numbers, are advertising in PURCHASING 3. To support your local selling efforts. 


WEEK. He f th why: 
2 qe niguetieetoens opts 4. To help you to reduce sales costs and 


1. To make contact with 25,000 key Pur- to enjoy increased profits. 
chasing Executives throughout industry and 


T ++ will 
business. hese are the very same reasons why it wi 


benefit you to encourage your suppliers ‘to 
2. To give sound reasons why their prod- advertise regularly in PURCHASING WEEK. 


Purchasing Week 


MceGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


390 WEST 42ND STREET, NEW YORK 36, NEW YORK ® & 
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_, more ALLEN 
services to help you 

move our products 

from your shelves! 





ALLEN’s Sales Policy for 


nearly 50 years has never varied— 
genuine ALLEN products are available 
only through leading Industrial Distributors. 


Allen’s whole sales plan is 
set up to help you in your 
important function of sup- 
plying American industry 
with top quality, right-on- 
the-job products... It’s a 
distributor policy, one you'll 
like, and we'd like to tell 
you more about it. 


Allen engineers, metallurgists, and The Allen Catalog and the Alien 
designers are always ready to work Technical Library are famous 
out your customers’ fastening prob- throughout industry for their author- 
lems. This socket screw “know-how” itative, clearly presented information 
is a real selling point for you. - ++ Peal selling tools for you. 


Write now for full information on the many Allen services 
that help Allen Distributors to make more sales. 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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pointed up during the discussion, 
some of the telephone salesman- 
actor's good points, such as prod- 
ding the customer on the type of 
valve needed, the type of steel for 
the saw blades as well as arriving at 
a blade tooth specification by asking 
what material was being cut, and 
helping the caller to read the tap 
size. 

Role playing also has value when 
situations involving outside, inside 
salesmen and departments such as 
purchasing, office and warchouse. 
The situations can be constructed 
around shortcomings made evident 
by complaints or errors. The de- 
vice has the merit of concentrating 
everyone’s attention on the case and 
effect in such situations and becom- 
ing more aware of the need to mini- 
mize faulty service and errors. 





HOW TO WIN 
AN ARGUMENT 


(Starts on page 91) 





you feel that your opponent is about 
to score a telling point. These ques- 
tions can assume almost any form. 
For example, there is the “would 
you mind repeating that?” question. 
This is a real bombshell, and should 
be inserted only after your opponent 
has given voice to a long and elo- 
quent defense of his viewpoint. 
It has the same effect as asking a 
punster to repeat a joke, ic., it is 
bound to suffer in the retelling. 
Also, it implies that he isn’t making 
himself very clear (an acutely em- 
barrassing experience), and gives you 
plently of time to regroup your pos- 
sible tattered forces. 

Another type of question that can 
be thrown out at strategic intervals 
is the “You dont mean?” or “Do 
you mean?” interrogation. In this 
case, you simply repeat, almost word 
for word, what your opponent has 
just said, prefacing it with either 
of the above two phrases and cover- 
ing the whole with a layer or two 
of incredulity and sarcasm. 

Say, for example, Mr. X, our 
Shakesperean expert, has, in de- 
fense of his viewpoint, come out 
with the statement that “Shake- 





NY acetate mater 
“IT 


soe ee eeeeeeeeeeeeweemermlcrrmrmrmlc rmUch PM CmhUh OT FT CU HhUh 


MARSHALLS TIME SAVING COMBINATION 
in the most popular sizes of: 


OWLGER GROUND FLAT STOCK 


Over-Size Specifications: 
Under 3/16” thickness, pre-colored standard sizes 
3/16” and over, Thickness plus .011” to .013” 
Width plus .010” to .015” 


AND 36” LENGTHS 


Ready for scribing and layout. 

Method of pre-coloring does not change size. 

Same price as Standard Flat Stock. 

Resists rust. 

Permanent identification. 

Can be finished to Standard size after heat tteat- 
ment. . ‘ m 

Retains 25 to 35 R.M.S. (Micro finish). 

Protected fully and easily distinguished by new Ready for the layout bench! 
Ny paar ead 8 = EE Marshall has added another first! The first to combine the 

Available in practical range of sizes for tool an advantages of Oversize and Pre-coloring in a new product. 
die making. ; Scribe-IT — an Oil hardening ground flat steel — in 

Pre-colored and Oversize but retains accuracy of selected, practical sizes for tool and die requirements. 
dimensions. aot time and money saving product available from 

stock. 
Write for descriptive litereture and prices 


MARSHALL 


dicate 
Bex 108-10 


he Hh he ie ie ie ie i 
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GOING BIG—COAST TO COAST 


FULL LINE<-SINGLE SOURCE Distributors across the 
nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to biuve layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. industrial Supply Division, 
Sprayon Products, inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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speare couldn't possibly have ex- 
isted, because there is no record of 
any of his correspondence, and every 
writer must have written a letter 
at some time or another.” This 
is a fairly good point, but it is quite 
easily countered if the proper in- 
flection and emotion is used in 
phrasing your retort. Usually a con- 
descending tone of voice, an amazed 
smile, and an occasional knowing 
wink at your audience will do the 
trick. Your question should go some- 
thing like this. “Do you actually 
mean that Shakespeare couldn't 
possibly have existed simply because 
there is no record of any of his cor 
respondence?” On the face of it, 
this is a rather silly, perhaps down- 
right meaningless thing to say. Yet, 
because of the way you have said 
it, your opponent is immediately 
given pause. He begins to suspect 
that he is treading on thin ice. Quite 
probably, he will assume the defen- 
sive at this point, and reply some- 
thing to the effect: “Well, no, not 
exactly . . .”, and you've got him! 

Another effective maneuver for 
keeping your opponent at arm’s 
length is the “mousetrap”, or “I agree 
with you but” pitch. This device 
consists simply of agreeing, in one 
breath, with what your opponent 
has just said and then, in the very 
next breath, denying incontrovert- 
ably what you have just agreed with. 
For example, suppose our Shake- 
sperean expert has just come forth 
with the statement: “The style, 
pace, and rhythm of Francis Bacon's 
works correspond exactly to the 
style, pace, and rhythm of Shake 
speare’s works, so Bacon could have 
written them”. The correct coun- 
termove in this case is simply to 
reply, in a resigned manner, “That's 
true, the style, pace, and rhythm of 
Bacon’s works do correspond to the 
style, pace, and rhythm of Shake- 
speare’s works.” Now wait until 
his face lights up, and a gleam of 
conquest comes into his eye, and 
then insert the blade: “But that 
only proves that Shakespeare must 
have written all of Bacon’s stuff.” 
Touché! Let’s see him squirm out 
of that one! ‘The reason this par- 
ticular strategem is known as the 





for Stockham 
and its Distributors 


a ‘ 


It’s true today... it will besian Wenarrow: 


Stockham is now the nation’s only com- 
plete line valve and pipe fitting manufac- 
turer. a ee 


how back up Stockham’s present long- 
range planning for the future. Heavy 
emphasis on research and new product 
development keep Stockham consistently 
ahead with new and better products... 
new and better profitmakers for you. 

For more details about the big future 
ahead with Stoeckham, write today. 


STOCKHAM 


VALVES «7 FITTINGS 


General Offices and Plant 
4000 North 10th Avenue + Wirmingham 2, Alabama 





SIMPLIFY INVENTORY 


with the all-purpose gasket material 


customer good will when 

you cil URABLA gaskets. He buys 

= of a single material that can 

used with proved safety for over 

120 chemicals, and their thousands 
of variations. 

You serve him quickly . . . exactly. 
That kind of customer service brings 
him back for more. In addition, there 
is less chance of making mistakes in 
filling orders, and at inventory time. 

Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
a small amount of special compound, 


DURABLA pg ope Sheet 
P is used for sealing 
call an gon eal atone 
hydrocarbons. It is suitable for a wide 
range of temperature-pressure 
tions. 
DURABLA Sheet Packing comes 
in Pie ge sige gauges. Gaskets are supplied 
sizes and shapes, accurately 
cnthien cut. 
Send for price list, samples and 
descriptive bulletin [D-90. 
DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 


_ DUAR 


Manvtocturers of DURABLA Pump Valves and Check Valves 
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“mousetrap” pitch is because it re- 
sembles the football play in which 
the offensive team deliberately al- 
lows a member of the defensive 
team to pierce its line, in order to 
effectively take him out of the ac- 
tion, or “mousetrap” him. And, 
like this play, this maneuver usually 
leaves a gaping hole in your op 
ponents armor through which you 
can tush your forces. 

Perhaps the most effective, and 
infuriating, of all known methods 
for winning an argument is the 
“logic” gambit. This device was 
conceived in inspiration and is dedi- 
cated to the proposition that no 
argument can long endure without 
containing sooner or later, a logical 
fallacy. It is the job of the astute 
student of argument to spot these 
fallacies and pounce all over them, 
thus attacking the method of argu- 
ment rather than the argument it- 
self. In doing this, he not only 
effectively bypasses the point at 
issue, but usually succeeds in com- 
pletely throwing his antagonist off 
guard. For example, suppose Mr. 
X has just thrown out the statement 
that “The greatest Shakesperean 
authorities today support my view.” 
You simply wave a cautioning finger 
under his nose and reply, tersely, 
“No good. Argument ad verecund- 
ium. Appeal to authority. Try 
again. “Or perhaps he makes the 
remark, in exasperation, that “You 
certainly haven't done anything to 
disprove my point!” ‘This is a set 
up—a real lob shot—and it is almost 
a shame to take advantage of it. 
But take advantage of it you must, 
and in this fashion: arch your left 
eyebrow, set your jaw, twist your 
upper lip into a nasty sneer, and, 
through gritted teeth, reply, “My 
good man, the burden of proof is 
on you!” You might also add that 
he is arguing ad ignorantium, and 
that if he doesn’t stop insulting your 
intelligence you will simply walk 
away. 

Other painfully effective phrases 
which can be thrown out at appro- 
priate intervals are “you're begging 
the question”, “You're reasoning in 
a circle”; “stop trying to appeal to 
my emotions”; “stop diverting the 





SS its 
elementary. 


.. Complete Market Coverage, 


is best obtained, thru by © 
INDUSTRIAL DISTRIBUTORS 


of its selected Authorized 
Distributors with: — 


Complete line of 
Quality Cutting Tools. 

Conveniently located 
Warehouses for faster 
deliveries. 

Engineering Service 
available at all times. 

Trade Paper Advertising 

Merchandising Aids. 

all the cooperation 
necessary for 
GREATER 
DISTRIBUTOR 
PROFITS! 


Sta ANDARD p Joo. C 0, is 
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issue”; or, if you really want to get 
technical, “you seem to have an 
undistributed middle there, my 
good man!”. Actually, any one of 
these phrases can be thrown out at 
any time, whether your adversary is 
guilty of having committed the par- 
ticular logical error or not. Chances 
are, he won't take issue with you 
and, if he does, you can argue about 


MO PAI ° this awhile, and forget all about the 
point at issue (which, of course, is 
COATINGS, COMPOUNDS, what you want to do). Also, feel 


perfectly free to make any of these 
. logical errors yourself. 

from containers If you can succeed, through the 

proper application of these rules, 


in giving your opponent the idea 
With inxs air-operated ma- 


that you are winning the battle, you 
will never lose it. Of course, if you 
want to be boorish about the whole 
thing, you can simply bone up on 

terial handling pumps, your 

customers pump paints, coat- 

ings and compounds direct 

from 5-, 10-, 30-, and 55- 

gallon shipping containers to 

their spray guns. They elimi- 

nate the time, waste and 

mess of in-between transfers 


the topic to be discussed and me- 
chanically smother your antagonist 
with facts and figures. This re 
quires no ingenuity or intellect on 
your part whatsoever—just rote 
memory—and isn’t really much fun. 


elie eit No, better stick to the rules. 


Binks pumps pack a solid wallop. Power- Now, get in there and argue! 
ful, double-acting pump strokes deliver an 
even-flowing, fully controlled supply of ma- 
terials through hoses or pipes to wherever it WHAT TO DO 
is needed. 

The pumps are rugged and reliable. Com- (Starts on page 92) 
plete SPACE DESIGNED construction fully 
separates the pump piston and motor so that 
materials cannot possibly foul the motor. 
Maintenance, when required, is accomplished How the Case turned out 
quickly, without special tools. 














Ross is still unable to report suc- 
To help you sell these pumps Binks has pre- cess. He is still calling on the buyer, 


pared a Pump Bulletin Kit which describes 
the Binks pump line in detail. 
It gives you or your customers 
the facts you need for specify- 
ing the right pump for various 
materials and production 
rates. It will pay you to in- 
vestigate this profitable line. 


and relations with him are still 
friendly. Nothing results, however, 

from this effort but small orders. 
A short time ago, Ross’ manage- 
ment prevailed on one of their sup- 
pliers to discontinue selling the 
co-op direct. However, this bene- 
fitted no one, as the customer only 
switched to another direct source. 
Ross says he believes the prob- 
lem now can only be solved with 
suppliers’ help. “We need to real- 
ize that some customers are just 
recession-spoiled. A strong joint 
= . selling effort on the part of both 
SPERPIMINE *OA So Matice suppliers and distributors, plus mu- 
vor Manufacturing Company tual regard for selling policy, might 
3128-30 Carroll Ave., West, Chicago 12, Iilinois save this situation and others like 

2" 





Ask about our spray painting school 
Open to all...NO TUITION...covers all phases. 








REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED ee DIRECTORY 
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How toboggan for higher sales! 


To keep pace with today’s higher costs for replace- 
ments and to protect expensive current investments 

. . Industry must call upon reliable maintenance 
products more than ever. This gives distributors of 
quality maintenance products month-in, month-out, 
money-making opportunities. 

“Allied Chemical’ Cold Coatings are protective 
coatings you can sell with confidence. Here are coatings 


that wear on where others wear off—and once sold, 
become a recommendation for additional business. 

And “Allied Chemical’ Cold Coatings are backed 
with a complete sales package: + advertising to prime 
prospects + sales literature - direct mail. A technical 
background is not needed to sell these products . . . 
used and accepted for a quarter of a century. Write 
us today! 


“ALLIED CHEMICAL” 34Yc COLD COATINGS for tanks, pilings, structural steel, underground pipes and units. 
“ALLIED CHEMICAL” COAL TAR PAINT for outdoor frames and posts, safety and sprinkler piping, transmission towers, railroad equipment. 


PLASTICS AND COAL CHEMICALS DIVISION 
40 Rector Street, New York 6, N. Y. 


llied 


hemical 
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WITH THE 


ATLAS PROFIT LINE 
G@SSSSSRR 3  cOmPLeTeE LINE OF ROLLER 


ASA ROLLER CHAIN CHAIN, SPROCKETS, COUPLINGS, 
BACKED BY REAL PROMOTION 


Atlas offers you one of the most complete trons- 
mission product lines at profit margins of as much 


os 51%. Roller chains, special chains, conveyor 
chains, sprockets, flexible couplings . . . stainless 
steel, block ond Electrolized . . . oll Pre-Tested 


OFFSET SIDEBAR CHAIN 


ATTACHMENT CHAIN 


field—is your assurance of increased sales in 


the future. 
SFP EE Step ahead to more sales with the complete Atlas 
line. Build more sales with the compony that 


realizes the distributor's profit margin must be 
RLAT-YEVOR CHAM to sell successfully. Write today for full 
details on the complete “ATLAS PROFIT LINE”. 


ATLAS CHAIN & MANUFACTURING COMPANY 
Subsidicry Prudential industries, inc. 
West Pittston, Pa. 
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NEWS 


(Starts on page 136) 





depreciation rates on an_ item-by- 
item basis for thousands of goods. 
Consideration is now being given 
to adopting the Canadian bracket 
system of lumping all items into a 
few standard rate categories. 

One of the most intense struggles 
going on between Democrats and 
Republicans is over raising the mini- 
mum wage to $1.25 in three steps 
over a four-year period. In addition, 
some four million workers would be 
brought under federal wage and 
hours law. Most of these would be 
in the retail and service trades, 
though a few are in construction 
and light manufacturing industries, 
notably in the South. 

Nixon is more inclined to a hike 
in the minimum hourly wage only 
to $1.15. The figure is embodied in 
a bill now being considered by the 
House. This measure, however, 
would bring in only about 1.5 mil- 
lion new workers, mainly in the 
retail trades. In addition, new 
workers would be brought in at the 
one dollar minimum scale. 

Another issue being hotly dis- 
puted is for providing medical aid 
for persons over 65. Both Nixon 
and Kennedy favor broad programs 
of medical aid, including hospitali- 
zation, nursing care, payment of 
doctor bills, and subsidized pur 
chase of drugs. 

Another big tax issue is the so- 
called self-employed tax retirement 
legislation. Bills in Congress would 
allow top officials of smaller compa- 
nies as well as corporations to set 
aside tax-free, ten percent of their 
incomes up to $2,500 a year in re- 
tirement trust funds. In some in- 
stances, corporate heads could de- 
vote twice that amount to the fund. 
At the Treasury's insistence, any 
tax retirement legislation would 
probably require that the business 
agree to set up and contribute to a 
retirement fund for employees as 
well. 
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New Order Index Up 0.5% in June 


Seasonally Adiusted New Order Index industriel Supplies and Machinery 


A Personal Message 


from 300 


VINCENT K. | 7 
ALEXANDER 7%°}- 


V.P. and Sales Mgr. 














Manheim Manufacturing 
and Belting Company 





Recentty one of our Veelos distrib- 1% 
utors was telling me about the porate, pnmnann gaat nenme — 4 —— 
detailed records his company keeps 9 ty we ras 
on all lines they handle. t t . 
Among the facts they have learned cuanetannn tonnage WREMEGII: 
are these: (1) Veelos adjustable 
v-belt is one of their two highest 
_ lines, (2) Veelos is their second 
iggest line in dollar volume, (3) it 
costs them less to process an order 











4 





1955 1956 1957 1958 #1959 +1960 _ 
The index of new orders placed by distributors with their suppliers increased 0.5% in 
June, according to The American Supply and Machinery Manufacturers’ Association. 


for Veelos than for any other line 
they handle and (4) their turnover 
of Veelos is better than eight times a 
year—one of the fastest of all 
their lines. 


The Index increased one point to 197. The high for the year was 200 in February. 


Wittek Expands Hose Clamp Plant In Chicago 


This distributor has accurate 
records because his company has 
installed a machine bookkeeping and 
cost accounting system which sup- 
plies detailed data for each line 
they represent. 

The records of this distributor 
rove what I’ve been “preaching”’ 
or over 20 years: that Veelos offers 
an unusually high profit opportunity 
and that, with a little sales effort, 
any distributor can really cash in on 
this opportunity! I don’t believe 
there is another line that offers a 

distributor so many benefits: high 
profit margin (3244% on cost), fast 
turnover, small inventory invest- 
ment, important sales volume, low 
handling cost, convenience of unit 
packaging, minimum ene space : 
required, uniform quality, a an ? 

almost unlimited market. Wittek Mfg. Co. expanded its offices and plant in Chicago, with building of a 
¥ = yours = aoe — selling new addition. The entire building, with 450 workers, is located at 4305 W. 24th Place. 

eelos, g ive you 
detailed reasons why you should be! imi 
= Clinic Held On Floor Maintenance 
' : a 


tne Cbeparudla 


NEW! VEELOS TOOL "til : 
Just a squeeze 4 
and a twist and === 


a = 
any link-ty 
v-belt can Be 

coupled or uncoupled fast and 
easy. This new Veelos tool is an 
excellent item to help increase 
our link v-belt business, too. 
Send for illustrated bulletin. 


Behr-Manning Co. was joint sponsor of a clinic on floor maintenance recently in Seattle, 
Wash., a with the Three-M-Supply Co., Seattle; Clarke Floor Machine Co., and 
Columbia Wax Co. More than 125 apc yaa from airplane companies, gov- 
ernment agencies, schools, and hospitals, att the four-hour training session. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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WHITMAN s BRANES 


DRILLS ano REAMERS r 
—- ———— enc 





 ' 





which drill really costs.less? 


Based on results, drills “‘A’’ and “B” COMPARATIVE DRILLING PERFORMANCE 
(center ''and right, above) should cost 

43% and 39% less than W & B drills 

(left, above)—instead, they can be 

purchased. at only about 20% less. Your 

customers will want to watch those initial 

costs—they may be costly! 


*In each drill size, five drills of each brand were tested 
and each drill was veshar three times as required. 


Many drill performance tests similar to this one have been 
made. However, W & B will gladly conduct comparative drill 


tests at your customers’ plants and under their conditions. No 
PARTNERS IN PRODUCTION PROGRESS obligation, of course. 


Form No. A-932 Fj 
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Keystone Use-Matched Gear Grease No. 29 
cut maintenance time, grease consumption 66% 


Lubrication of these open gears of excavating 
shovels was presenting a problem to an cast coast 
slag re-claimer. Heavy grease throw-off resulted 
in excessive greasings, grease consumption 

and maintenance time. 


Use of Keystone No. 29 Open Gear Grease 
immediately eliminated throw-off. And frequency 
of lubrication was reduced from three times a week 
to once a week, a reduction of 66% in grease 
consumption and maintenance man-hours. 

No. 29 Open Gear Grease was developed by 
Keystone especially for use on open gears. It will 
not thin out, throw off, or squeeze away under 
high speed, pressure or heat. 


All Keystone Lubricants carry a no-quibbling 
guarantee of at least 10% savings over any 
lubricant you are now using on a given job. 
See your Keystone Distributor for complete 
information today. 


ot eee ee ek Oe. oor 


SPECIALIZED 
LUBRICANTS 


Wille lle 


case study help you close an order? 


Wherever there’s a lubrication problem, 
there’s a Keystone specialized lubricant that 
is matched to the job. As a Keystone 
Distributor, you have one of the nation’s 
largest stocks of special formula lubricants, 
ranging from bricks through semi-solid and 
liquid greases, to light penetrating oils 

and coolants. This nationally adverijsed 

case history is helping to pre-sell your 
customer, so you can help him pin-point the 
one Keystone lubricant especially developed 
to step up his performance, end waste, 

cut downtime, or stop costly wear in a 
specific application. 

If your customers are not getting the most 
from their present lubricants, teil them about 
Keystone’s broad line of cost-cutting 
lubricants, and about Keystone’s free 
Engineering Service. Remind them, too, 

that all Keystone lubricants are guaranteed to 
save them at least 10 percent on their present 
cost of lubrication, including labor required 
for application—a guarantee made by 

no other lubricant manufacturer! 


HERE IS 
REAL SALES 
ASSISTANCE 





The Keystone Planned Lubrication 
Booklet (BK-19a) shown here is just 
one of the many sales aids offered by 
Keystone to help pre-sell your cus- 
tomers. In addition, national advertis- 
ing and publicity means you are selling 
a known name and known quality. 
And that saves selling time. 
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Established 1684 
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| \FLEXCO” 
HEAVY-DUTY 
_ CONVEYOR BELT 
FASTENERS 
and 
RIP PLATES 


(9 sizes for belts 4%” 
to 1%" thick) 





CONVENIENT 
SHIPPING CARTON 





FLEXCO" 


POWER TOOLS 


¢// 


(Use with air or electric impoct 
tools for fast application) 


FAR-PUL BELT CLAMPS 


L 2 moses 





prtLiGATo, 


BELT 


FASTENER? 








For years, ALLIGATOR and FLEXCO belt fas- 
teners have been “going around in the best 
circles” —in coal and metal mines, crushed 
rock and sand & gravel plants, steel mills, 
chemical plants & mines, and others — wher- 
ever conveyor belts and V-belt drives are in 
operation. But there are still some belt main- 
tenance crews not yet acquainted with the 
complete Flexible line. Don't miss these op- 
portunities for greater sales. 


Remember: Flexible’s field representatives 
are factory-trained belt fastener specialists 
++. ready to serve you and your customers. 


NEW! BULLETIN NO. V-227 


:+ “CUSTOM MADE V-BELTS IN ANY LENGTH 
WITH ALLIGATOR V-BELT FASTENERS” 


""POR THE SPLICE OF A LIFETIME" 


Hlonible LACING COMPANY 


4633 LEXINGTON ST. . CHICAGO 44, ILLINOIS 











“FLEXCO’,. 
HINGED | 


500X, 250X & 375 
CONVEYOR BELT 
FASTENERS 
and 
NYLON HINGE PIN 


(Sizes to fit all common 
belt widths.) 


TURTLE’ 


BELT FASTENERS 
(DRIVE-ON TYPE) 


=) 


ALLIGATOR’ 


WIDE BELT CUTTER 


ALLIGATOR® 
CONVEYOR BELT LACING 


Available in STEEL, STAINLESS, MONEL, EVERDUR for 


-_» FOR BELTS Tune 2, eth belt widths 14-60”. 
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SCREW JACK MODELS 
TO CHOOSE FROM 


THE WORLD'S MOST COMPLETE LINE! 


SCREW 
JACKS 


SIMPLE 


SCREW JACKS 


4-WAY HEAD—19 MODELS 


10 to 24 tons capacity. 


Ball bearing, Maileable Housing, 


Safety peep hole. 


RATCHET HEAD— 
10 MODELS 


PLANER JACKS 
—5 MODELS 
2 to 8 tons 
ity. 2%” to 
high. 1” to 
4%" Lift. Swivel 
head & lock screw. 


eeeeeeee 


TRAVERSING BASES and 
TRAVERSING BASE 
SCREW JACKS 

7 Medels—10 to 50 tons cop. 
Vertical & Horizontal travel. 





JOURNAL JACKS 
8 Models, three 
with cluminum 
alloy housings. 
fe, 15 to 50 tons 
oan 


REEL JACKS— 
3 MODELS 

5 and 15 ton 
capacity. 


reer eeeeeeeeeeeeeeeee 


Other screw types: Steomboot Ratchets & 
load Binders, MINE ROOF AND TIMBER 
JACKS, Rail Puller & Expander, and Geor 
& Wheel Pullers, Bumper Jocks, 


SHORING JACKS 
8 Models, Forged Steel. 
Machine cut screws. 
25 & 35 ton cap. 


PUSH & PULL JACKS 
12 Models 
Util-A-Tool—the tool of 

@ thouvsond uses. 


Look for further 
information on Hydraulic 
and Lever Jacks in 

other advertisements, 


WRITE FOR CATALOG: MECHANICAL 60 





SBA Stresses Program 
To Aid Dislocated Firms 


The Small Business Administra- 
tion is placing greater emphasis on 
its program to assist small firms that 
are dislocated because of Federally- 
supported highway and urban re- 
newal projects, according to Arthur 
E. Long, regional director for SBA 
in the New York area. 

Mr. Long said that Philip McCal- 
lum, SBA administrator, directed 
that loans from small businessmen, 
affected by these federal programs, 
shall be given immediate priority. 
Also that consideration should be 
given to a one-year moratorium on 
principal payments during the first 
year after disbursement. 


Veteran Employees Honored 
By Schaberg-Dietrich Co. 

Seventeen veteran employees of 
Schaberg-Dietrich, Lansing, Mich- 
igan, division of Geo. Worthington 
Co., received service awards from 
Worthington Co., at a meeting at- 
tended by Schaberg-Dietrich and 
Worthington officials. 

Over 200 employees and guests 
attended the ceremonies. ‘Thirty- 
year pins were awarded to Simcon 
R. Dietrich, former president and 
founder of Schaberg-Dietrich, Emest 
W. Schaberg, vice president in 
charge of purchasing; G. Walter 
Dietrich, secretary, and Alvin Scha- 
berg, industrial department man- 
ager. 

Robert W. Dictrich, president re 
ceived a 25-year pin. 

Twenty-year pins were awarded to 
Donald Hutson, H. M. Ditzler and 
Martin J. Dietrich. 

Fifteen-year pins were given 
to James Kingsley, James Gates, 
Thelma McConkey, Linwood Langin 
and Margaret Miller. 

Ten-year pins were received by 
Kathleen Coats, J. Darrell Williams, 
Robert Kessler and Cyril McAdams. 

Worthington officials who at- 
tended were John J. Bohning, vice 
president and director of purchases; 
John W. Vickers, vice president and 
industrial division manager and 
Paul A. Schefft, secretary and per- 


TEMPLETON, KENLY & CO. 2523 GARDNER ROAD + BROADVIEW, ILL. sonnel director. 
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Let’s clarify 


THE METAL CUTTING 
BAND SAW PICTURE! 


Modern industry’s sawing needs are ex- 
tremely varied, involving a very broad 
range of metals and non-metallics and 
widely differing production requirements. 
No single type of metal cutting band 
saw can possibly meet all cutting require- 
ments on all types of band saw machines. 
To meet a multitude of cutting conditions, 
MILFORD makes THREE types of band 
saw blades available. The following will 
clarify the band saw picture for you by 
explaining the proper applications for 
each of these three blade types. . . and 
will help you select the best and 


most economical type for specific cutting 
operations. 


THE MILFORD FLEXIBLE 

BACK BAND SAW BLADE 

is a standard, high carbon steel blade. 
The workhorse of industry, it is ideal for 
general purpose cut-off, profile and con- 
tour sawing of all but the most difficult-to- 
machine materials. It is also used for 
friction sawing and is the preferred biade 
for most non-ferrous cutting applications. 
On a price-performance basis, the stand- 
ard high carbon blade is—within its range 
of recommended applications—the most 
economical choice for general use on con- 
ventional types of band saw machines. 


THE MILFORD INTERBAND 
SAW BLADE 
is a recent introduction and is made from 


a new alloy steel that contains carbide- 
forming elements and affords good wear 
resistance. It is best suited for use on 
light duty band saw machines where 
difficult-to-machine metals are cut occa- 
sionally. In both performance and price, 
the Interband falls between the carbon 
steel blade and the genuine high speed 
steel blade. 


THE MILFORD REZISTOR 

HIGH SPEED STEEL 

BAND SAW BLADE 

is made from genuine red hardness high 
speed steel and provides maximum resist- 
ance to both heat and abrasion. This is 
the ultimate band saw blade for high 
production cut-off sawing ... and is the 
only blade recommended for use on the 
newer, heavy-duty band saw machines. 
The REZISTOR Blade can also be used on 
some of the light-duty band saw machines 
when they are used to saw quantities 
of difficult-to-machine metals. 


IF YOU HAVE ANY QUESTIONS 
about which blade to recommend for any 
of your customers’ band sawing applica- 
tions, the MILFORD Sales Engineer in 
your area will...as always...be glad 
to visit your customer’s plant with you, 
analyze his band sawing operations and 
select the best blade type for maximum 
performance and economy. 


Sincerely, 


THE HENRY G. THOMPSON & SON COMPANY 
Manufacturers of MILFORD Metal Cutting Products 
NEW HAVEN 56, CONNECTICUT 


BUY FROM YOUR MILFORD DISTRIBUTOR .. 


.@ local businessman 


who is organized to help you: SAVE MONEY through local availability . . . 
CUT COSTS with single-source purchasing...and REDUCE inventories, be- 


cause he stocks for you! 
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lt Pays — 
to Be a... 


James H. W. Conklin 


Stanley Appoints Conklin 
Head Of Steel Strapping 


James H. W. Conklin was ap- 
pointed general sales manager for 
Stanley Steel Strapping, division of 
The Stanley Works. Most recently 
he was general sales manager of 
Pratt & Whitney Co., Inc. 

Mr. Conklin, a former president 
of the Material Handling Institute, 


ean Sa | began his career in the material han- 
We re | ft = So ny io Ss me i % dling field in 1931. Since then he 


has served with Battle Creek Wrap- 


D : st rt by uU ¢ re t yy : : ping Machine Co. Inc; Clark 
\ Equipment Co.; Yale & Towne, 
it Truck Division and recently he 


served as a management consultant 
specializing in material handling. 


Appointed To Sales Posts 


Linwood E. Hackett, Milton T. 
Craig, and John C. Wade were ap- 
pointed sales representatives for the 
Steel Strapping Division. 

Mr. Hackett will cover the Maine 
and New Hampshire area. Mr. Craig 
will cover Rhode Island and Essex 
and Middlesex counties in castern 
Massachusetts. Mr. Wade will 
cover the Louisiana territory which 
includes parts of Florida, Mississippi, 
Alabama and all Louisiana 


Carbide WENDT-SONIS COMPANY Carbide 
Cutting Hannibal, Missouri . Rogers, Arkansas Cutting 
Tools Dept. CE 1058 Tools 


Please send me further details. on how. to become a Wendi-Sonis distributor. 
| hove checked the percentage of ovr cutting tool sales to our total sales. 


Less then 15% (] 15% to 25%] 25% to 50% () over 50% (_) 


) 

4 

i 

' 

i 

; What! No Crumpets 

' A service-station dealer in San 
§| Antonio gives away a can of sauer- 
! 

i 

i 

| 

t 

H 


(OE Title. 





kraut with each tuneup of a German 
car, a jar of French dressing for simi- 
lar work on a French car, and a can 
of spaghetti for work on an Italian 
car, reports National Petroleum 
News, McGraw-Hill magazine. 


Cc 











Address. 





City lone State 
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LET’S TALK ABOUT SELLING WIRE ROPE! 


YOU and your associates probably have discussed adding a 
wire rope line many times and because Macwhyte 
specializes in the manufacture and sale of wire ‘a 
rope, we thought you'd be interested in knowing of our 
services to distributors. We have long been a leading wire rope manufacturer, 
in business since 1896. We make a complete line of quality wire rope, slings and cable 
assemblies in our own wire and rope mills. There are large Macwhyte warehouse stocks in 
locations across the country to support distributors stocks, assuring prompt delivery to 
you of the best wire rope products to meet your customers’ demands. « « « « « 
Macwhyte distributors get full cooperation from factory 
district representatives to help increase and maintain 
sales. A constant national advertising campaign furnishes 
distributors with strong selling support. Imprinted cata- 
logs and circulars are readily supplied without charge 
as sales aids for all products. Let us tell you about 
Macwhyte distributor cooperation. Our district repre- 
sentative would appreciate an opportunity to discuss 
the advantages of selling Macwhyte Wire Rope. 
ASK HIM TO CALL!.. 





, MACWHYTE 


Le th J ft 


, company \ 
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OF HARPER'S 
GREATER BOLT STRENGTH 





AA 10 20 5 


— 


Substantiated proof of Harper’s great bolt strength was made by the 
Robert W. Hunt Company, in an unbiased test of Harper’s products and 
three other manufacturers. Tests showed that Harper products had 

35% greater tensile, 15% greater shear and 26% greater yield strength. 
This great strength, when added to the corrosion-resistant qualities 

of every Harper fastening, gives you the best that money can buy. It 
means increased service life and customer satisfaction. It also means 
another Harper difference to build goodwill for you and your 

products! See the yellow pages for your nearest distributor. 


THE H. M. HARPER COMPANY 


8212 Lehigh Avenue * Morton Grove, lilinois 
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Lyon Metal Products, Ine. 
Promotes Three 


William C. Warren was promoted 
to assistant to vice president-per- 
sonnel relations, Kenneth I. Mode 
was advanced to assistant director of 
purchases and Theodore R. Land- 
graf was promoted to buyer in the 
purchasing department by Lyon 
Metal Products, Inc. 

Mr. Warren also will serve in a 
staff capacity in connection with 
personnel operations at the firm’s 
plants in York, Pa. and Los Angeles. 
He joined the firm in 1951 and was 
named personnel supervisor in 1954. 

Mr. Mode, who joined the firm 
in 1952, was promoted to senior 
buyer in 1958. 

Mr. Landgraf joined the firm in 
1958 as a technical apprentice. 


Hajoca Capitol Branch 
Moves To New Quarters 


To improve service in the Wash 
ington, D. C. area, Hajoca Corp., 
Ardmore, Pa., moved its “Capitol” 
branch, formerly in Rosslyn, to new 
headquarters at Merrifield, Va., just 
outside Washington, D. C. 

The Capitol branch will operate 
from a new 36,000 sq. ft. building. 
This is one of Hajoca’s 23 branches 
in the Southeastern section of the 


U.S. 


Butterfield Appoints 
Two Sales Engineers 


James M. M. Granger and Frank 
R. Sanning were appointed sales en- 
gineers for the Butterfield Division, 
Union Twist Drill Co. 

Mr. Granger will cover western 
Michigan with headquarters in 
Grand Lodge, Mich. 

Mr. Sanning will cover Vermont, 
western New Hampshire and west- 
ern Massachusetts with headquarters 
in Worcester, Mass. 


L-S Appoints Atkins 


Landon B. Atkins was appointed 
sales and service representative in 
the St. Louis, Mo., territory for 
Lewis Shepard Products, Inc. 





thermoid 
VERSICON 


All-Purpose Hose 


The hose that wears like a truck tire! 


Tough braided rayon cord 


Work like this is rough on hose, but Thermoid-Quaker 
“Versicon”’ takes it in stride. ““Versicon’’ hose is built for 
high air pressures, up to 300 psi. It’s built to withstand 
dragging over jagged, abrasive rock. It resists oil, bak- 
ing sun or freezing cold. It’s the heavy gauge, tough 
neoprene cover that takes this kind of surface abuse. 
The tough braided rayon reinforcement gives it the 
extra strength to withstand high working pressures. 
The tube is a specially compounded synthetic that’s 


oil proof, heat resistant and will not flake or chip. 

“Versicon” is made in all sizes up to 144” and in 
lengths up to 500’ in some sizes. Also in one, two or 
three braid constructions for use with water, oil, grease, 
solvents, sprays and mild chemical solutions. 

See your experienced Thermoid Division Distributor 
for the right hose for your requirements, or write: 
Thermoid Division, H. K. Porter Company, Inc., 200 
Whitehead Road, Trenton 6, N. J. 


THERMOID DIVISION PORTER H.K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable. wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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Showmanship at Metal Show 


“Top Hands with Top Brands” was motto of Southwestern Precision Sales Co., 
Dallas, at Southwestern Metal Congress. Hats dramatized the theme. 


Salt Lake Hardware Shows Equipment Lines 


HARRISBURG 
COUPLINGS 


Harrisburg Seamless Steel 
Pipe Couplings are manufac- 
tured to A.P.I. and A.LS.L. 
specifications for petroleum 
and other industries. The 
Harrisburg developed pro- 
cess assures uniformity of 
threading unsurpassed in ac- 


, \ll types of equipment, plus machine and power tools, were featured. Business leaders, 
curacy of form, height, angle educators and students attended as well as production personnel. 


and lead. Order the best — 
order Harrisburg couplings. 


Division of HARSCO CORPORATION 
——. 


Two-day showing at Salt Lake Hardware Co.’s Machinery Division was one of the 
largest exhibits of its kind to be held in Salt Lake City. On hand to demonstrate were 
48 manufacturers’ engineers and salesmen. Exhibits were manned by 31 suppliers. 
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Sales Meetings Help New Distributor 


MOLLY 


Screw Anchors 


the perfect fastener to 
hold anything securely in 
hollow walls, floors, ceilings 


BETTER THAN NAILS & SCREWS 
Molly allows you to install fixtures ex- 
» + mot 


Melly requires a much smaller hole and 

ch is per t.. . fixteres 
can be 4 and laced im the 
same anchor. 








iF 
Ls, WALDS Wh ANY KIND OF 
woe 3} HOLLOW CONSTRUCTION 
smo wan || UP TO 1-3/4" THICK 


hollow 
glared tile, marble, metal, glass, etc. 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


Niles J. Brook (left), vice president of J. T. Slocomb Co., shows a quick-acting dial sg 
micrometer for measuring moving rolling stock material to Joseph A. Kawie, president, PPT =. ® 
Kawie Tool Supply Co., East Hartford, Conn. These meetings, held with new distribu- 


tors are part of the revised distribution and sales program adopted by J. T. Slocomb Co CORPORATION 
230Y WM. Sth St, Reading, Pa. 

















A new concept in the coating field 


GACOTE NA-62 


WHAT IT IS: for resistance to weathering, moisture 


Gacote NA-62 is an economical com- and mild chemical service where costly GACOTE 


bination neoprene asphaltic coating coatings are not justified. 


WHERE IT IS USED: NEOPRENE* 


Underground pipe Lining water tanks (non potable water) 


Underground tanks Moisture barrier HYPALON* 


Pipe and tank exteriors Damp surfaces 

Structural steel Sealing old roof structure 

Under coating Wooden box car roofs VINYL 
OUTSTANDING CHARACTERISTICS: E POXY 


No primer required Good weathering resistance 
Easily applied to damp surfaces Good moisture resistance 


Remains flexible Minimum surface preparation URETHANE 


Will not crack in cold temperatures 


For further information, write. Distributor inquiries invited. "SHEET AND LIQUID 


GATES ENGINEERING COMPANY, WILMINGTON 99, DELAWARE 
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The “MER-MAID” 


Viny! plastic 
Sanitary & hub types 
Available in all sizes 
Strong & lightweight 
Chemically inert 
Straight or crown face 
Non-toxic, tasteless 
Non-sparking, odorless 
Weather resistant 
Fully machined 


The “RED HEAD” 


Seamless steel tubing 
Hub type only 
Available in cll sizes 
General conveyor duty 
Completely sealed unit 
Straight or crown face 
No welded face seams 
Discs welded to rims 
Uniform surface 
Fully mochined 





POR COMPLETE LITERATURE, PRICES AND DISTRIBUTOR DISCOUNT, WRITE OR PHONE: 


? f 





THE 

“BUSINESS SIDE” 
of 

CLOVER ABRASIVES 


The technical data on the reverse side 
of coated abrasives is important to 
users and purchasers — so is the name 
of the maker. If it is “Clover”, it 
means dependable performance in two 
ways: as a tool; as a salable product. 

Check Clover’s Profit-Planning 
Distribution Policy. Write or 
telephone for details. Clover means 
business — at a profit! 


Clover Manufacturing Company 
Norwalk, Connectieut 


WMakers of the famous 


CLOVER Grinding and Lapping COMPOUNDS 


Victor 7-4515 I 6 


Since 1903 
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MAKE PUBLICITY WORK FOR YOU 
says sales manager Robert Staska, Warner 
Hardware Co., Minneapolis, where sales- 
men carry scrapbooks containing published 


accounts of successful applications on all 
calls. 





New Stamp Promotes 
Employment of Handicapped 


This stamp, printed in blue was 
released August 28, coinciding with 
the opening at the Waldorf-Astoria, 
New York City, of the first World 
Congress ever held in the U.S. by 
the International Society for the 
Welfare of Cripples. 

The stamps are printed on the 
Corrtell presses, in sheets of 50, elec- 
tric eye perforated. 





wisss CATALOGUE OF BEST SELLERS 


‘ a 
f 


Bent Trimmers*. Professional bent handles and incompara- 
bly efficient inlaid blades. Widely used in tailoring, carpet 
laying, upholstering, tire making, bookbinding, and many 
other fields. Sizes from 7” to 12”. Illus. No. 27-7". 

No. C-4E and No. 625 Electronics and Filament Cutters. 
Tough, sharp, perfectly designed scissors widely used in the 
electronics field for cutting light wire and filament. 

No. 175-ES Notched Electrician's Scissors. Blades have two 
notches .. . one for stripping 19 gauge .035 wire, the other 
for 23 gauge .022 wire. 

No. 175-E6 New Electrician's Scissors. New for cutting and 
stripping. Fitted with pad at points for stripping flexibility. 
No. 175-E Standard Electrician's Scissors. Extra hard 
blades. Small in size but very powerful. 


Upholstery Shears*. Extra heavy-duty raised blade shears, 
Illus. No. 20W-10”. Also available in 12” size. 
® Ask about custom edge grinding for special cutting jobs. 


Mill Scissors. Sharp, trim points, hardened and tempered 
blades, plain ring handles. Complete range of sizes from 
3%” to 6” . Illus. No. 765-5”. 


Mill Scissors. Used in cotton spinning, weaving and hosiery 
mills. One blunt, one sharp point, fitted ring handles. Avail- 
able in 5” and 6” sizes. Illus. No. 815-5”. 


No. 2-DA Filorist’s Shears. Long handles, short blades. 
Nickel plated blades. One blade serrated. 

Industrial Straight Trimmers*. For all industrial trimming. 
Sizes from 6” to 10”. Illus. No. 36-6”. 

No. 1-DS Metal-Cutting Shears. Extra long handles, short 
blades give increased cutting leverage. Size 8”. 

No. 908-8” Multi-Purpose, Plastic, Poultry, Wood. These 
and the No. 907-7” pruners, are practically’ indispensable 


in many diversified fields such as plastics, poultry, venetian 
blinds and wood industries. 


J. WISS & SONS CO., NEWARK 7, N. J. 
World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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BLE-ACTIO 


Line! 


NATIONAL 


KAN] NK 


SPRING WASHERS 


The NATIONAL 
LOCK WASHER COMPANY 


Representatives in Principal Cities in the United States and Canada 
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Miller Tool & Supply Co. 


Now a Corporation 

Miller Tool & Supply Co., San 
Francisco, was incorporated by 
its managing partners, Charles F. 
Malerbi, now the president and 
Harold C. Holsten, now vice pres- 
ident. 

Founded in 1917, the company 
was purchased by Mr. Malerbi from 
David A. Miller in 1946. Mr. Hol- 
sten became a partner in 1952. 


General Trading Expands 
Company Facilities 


General Trading Co., St. Paul, 
Minn., a division of H&B American 
Corp., announced a $100,000 expan- 
sion and modernization program of 
company facilities throughout the 
North Central states. 

Under the plan, operation of re- 
gional warehouses will be discon- 
tinued, and all warehousing will be 
handled at St. Paul, where a com- 
plete materials handling system is 
being installed to double storage 
capacity and provide a continuous 
60-day supply of equipment. 

The company will maintain its 43 
stores in Minnesota, Wisconsin, 
Michigan and North and South 
Dakota. These will provide local 
outlets for General Trading’s 35,000 
lines. 


New Manager 

William J. Held was appointed 
manager of warehouse operations 
and traffic control, to supervise the 
new warehouse expansion and mate- 
rials handling system. 


Braun Co. Elects 
New President 


Robert H. Braun, Jr., was clec- 
ted president of the Robert H. 
Braun Co., Los Angeles material 
handling equipment distributor. He 
succeeds his father, Robert H. 
Braun, Sr., who is how chairman 
of the board of directors. 

Mr. Braun, Jr., started with the 
firm in 1946 as a mechanic, he has 
been vice president for the past ten 
years. 





A PROVEN success! () | | Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
newable Seat Ring ronze Gate 
Valve is sold only by the Fairbanks 
distributor. How your customers go 
for this unique product that makes 
it possible for them to replace the 
nicke! alloy seat rings and wedge in 
7 to 10 minutes—without ever re- 
moving the valve body from the line! 
And no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
and iron body valves. Valves that 
are being specified and installed in 
an ever increasing number of the 
= newest, most modern build- 
ngs! 


BUILDING 


Us 


SUN aS 
AND 
PROFITS 

_ YEAR 
AFTER YEAR 


FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 

the highly acceptable product that’s 

70-years proven to give faster and 

safer handling, and more de- 

me pes service. Fairbanks na- 
0 


i 
—a Fitted” is doing a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
roblems, there’s a Fairbanks Two- 
heel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savi Sure it pays you to fea- 
ture Fai Trucks—with the 
extra sales features that make them 
easier to sell. 


Ny _ 
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New! Thumb Action 
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¢One-Hand Operation 
* Precision Engineered 
© Chromium-Plated Steel 
Handles ond Mirror Cases 


pA Plated Copper. 
Mirrors © (wen 
Springs « Exclusive 

Action Design 
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Allied Metal Hose Elects 
Cahn Sales Director 


Frederic R. Cahn was elected di- 
rector of sales for Allied Metal Hose 
Co. He was sales manager for the 
firm. 

Since joining Allied in 1950, Mr. 
Cahn has held a number of execu- 
tive positions, ir.cluding applications 
engineer. 

As director of sales, he will co- 
ordinate Allied’s program of adver- 
tising, promotion, public relations 
and sales-engineering. 


J. T. Slocomb Appoints 
Factory Representatives 

Cliff Warner Sales Co., Kenneth 
B. Komp Sales Co., and Carl E. Von 
Der Heide were appointed exclu- 
sive factory representatives by J. T. 
Slocomb Co. 

Warner Co. will cover the states 
of Colorado, Wyoming, Montana, 
Utah, New Mexico, and Idaho. 

Komp Co. will cover Southern 
California and Arizona. 

Carl E. Von Der Heide will cover 
the state of Michigan. 

Each representative's organiza- 
tion will be responsible for the ap- 
pointment and supervision of dis- 
tributors. 


Fairbanks Moves Shattles; 
Appoints A. T. Giles 


Joel R. Shattles was transferred to 
the Florida-southern Georgia sales 
territory, and A. T. Giles was as- 
signed to replace Mr. Shattles in the 
Virginia-castern North Carolina area 


for The Fairbanks Co. 





A. T. Giles 


Mr. Shattles brings to his new 
territory considerable experience in 
selling Fairbanks products. He will 
work out of Jacksonville, Fla. 

Mr. Giles is new with The Fair- 
banks Co. but is an experienced 
industrial supply salesman. He pre- 
viously sold for a machinery and 
supply company in eastern Virginia. 


Small Business Owners 
Go Back To School 


A record number of smal] busi- 
ness owners and managers are going 
back to school to increase their 
knowledge of up to date adminis- 
trative management techniques, ac- 
cording to Philip McCallum, ad- 
ministrator of the Small Business 
Administration. 

Mr. McCallum reported a 31% 
increase during the past fiscal year 
in the number of administrative 
courses co-sponsored by SBA. 

During the next fiscal year SBA 
expects to co-sponsor 300 courses. 


Wilson Appointed Manager 
By Lewis Supply Co. 


R. F. Wilson was appointed man- 
ager of the engineering and power 
transmission department of Lewis 
Supply Co., Memphis, Tenn. 

At the same time, Charles Meador 
was appointed an outside salesman, 
to travel northeast Mississippi. He 
has worked with the inside sales 
force for the past five years. 

Mr. Wilson was formerly with 
Walmsley Bearing Co. of Memphis. 


HERE ARE 8S New7 B&S 
Gutting Tool 


Gatalogs 


THAT MAKE EVERY SALESMAN AN EXPERT! 
Ip 


END MILLS 


56 Pages of— 

Tool Design Data 

Tool Tolerances 

Tool Features 
Materials to Cut 
Production Uses 
Dimensional Drawings 


CUTTERS 


44 pages of— 

Tool Design Data 

Tool Tolerances 

Tool Features 
Materials to Cut 
Production Uses 
Dimensional Drawings 


44 pages of— 

Tool Design Data 

Tool Tolerances 

Tool Features 
Materials to Cut 
Production Uses 
Dimensional Drawings 


We are anxious to have you see and use these 
new Cutting Tool Catalogs... 


Never has there been more specific Milling Cutter 
information organized into more effective sales tools. 





Brown & Sharpe Brown & Sharpe Mig. Co. 
Providence 1, Rhode Island 
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Gest on the market! 


CAST BRASS 


HOSE COUPLINGS 


@ Used extensively for 
air or steam 


@ Straight Iron Pipe 
Thread 
White for Catalog 


WROUGHT BRASS 
RUSTPROOF 
H B SHERMAN HOSE CLAMPS 


MANUFACTURING CO 


WORLD'S STANDARD 


ESSEX oevices 
**MULTIPLEX”’’ 
SIGHT FEED 


LUBRICATOR 








@ Electric Solencid-Operated Valve for Automatic Lubri- 
cation of Bearings ond Journcls. One te fourteen 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- : a 
mum convenience, wide adaptability, and low W. Griffin Morrel 
LUBRICATING DEVICES price makes this a good item for volume sales. ‘ 
ae = lt is convenient to instali and operate for Black & Deck Reali 
AIR COCKS pumps, engines, machinery, etc. Stock them ac eaker Nealigns 
FITTINGS for prompt service. Let us send you the com- Top Management Posts 
let and mak 
. + ond other Brass Products ne ae ~hery oO you appy Robert D. Black, chairman of the 


board and president of the Black & 
ESSEX BRASS CORPORATION Decker Mfg. Co. announced the re 
Est. 1901 


23500 PINEWOOD 9. ©. BOX 4607 alignment of top management in the 
a DETROM 34, MICHIGAN | Hower tool firm. 
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Under the new structure, Mr. 
Black will continue as chairman, 
chief executive officer, chairman of 
the executive committee and a di- 
rector. He has been a member of 
the firm since 1917. 

Alonzo G. Decker, Jr., formerly 
executive vice president, is now 
president of the firm succeeding Mr. 
Black. Mr. Decker will continue as 
a director. He joined the company 
in 1930 as an engineer. 

W. Griffin Morrel, vice president 
and director of the Chesapeake and 
Potomac Telephone Co. of Mary- 
land and a director of B&D since 
1957, was named executive vice 
president. 

In addition to his directorates 
with Black & Decker and the Chesa- 
peake & Potomac Telephone Co., he 
is a director of several banks and a 
member, director or officer in many 
civic, philanthropic and educational 
activities of the Baltimore area. 

Celebrating its 50th anniversary 
this year, Black & Decker has ex 
panded from a little machine shop 
to an international organization of 
14 member companies and from an 
initial capitalization of $1,200 to a 
net worth of over $43-million. 


Sales Appointments 


Gordon N. Anderson was ap- 
pointed hardware sales representa- 
tive in the Chicago district replacing 
Bernard M. Christy who resigned. 
Mr. Anderson will have headquart- 
ets in Minneapolis. 

James A. Smith was appointed 
industrial-automotive sales represen- 
tative in the San Francisco area. 

George Rudat was appointed 
branch service manager at the Chi- 
cago factory service branch replac- 
ing A. A. Lazar who resigned. 

Charles L. Perz was appointed 
branch service manager at the Pitts- 
burgh factory service branch follow- 
ing Mr. Rudat’s move to Chicago. 


New San Diego Branch 

A new San Diego service branch 
was opened at 3811 El Cajon Blvd., 
San Diego. James J. Prendergast 
was appointed branch service man- 
ager. 





Write fer the full story 
on QD sprocket design 
and sales features. 


NOW YOU GROSS 38.24% 
ON FORTWGETH QD SPROCKETS 


That’s the difference between Fort Worth’s competitive suggested 
consumer prices and new reduced distributor prices. This reduction 
is possible because of greater quantity production resulting in lower 
costs. One sizeable saving stems from the fact that the same QD bush- 
ings are used in both Fort Worth QD sprockets and QD sheaves. Fort 
Worth’s QD bushing volume is thereby large enough to enjoy the 
cost-saving efficiency of automatic machining. 


Suggested consumer prices of Fort Worth QD sprockets are competi- 
tive with and in some cases lower than style B sprockets after charge 
for reboring, keyway and set screw. 


HIGH QUALITY — Fort Worth roller-chain sprockets are made to the 
highest standards of —_ control and workmanship. All stock sizes 
are made of steel. The smaller stock sizes receive Fort Worth’s exclusive 
Blackote finish and are individually boxed. 


COMPLETE SPROCKET LINE —In addition to QD, Fort Worth manu- 
factures and stocks styles A, B, and C sprockets, all made of steel. 


OUTSTANDING AVAILABILITY, SERVICE —In strategic warehouses 
across the nation, Fort Worth maintains large stocks of roller chains 
and sprockets, in a great variety of stock sizes. For example, there 
are some 330 stock sizes of QD sprockets, from % to 2%-inch pitch. 
Special y made-to-order sizes are shipped promptly, usually within 
two weeks. 


ENGINEERING, SELLING AIDS include engineering catalog with com- 
plete data for proper selection of roller-chain drives to meet specific 
needs — and a slide series to acquaint distributor personnel with OD 
sprocket sales features. 


For complete information on Fort Worth sprockets and service, write 
P. O. Box 1038, Fort Worth, Texas. 


Fort Worth 


STEEL AND MACHINERY COMPANY 
V-BELT DRIVES—ROLLER-CHAIN DRIVES—SCREW CONVEYORS—INDUSTRIAL FANS 


Warehouse stocks in Fort Worth, Jersey City, Memphis, Atlanta, , St. Louis, Kansas Ci 
Bouton, Oldchems Cho, Denser, Les Anate San Prone bane Obes in tk Fae 





Inquire about Select Franchises Available Now 
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Woodworking Distributors 
. To Meet September 29-30 THE TRADE CALLS 
National Detroit , 


The First Annual Convention of 


Woodworking Machinery Distribu- D . 34 ra fet 

tors’ Association will be held at La- ; 

rofitmakers Salle Hotel, Chicago, Sep. 29-30. STEEL BLUE 
! Mil As a feature of the convention, a eg L 

, joint session has been arranged with SAT 0d 


A WA 


f 0 [ the Woodworking Machinery " LO ge 


. oe making 
Manufacturers’ Association, whch y 


. : f 
(| Str H) li {0 rs will hold its Fall meeting concur- pli I = a , 
. d rently. The group session will dis- ‘ 
cuss “Factors To Be Considered In — 
Our Mutual Responsibilities To 
The Customer On Warranties And 
On Service.” 

Speakers at the convention will 
be: John F. Spaulding, president of 
Skil Corp., “The Evils and Pitfalls 
of Price Cutting”; John M. Stewart, 
purchasing agent, Greenlee Bros. & 
Co.; Leslie H. Geddes, Greenlee 
Bros. & Co., president of the Wood- 
working Machinery Manufacturers’ 
Association, “The Values of Work- 


ing Together”; Robert Sheridan, THE DYKEM COMPANY 
president of Nationwide Leasing pouepengggicernd 


DUAL ACTI ON | co. “Leasing Arrangements of In- cents, sted alk tscamabeaeanss 


i a he te, terest to Machinery Distributors”; 
pe me ee W. C. Hogren, executive vice presi- 
abrasive scratches . . . paper does not | dent, Hitchcock Publishing Co.; 
fill up. Superior eC ayeram. — “What Can Be Done About For- 
surfaces, removing peEnOvING eign Competition”; and Ernest A. 
ee ae ee Doe nog -~ Clevenger, vice president, Corley 
new abrasive kit for demonstration | “fg. Co., will speak on “Why and 
will help you sell. How The Successful Machinery 
Distributor Looks Ahead.” 

The Woodworking Machinery 
Distributors’ Association was organ- 
ized September 23, 1959. The asso- 
ciation recently issued a report on 
Overhead Costs for the Year 1958, 
which gives details, in percentages, 
of the various expenses of distribu- 
tor members. A similar report is 
now being compiled for 1959. 

The association has also released 
a “Report on Methods of Compen- 
"MITY - MIDGET” | sating Salesmen, Their Expenses 
and Other Pertinent Matters Relat- 
Reliable, popular, proven ... all de- | ing to Salesmen’s Agreements.” 
— peer Peer por A monthly business index, show- 
thesiaaahans a - poy oy ing the percentage change in new 
and lowers costs. And, it isadependable | and used machinery sales compared 


profitmaker for industrial distributors. | monthly to a base period is also one 
Write today for our new catalog. 





of the major activities of the newly 
organized WMDA. Now in prepa- 
ration is a membership directory, 
which includes a code of ethics. 


MATIONAL-DETROIT, INC. 
ROCKFORD, ILLINOIS 
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Weller Appoints Barrese 
Industrial Sales Manager 


Joseph J. Barrese was appointed 
industrial sales manager for Weller 
Electric Corp. 

In his new capacity, Mr. Barrese 
will be responsible for promoting 
and developing the sale of “mag- 
nastat” soldering irons and will assist 
in establishing franchised distribu- 
tors on a national basis. 

Mr. Barrese was formerly sales 
manager of Mannesmann-Easton 
Plastic Products Co., Inc. 


Sprayon Appoints Three 
As Regional Managers 


Edwin O. Bergdah! was appointed 
Western regional manager; William 
C. Murphy, Midwest regional man- 
ager; and John R. Sinding, Eastern 
regional manager for Sprayon Prod- 
ucts Inc. 

Mr. Bergdahl, associated with 
Sprayon for four years as a manu- 
facturer’s representative, will be in 
charge of the 11 western states. His 
headquarters will be San 
Leandro, Calif. 

Mr. Murphy, formerly with Rey- 
nolds Metals Co., will cover west- 
ern Michigan, 
Wisconsin, 


m 


Indiana, 
Minnesota, lowa and 
Missouri, with offices in Milwaukee. 

Mr. Sinding’s territory runs from 
the New England states to Virginia. 
He will work out of Wynnwood, 
Pennsylvania. 

These new managers will work 
with Sprayon representatives in serv- 
icing industrial with 
Sprayon products. 


Illinois, 


distributors 





this sales builder 


OPENS NEW DOORS FOR YOU 


a 
i 


INDUSTRIAL 
PRODUCTION 
DEVICES 


... now an off-the-shelf line 


Here's an opportunity to increase your share of the growing market 
for fluid power components and equipment. The air-powered prod- 
ucts in this well-established line have been carefully selected for 
distribution through industrial supply houses and mill supply job- 
bers. They're easy to stock, sell, install, use and service. 

They're backed by a leader in the fluid power field, by effective 
national advertising and practical sales help. 


They have almost universal application in the industrial field. They 
complement rather than compete with your present mechanical and 
electrical power transmission equipment lines. 


Madama 


why not get the facts now? A note on your letterhead will bring 
complete details, including your copy of 
our new 12-page Industrial Production 
Devices catalog. 


Madonna) «0% 0rr+00 


54 


INDUSTRIAL PRODUCTS DIVISION 
139 PREDA STREET + SAN LEANDRO, CALIF. 
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[uincy puts POWER 
INTO COMPRESSOR SALES! 


, Stocking the 1960 “Q-LINE” 
means gaining new compres- 
sor customers... and 
because of QUINCY’s per- 
formance and reliability, 

e those customers will be with 
you to stay! Get details on 
uincy QUINCY COMPRESSORS 
COMPRESSORS 


QUINCY COMPRESSOR CO., Quincy, Ililinois 





ONLY 
ETTCO 
TAPPERS 


© Faster, more 

accurate topping 
@ Smoother running 
pli © Longer lasting 

@ Much more sensitive 

@ Sealed in oll 
© Fit any drill press 
Weg Fetter ote Stern oe See 


ETTCO TOOL & MACHINE CoO., INC. 
569 Johnson Avenue, Brooklyn 37, N.Y. 
Chicago © Detroit « Les Angeles * indicnapolis * Hartford 
See us in Booth 247, Production Engineers Show 
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Bristol Co. Acquires 
Electronics Firm 


The Bristol Co. subsidiary of 
American Chain & Cable Co., Inc., 
acquired Hanson-Gorrill-Brian, Inc., 
Glen Cove, New York. 

Hanson - Gorrill- Brian manufac- 
tures Data-Master digital data log- 
ging equipment, thyratron power 
amplifiers, transistorized servo con- 
trol amplifiers, thyratron and silicon- 
controlled-rectifier control units, in- 
fra-red pyrometers and detection in- 
struments, and special-purpose vac- 
uum tubes. 

The business will be operated 
through a new subsidiary to be 
known as The Data-Master Corp. 
and will retain the same manage- 
ment and engineering staff. 


G. E. Appoints Corning 
Marketing Manager 

Robert V. Corning was appointed 
marketing manager of the General 
Electric Co.'s large lamp depart- 
ment. 

Mr. Corning was temporarily serv- 
ing in the post during the absence 
of Ralph H. Humbert, whom he 
succeeds. Mr. Humbert has suf- 
fered prolonged illness, and will re- 
main as a consultant 

Mr. Corning started with G. E. 
as a mailboy in 1934, and since then 
has risen in the company ranks 
through various sales positions. 


T. B. Wood's Opens 
New Regional Warehouse 


T. B. Wood's announced the 
opening of its new Southeastern 
regional warehouse and office build- 
ing at 1736 De Foor Pl., N.W,, 
Atlanta, Ga. 

The building is one-story, 6,300 
sq. ft., with 600 sq. ft. for office 
space. It will carry complete stocks 
of Wood's products. 

The new warehouse will be under 
the jurisdiction of Joe Seawell, Jr., 
regional sales manager. Robert E. 
Belle Isle will act as warehouse 


supervisor. 





Sydney E. Cowlin 


Eaton Market Research Head 
Enters Episcopal Ministry 


Sydney E. Cowlin, director of 
market research for Eaton Mfg. Co., 
is abandoning a business career of 
nearly twenty years, to become an 
Episcopal priest. 

Mr. Cowlin has enrolled in Bexley 
Hall, theological seminary of Ken- 
yon College for the September term. 
He will be the oldest student en- 
rolled in the seminary. He said that 
becoming a minister has been his 
dream for a number of years. 

Mr. Cowlin is representative of a 
trend throughout the Episcopal 
Church, of older men with families 
leaving business and professional 
positions to enter the ministry. 

He started with Eaton as a lab 
oratory technician for Reliance in 
1942, the following year he joined 
the advertising and sales depart- 
ment. 

He came to Eaton’s main office 
to found its department of market 
research, which he has directed. 


Owatonna Appecints Pauler 
Industrial Sales Engineer 


Francis J. Pauler was appointed an 
industrial sales engineer by the 
Owatonna Tool Co. 

Mr. Pauler will work closely with 
manufacturers in the design and 
application of special OTC manual 
and hydraulic maintenance 

Prior to joining OTC he was with 
Wright Tool Co., Royal Oak, Mich. 


tools. 








(Ce Excellent Service 
(@ Nationally Advertised and Accepted 
Products 


4 re Engineering and Technical Aid 
"i Assistance in Developing New 
‘ Customers 

L@ Sales Promotional Literature 


Ee One Source of Supply for a Com- 
, plete Allied Line 


ET your sales boost into orbit with 
the complete Upson-Walton line 
that will increase your profits! 
Inquire as to how it will pay you 
to distribute Upson-Walton products. 
Catalog and product literature avail- 
able upon request. 
a 2 “a fe 
at- 


[:. UPSON-WALTON 
COMPANY 


; ; 12525 Elmwood Avenue 
yy a4 Cleveland 11, Ohio 
Manufacturers of Wire Rope, Rope Fittings, Crane Hook Blocks, Tackle Blocks Since 1871 
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FIND OUT WHAT'S doing with Kester distributors. Do it ioday! 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenve * 


Newerk 5, New Jersey * 


Ancheim, California + 
Over 60 Years’ Experience in Solder and Flux Manufacturing 


Chicogo 39, Illinois 
Brentford, Onteric, Canade 





SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users 


COLLIS Heat Treated Sleeves and Sockets ore 
manvfoctured by skilled workmen to give long 
durable service and extra long life. This type 
of sleeve has less chance of nicks and assures 
same accuracy with longer runs. 


Call at once for our representative to explain 
about the Complete Collis Line of Lathe 
Centers, Arbors, Drill Drifts, and Magic Type 
Chucks as well as Sleeves. and Sockets and 
Collets. 


"Call Collis for Service” 
mum THE COLLIS COMPANY aumuumm 


DEPT. A, CLINTON, IOWA 


The Collis 
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Fort Worth Steel Co. 


Appoints Rodgers Manager 


Estin L. Rodgers was appointed 
San Francisco district manager of 
Fort Worth Stecl & Machinery Co. 

Previously Denver district man- 
ager for the firm, Mr. Rodgers now 
directs the company’s San Francisco 
district operations from the firm's 
office and warehouse at 307 Corey 
Way, South San Francisco. 


St. Louis District Manager 
John Burke was appointed St. 


Louis district manager for Fort 
Worth Steel & Machinery Co. He 
was previously customer service en- 
gineer in the firm's home office. 


58% Of Space Sold 
For Marine Suppliers Show 


Fifty-eight percent of the avail- 
able space for the 2nd Annual 
Marine Supplies and Equipment 
Show, sponsored by the National As- 
sociated Marine Suppliers, Inc., 
Wash., D. C., has been sold to date. 

The show, to be held at the 
Roosevelt Hotel in New York City, 
Nov. 16-18, has another 15% of 
space tentatively sold, making com- 
mitments more than 70% sub 


scribed. 


SKF Industries Names Three 
To Eastern Sales Positions 


Donald H. Amidon was named 
manager of aircraft sales, Eastern 
region; Edgar K. Lofton was named 
district manager, New York; and 
Guy G. Werner was named district 
manager, New England for SKF 
Industries. 

Mr. Amidon, formerly New Eng- 
land district manager, joined SKF 
in 1948, as a sales representative. 

Mr. Lofton succeeds Harrison 
Wood, who joined the Reed Instru- 
ment Bearing Co., division of SKF. 
Prior to joining the firm in 1958, 
Mr. Lofton had been in the rail- 
way supply field 23 years. 

Mr. Wemer joined SKF in 1953, 
starting as assistant manager of dis- 
tributor sales. 





Zeari B. Wallace 


Bearing Headquarters Names 
Wallace Vice-President 


Zearl B. Wallace was appointed 
vice president by Bearing Head- 
quarters Co., Chicago, a division of 
Ray M. Ring Co. 

Mr. Wallace has been associated 
with the firm since 1948. He be 
came a sales representative in 1952, 
and was appointed manager of the 
company’s Calumet office when it 
was opened in 1954. Since 1954, he 
has been a steel mill specialist for 
the firm. 

He will continue to head the 
Calumet Branch of Bearing Head 
quarters. 


New Distributor Firm 
Formed In Akron, Ohio 


Good Technical Service, inc., 905 
Miami St., Akron, Ohio, was formed 
recently, as a subsidiary of Good 
Supply Equipment Co 

The newly formed firm will serve 
as a distributor for Imperial Brass 
Mfg. Co.'s high pressure tube fit 
tings and hose fitting lines 

W. C. Good is the sales manager 
of the firm 


Norvell-Wilder Promotes 


E. L. MacEwan 


E. L. MacEwan was promoted to 
manager of inventory by Norvell 
Wilder Supply Co., Beaumont, 
Texas. He had been purchasing 
agent. 

Ed Hilder and E. M. Robinson 
will head up the firm's purchasing, 
which has been departmentalized. 


EASY TO SELL ‘CAUSE 
ITS KNOWN SO WELL'!... 


TARAS 


-OF CINCINNATI! 


The Hisey line is welcomed by machinery buyers 
the nation over. Check on your possibility for 


EXTRA SALES—EXTRA INCOME—WITH HISEY! 


P.S. Ask about the few key 
area distributorships now open. 
We're on the move at Hisey . .. 
WRITE TODAY! 


From 
Surreys to Sports Cars 





A famous nome in 
grinders and buffers! 


Hisey 


Yes, for more than a half- 
century, the name Hisey 
has meant high quality, 
low cost machine tools in 
every kind of industry. 
From horse-and-buggy 
days till now, Hisey has 
kept pace with America's 
ever-changing machine 
tool needs. Write today 
for Hisey catalogs de- 
scribing and picturing a 
leader line among the 
nation's outstanding 
heavy duty and general 
purpose grinders, buffers 
and polishers. 


Hisey 


THE HISEY-WOLF 
MACHINE CO 
| 360 MT. HOPE AVE. 
GiTatalslslehiM: a @laite 








la - 


é > 











INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1960 





Master 


PADLOCKS 


for industrial 
protection! 


—~ “ 
er. cs 


} 


33 


WEN ee Grae 


Worlds Largest Padlock Manufacturers 


242 


Erskine-Healy Celebrates Fortieth Anniversary 


As Erskine-Healy personne} look-on, James Conklin, president of the Purchasing Agents 
Association of Rochester, cuts the ribbon to start the two-day industrial canis u 


m 


More than 1500 guests inspect the booths set-up by thirty-five exhibitors at the show. 


Erskine-Healy, Inc., Rochester, 
N. Y., recently held an industrial 
show to commemorate the 40th an 
niversary of the firm’s founding. 

More than 1,500 guests attended 
the show held in Rochester's Com 
munity War Memorial. 

Thirty-five exhibitors displayed 
their products which included abra- 
sives, machine tools, lighting and 
building products and electronics 
equipment. A number of the booths 


New Warehouse Opened 
By Syracuse Bearing Co. 
Syracuse Bearing Co., Syracuse, 
N. Y., opened a new warehouse in 
Watertown, N. Y. at 131 Moulton 
Street. 
In addition to its regular lines, 
Syracuse Bearing will also be han- 
dling power transmission items. 
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were used by the exhibitors at their 
own national trade shows 

The first day, the show was held 
exclusively for purchasing agents 
and plant executives. Raymond F. 
Healy, president, Charles H. Wes- 
ton, vice president and others were 
on hand for the ribbon-cutting, per- 
formed by James Conklin, president 
of the Purchasing Agents Associa- 
tion of Rochester. The second day, 
the show was opened for all. 


Parker Named Sales Head 
By Anti-Corrosive Co. 
Mayland L. Parker was appointed 
general sales manager of Anti-Cor- 
rosive Metal Products Co., Inc. 
With the firm since 1955, Mr. 
Parker was formerly manager of 
the plastic division and assistant 
sales manager. 





Noland Plans New Facility 
In Decatur, Alabama 


Noland Co., Newport News, Va., 
plans to build a new $200,000 fa 
cility in Decatur, Alabama between 
6th & 8th Ave., Northeast. 

The firm's building will combine 
warehouse, showroom and office fa- 
cilities, with surrounding space for 
parking and truck movement. Occu 
pancy should take place early in 
1961. 

Until now, the firm has occupied 
leased quarters on Lee Street in 
Decatur. It is one of 37 branches 
operated by Noland. 


Blystone Equipment Moves 
To Montebello, Calif. 


Blystone Equipment Co., re 
cently moved headquarters from 
Santa Ana to a new 4,000 sq. ft. 
facility in Montebello, Calif 

The firm is a distributor of com 
pressor and air tool parts and equip 
ment, 


Modified Station Wagons 


For demonstration purposes, and 
to speed delivery, a number of sta- 
tion wagons have been rigged to 
carry air tools; cach wagon has a 
trailer hitch for drawing an 85 or 


125 cfm. compressor. 


U. 8S. Rubber Co. 
Appoints Klintworth 


H. Fred Klintworth was named 
product manager of plastic sales for 
the mechanical goods division, U.S. 
Rubber Co. 

Mr. Klintworth was acting man- 
ager of plastic sales since last No- 
vember, when he joined U.S. Rub 


ber at its Passaic, N. J., plant. 


Continental Screw Appoints 
Sales Representative 


Arthur G. Arispe was appointed 
direct sales representative covering 
northern Illinois, lowa and Wis 
consin for Continental Screw Co. 

Mr. Arispe has been in the indus- 
trial sales field seven years. 





RAWL 


A COMPLETE LINE OF ANCHORING AND DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY. 


\ 


Rawipiugs 


THIS COMPLETE LINE LETS YOU FILL THE BILL 


Saber-Tooth Muilti-Catks Catk-ins 


Raw!i-Drives Scru-Leads Lag-Shields 


FOR WHATEVER YOUR CUSTOMERS NEED FOR 


\ 


Spring-Wings M/T-R/T and 1/S-S/T forged drills Fast owe and ace flute 


FASTENING TC OR DRILLING IN MASONRY. 


if you'd like to know more about this full line of high profit, 
user accepted masonry anchors and drills, please call or write 


J. E. BURKE — Marketing Manager—Wholesale Division 


THE RAWLPLUG COMPANY, INC. 


204 Petersville Road, New Rochelle, N. Y. 
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PAID FOR THEMSELVES 


on the 
FIRST 


JOB! 


MULTI-DRILLS are self-liquidating adjustable multi- 

ple spindle drill press attachments for production drill- 

ing. They multiply the speed, efficiency and production 

of men and machines many times over. They can 

quickly pay for themselves—often in the first week of 

operation. MULTI-DRILLS are available in meny 

models designed to drill from 2 to 15 holes (and more) 

at one strike of a drill press. Thousands of MULTI- 

DRILLS in use today are proving that you can save 

time and money by multiple drilling with a Commander 

Adjustable MULTI-DRILL. Ask your nearby Commander Distribu- 
tor to show you how a MULTI-DRILL can reduce your hole costs. 


Write for the Production Tool Catalog today. 


2 ommander mre. co 


4218 WEST KINZIE STREET ° CHICAGO 24, ILLINOIS 
See us at Booth No. 321, Production Engineering Show, Chicago, Navy Pier 





ADD ANOTHER PROFIT MAKER 
TO YOUR CARBIDE TOOL LINE 


CARBIDE TIPPED 
CUT-OFF TOOL 


Here's the Cut-Off tool that will increase your customers’ production 
up to 300%. The rigid “Non-Flex” carbide tipped tool will cut off 
solid or tubular stock of machineable ferrous or non-ferrous metal 
faster and with many, many more cuts between grinds than with 
conventional cut-off tools. It will cut straighter and smoother, often 
eliminating a secondary facing operation. This is the cost cutting, 
time-saving tool your customers are looking for. Write today for com- 
plete information and learn of the many advantages of “Non-Flex.” 


| GENERAL MACHINE COMPANY, INC. 


EMMAUS, PA. 














INC. ] 
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St af ¥ae 


eATEREAL HANDLING uipment 
— in May increased nearly 25 points, 

ym to the monthly bookings index 
of the Material Handling Institute, Inc 
According to C. L. Fell, MHI president, 
booki in the industry are now nearly 
7% yw the 1959 level, however con 
tinued increases can be expected for the 
industry through 1960 


con. 





Wilson Co. Elects Three 
To Top Management Posts 

Mrs. Martha A. Wilson was 
elected board chairman, O. ]. Bag 
noli president and Alexander John 
was elected vice president of 
Thomas C. Wilson, Inc 

Mrs. Wilson was formerly presi 
dent of the firm. A post she held 
since the death of her husband in 
1936. 

Mr. Bagnoli, who joined the firm 
in 1931, was vice president-general 
manager prior to this promotion 

Mr. John joined Wilson's engi 
necring department in 1935. Most 
recently he was sales manager and 
assistant general manager 


ACCO Appoints Graham 
District Representative 


Buddie Graham was appointed 
district representative for American 
Chain & Cable Co., in Southern 
California, Arizona and Southern 
Nevada, operating out of the firm's 
Los Angeles Warehouse. 

For the past 30 years, Mr. Graham 
has been in sales of wire rope with 
the Pacific Wire Rope Co. 


Industrial Fastener Index 


June shipments of industrial 
fasteners rose to 94°, of the 1956 
58 average, the first upswing in three 
months. The unadjusted index for 
June 1960 is 98, Seasonally adjusted 
is 94. 





AMA Division 
Changes Name 


The American Management As- 
sociation approved a change in name 
for the Office Management Divi- 
sion. It will now be known as the 
Administrative Services Division. 

According to David J. Secunda, 
AMA vice president and general 
manager in charge of program, the 
division's program now covers office 
administration, data processing, sys- 
tems and procedures, administrative 
planning and control, management 
information and reporting systems, 
and management engineering and 
sciences. 


Cincinnati Milling Co. 
Appoints Maurice Gormly 


Maurice Gormly was appointed 
manager of the products division of 
the Cincinnati Milling Machine Co 

Mr. Gormly, with the firm since 
1951, was formerly director of the 
company’s grinding wheel labora 
tory and manager of the grinding 
wheel plant 

Mr. Gormly succeeds Philip O 
Geier, ]r., who is now vice president 
and assistant general manager of the 
Cincinnati Milling Machine Co. 


Nolen Elected A Director 
Of The B. F. Goodrich Co. 


Herman C. Nolen, president of 
McKesson & Robbins, Inc., was 
elected a director of the B. F. Good 
rich Co. 

Mr. Nolen is an advisory commit- 
tee member for Bankers Trust Co 
of New York, and a member of the 
National Industrial Conference 
Board. He has been president of 
McKesson & Robbins since 1956. 


Vickers Opens New Plant 


Vickers Inc., division of Sperry 
Rand Corp., established a new facil- 
ity in Waterbury, Conn., for manu- 
facturing standard hydraulic cylin- 
ders for the industrial marine and 
ordnance fields. The new plant in- 
cludes complete engineering manu- 
facturing, processing, raw 
and warehousing facilities. 


stores 


Production Man 


Efficient electric hoists...to 
move materials overhead 
and release floor space for 


more valuable operations. 


limit switches. CM-Alloy load chain. 








for the 
Maintenance 


Man! 











OISTS 


CM LODESTAR «ectaic cnain Horst 

4g to 2 ton capacities — First truly heavy duty version of 
small electric hoist. 3g ton model weighs only 51 Ibs. 
Heovy duty self-adjusting brake. Upper-lower safety 


CM METEOR «ecraic wine ROPE HOIST 

3s to S ton capacities — Compact, enclosed design. Low heod- 
room. Continuous duty motor with thermal overload protec- 
tion for heavy duty service. Precision bearings and helical gears 

for long life. Only 110 volts at push button control. 





Rugged lightweight hond ak 
hoists and pullers...to make 
your job easier and sofer 


CM CYCLONE HaNnp Holst 
\ te 10 ton capacities — Easy to carry 
and lift. One ton model weighs only 36 
pounds. Made of tough aluminum alloy. 
CM-Alloy load chain. High efficiency. 
Lifetime lubrication. 


CM PULLER THE“ONE MAN GANG” 
% to 6 ton — Lifts 
or pulls at any angle. Lever 
handle operation. Automatic load 
broke holds at any point. % ton 
model weighs only 13 pounds. 
CM-Alloy flexible load chain. 


om 











HOISTS 
REGIONAL 
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ALSO...CM and Cranes 


@ or Tecat stockia | stocking dis distributer. 
Cy CHISHOLM-MOORE HOIST DIVISION 


TONAWANDA, NEW YORK 
OFFICES: NEW YORK, CHICAGO, CLEVELAND 


in Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


1960 





WE 
WANT 
DISTRIBUTORS! 


VOLUME SALES IN EVERY‘ INDUSIRY 


The Genuinely Portable 
Toot That Gives ONE MAN You CAN'T BEAT THESE 


The Strength of FIFTEEN SELLING FEATURES 


Quality construction in- % + 1+ 1% TON MODELS ee 


cludes aircraft cable, plated ° e “ 
steel frame, ewenned parts woe yp t ie to Hs np Tens! Ridge Tool Appoints 
repack ey Foran Weighs Only 6% to 7¥% Ibs.! Milnikel to Midwest 


ries for specialized uses. Notch-at-a-Time Control Clark A. Milnikel will cover a 


Factory Guaranteed! several-state region west of Kansas 
City for the Ridge Tool Co. He will 
travel in a specially equipped sta- 
tion wagon to demonstrate Ridge 
Tool Co. products. 

The station wagon carries its own 
portable generator which powers the 
electrically operated pipe threading 
equipment he demonstrates. 

Mr. Milnikel was formerly with 
E. I. Dupont de Nemours & Co., 
Inc. 




















Reeker Replaces Coulter 
At Gates Hardware 


Lyle M. Reeker was appointed to 
$vi*L10°MACHINE-KUT | s¢ifio*...NO.1 the sales force of Gates Hardware 
eines t ae & Supply Co., Tulsa, Oklahoma. 


UMEXCELLED IN QUALITY 
PERFORMANCE eCOmMOmyY! 





S Were! WOOT Tate 


| Owl) Hetslee COSTS « 
oo 


Suiflo Products Are Sold By Selective Distributors 


(if you don’t know who your local SULFLO Distributor is, write us 
we'll be glad to send you literature and put you in touch with him.) 





Lyle M. Reeker 
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A. W. Coulter 


He succeeds A. W. Coulter, who 
retired after almost 35 years in the 
industrial supply field. 

Mr. Reeker was formerly with 
Convair, Hart Industrial Supply 
and Atlas Instrument Co., both of 
Tulsa. He was in training in the 
Gates offices and warchouse. 

Mr. & Mrs. Coulter will continue 
to live in Tulsa. 


New Process Twist Drill 
Names Merrill Hunt 


Merrill Hunt, works manager of 
New Process Twist Drill Co., was 
assigned to manage the firm’s oper- 
ation of a new line of machine screw 
and fractional hand taps for the 
New England market. 

The firm anticipates that the new 
line of taps will add to its service 
and distribution channels and en- 
large its sales force. 


J&L Appoints Heineman 
To Head Tulsa Sales Office 


Joseph A. Heineman, Jr., was ap- 
pointed resident manager of sales 
for the Tulsa sales office of Jones 
& Laughlin Steel Corp. He had 
been a salesman in the Tulsa office, 
since 1951. 

Before joining J&L in 1948, Mr. 
Heineman was associated with the 
Armco Steel Co. and with Steel 
Strip Sales Co. 





Model P-1 
Loking Tool 


Model TA-1 
Tension-Air 
Clamping Machine 
for Production 
Clamping 


A Complete Line for Your 
Hose Clamping Requirements 


There is a Puncu-Lox Hose Clamp and clamping 
tool for every need. All Puncu-Lox clamping tools 
are dependable, easy to operate, and apply to any 
size PuncH-Lox Clamp. Simple, manually operated 
types will handle general hose maintenance 
requirements—the Tension-Air Machine 

provides high-speed, long-run 

clamping production. 


The Sign 
of a GOOD 
" Hose Clamp 


pro 


Dept. U, 321 North Justine Street, Chicago 7, Illinois 
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scold aelelcte, 


PIPE NIPPLES 


Ye" to 1" Standard ond Extra 
Strong Weights, Block Grode 
“a” 
"i" to Ve" Double Extra Strong 
Weight, Block, Grade “A.” 

TO ORDER: 
Grode “8” Galvanized, Cold 
Orawn in Lorger Sizes. 


® Avoid errors. Nipples ore 
marked “SMLS” with Grade, 
Weight ond A.S.T.M. Spec. 


burgh NIPPLE WORKS In 
‘ RDEN 





MECHANICS KEEP ASKING 
FOR THIS HANDY 


~ DRILL 
DISPENSER! 


Helps you sell 
more drilis! 


Holds dozens of drills in round-bot- 
tom compartments 


3 models for lettered, numbered or 
fractional drills 
Built-in inventory or pricing system 
* eliminates need for record sheets 
id Compact 7x7x14 size—heavy duty 
drawers 


Write for catalog pages and circulars 
Biieag HUOT MANUFACTURING CO. 
551 Mo, Wheeler St. ¢ St. Poul W4, Minn. 


248 


Harris Appoints Sillaman 
Assistant Sales Manager 


Eugene E. Sillaman was ap 
pointed sales manager of the indus- 
trial division of Harris Pump & 
Supply Co. 

Mr. Sillaman joined Harris in 
1950. Prior to this promotion, he 
was Pittsburgh representative for 
the industrial division. 


Airborne Accessories Opens 


New West Coast Facility 


Airborne Accessories Corp., West 
Coast Division, will be located in 
a new office and manufacturing 
building located at 5456 W. Wash- 
ington Blvd., Los Angeles. The 
telephone number is WEbster 
§-3227. 

The branch will be under the 
direction of Edward W. Vernon, 
West Coast division manager. 


Alan Wood Steel Promotes 
Haddon And Toth 


William T. Haddon, Jr., was ap 
pointed assistant general manager 
of steel sales for Alan Wood Steel 
Co. Joseph Toth replaces Mr. Had 
don as Philadelphia district sales 
manager. 

Mr. Haddon, who joined the firm 
in 1948, served in various capacities 
in the Philadelphia office. 

Mr. Toth joined Alan Wood in 
1938, and has served in the market- 
| ing department since that time. 
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ARBOR 
SPACERS 
and SHIMS 








LATEGRI 


PLATE FASTEWERS FOR CONVEYOR BELTS 


D 


vy Moke strong dust -tigh?, 
water-tight joints in belts of 

bd any width. Specie! design spreads 
7 tension uniformly ocross belt, allow 
natura! troughing of belt and assures 


teke-up puileys. Sizes for belts of 


Co 2 eee ok Bee 2 eS oe ee ee 


NS a Highway MICAS A 





Hogan Is Houston Manager 
For Republic Supply Co 


Ben N. Hogan was appointed 
manager of the Houston sales office 
of Republic Supply Co., Oklahoma 
City. In addition, John P. Rhodes 
was appointed manager of the 
Dallas-Fort Worth area for Re 
public. 

Mr. Hogan has a background in 
the oil and gas industry. He was 
formerly with Howard Supply Co., 
in California, and the Fluor Corp. 
and Fish Engineering in Houston. 
Since 1956 he has been with the 
Pacific Northwest Pipeline Co. 

Mr. Rhodes, with Republic 15 
years, served as manager of the Okla. 
homa district, and most recently, 
manager of the Houston office. 


Erie Tool & Supply 
Celebrates 25th Year 


Erie Tool & Supply Co., Toledo, 
Ohio, founded by G. H. Stine, cele- 
brated its 25th anniversary recently. 

Mr. Stine, who continued as pres 
ident until 1956, started with a few 
basic tool lines. In August 1956 he 
sold out to Richard H. Volk and 
Richard H. Seeman, present owners. 

In 1958, the firm moved to its 
newly constructed office and ware- 
house on Westwood Ave. in Toledo. 

In the last four years, several lines 
have been added and sales have been 


expanded. 


Lowell Wrench Appoints 
March and Achorn Sales 


March Sales was appointed sales 
representative for Lowell Wrench 
Co., in Northern California 

In working with industrial dis- 
tributors in this area, Mr. March 
will represent the entire line of 
Lowell Wrench Co. products. 

Achorn Sales was named sales 
representative in the territory that 
includes Southern New Jersey, 
Pennsylvania, Delaware, Maryland 
and the District of Columbia. 

George S. Achorn and his son, 
George, Jr., will represent the entire 
line of Lowell Wrench Co. prod- 
ucts in these areas. 


This is 


POw-R-LOCK 


WILTON'’S NEW 


HYDRAULIC FIXTURE LOCKING SYSTEM 


that boosted output here 51%!* 


Operation: Breaching Here one PowRlock head is used on a hinged .- 
fixture that holds a cylindrical work piece in- 
Work piece: Cylindrical clined at 30°, to minimize the impact during 
casting broaching. Fixture top swings up 90° eliminat- 
ing interference during loading and unloading 
operation. 


Loading work piece: ee eee ee 


PowRieck operation: Spring loaded retaining collar engages 
in PowRlock stud. Powitlock activated by hand 
lever exerts a 5000 Ib. pull on stud, locking 
work piece in fixture during broaching. 
Unieading work piece: Fixture top raised, work piece removed. 
Production record: With PowRlock—124 pcs. per hour; 
manuel tightening—€2 pcs. per hour. 


PowRlock never becomes ob 





WILTON) 


WILTON TOOL MANUFACTURING CO., INC., SCHILLER PARK, ILLINOIS 


This is one of a series of ads appearing in all teading trade publications supporting sales of 
vises, o-clamps, werk positioners and air-hydraulic equipment ese 
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WOODINGS-VERONA 
TOOLS 


salable items—widely used 


PICKS 


MATTOCKS 


Woodings-Verona tools in- items that are in steady de- 
clude, in addition to the mand by industrial and rail- 
above, sledges, adzes, ham- road buyers. Highest quali- 
mers,chisels,wrenches, ty—well designed and 
mauls, punches and other made. 


WOODINGS-VERONA TOOL WORKS 


VERONA, PENNSYLVANIA 





Shown above are some of the more widely used Coote ee 
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Raymond L. Donaldson 


Raymond Donaldson Joins 
Besley-Wells Corp. 

Raymond L. Donaldson joined 
Besly-Welles Corp as service repre- 
sentative for the West Coast terri- 
tory. 

Mr. Donaldson, who will operate 
out of Besly’s Los Angeles office, was 
formerly with American Drill Bush- 
ing Co. and National Twist Drill & 
Tool Co. 


H. M. Harper Opens Branch 
In Montreal, Canada 

Harper Everlasting Fastenings, 
Ltd., Toronto, subsidiary of H. M. 
Harper Co., opened a branch office 
at 1425 Cleroux St., Montreal. 

Russell D. Brown, a native Cana 
dian will serve as district manager 
of the Eastern Provinces of Canada. 

Mr. Brown's duties will include 
supervising Harper's distributors 
and developing new fastening busi- 
ness in his territory. 



















Fe laleme Ml laal hace, 
number of selected 


eitiegil halem ai 





cash in on the 





fastest-selling line 


of ball valves turn page 
for a recap 

in America! of the 
FloeBall 


story 


Yes, I'm interested in a Hydromatics FLO*BALL valve 
distributorship. Send me complete information fast! 


NAME 


MAIL THIS POSITION 
CARD TODAY COMPANY NAME 
FOR COMPLETE COMPANY ADDRESS 

INFORMATION! city 


THE VALVE: 


Better FLOW than a 
GATE... 


but, unlike gates, the 
FLOeBALL valve doesn’t 
freeze or jam... it never 
leaks .. . the seats don’t 
score... it requires no 
maintenance... and 
just a 4 turn opens 

or closes it. 


Better SEALING than a 
GLOBE... 


but, unlike globes, 
FLOeBALL gives zero 
leakage .. . in both 
directions without seat 
distortion . . . closes 
easily without massive 
operators .. . gives more 
than twice the flow... 
and the fastest action 

of any valve made. 


Better RELIABILITY 
thana PLUG... 


but, unlike plugs, 
FLOeBALL never needs 
lubrication . . . never 
freezes, never leaks, 
requires no maintenance 
... yet it has greater 
flow capacity than any 
plug... and the lowest 
torque in the industry. 


A Complete Range For All Applications 


Series 715 Series 711 Series 812 
3000 psi 150# A.S.A. flanged 300# A.S.A. screwed 
s/s and brass s/s and carbon steel s/s and carbon steel 
%" to ”" 1” to 8” %" to 2” 








THE BACKUPS: pydromatics backs you up, every month of the 
year, with one of the most extensive advertising, public relations and 
marketing programs in the valve field. Every month an average of 
280,000 prospective customers in 10 major industries see large space 


you! Every month over 1000 
interested prospects in- 
quire about FLO-«BALL 
valves—these inquiries 
are turned over to you! 
Every month publicity re- 
leases, feature articles, 
direct mail, and seminars 
build up a backlog of ed- 
ucated, “ready to buy” 
prospects—all are sent to 
you! 


THE RESULTS: with the most recent FLO-BALL advertising 
campaign barely 6 months old, over 250 of America’s most important 
industrial customers have already been sold on FLO-BALL valves—and 
more are swinging over every day in one of the biggest spontaneous 
product shifts in valve history. The list of new customers grows bigger 
every day . . . and old customers are buying at the same clip because 








BUSINESS REPLY 


No Postage Stamp Necessary if Mailed in the United States 


MAIL 








Postage Will Be Paid By 


Hydromatics, Inc. 


Livingston, New Jersey 


emece ee ee et eee erent 


Moil tis © 
postage-hree cont. Tidy 


Hydromatics, Inc. 
Livingston, New Jersey 





You benefit by CARD specialization in quality that builds customer- 
satisfaction for taps, dies, screwplates and gages. First step in this CARD 
policy is plenty of research — to make exactly the right tools for top per- 
formance in your customers’ production jobs. Another step carries testing 
well beyond routine; CARD tools purchased periodically in the open 
market are tested, to eliminate any slip-throughs. 

CARD alco specializes in fast, thorough service — for you and through 
you. A phone call gets you quickest possible results — including expert 
advice from a threading specialist and prompt supplies for your customers. 
CARD Warehouses, TWX connected: Atlanta, Chicago, Detroit, Fort 
Worth, Los Angeles, New York City, San Francisco. S. W. 4 \ 
CARD DIVISION, Mansfield, Massachusetts. 


— 


CARD 


DIVISION OF UNION TWIST DRILL COMPANY 
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only 
CATAWISSA 


gives you all these 

features for your 

forged steel pipe 
union requirements / 


even expansion and 
contraction under 
temperature 
changes. THEY FOL- 
LOW THE PIPE! 


TAWISSA 


é BALL-TO-ANGLE SEATS 

¢ give you a “Perfect Seal” 
ROUND, GHT regardless of pipe align- 
BARRELS for fast ment! 
wrenching. No un- 
even or tapered sur- MORE THAN ADEQUATE woll thicknesses 
facestocause give you Catawissa's 3-to-1 Safety Factor 
wrench slips or (3000-Ib. service, 9000-ib. test; 6000-Ib. 
wrench locking! service, 18000-Ib. test)! r 


Catawissa Perfect Seal Pipe Unions are made by Union Specialists from 
80,000-Ib. tensile strength steel (ASTM Spec. A-105-55T, Grade II). Steel 
te from our own forging mill are closely checked for imperfections 

. and finishing on modern, automatic machines with oe peageenen dur- 
ing and after production give you pipe unions second ! 


Get your free copys n 
write direct or 4" a Laoa 


trade magazit 


remind yo 





CATAWISSA VALVE & FITTINGS COMPANY e@ CATAWISSA, PENNA. 
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Allis-Chalmers Appoints 
Saar And Terry 


G. A. Saar was appointed general 
manager, mechanical departments 
and W. M. Terry, Jr., was appointed 
general manager, electrical depart- 
ments by Allis-Chalmers Industrial 
Equipment Division. 

Mr. Saar, who was appointed as- 
sistant general manager earlier this 
year, was assistant to the senior vice 
president and before that manager 
of the Norwood Works electrical de- 
partment. 

Mr. Terry, director of engineering 
coordination for A-C Industries 
Group since 1957, started with the 
company in 1947. In 1952 he was 
appointed assistant chief engineer 
at Pittsburgh Works and in 1956 he 
became chief engineer there. 


Advertising Department 


The publications and industrial 
press and advertising departments 
of Allis-Chalmers Industries Group 
were combined to form the adver- 
tising department headed by J. W. 
Murphy, manager. A. R. Tofte was 
appointed assistant to the manager. 

J. L. Black was appointed man- 
ager of the publications section; 
H. A. Reinhard was appointed man- 
ager of promotion services section; 
D. A. LeRoy was appointed man- 
ager of industrial equipment adver- 
tising; L. C. Doelger was appointed 
manager of utility equipment adver- 
tising and T. P. Doyle was appointed 
media buyer and budget coordina- 
tor. 





NCR MACHINE expedites billing and 
accounting at Engineering Supply Co., 
Dallas, ‘Texas. 
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“T” section hardened tool steel faces pinned to jaw. 
Easily replaceable. 

. Malleable iron front jaw with heavy internal ribs for 
added strength. Guoranteed unbreckablel 


. Steel handle balls forged from handle stock. Can't come 
loose. 


. Powerful cold-rolled steel screw. 


. Self-lubricating graphite bronze thrust bearing. Reduces 
friction. Prevents wear. Eliminates end play. 


REPLACEABLE 
JAW FACES 


Ovtstanding among 
Columbian features ore re- 
ploceable hardened tool 
steel “T" jaw faces. Drive 
pins anchor faces securely 
in castings, so they cannot 


STRONGER © MORE POWERFUL * GUARANTEED UNBREAKAGLE 


COMMBIAN 
macninists’ VISES 


. Front jaw beam covers and protects screw. 
. Longer back jaw body for perfect alignment. Malleable 


iron castings guaranteed unbreakable. 


. Large ground and polished anvil. 
. Precision-machined nut and back jaw keyway guarantee 


positive alignment. 


. Malleable iron base. Guaranteed unbreakable. Swivels 


full 360°. 


. Forged steel, tapered-gear lock bolt prevents slippage. 


COMMBIAN SWIVEL KIT 
CONVERTS STATIONARY VISE 
TO SWIVEL BASE VISE 


3-3% -4- 4% - 5-inch Columbian 


come loose, but cre easily stationary base Machinists’ Vises ore 
replaceable. Solid grip- easily converted to Swivel Base Vises 
ping surface covers entire by addition of the Columbian Swivel 
jow face area. Smooth jaw Kit. Swivel can be installed in 2 minutes. 
feces available without (Kit includes swivel base, lock nut, lock 
screw heads or screw holes bolt, center bolt, washer, bushing and 


in gripping foce. plug cap. 


best advice about VISES ... see your COLMMBIAN distributor 


A-ISLD A 


THE COMMBIAN VISE & MFG. CO. Cleveland 4, Ohio 
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~ D> PRECISION TWIST DRILL 


FOR TWIST 
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AND MACHINE CC. 





PHONE 2040; TWX CRYSTAL LAKE, 3127 
10 WOODSTOCK ST., CRYSTAL LAKE, ILL. 
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P. L. MeManus 
Appoints 
McManus As Marketing Head 

P. L. McManus was appointed di- 
rector-marketing services group, 
Worthington Corp and W. J. Wal- 
lace was appointed assistant general 
sales manager, succeeding Mr. Mc- 
Manus. 

Mr. McManus joined Worthing- 
ton’s Seattle office in 1936 and since 
has served as manager of the San 
Francisco district office and assistant 
general sales manager. 

Mr. Wallace joined the firm's 
compressor and engine division in 
Buffalo in 1937. He served succes- 
sively as regional manager, Far East; 
vice president and general manager 
of the Argentine subsidiary and, 
since 1958, has been manager of 
training, marketing division. 


Leschen Opens Warehouse 
In Oklahoma City 

Leschen Wire Rope Division, 
H. K. Porter Company, Inc. opened 
a district office and warehouse at 
216 South Klein St., Oklahoma City. 

The office will serve as headquar- 
ters for the Midwest sales district 
which includes Oklahoma, Texas, 
Kansas, Nebraska, Colorado, Wyo- 
ming and South Dakota. Hugh 
Bergin, district sales manager will 
be in charge of the facility. 


Welding Group Gives Grant 

The National Welding Supply As- 
sociation appropriated $10,000 to 
Ohio State University to jointly pro- 
duce, with Ohio State, a film pro- 
moting career opportunities in the 
welding engineering field. 





This Chain Contains 
ALL the Oil it will 


n Need! 


ITS WHITNEY MSL" 
SELF -LUBRICATING CHAIN 


RUNS CLEAN BECAUSE ITS SELF-LUBRICATING 


Whitney MSL* Power Transmission and Conveyor Chain is lu- 
bricated for life by oil-impregnated sintered steel bushings. In 
operation, the lubricant expands and flows over all vital bearing 
surfaces; when the drive stops, the lubricant contracts and is 
reabsorbed by the bushing. This cycle continues throughout the 
chain’s service life. No additional oil is required. This means 
clean running chain—no contamination of product or materials 
in food, textile, paper, chemical and packaging industries! 


RUNS LONGER BECAUSE IT'S SELF -LUBRICATING 


MSL* Chain outlasts conventional pre-lubricated chain as much 
as 5 to 1 in severe operating requirements. Built-in lubrication 
at the 3 critical wear points—Pin, Plates, and Sprocket Engage- 
ment—solves a major chain problem: more damage is caused 
by faulty lubrication than by years of normal service. Highest 
material standards, advanced manufacturing processes and self- 
lubrication are combined in MSL* Chain to give you longer 
service life. 


COSTS LESS TO USE BECAUSE IT’S SEL. F-LUBRICATING 


By eliminating the need for manual lubrication or lubricating 
devices, Whitney MSL* Self-Lubricating Chain ensures lower 
installation, maintenance, and use cost. Whitney MSL* Chain 
conforms to A.S.A. Standards and is completely interchangeable 
with any similar pitch chain. 


Get complete details on this outstanding chain today. Ask your 


Wg Whitney Chain Distributor, or write for Bulletin MSL 











*Maximum Service Life 


THE WHITNEY CHAIN COMPANY 


a subsidiary gf FOOTE BROS. 4561 &. Western Bivd., Chicago ©, ti. 
QEAR AND MACHINE CORPORATION 


POWER TRANSMISSION DRIVES 





the odds are 


you'll sell more 








send for information ~ 
on our “ 
special Channellock 
"ply paso 
display board 
No. 400-D 


CHAMPION DeARMENT TOOL CO 
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Your CHANNELLOCK 

sales opportunities are 

better than ever... 4 

times better. The reason? 

You now can offer your cus- 

tomers their choice of not merely 

one but four distinct sizes of 

CHANNELLOCK Pliers. The 

wider the choice, the surer the 

sale! Best of all, each member 

of this CHANNELLOCK family 

foursome has established itself 

as a fast-seller . . . hundreds of 

thousands of them are sold every 
year. Show ’em all four . . . 

and you'll sell all four. 


ae ve cot 


y CHAN "NEL LOCK 
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P. W. Huster W. L. Bostey 


Standard Screw Appoints 
Huster To Sales Force 


P. W. Huster joined the sales 
force of Hartford Machine Screw 
Co., division of Standard Screw Co. 

Mr. Hunter succeeds W. L. Bos- 
ley who covered the eastern Pennsyl- 
vania, Maryland, southern New 
Jersey and Delaware area for 28 
years prior to his retirement. 

Mr. Huster was formerly associ- 
ated with a manufacturer's repre 
sentative in Philadelphia. 


Crucible Steel Co. Opens 
Houston Branch Warehouse 


Crucible Steel Co. established a 
branch warchouse at 6416 Naviga- 
tion Blvd., Houston. Crucible ac 
quired the inventory and personnel 
of the steel division of its former 
distributor, Steel & Machine Tool 
Sales, Inc., Houston. 

A. R. Oakley was appointed 
branch manager and John Hook was 
appointed office manager. Both men 
were with Steel & Machine Tool 
Sales. 

The new branch now raises the 
number of Crucible warehouses to 


35. 


Lincoln Engineering Opens 
Branch Office in Atlanta 


A new branch office and ware 
house was established at 1845 Mari- 
etta Blvd. in Atlanta, Ga., by 
Lincoln Engineering Co. J. P. 
O'Donnell will direct operations at 
the branch. 

The office will serve the South- 
eastern states of Georgia, Florida, 
North and South Carolina, Ten- 
nessee, Mississippi, Virginia and part 
of Louisiana. 








“SEE THIS? That's the free-swiveling disc holder. Self- 
leveling. Keeps disc from grinding against seat. Chops main- 
tenance costs. Assures leak-tight closure. It’s an O-B feature 
on all globe and angle valves.” 

Distributors who know valves like to sell the O-B bronze 
valve line. It means repeat sales at fair profit. And remember 
O-B is sold only through distributors. 





OHIO BRASS COMPANY ®s Mansfield, Ohio 


You'll sell more valves 


in the orange-and-black box 
10076-V 
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To harden in such a way that it will last longer, 

... and sell better. Of course, you can’t “just put a file in the fire” and 

hope for the best. It requires the combination of the most modern equip- 
i people. Through advertising and promotion, 


cutting tools, they form a ready market for these 
with all Clemson Star products, profit margins for you are liberal. 

And there’s another angle to consider ... the economies of one source 
buying. With the wide range of quality metal cutting tools available 
from Clemson Star, you have less paper work, lower delivery costs, and 
increased profits. 

For all the facts on how new “Copper Tang” Files...and other 


Clemson Star metal cutting tools...can light up your sales picture, 
write to: 


CAN CLEMSON STAR 


BAND SAW BLADES + HOLE SAWS + FILES - CLEMSON HAND MOWERS 


Canadian Venture Formed 
By Foote and English Firm 

Foote Bros. Gear & Machine 
Corp., and The David Brown Corp., 
Ltd., London, established a jointly- 
owned sales subsidiary in Canada, 
known as David Brown-Foote Gears, 
Ltd. 

The new firm will take over sales 
and distribution in Canada of gear 
products made by both companies 
and by Whitney Chain Co., a divi- 
sion of Foote Bros. 

James R. Fagan, Foote Bros. presi- 
dent, estimates first year sales of 
the new firm at $1,000,000 with a 
rise to $2,000,000 within three years. 
The present Canadian market for 
gear and speed reducers, roller chain 
and sprockets is upward of $30-mil- 
lion annually. 

The new organization will occupy 
a 15,000 sq. ft. headquarters building 
at 26 Howden Rd., Scarborough, a 
suburb of Toronto. 


Acquires Subsidiary 

Foote Bros. acquired the good will 
of the gear and reducer business of 
David Brown, Inc., San Leandro, 
Calif, sales subsidiary of David 
Brown Corp., Ltd., in a cash trans- 
action of about $300,000. 

The branch will serve West Coast 
area markets in the distribution of 
Foote Bros.. Whitney Chain and 
David Brown product lines. 

At the same time, according to 
Mr. Fagan, Foote Bros. was desig- 
nated exclusive distributors in the 
U.S. for David Brown Industries of 
England. 


Federal-Mogul Promotes 
Whitaker To Manager 


Robert K. Whitaker was pro 
moted to district manager of Fed- 
eral-Mogul Service’s Memphis, 
Tenn., district. 

Mr. Whitaker, formerly a sales- 
man in the Houston district, will 
now supervise the work of five sales- 
men in a district covering Memphis; 


CLEMSON BROG., INC. - Middletown, N.Y. + METAL CUTTING PRODUCTS 
wi POWER HACK SAW BLADES + HAND HACK SAW BLADES + HACK SAW FRAMES 


Birmingham, Ala; Little Rock; Nash- 
@ 20% ville and Shreveport, La. 
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John J. Devlin 


Morse Twist Drill Appoints 
Devlin As Representative 


John J. Devlin was appointed 
sales representative in the northern 
New Jersey-Rockland and Dutchess 
Counties, N. Y., area for Morse 
Twist Drill & Machine Co. 

Mr. Devlin has been a cutting 
tool sales representative in both the 
New England, and Memphis, Tenn., 
areas. 


A. J. Lobert Retires 
From Lufkin Rule Co. 


A. J. Lobert, for over thirty years, 
a sales representative for Lufkin 
Rule Co., retired recently. 

Mr. Lobert began his working 
career in 1912. He was with the 
Steiner & Voegtly Hardware Co., 
Pitts., Edgewater Steel Co. and the 
George Worthington company be- 
fore joining Lufkin Rule Co., in 
1929. 

Since 1936, Mr. Lobert has been 
a representative in Los Angeles. 


John Wood Portable Heaters 


Your sales will soar with John Wood Portable 
Heaters! Three models solve most temporary or 
emergency heating problems, provide comfortable 
working conditions in the coldest weather. Their 
sturdy construction will withstand the roughest treat- 
ment. John Wood's exclusive combustion chamber 
eliminates smoke, odor and visible flame...delivers 
instant heat anywhere! incorporates a clean shutoff 
valve. These Portable Heaters... backed by John 
Wood's 90 years in the field of combustion engi- 
neering ...mean big profits for you. 


MODEL PH MODEL PH 120 MODEL PH 350 
i ; 120,000 BTU's per Heavy construction unit 
operatesfor20hourson hour. Handsome, for peak > 
one tank of fuel; pro- sturdy, well balanced ma delivers 3 
vides the best features deluxe unit is ideal for BIU ‘s per hour. Rots 
of portable heating! all installations. easily on large wheels. 


Find out today how you can build year-‘round sales with 
the new John Wood Portable Heater Dealer Pian! Write: 


JOHN WOOD COMPANY 


Heater and Tank Division 
c ken, Pennsylivania—Chicago, Illinois 
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WAYS TO 


sell more 
~™ Dumont 


the HIGH PROFIT, KEY LINE of PORTABLE 
PRECISION METALWORKING TOOLS 


: DUMORE 
TOOL POST GRINDERS 
standard of the metalworking industry 


DUMORE 
DRILLING and 
TAPPING UNITS 


unlimited machining versatility 
for holes from .001” to %” 








OUMORE 
VERSA-MIL MILLING UNITS 
machine anything, anywhere 

OUMORE 


HAND 
GRINDERS 


over 250,000 in use 


DUMORE FLEX-SHAFT TOOLS 
over 100,000 in use 


DUMORE 
PRECISION QUILLS 
universally adaptable 


Modern Machine Shop Cover, July, 1960. 
National advertising in metalworking 
publications is one of many Dumore promotions 
that open doors for distributor sales. 
New product programs, direct mail and publicity 
also help to create user acceptance and demand. 


YOU CAN DO MORE SELLING WITH Huaaade 


7 G2) 
THE DUMORE COMPANY, 1324 Seventeenth Street, Racine, Wisconsin 
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Robert Bellamy 


Milwaukee Electric Names 
Bellamy to Indiana Post 


Robert Bellamy was appointed 
district representative, for the state 
of Indiam excepting Lake County, 
by Milwaukee Electric Tool Corp. 

Mr. Bellamy recently completed 
the training program at Milwaukee's 
factory, covering assembly, repair 
and applications of products. 

He was previously associated in 
sales in the automotive and packag- 
ing machinery fields. 


| Standard Tool Names Haas 
| Chicago District Manager 


Fred S. Haas, Jr., was appointed 


| Chicago district manager of Stand 


ard Tool Co. 
Mr. Haas represented Standard 
Tool Co. in southern Ohio for many 


| years. He succeeds Ben McCon 
| nell who resigned. 





j : 
i ¢ 
| 
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Fred S. Haas, Jr. 





CENTRAL RuBBER & Supp.y Co.,INc. 


Wh ete Dectrebatens Semen (O94 
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w 
You're in top-selling company 










with “*. . . a tremendous saving in distributor costs to us to 
be able to carry a smaller inventory and give as good 


RED CENTER BUSHINGS’ service.” 
for 


SIMONDS GRINDING WHEELS 


OF OT AAA ON. nt vem «0 - Damen’ Colma 


ia) 


. . a major step in the sales and servicing of bonded 
abrasives through industrial supply distributors.” 


ee GEST Preece SreetT 
att 46 wISC Onsen 


Ofcherd | DOS! 
en 
have approval of (plant) men because they 
do not affect the truth or balance of the wheels.” 


WwooDsuR OMPAN SMO o Mave aempeae Or Rect 
© ene sate coe oe 5 Se exclusive. for areat 


“ . . has definite appeal and is certainly an 
interesting door opener . . . makes a better 
wheel for balance and accuracy.” 


EASTERN ABRASIVES. INC For 


+2 sheet STeEET “te reer ta F oot Samclsy + eee nvestiaate the S 


“ 


. we have found them .. . to be very con- 
venient, adding to the safety and improving 
the performance of the grinding wheels.” 


PRODUCTION ict 


2890 32 tASTON avast * S ov 6 sou 
“ ., used interchangeably, and with equal 
success on Diamond Wheels... seats itself 
firmly and accurately . . . produces smoother ee 
grinding action.” € 





f LMQUIST 


D TOOL s EQUIPMENT CO. 
é 


“ . . the first major break-through in many 
years to solve the age-old problem of stock 
on grinding wheels.” 


cs 
a 


PHILADELPHIA 37, PENNA <i” 







*Patent Pending 


COUNT ON pay SIMONDS DISTRIBUTOR 


SERVIGE e LOCAL STOCKS 





WEST COAST PLANT: EL MONTE, CALIF. 
BRANCHES: CHICAGO + DETROIT + LOS ANGELES « PHILADELPHIA « PORTLAND, ORE. ¢ SAN FRANCISCO * SHREVEPORT 
IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO » ABRASIVE PLANT, ARVIDA, QUEBEC ~ 





FOR COMPLETE INFORMATION 
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DISTRIBUTORSHIPS OPEN 
WRITE 


IMMEDIATE DELIVERY 


212212. 





KEN MURRAY, Murray Industrial Sup- 
ply Co., Sacramento, congratulates Bodie 
Aubery, outside salesmar, on some new 
orders. 





Gries Reproducer Appoints 
Sales Representatives 


Archibald and Millie, Denver was 
appointed sales representative by 
Gries Reproducer Corp. 

The firm will contact the resale 
and OEM markets in Colorado, 
Wyoming, Utah and New Mexico. 


Stafford Named Manager 
Of Jones Machinery 


Milton C. Stafford was appointed 
manager of product sales of the 
Jones Machinery Division, Hewitt- 
Robins Inc. 

Mr. Stafford was formerly Chi- 
cago district manager for Jones. 








ELBOW ROOM makes office work go 
faster in renovated quarters of Richards 
Machinery & Supply Co., Shreveport, La. 
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Offering the Most 
Complete Ling 


unt [ndusbuy ! 


OVER 4000 TYPES 


All casters, whether steel or rubber treads 
are available in swivel and stationary match- 
ing-height models. Over 4000 types of casters 
with various top pletes, stems and fittings for 
any kind of applicetion. Rubber treads - soft, 
medium and hard - for smooth operetion on 
all kinds of floors. Featuring Neoprene rub- 


ber treads - resistant toe oxidation, offs and 
wanes and unaffected by most chemicals - 


expertiy compounded in our own rubber plent 


«ea complete line 









of fast-selling 
CASTERS . WHEELS 


Sold T brough 


Franchised Distributors Only 


YOU WIN 
FRIENDS 


when you sell 


DARNELL 


} 
DARWELL CORPORATION, Lro. | 


| 


: (Les Angeles County) CALIF.E 
; SXTY-FIRST, WOODSIDE 77, L1...Y 
36 NORTH CLINTON ST. CHICAGO 6, 
1000 PEACHTREE NM. &, ATLANTA, | 








M. J. Gibbons Announces 
Executive Changes 


W. A. Fitzpatrick resigned as gen- 
eral manager of the M. J. Gibbons 
Supply Co, Dayton, Ohio. He 
will assume full-time duties as pres- 
ident of the Gibbons Realty Co., 
managing properties in the estate 
of M. J. Gibbons. 

Robert E. Warner, associated for 
many years with Gibbons Supply, 
became general manager of the firm. 

S. J. Gibbons, secretary-treasurer, 
will be in charge of all general office 
operations at the showrooms and 
offices. 

M. J. Gibbons, Jr., vice president, 
will assume additional duties in the 
sales and advertising departments. 

The 85-year-old supply firm has 
two other operations, one in Middle- 
town, Ohio, managed by R. Thomas 
Warmer, and another in Piqua, 
Ohio, managed by William K. 
Fahrendorf. 


Colin Sharp Gets New Post 
At Brown & Sharpe Mfg. Co. 


Colin Sharp was promoted to di- 
rector of research and development 
laboratory of the cutting tool divi- 
sion, Brown & Sharpe Mfg. Co. 

In his new capacity, Mr. Sharp 
will supervise the experimental lab- 
oratory and will also supervise spe- 
cial cutting tool applications and 
modifications for customers. 

He was formerly West Coast serv- 
ice manager for Brown & Sharpe. 


Here’s why 
INDUSTRIAL 
DISTRIBUTORS 
FIND IT EASY 
TO SELL 


ACME 
ROLLER CHAINS 


; ‘ ee 5 
3,429,528 ACME CHAIN ADVERTISEMENTS 
will appear in these publications during 1960 

They will pre-sell your market on the advantage of using ACME 
CHAIN’s complete line of roller chains, conveyor chains, sprock- 
ets, special attachments and other ACME accessories. 

Thousands of inquiries generated by these ads are being con- 
stantly relayed to ACME Distributors for follow-up and sales. 

Take advantage of the interest created in ACME CHAIN’s 
national advertising campaign and direct mail literature to win 
new customers and increase your sales. 


If you are not now selling ACME CHAIN Power Transmission products, 


we invite you to write today for full information on available distributor- 
ship in your area. 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS + DOUBLE PITCH 
CONVEYOR CHAINS STAINLESS STEEL CHAINS CABLE CHAINS 
FLEXIBLE COUPLINGS STANDARD AND SPECIAL ATTACHMENTS 
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performance determines demand and 


MORE INDUSTRIES 
DEMAND JOHNSON 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Johnson's 
consistent quality — proved dependability in over 
58 years of operation. They know they get 
equipment that 

















For information on Johnson's complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 
o 
if tt bores gas ©) look +++ slace 1901 


JOHNSON GAS 7 APPLIANCE CO. ses & Avenve NW, Coder Rapids, lows 
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Charles H. Lapp 


Geo. Worthington Co. Honors 
Lapp For 50 Years Service 


Charles H. Lapp was honored re 
cently by The Geo. Worthington 
Co., Cleveland industrial distrib 
utor, on his 50th Anniversary with 
the firm. 

Mr. Lapp, his wife and family 
were guests at a dinner attended by 
125 members of the firm’s quarter 
century organization. 


Buehring Joins Pop Rivet 
As District Representative 
Charles F. Buehring was ap 
pointed district representative, 
South Pacific region, by Pop Rivet 
Division of United Shoe Machincry 
Corp. He will report directly to 
John M. Jurist, district manager. 
Mr. Buehring was formerly associ 


ated with the Huck Mfg. Co. 


Charles F. Buchring 








NEW! 
Stanley-Yankee Vises 
for bench and 
machine work 


eer” 


This vise combined swivel base and angle base for compound 
angle set-ups... extremely useful for toolroom or production 
work. Adjusts the full length of dovetail slot, swivels and tilts to 
any angle. Available in two sizes—2'4" and 3” jaws. 


This vise has exclusive dovetail slot which permits 
adjustment all along length of base with simulta- 
neous swivel feature. Removes easily from swivel 
base for machine work. Available in two sizes— 
2%" and 3” jaws. 


Swivel bases and swivel-tilt bases are 
available separately to fit two vises which 
may also be bought separately. The vises 
are No. 992A with 2” jaws and No. 993A 
with 3” jaws. No. 993A replaces old ““Yan- 
kee” favorite No. 990. Two more vises 
without bases—the big No. 994A with 4” 
jaws and the small No. 991A with 1%” 
jaws—complete the line. 


Stock the full line. The prices are right 

for good sales and good profits. Ask for our 

new folder with your imprint for mailing 

Ne. 3992A Angle Vise helds work for grinding or counter distribution. Sell Stanley— 

Stanley says quality. Stanley Tools, Divi- 

This vise adjusts for angles up to 90°. Quickly set and locked. sion of The Stanley Works, New Britain, 
Avoilable in two sizes—2'4" and 3” jaws. Connecticut. 


. ore. CAMADIAN OFFICES MONTREAL HAMILTON, ONT. 
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ith a service-free item 


RE 
© Top profit return w 
Self-Cleaning Pulleys 
light weight, all-welded steel construction, 


Dodge Taper-lock bushings 
@ Prompt shipment of populor sizes in stock 


ID, VAN GORP MPG., INC. PELLA, IOWA 


Y MARKET AT BOTH ENDS © NOW SELL THE PULLEY MARKET 


f 
@ Rugged, 


TURN-CLEAN® PULLEYS 


a 


GET IN A BETTER PULLEY PROFIT PICTU 


@ An overwrite on all O.E.M. Sales © No inventory investment 
Sell Your Customers the Oniy Full Line o 
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Pulleys — four face selections 
@ More than 700 sizes of the NEW Rubber legged 


© A choice of 3,000 sizes of Unlogged Turn-Cleon 
Turn-Clean Pulley 
WRITE FOR CATALOGS AND DETAILS ¢ DEPT. 


WITH @or-p 


\ THE PULLEY 
ot 


on . yo’ 
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Sales Management Seminars 
Scheduled By NIDA-SIDA 


The joint Educational Aids Com- 
mittee of the Southern and National 
Associations announced the follow- 
ing dates and locations for eleven 
two-day sales management develep- 
ment seminars to be conducted un- 
der the supervision of Porter Henry 
and Co., New York consultants: 
Sept. 13 and 14: Biltmore Hotel, 
New York City 

Sept. 19 and 20: Statler Hilton 
Hotel, Cleveland 

Sept. 22 and 23: Statler Hilton 
Hotel, Detroit 

Oct. 10 and 11: Sheraton Plaza, 
Boston 

Oct. 13 and 14: Warwick Hotel, 
Philadelphia 

Oct. 17 and !8: Bismark Hotel, 
Chicago 

Oct. 19 and 20: Bismark Hotel, 
Chicago 

Nov. 14 and 15: Atlanta Biltmore 
Hotel, Atlanta 

Nov. 17 and 18: Carlton House, 
Pittsburgh 

Nov. 28 and 29: Royal Orleans, 
New Orleans 

Dec. 1 and 2: Statler Hilton, Los 
Angeles 

Each seminar session will be lim- 
ited to approximately 15 members, 
and will run from 9:00 A.M. to 
4:30 P.M., with a group luncheon 
served at noon. Major emphasis 
will be on methods of training, mo- 
tivating and supervising the sales 
force. Highlights include: 


First Day: Sales Meetings 


1. Defining the training need— 
job description of the industrial dis- 
tributor salesman—checklist. 

2. Demonstration and practice in 
modern training techniques: 

a. The conference method 

b. How to use a tape recorder as 
a training tool 

c. Role playing 

d. Other participation devices 

3. How to plan a series of sales 
meetings and an individual sales 
meeting. 

4. Ready-made outlines for sales 
meetings on basic topics, such as: 
time allocation, new account calls, 
product presentations, overcoming 





acobs 


CHUCK 
ADVERTISEMENT 
IS PRE-SELLING 
THE FABULOUS 


MACHINERY 

AMERICAN MACHINIST 

BUYER'S PURCHASING DIGEST 

INDUSTRIAL EQUIPMENT NEWS 

MILL & FACTORY 

METLFAX 

PURCHASING 

TOOL ENGINEER 

TOOLING & PRODUCTION 

WESTERN MACHINERY 4 TOOL WORLD 

SCHOOL SHOP 

INDUSTRIAL ARTS & 
VOCATIONAL EDUCATION 

CANADIAN MACHINERY & 
MANUFACTURING NEWS 


PLUS ...sales helps and promotional 

moterial on the Model 50, such os... 

@ Dask-top DEMONSTRATION KIT to help 
close sales 

@ How to demonstrate ond sell FOLDER 
FOR SALESMEN 

©@ DIRECT MAIL PIECE featuring 4-color 
MACHINERY magazine cover ond trode 
odvertising 

if you ore not already boosting your 

soles with the new Model 50, call your 

Jacobs representctive for details today. 





New MODEL 50 equips your lathes 
fo do a lot more for a lot less! 


710 ‘65° 


for the chuck for the collets 


THE WORLD'S MOST MODERN COLLET CHUCK 
Designed expressly for ATLAS, CLAUSING, DELTA, LOGAN, SHELDON, and SOUTH BEND LATHES 


These and others of similar power and capacity now give 
top performance when equipped with the new Jaccbs 
Model 50. Improve performance of your lathes. Increase 
spindle capacity as much as 42%. Get greater accuracy 
and stronger grip. It's easy and inexpensive with new 
Model 50 and its companion Rubber-Flex collets. 


CONSIDER THESE FEATURES... 


* Gripping Power 
Model 50 is made for heavy duty turning. It has 
tremendous gripping power. 

* Accuracy 
Model 50 is factory tested—maximum runout .001” 
T.LR. at the nose when properly mounted. 


* Thin Walled and Fragile Work 
Always parallel Model 50 Rubber-Flex collet jaws 
permit chucking of tubing and fragile materials 
without crimping or scoring. 


The 10 Rubber-Flex collets in the 

veloped especially for use with M 

a greater bar stock range than 63 

steel collets. You can chuck any 

3/32” and 1-1/16” with this set of 10 collets. 


* Capacity 
Model 50 eliminates capacity-wasting draw bar. 
You can increase spindle capacity up to 42%. 

* Adapters 
Model 50 adapters are fully machined for imme- 
diate mounting. Available in all popular threads 
and American Standard LOO taper. 

* Price 
Model 50 prices are revolutionary! 

$70.00 for the chuck. 


$65.00 for the complete set of 10 collets. 


MODERNIZE YOUR LATHES WITH JACOBS MODEL 50 
AND RUBBER-FLEX COLLETS. YOU CAN'T AFFORD NOT TO! 


See your Jacobs industrial supply distributor. Give him 


the opportunity to prove these fantastic facts with a 
convincing demonstration at your desk! Call him today. 


Jassie 


The Jacobs Manufacturing Co., West Hartford 10, Conn. 
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MULCONROY....7:/0<: 
Conventional Hose Caut Do! 


“IMPERIAL NEW PROCESS” STEAM HOSE 
tube ond wire 


se eee 


dh kd 


They can he furnished in any required length and in 
tube sizes from Ys" to 8" 1.0. 


Write for Catalog No. SC-59 


MULCONROY (©) COMPANY ivi; 


PHILADELPHIA J A 


5335 JEFFERSON ST 
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objections, handling complaints, 
customer relations etc. 

5. How to make effective use of 
manufacturers’ salesmen at distrib 
utor sales meetings. 


Second Day: Supervision 


. Planning your time to allow 

time for sales supervision. 

. Why salesmen need super 

vision. 

. Motivation and human rela 

tions. 

. What sales records to require, 

and how to use them. 

. Making sales calls with indi 

vidual salesmen: 

a. What to do before the call 

b. Your conduct during the 
call 

c. How to handle the “curb 
stone conference” after 
wards 

6. Evaluating the individual sales 
man. 

Registration fees are $100 per 
member company, which entitles 
one individual to attend the two 
day seminar, receive a copy of the 
manual and two lunches. A second 
individual from the same company 
can register for an additional $75 
and receive the same benefits. Reg 
istration forms should be sent to 
Robert Fernley, Secretary, Educa 
tional Aids Committee, 1900 Arch 
St., Philadelphia 3, Pa. 





Willis S. Boice Promoted 
To Sales Manager 


Willis $. Boice was promoted to 
sales manager of Boice-Crane Co. 
He was assistant sales manager. 

Mr. Boice, who joined the firm 
in 1952, was previously with a na 
tional food processor. 


Willis S. Boice 





.- IT CUTS .. REAMS . . DEBURRS . . CLEANS 
FOR FAST, ACCURATE FABRICATION of TUBING 


\ 





SLIDE-TO-G17E . . . 
he cutter arm raises and lowers 
ty release of ratchet paw! 
Hand-wheel accuates cutter 
forcing wheel thru wall of tube 
being rotated on cutter drive 
roller shafts 


CONSTRUCTION . 
Rugged. ey ample 
str to give 
long fopendedte serv 
ce. Hes swivel base 
feature 


Ne. 2 “FAB-EZY™ 
ONLY 84 Ibs. 


FOR COPPER TUBING 
AND FITTINGS 


It’s SELF-CONTAINED 


.-- Truly PORTABLE 
of io = on = INSURES LIFETIME JOINTS 
© — ELIMINATES COSTLY LEAKS 
This NEW, compact, portable . . . All-in-One 
(c) “FAB-EZY” , provides everything at your 
fingertips to prepare copper tubing and 
fittings for their proper fabrication . . . 
insuring lifetime soldered joints. The swivel 
(0) base and other operating features shown, 


make the TOLED -O- MATIC “FAB-EZY” 
your best investment. 


Get your share of this profitable market. 
ques on @0-05 Suteh oes i ; Write for complete data, or place order 


Quich positrve contro! Constant NOW! 
115-¥ 


CUTTING ... Cutter wheel leaves CLEANING... Cleans copper tubing 
minimum burr. Handwheel feeds cut- and fittings, 4%” thru 4” sizes. In- 
ter blade thru the wall of the tubing, ternal and external surfaces are 
rotating on cutter drive roller shafts. cleaned for lifetime soldered joints. 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 
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Stop breakdowns, cut down time 
with Loctite, the new liquid lock 


Loctite Sealant stops costly breakdowns due to nuts that work 
loose . . . repairs loose bearings without expensive shaft or housing 
preparation . . . seals pipe and tubing joints pressure tight. 





LOCKS 


SE “= ¢ prevents breakdowns 
Lid caused by loose bolts, 


nuts and studs 


. | RAN 
WHUUT111 mm Uhhhttts 





RETAINS 
Acts as liquid shim 

Makes bearing * corrects fitting of a part 

j , on a shaft by filling 

AE 5 clearance where slippage 

¢ retains bearings without occurs. Also locks set 

press fit 





eliminates reboring, 
sleeves, shims, and weld 
metal builds 





SEALS 


Prevents leaks in high- 
pressure fisid lines 
Simplifies tube joining ¢ completely fills joints 


e replaces solder with tough plastic 
. e resists heat, cold, 
¢ requires no heat or cor- 

rosive fluxes 


* no mixing... 
ready to use ticles to foul valves 











LOCTITE Sealant simplities repairs SOME SATISFIED LOCTITE USERS 


.-.- minimizes inventory probiems Portable Electric Tools Inc. 
Bendix Aviation Sa 
A single drop of Loctite makes any nut a lock nut—any Consolidated Diesel ric Corp. 
screw a lock screw. Each drop a “Liquid Lock Washer” Emerson Electric Manufacturing Company 
that fits all sizes. A free-flowing liquid plastic, it wicks General Dynamics Corporation, Electric Boat Division 
into threaded parts and close-fitting metal joints . . . The Maytag 
then hardens from the inside out. Veeder-Root Incorporated 
: Westinghouse Electric Corp. 
Easy-to-apply Loctite comes ready for use. It requires Remington Rand Univac 
no heating or mixing . . . will not air-dry . . . and stores Capital Airlines Inc. 
for years. There are Loctite service kits for all types The Martin Company 
of maintenance applications. A. 0. Smith Corporation 
Phiico Corp.—Government & industrial Div. 
You can count on your distributor General Electric Company 
salesman for service that keeps things Hamilton Standard, division of United Aircraft Corp. 
running. Ask him for information on Holley Carburetor Company 
how to use Loctite to perform main- Kaman Aircraft 
tenance magic. Raytheon Mig. Co. 


® 
LOGTITE SEALANT  — § hametican Seatants Company + 441 Woodbine St, Hartiord 6, Conn. 
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Here are 
T reasons why! 


Great doer opener. Loc- 
tite is revolutionary. Its 
secret is a brand-new lock- 


iced ane 
them time and money. Re- 
peat business is excellent. 


Meximem turnover and 
profit. Loctite requires 
little shelf room and but a 
minimum dollar invest- 
ment. The one product 
compares with hundreds of 
mechanical locking devices. 


Seles leeds. Inquiries re- 


sulting from national ad- 
vertising are passed onto 
you. 


Solid sales support. As a 
distributor you get con- 
tinuing sales and promo- 
tion aid. 


LOCTHTE 


Limited and selective distribution policy. 
Distributorships available in some areas. 
AMERICAN SEALANTS COMPANY 
44\ Woodbine St. Hartford 6, Conn. 





F. R. Traylor 


Chain Belt Names Traylor 
Regional Sales Manager 


F. R. Traylor was appointed 
Southeastern regional sales man- 
ager by Chain Belt Co. He will be 
responsible for the firm’s district 
sales offices in Atlanta, Birmineham, 
Charlotte and Jacksonville. 

Mr. Traylor joined the firm in 
1950 as sales engineer in Atlanta. 
In 1956 he was named district sales 
manager in the Charlotte branch. 

Mr. Traylor will continue to work 
out of the Charlotte office until a 
permanent regional office is set up. 


Marketing Positions 


G. H. Pfeifer was appointed di- 
rector of product merchandising 
and public relations; Robert F. 
Olson was appointed sales promo- 
tion manager, industrial section, and 
Jack Heaps became sales promotion 
manager, construction machinery. 

Mr. Pfeifer has been serving as 
manager of sales promotion and ad- 
vertising for Chain Belt since 1955. 

Mr. Olson joined the firm’s 
Shafer Bearing division in 1948. In 
1958 he became supervisor of indus- 
trial section advertising. 

Mr. Heaps started in 1948 in the 
sales promotion department, and 
became assistant sales promotion 
manager of the construction ma- 
chinery section in 1956. 


WOR 


G. H. Pfeifer R. I. Olson 
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HOW EASY 


IT IS TO GET 


® 


stops, valves, fittings 
from 
YOUR complete inventory 


® Complete Quality line 
® Complete range of sizes 
© Complete variety of types 


® Complete “one source 
service” available for 
prompt delivery 


HAYS MFG. CO. 





for the BIG ONES! 


As a pioneer packing manufacturer, Allpax produces a complete 
line of engineered packings to meet the most exacting require- 
ments of industry, and has originated genera! service packings for 
universal applications. Proven superior through years of perform- 
ance and preference, Allpax products are in demand for a wide 
variety of industrial applications. Supplying the ever-increasing 
demand for these nationally advertised products is big business 
and yields a good return for a minimum of selling effort. 

For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 


packings and are an established market for your repre- 
sentatives. 


For the Petroleum industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oi! derivatives at various tempera- 


sizable market for Allpax “Tefion”* and other packings 
specially prepared for these applications. 


*Dv Pont Tredemork 


“You will serve industry better with Allpax products” 


ALLPAX 


“The Packing that Packs All” 
= FOR OUR CATALOG — TODAY! 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 
60 Jefferson Avi 





atelaa steele. 
Ale aro 
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Robert G. Patterson 


John McDonald 


Lamson & Sessions Promotes 
Patterson And McDonald 


Robert G. Patterson was ap 
pointed distributor sales manager 
of Lamson & Sessions Co. John 
McDonald was appointed Central 
district sales manager succeeding 
Mr. Patterson. 

Mr. Patterson joined Lamson’s 
sales department in 1950. He was 
appointed Central district sales man- 
ager last year. 

Mr. McDonald, who joined the 
firm in 1947, was formerly assistant 
manager of the order service sec- 
tion. Prior to that he was manager 
of Cleveland district sales. 


Mid-West Appoints Thomas 
Roger Thomas was appointed 
manager of sales in the Chicago re- 


gional sales territory for the Mid- 
West Abrasive Co. 





UNIVERSAL models for super 

1960 accuracy to .0001, high load 
eee Capacity, perfect for grinding 
and other high-precision work. 


ANOTHER BIG YEAR $ 
for 


MULTI-DUTY models for general use, 
perfect for light work, interchangeabie 
parts provide quick changeover for 


multi-purpose operations. 
Here's why... 
25 years of customer preference — gained 
through reliable performance, broad tool 
choice, and competitive pricing. 


Latest manufacturer forecasts indicate a ae a: — 
" . . ugg ’ Vv 
even bigger machine tool sales — with close tolerance results 
lathes a strong leader. panes pend a 
is required, accurate 


Another big promotion push by Ideal — redhat 
attention-getting advertising in 11 leading 

national metalworking magazines and 

directories, action-urging direct mail cam- 

paigns, hard-sell literature, and new quick- 

reference catalogs — all designed to help you 

close orders faster. 


You can cash in big in 1960 by making sure 
you have sufficient stocks on hand to give 
every buyer what he wants most today — 
fast delivery and service — that’s what builds 
the extremely profitable repeat business 

you want! 


PIPE POINT models for cylindrical 
turning of pipe, axles and 
other hollow shapes, six sizes 
SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS from 3%" to.7%" dia. 


OVER 40 DIFFERENT SIZES ASSURE 
EXACT MATCHING OF CUSTOMER NEEDS 


IDEAL INDUSTRIES, IMC., 1000) Park Avenue ¢ Sycamore, Illinois 
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teel City SLOTTED ANGLE 
The RIGHT ANGLE* for EVERY Job, 


m EASE OF ASSEMBLY 
Only a wrench is needed 


m GREATER RIGIDITY 


=m SUPERIOR FINISH 
Extra thick galvanized 


awe e: 
ao 


* 


b * 7 
< ye : ————— 
» * 

— 


Steel City’s RIGHT ANGLE*® is fabri- tate A poin 
cated in three sizes for maximum economy 2s P ~ Hughes 
and utility . . . all sizes interchangeable ag : 
within the same structure. The exclusive Allen B. Hughes was appointed 
slot-and-hole pattern, recurring every 3”, West Coast district managet for 
RIGHT ANGLE method of forming a corner provides the erector with a rigid method Bay State Abrasive Products Co. 


assures both ease of assembly and of securing joints. RIGHT ANGLE is ; 
rigidity. A wrench is only tool needed for structural quality steel, electrogalvanized Mr. Hughes started with the firm 


erection. after processing, for complete protection. in 1947. Most recently he was an 
ree 8 abrasive specialist serving the Penn- 

i N _ 

PACKAGED FOR “‘ONE-MAN CARRY” nee ene en ee 


Bourgeois Appointed 
By Vascoloy-Ramet 

Louis E. Bourgeois was appointed 
New England district supervisor by 
RA-225-12 Vascoloy-Ramet Corp. 
RA-300-10 Mr. Bourgeois will supervise sales 
RA-300-12 and service in Connecticut, Rhode 
Island, Massachussets, Maine, New 
Hampshire and Vermont, as well 
PLANGINEERING with Slotted Angle as several counties in northeastern 


A touch of imagination and the RIGHT : New York. 
ANGLE method of structural framing per- He was formerly with Specialty 
mits the te of almost any conceiv- 1 tis ’ ’ 
able structure. Simply PLAN... LAYOUT al Saw and Tool Co. 

.. CUT... and ASSEMBLE your IDEAS. ‘ , 


RA-150 
RA-225-10 




















Cialis 


The specially designed portable Stee! 

City Cutter cuts all three sizes of RIGHT 

ANGLE cleanly with one easy stroke. Measure and cut marks every %” 
Sold through wholesale distribution only! 


Write for bulletin RA-1 or see our catalog in Sweet's files 


STEEL CITY ELecTRIC COMPANY 


A Subsidiary of American-Marietta Company 
PITTSBURGH 33, PA. 
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Everyone you do business with 
is a prospect for Permacel 
products— including the largest line 
of industrial tapes. This line is 
widely advertised, backed by 
a national warehousing and sales 
organization. Sold only through 
wholesalers, Permacel tape offers 
higher profit and more turnover 


than most other key lines! 


TAPES FOR EVERY PURPOSE 


NEW BRUNSWICK, NEW JE 


A PeRmacet 


* ELECTRICAL INGULATING MATERIALS « ADHESIVES 








REDUCE CAPITAL OUTLAY, 
INVENTORY; GUARANTEE 
IMMEDIATE DELIVERY OF 


CHICAGO 


MOUNTED WHEELS 


NEW SPECIAL SHAPES 
NOW AVAILABLE FOR 
IMMEDIATE DELIVERY 
FROM STOCK... 


Now you can stock an entire line of mounted 

10 each (610 pieces) for $300; 
100 each (6100 pieces) for only $ . Inter- 
mediate quantities also available. This new 
“SS Series” reduces inventory, simplifies 
ordering, and guarantees your customers im- 
mediate delivery. And within 48 hours, you 
can replenish your own entire stock. 


THESE 6 SPECIAL SHAPES cover over ocx 


OF ALL PORTABLE GRINDING NEEDS 


Extensive research and are have 
disclosed that six Chicago Whee spel Shapes 
cover every portable off-hand grind- 
ing job. These are available in 30 sizes with 
choice of two tions in aluminous oxide 
abrasive and seven of silicon carbide. 
This new “SS Series” of Chicago mounted 
wheels is the most efficient, t- system 
ever devised for Chicago | distributors. 


WRITE FOR BULLETIN 86-10. 

iMustrates vitrified and rubber 

bond wheels; sizes, shapes, speci- 
fications, prices, discounts. For 
complete information on Chicago 
rubber wheels for portable grind- 
ing, ask for Bulletin R-201. 

















Patton New Secretary 
Of Cleveland Cap Screw Co. 


John P. G. Patton was elected 
secretary and a member of the board 
of directors of The Cleveland Cap 
Screw Co. He succeeds Thomas A. 
Fribley, recently elected president. 

Mr. Patton joined Standard 
Pressed Steel Co. in 1956 as assistant 
production control manager. 


Michigan Abrasive Makes 
Top Management Promotions 


Fred P. Hauck was elected execu- 
tive vice president of Michigan Ab- 
rasive Co. W. S. Hoskin was pro- 
moted to vice president in charge 
of sales and Ken C. Davis was 
named to succeed Mr. Hoskin as 
general sales manager. 

Mr. Hauck joined Michigan Abra- 
sive in 1944. In 1948, he was elec- 
ted vice president in charge of re- 
search and manufacturing, and 
served in that capacity until now. 

Mr. Hoskin, formerly general sales 
manager, will be responsible for the 
expansion of the field sales organ- 
ization and the establishment of a 
distributor's warchouse network. 

Mr. Davis will be the line execu- 
tive in charge of sales operations. 
Until this promotion, he had been 
assistant general manager. 


Viee President Manufacturing 

Robert C. Dickey was elected vice 
president in charge of manufactur- 
ing for Michigan Abrasive, succeed- 
ing Fred Hauck. 


W. S. Hoskin 


CHICAGO WHEEL 


AND MFG. CO. + 1101 WEST MONROE STREET 
Dept. 1D-9, Chicago 7, Illinois + Telephone CAnal 6-8155 


DISTRICT OFFICES: 

® Chicago, il. © Milwaukee, Wis. © Kansas City, Kan. 
® Detroit, Mich. © St. Louis, Mo. . 
© Cleveland,©. © New York City 





Robert Dickey 
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BAY 
STAT EX 


HUM TAPS 


va 4 


nm AY TA Qs CELL ALLL AA 


INTERNAL THREADS...COLD FORMED 
-»» WITHOUT CUTTING, WITHOUT CHIPS 


FORM-TAPPING, a revolutionary development, cold forms internal threads by a flowing 
displacement of material in such metals as copper, brass, aluminum, die castings, lead, 
leaded steels and other ductile materials. 

The use of a FORM TAP for blind holes in these materials reduces tap breakage . . . and 
more important . . . eliminates costly chip removal. 


For more information about FORM TAPS and for the best in taps and dies, call your 
BAY STATE distributor. 


BAY STATE TAPS 
BAY STATE TAP & DIE COMPANY - MANSFIELD, MASS. 


On the nearby shelves of A SUBSIDIARY OF THE CLEVELAND TWIST DRILL COMPANY 
your Industrial Distributor Stockrooms: New York * Atlanta + Cleveland + Detroit 
Chicago * Dalias + Los Angeles + Sen Francisco 
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3¢3};N D’S 


Po Rn 


r7 BIG SHELF 
| : 


A 


ALWAYS IN READY SUPPLY 


Wide range of worm gear speed 
reducers. Vertical and horizontal 
units. Single and double reduc- 
tions; ratios 5:1 to 3264:1 for 1/30 
to over 11 HP input. High pressure 
angle gearing, heavier output 
shafts and steep angie bearings. 
Fin cooling where required. 


PROVEN PRODUCTS 


STOCK GEARS 


Cormpiete line of stock gears: Spur 
Gears and Pinions, Miter, Bevel, 
Worm Gears and Worms. Also, 
gears made-to-order to your cus- 
tomers’ specifications. 


CUSTOMER SATISFACTION 


SPROCKETS AND CHAINS 


Cut Cast iron and Steel Sprockets 
for light or heavy-duty drives—in 
stock. Special sprockets to order 
per your customers’ specifications. 


RAPID TURNOVER 


FLEXIBLE COUPLINGS 


5 types—nearty 100 different sizes. 
Available in iron or aluminum. For 
any drive up to 500 HP at 100 RPM. 
Each has only 3 perts—requires no 
adjustments or lubrication. 


TOP PROFIT LINE 
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Andrew M. Mezey 


Mezey Is Midwest Manager 
For American Drill Bushing 


Andrew M. Mezey was appointed 
Midwest manager for the American 
Drill Bushing Co. 

Before joining the firm, Mr. 
Mezey was with the J. H. Williams 
division of United Greenfield Corp. 


Williams Promotes Sweeney 
To Field Sales Manager 


Thomas M. Sweeney was ap 
pointed field sales manager, tools 
division of J. H. Williams & Co., ac 
cording to an announcement by 
Edward R. Burkardt, vice president, 
tool sales. 

Mr. Sweeney was transferred from 
Syracuse where he was the firm’s 
sales representative for the past three 
years. 








HERE’S THE 
LINE UP- 
TAKE YOUR PICK 
































0 


In the market for carriage bolts? 
We make a full line of sizes. 
Lag, and machine bolts also. 
And they're all top quality. 














BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Stee! Export Corporation, 


BETHLEHEM 
STEEL 
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This distributor salesman is 


eering with R/M 


to provide positive seals for flanges 
on all types of equipment 


Both he and his gasket cutting customer know that they can rely on 
R/M for the gasket materials to meet any need. And they know that 
physical properties, aging qualities and cutting characteristics will be 
consistently within specifications from lot to lot. Among the many 
outstanding gasket materials found in Type #6 of the R/M Big 7 


Packing Types are the following: 


R/M K 68®—an asbestos-Neoprene combi- 
nation with no sulfur—for use on equipment 
handling hot oils and solvents of the gasoline 
and toluol types. 

R/M Ne. 650 Pyroid®—compressed asbes- 
tos sheet with great flexibility and tensile 
strength—for use against oil, steam (both 
Saturated and superheated), acids, alkalis 
and gasoline-type solvents. 

R/M Me. 625—a high-quality red rubber 
sheet—for use in water, air and steam serv- 
ice. Also for food processing and packaging 
equipment. 


. 


R/M Neoprene Sheet—formulated in a 
wide range of hardness and density—for oils 
and solvents, except chlorinated, aromatic 
and Ketone types. 

R/M Bune-N Sheet—in a wide range of 
hardness and density—for paint and lacquer 
solvents, chlorinated and aromatic type 
fluids, and aliphatic solvents. 

Tefien*—has excellent resistdnce to acids, 
solvents and corrosive liquids in the tem- 
perature range of —100 to +500°F—can be 
used alone or as an envelope with any of the 
sheets mentioned above. 

* Registered trademark for Du Pont fluorocarbon resins 


Gasket materials are only one of the Big 7 Packing Types made by 
R/M to satisfy all your packing requirements. 

Let “Seveneering” with R/M work for you. An R/M Packing Se- 
lection Chart will help your customers select the right Big 7 Packing 
Type quickly. If you don’t have this handy tool, write for copies. 


R/M's Big 7 Packing Types meet 95% of all packing needs, 
ere sold exclusively through authorized R/M distributors 


a 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, PASSAIC, N. J. 


MECHANICAL PACKINGS AND GASKET MATERIALS 
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Dayton Appoints Crosby 
Manager in Kansas Region 

Larry Crosby was appointed dis- 
trict manager by Dayton Industrial 
Products Co., division of Dayco 
Corp., and assigned to the region 
including Kansas City, Mo., and part 
of Kansas. 

Prior to joining Dayton, he was 
a sales representative for a trans- 
mission equipment firm in Kansas 


City. 


RB&W Names Metzger, 
Collins To Sales Posts 


John R. Metzger and Howard A. 
Collins were named to sales posts 
with Russell, Burdsall & Ward Bolt 
and Nut Co. 

Mr. Metzger is now sales super- 
visor at the Rock Falls, Il. plant. 
He had been office manager in Chi- 
cago since 1949. 

Mr. Collins joins the Chicago 
sales office after spending 24 years 
with Buffalo Bolt Co., in sales and 
accounting capacities. 


Richards-Wileox Names 
Townsend L. Way, Jr. 


Townsend L. Way, Jr., was ap 
pointed assistant sales manager of 
Richards-Wilcox Mfg. Co. He will 
serve as assistant to Elmer R. Ran- 
som, vice president of marketing, 
and general sales manager. 

Mr. Way joined the firm in 1953 
as a sales-engineer in Philadelphia. 





HEAVY-DUTY ELECTRIC 





TOOLS 


Accepted across the Nation 
for quality...for dependability! 


The key to MILWAUKEE’s sales growth and nationwide acceptance 
is quality. It is also your guarantee of customer satisfaction. 

The growth? 39% in 1959 . . . and 700% over the past 10 years. 
All this through a sound, reliable sales policy of selling only to leading 
independent Contractor, Industrial and Automotive supply houses. 
The product? Only the highest quality materials and workmanship 
.-. every tool is ruggedly designed for heavy duty service... every 
tool is full ball and roller bearing . . . every tool powered by a motor 
made by MILWAUKEE ... job tested and proven for over 35 years. 


Investigate the advantages and profit potential in selling 
MILWAUKEE Electric Tools, 











Write today for prices and free literature. 


ge MILWAUKEE ELECTRIC TOOL CORP. 


S340 W. STATE STREET ° MILWAUKEE, WISCONSIN 
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HOW TO SELL 


me New, 
Low-Priced 


W ARNOCK 
STRAP 
WRENCH 


Talk about its 


and let them feel its 


4 


| LOWELL WRENCH CO. 





Paul ete 
Pratt & Whitney Appoints 
Stanton As Marketing V.P. 


Paul N. Stanton was appointed 
vice president of marketing of Pratt 
& Whitney Co. 

As marketing vice president, Mr. 
Stanton will be responsible for all 
sales, market research and advertis- 
ing activities of the firm. 

He come to P&W from Clearing 
Machine Corp., where he was gen- 
eral sales manager. Prior to that he 
was with Lapointe Machine Tool 
Co. 


Brien Named President 
Of Ohio Gear Co. 


Douglas D. Brien was named 
president of the Ohio Gear Co. He 
succeeds Harrison Browning, who 
was appointed chairman of the 
board after 33 years as president. 

Mr. Brien joined the firm in 1946 
and since 1949 has served as execu- 
tive vice president. Prior to joining 
the firm he was with Chrysler Corp 
and Fruehauf Trailer Co. 


a 
Douglas D. Brien 
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THIS SKINNER 
2-PAGE, 
4-COLOR INSERT 
IS WORKING 
FOR YOU 


a Pm 


it is designed 

to tell your customers 
and prospects of 

the newest metalworking 
products designed 

by Skinner. 

This story appears 

in all the trade books 
serving the 
metalworking industry 
and is directed 

to those attending the 


3 big September 
shows in Chicago. 


MR we 


MAKE FULL USE 
OF THIS INSERT— 


Copies Are Available. 
Follow Up After 

The Show— 

Write To Skinner Today! 
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Typical major chuck developments 
that come to you from SKINNER 


Packaged power chucking assemblies are available for Atias, Cintilathe 
Hardinge, Logan, Regal, Sheldon, South Bend, and many similar lathes 
Assemblies are also available for Brown & Sharpe and similar automatic 
ind hand screw machines to permit chucking of cold drawn parts, small 
or odd sh ipes ind castings Pac rn wed assemblies consist of chuck with 
two or three jaws, threaded drawbar and drawtube, rotating air cylinder 
cylinder adaptor and necessary mounting for the individual machine 


Extra-heavy-duty Wedge-Screw chuck combines best features of power 
and hand chucks. It develops tremendous gripping power, high accuracy 
ind repeatability by a unique principle When th lug-ty px 
turned manually or by a power wrench, it engages the gear plate cau 
the screw to move the wedge The force of the wedge on the jaws 
the work with tremendous power 
This Wedge-Screw chuck has such useful features 

Accuracy —within .001 total indicator reading 

Repeatability within .0005 total indicator reading 

Complete Range— no size limitation 


Many other features including over-tightening and operator pro 


f 
tection, sealed operating mechanism, automatic lubrication, et 

For complete details about packaged power chucking assemblies, 
indexing chucks, wedge-screw chucks, +GF+ Work Drivers, other 
chucks and chuck equipment, contact your Skinner Representative 
or Distributor, or write us at the address below. 


Heavy-duty power chuck with jaws that index freely 
under full pressure. Indexing is simple, easy, and fast 
The operator can index manually without touching 
the work or releasing the pressure. Jaws are indexed 
by means of a lock screw and slide plate. Note the 
size and shape of the indexing pin. It fits firmly and 
positively into the indexing plate so that extreme 
accuracy of indexing is assured 

One or both jaws can be furnished with indexing 
mechanisms. As a result, you can index more positions 
ind smaller index angle There is no need to buy a 
new chuck for different indexing positions because 
index jaws or index components can be interchanged 
quickly and easily 

ihis new Skinner chuck mw available in all body 


diameters from 12° through 36 


+6F+ Work Drivers distributed by Skinner, are the 
best clamping devices available for driving rough or 
smooth blanks between centers. Eccentric jaws with 
floating spring action hold firn ind any increase in 
cutting tool pressure and or spindle speed automati 
cally increases the holding power of the work driver 
The jaws ire easily reversed to wccommodate changed 
direction of spindle rotation 

The protective hood covers all mechanism and 
pr Vides means of manually peerin ind closing mawe 
\ sheht turn of the hood wit! surface cross-hatched 
for sure grip, opens jaws and holds them open until 
work is placed between centers inother turn releases 
#6F@ Work Drivers are available 


to hold work ranging in diameter trom to 8 


jaws to grip work 


M iximum eccentricity o y Fin 
shed adaptor plate , ) » « ivailable 


lor mounting on all ty 


See these Skinner products at the Production Engineering Show Booths 212 & 


4 NAV 


THE CREST OF QUALITY 


THE SKINNER CHUCK COMPANY «+ NEW BRITAIN, CONNECTICUT, U.S.A. 





Bob Gilliland 


Sam Renfro 


Diamond Saw Works 
Appoints Gilliland, Renfro 


Bob Gilliland and Sam Renfro 
were appointed managers by Dia- 
mond Saw Works, Inc. 

Mr. Gilliland will be in charge of 
the New England District. Mr. 
Renfro will manage the Southern 
division. 


Bearing Distributors 
Push Tape Program 


More than a dozen bearings 
manufacturers have produced “talk- 
ing catalog” tapes to train distributor 
salesmen, officers of the Anti Fric- 
tion Bearings Distributors Associa- 
tion reported to the membership. 

The bearings distributors met re- 
cently in Montreal to hear progress 
reports on their new tape-training 
program and indoctrinate new mem- 
bers. 

Frank Timble, Ray M. Ring Co., 
Chicago, AFBDA president, told the 
membership that in addition to sup- 
pliers who have already produced 
tapes, a number are in process of de- 
veloping tapes which should be 
ready this month. 


Purpose of Program 


Purpose of the tape program is to 
provide distributors with a quick, 
handy method for giving salesmen 
fundamental technical knowledge, 
as a preliminary or supplement to 
their regular product training. Sup- 
pliers, for their basic training tapes, 
have experts record and summarize 
points brought out in company cata- 
logs, page by page, and the tapes 
then become the basic media in the 
distributors’ training “libraries.” 
Other tapes are added to the li- 
braries as the need arises. 





Heres the Fastest. Easiest 
Cost-Savingest 
To Do It! 


Way 


/ 


RIGID. 
535 Pipe & Bolt Threading Machine 


Just 1 Universal Die Head and 2 Sets of Dies 
Threads 43" to 2” 


Cuts Die Changing 66% — Two sets 
of dies do the work of six .. . 
adjust to size right in machine. One 
set for 4" and %"’; the other for 1”’, 
14", 1" and 2”. All other Rimmip 
quick-opening pipe and bolt die 
heads and dies can be used. 

No Slow Back-Off — Quick flip of 
throw-out lever retracts dies in- 
stantly, after thread is cut. 

Fast Chucking — mimmip Speed 
Chuck grips tight, forward or re- 
verse .. . sets and releases fast by 
hand. Tools swing out of way for 
chucking of short lengths from front. 
Always True Threads — Cam-action 
rear-centering device gives extra 
support for long pipe lengths . . . 
no wobble. 

Full-Floating Cutter — Roll-type 
cutter with large easy-to-turn 


handle has full-floating action for 
smooth cuts, even on out-of-round 
or bent pipe. 

Smooth Reaming — Five heat- 
treated straight cutting flutes ream 
44"" to-2” pipe or conduit fast and 
smooth. 

No Ol! Waste — Self-contained oil 
system has vane-type pump that 
circulates oil when nozzle is posi- 
tioned for threading. 

Easy-to-Read Length Gauge —Slid- 
ing indicator gives accurate cut-off 
and thread lengths. Large lathe- 
type handle controls tool move- 
ment. 

Plenty of Power —Fast, trouble-free 
universal-type % h. p. motor, re- 
versible at switch, easily threads 
up to 12” pipe with geared tools. 


Stock and Sell this Time-Saving FRIEREIE 535. Your Customers Need It! 
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Wheeling COUPLINGS 
for the ‘Right Connections’ 


Indeed, the ‘right connections’ 

for SERVICE and QUALITY! 

Service because . . . your orders are 
shipped the same day we receive 
them. Quality because . . . Wheeling 
“X-L”" Pipe Couplings are 
quality-controlled and precision 
engineered to A.LS.L, A.P.L, 

A.A.R., or other specifications 

in diameters %" to 16” in all types. 
Send for our free condensed 

catalog today. Remember, 

Wheeling Couplings have 

eXceL-ed since 1918. 


WHEELING MACHINE PropucTs CO. 
WHEELING, WEST VIRGINIA 
West Coast Factory - - Woodlake, California 





LOATH Dt al ALE 


INDUSTRIAL 


BRUSHES and BROOMS 


This line is complete—there are brushes and brooms for every 
need—you can’t miss a sale. Keep in mind thot here is a 
source of supply that never fails—top quality always—we ore 
on the job to serve you and do it in every respect. Sell 


“Red Cop” 
Metal Base Broom 


"@ We urge users to buy thru their local distributor 


INDIANAPOLIS 
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AFBDA members contributed 
about $17,000 to the program by 
purchasing special RCA cartridge- 
type recorders that permit suppliers 
to produce and mail tapes at mini- 
mum cost, and provide for easy op- 
eration by distributor salesmen who 
are studying up on products. 

So far, 33 suppliers have expressed 
their intention of supplying tapes. 

In addition to the training pro- 
gram, AFBDA officers also devoted 
the Montreal meeting to welcoming 
new members. Among the firms that 
have recently joined the association 
are: ‘Trans Bearing Corp. East 
Syracuse, N. Y. (Charles Me- 
Gavern ), T. L. Walker Bearing Co., 
Houston, (Ed Trautwein), Cotting- 
ham Bearings & Service, Inc., Dallas 
(Bob Cottingham), National Bear- 
ings Ltd., Montreal (Jack Denner), 
Montreal Bearing Service Ltd. 
Montreal (Herbert Hought), and 
Atlantic Bearings Corp., Cambridge, 
Mass. (Robert Westwater ). 


New ASME Group 
Spotlights Distribution 


Distributors held the spotlight at 
a recent meeting of the newly or- 
ganized Sales Managers Division of 
the American Society of Mechan- 
ical Engineers, Los Angeles Chapter. 

Three distributors and two sup- 
pliers’ sales executives were panel- 
ists in probing problems of distrib- 
utor-manufacturer relations, as the 
new group launched a program that 
it hopes will be “specifically tailored 
to the interests of the engineered 
products field.” 

Howard J. Feichtmann, sales man- 
ager of Western Gear Corp., panel 
moderator, said the Sales Managers 
Division of ASME was an out- 
growth of the need of several indus- 
trial products sales executives to 
focus on the special problems of en- 
gineering selling. He termed the 
group’s function complementary to 
other local organizations like the 
Sales Executives Club. 

It affiliated with ASME last year, 
and is one of the first sales-oriented 
groups to be set up within the na- 



































Sitting pretty 
with ten Morse exclusives... 


for one-source covcrage of power transmission needs and customer satisfaction 


Morse Chain Company, the one complete source for power trans- REMEMBER: Only Morse Chain Company offers so many 
mission products, delivers more exclusives for maximum coverage , com 
and unmatched selling power; insures customer satisfaction with fast, CauSves OnE gn EE ONTing poner Corenee Wo toene 
right-now delivery: plete source for power transmission products. Get the 
BASIC DRIVES: H-E Roller Chain; A.S.A. Standard Roller Chain; profitable facts by writing: Morse Chain Co., Dept. 23-90, 
Double Pitch; Implement and Attachments; Leaf Chain; Morse Ithaca, N.Y. Export Sales: Borg-Warner International, Chicago 
Rocker Joint Silent Chain; Hy-Vo® Drives; Morse ““Timing’’® Belts; : , 
Sprockets; Morse Taper Lock . . . stock and made to order. 3, Ill. In Canada: Morse Chain of Canada, Ltd., Simcoe, Ontario, 
FLEXIBLE COUPLINGS: Morse Morflex, with pre-loaded neoprene 

biscuits, single and double; Morflex Radial; Morflex Drive Shafts; 

High Torque Nylon; Flexible Roller and Silent Chains. 


SPEED REDUCERS: Eberhardt-Denver PoweRgear®; Worm Gear; BW 
Helical; Gearmotors; Conveyor Drives; Miter Boxes. 


CLUTCHES: Morse-Rockford Pullmore; Over-center; Over-running; 
Morse Torque Limiters; Morse-Matic Centrifugal. A BORG-WARNER INDUSTRY 
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fone M 


Nuts and Bolts... 





IT PAYS TO BE 
PARTICULAR 





It’s just good business 

to handle the line that 

offers all these assets: 

a century old 

reputation for unquestioned quality 
.-- products properly priced, 
aggressively promoted, protectively 
packaged. In short, the Clark line. 


WE'RE FUSSY, T00 











distributors who 

are solid, sound 
businessmen... 

with live wire, 

locally respected 

organizations. And 

there are still some Ciark 
distributorships available te high 
caliber organizations in 

selected areas. 








If you'd like to investigate 
the possibilities, write 

for full information 

and prices on the 
complete Clark line. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 








tional engineering society. 
Feichtmann is the Sales Man- 
agers Division's secretary-treasurer. 
Other officers are James P. Gormly, 
of Goodyear Tire & Rubber, di- 
rector, st'-ceeding SMD’s first di- 


rector, Peter H. Bertola, of Gen- 


eral Conveyor Co.; Bob DeMott, 
Chain Belt Co., assistant director; 
Don Reagan, B. F. Goodrich, pro- 
gram chairman, and J. W. Mc 
Cormick, Pacific Pumps, member- 
ship chairman. 


Perspective on Distributors 


In the distribution panel, Frank 
Nelson, Garrett Supply Co. Los 
Angeles, led off with a description 
of industrial distributors’ role in 
engineered selling. He said distrib 
utors who do a competent market- 
ing job are entitled to a worthwhile 
return, sometimes well above a flat 
20 percent, and cited “reasonably 
specialized” supply firms as the best 
outlets for many engineered lines. 

On the other hand, he cautioned 
that certain distributors should steer 
clear of highly technical lines, leav- 
ing the field to functionaries with 
the time for market penetration. 

Another panelist, Ray Latham, 
Bearing Sales Co., Los Angeles, 
stressed the importance of suppliers’ 
service policies in backing up dis- 
tributors. He scored both distrib- 
utors and suppliers who fail to prac- 
tice selectivity because of “volume 
hunger.” 

Also on the panel were Chris Mc- 
Cririe, Reliable Bearing & Supply, 
Los Angeles, who spoke on distrib- 
utor advisory councils, and Sid 
Weatherhead, Norton Co., who dis- 
cussed the training of salesmen. 





NEW DISPLAYS at Southern Supply 
Co., Jackson, Tenn., are proudly shown by 
Dave McCutcheon. 
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What Should 
an Advertisement 
Be Like? 


Judging from the wonderful 
response we've been getting— 
an ad should be just like the 
current C-L ad...see opposite 
poge. Part pure sell . . . part 
information of valve. This 
combination ad is the latest in 
a series that has produced 
record results in leading mag- 
ozines read by distributors’ 
customers. 


CHICAGO-LATROBE 
ADVERTISEMENTS ARE 
SEEN BY MORE PEOPLE... 
ACTED ON BY MORE 
PEOPLE...BRING MORE 
AND MORE BUSINESS 

TO CHICAGO-LATROBE 
DISTRIBUTORS. 


CHICAGO- LATROBE 





CLIP AND FILE 


END MILL TIPS 
YOU CAN USE 


IMPROPER SPEEDS, FEEDS 
RESULT 
IN 


improper speeds or feeds as 
well o failure to use adequate 
cooling methods lead to rapid, 
excessive weor on end mills. if 
end mill users would observe 
good cutting tool practices on 
these problems they could cut 
their tool costs and obtain better 
overall performance. Follow 
chart below. 


SPEED AND FEED CHART (SFM) 

Material Speed 
Aluminum and 

Magnesium 400-600 
bros 2Si(i‘éC«C 0-500 
iron — Cast ae 

and Malleable 90-100 
Steel — Cast, Soft Alloy 70-80 
Steel—Hord Alloy 30-50 
Stee! — Stoiniess ~ 50-80 














Feeds very with diameter . from 
0002" te 0005" smell sizes te 003" 
vp in lorger sizes — per RPM 


FEED 
—= 


CUTTING FLUIDS 


You will get a better finish to 
your work and far more mileage 
from End Mills if you achieve 
the best possible use of coolants. 
No brief statememt can cover 
all situations, but best general 
advice is to use multiple streams 
one on leading side of tool 
one on back. Keep the flow 
heavy and steady. 


GOT A PROBLEM? 


Arrange a consultation with a 
Chicago-Lotrobe Service Engi- 
neer. His experience can lead 
to a quick solution of your 
problem. Also — request com- 
prehensive End Mill Speed and 
Feed Chart. 


Bust tip Oty alll). 


ASK YOUR 
DISTRIBUTOR 


FOR... 


“END MILLS 


DRILLS « REAMERS « END MILLS 
COUNTERSINKS +« COUNTERBORES 
CARBIDE TOOLS « SPECIAL TOOLS and 


\Y a Me Page)-1 aulel-1|-8-1-1-9-1/44-B>)-1] a a 
\ ‘ 


x 


Write Chicago-Latrobe or call your distributor 
for CATALOG No. 60 Sixty-eight pages of illustrated 


listings and specifications—including prices. 


CHICAGO-LATROBE 


427 West Ontario Street Chicago 10, Illinois 
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, PENNSYLVANIA —__ 


~CAP_ SCREWS’ 

SET SCREWS’ ” 

MILLED-STUDS "G 
CUSTOM << 


SCREW MACHINE . 
SPECIALTIES oi 


a 











qii"p 


WELDED STEEL 
BENCH OILER 


¥ to 1 pint capac- 
ity. Interchange- 
able rigid and 
flexible spouts 
from 4 in. to 12 in, 


Manufacturers of over 100 Lubricating 
Dispensing Products for Industry 

e Forces Feed Oilers « Welded Steel Bench Oilers 
e Adhesive Guns ¢ Barrel Pumps and Suction Guns 


CONTROLLED FEED 
PISTOL OER 


6 oz. to 1 qt. capacity. 
Interchangeable 
spouts from 4 in. to 
24 in. 





e 


S 





PLEWS OILER INC. | 





\ 


PISTOL 

OILER 

From 4 oz. to 1 qt. 
capacity. Rigid 
and flexible spout. 


FORCE-FEED 
HANDLED OILER 


% pt. to 1 qt. ca- 
pacity. Detach- 
able rigid and 
flexible spouts (in- 
terchangeable). 

igid spouts up to 








60 inches long. 


701 South Seventh St. 
Minneapolis 15, Minn. 
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Glenn J. Tintera 


Tintera Joins Metal Goods 
As Market Research Analyst 


Glenn J. Tintera was appointed 
market research analyst for Metal 
Goods Corp., St. Louis, Mo. 

Before joining Metal Goods 
Corp., Mr. Tintera was employed at 
Longstreet-Abbott & Co., as a com- 
modity market analyst. 


New Personal Director 


William H. Weber was appointed 
personnel director of the firm. He 
replaces John H. Harwood, who was 
elected secretary-treasurer. 

Prior to joining Metal Goods 
Corp., Mr. Weber was assistant to 
the vice president of industrial rela- 
tions at Century Electric Co. Before 
that he was with Standard Oil of 
Ohio, Ford Motor Co. and Sears 
Roebuck. 


Duke, Gilkison Appointed 
To Gates Management Board 


H. B. Duke and Mark T. Gilki- 
son were appointed to the board of 
management of the Gates Rubber 
Co. 

Mr. Duke, director of industrial 
relations, joined Gates in 1946 as an 
automotive sales correspondent. In 
succeeding years he became a mar- 
ket specialist and business research 
analyst. He was appointed head of 
industrial relations in 1957. 

Mr. Gilkison started with Gates 
in 1939 as a sales correspondent, be- 
coming a field engineer in 1940. In 
1957 he became manager of the in- 
dustrial sales division. 








A Great New Line of Lower Priced, 
Lighter Weight Alloy Shovels 


Pictured below is another Ingersoll “FIRST” to give you more 
for your shovel dollar . . . a new line built for heavy duty service. 

Blades are famous Ingersoll Nickel-Molybdenum alloy steel; 
handles are top quality “X” grade ash, expertly seasoned and 
finished. 

Pricewise, for example, the #2 long handle round point closed 
back style retails for $14.40 (16%) less per dozen than the in- 
dustry premium priced alloy shovel. Actually, the new “NICL- 
MOLY” shovel is only pennies more than “B” grade tools which 
have carbon steel blades. 

$O LOOK FOR THE NAME “NICL-MOLY”. 

Send for complete details and eye-popping prices. 





wOle 


Ingersoll STEEL DIVISION 
] Borg-Warner Corporation 
ee NEW CASTLE, INDIANA 





® Industry has accepted Milwaukee as 
a@ source of strong, durable, efficient 
brush “tools”. This industry-wide accept- 
ance means that a large part of your 
selling job is done. And present users, 
knowing Milwaukee's dependable service, 
provide a profitable source of repeat 


business for you. 
Milwaukee helps you sell three ways. . . 


® assures you a single source of supply 
for all brush needs. 

®@ provides complete technical brush ad- 
visory assistance. 

© has the right brush answer regardless 
of the problems you encounter. 


The market is BIG . . . because each 
mill, factory, shop and institution in every 
territory is a prospect. The use of Indus- 
trial Brushes can be termed practically 
universal. 


THE MILWAUKEE BRUSH MANUFACTURING CO 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 
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BRIGHT OFFICE makes for pleasant 
work at Dixie Bearings, Memphis, Tenn. 
(Lamar Vaughan, Margaret Mooney at the 
desks). 





Dodge Mfg. Corp. Forms 
Foreign Subsidiaries 


J. Allan McLean, president of 
Dodge Mfg. Co., announced the 
formation of a wholly-owned sub- 
sidiary, Dodge Mfg. International, 
A. G., with headquarters in Zug, 
Switzerland, and the acquisition of 
a majority interest in Dodge de 
Mexico, S. A. in Mexico City, 
Mexico. 

Arthur Terry, III, a member of 
the Dodge sales staff since 1954, will 
be European manager. Mr. Mac- 
Lean will head the Mexican com- 
pany with Thomas M. Nevin as 
executive vice president. 


New Address For Crane Co. 


Crane Co.'s executive office ad- 
dress is now 155 North Wacker 
Drive, Chicago 6, Ill, telephone 
STate-2-1580. 





BUSY CORNER at Frick & Lindsay Co., 
Pittsburgh, is the punched card tabulat 
ing center. 








Teeth in ratchet head and socket openings are induction heated for hot Completely machined ratchet and socket blanks are heated and quenched 
forming without tears or ruptures. Over-heating of steel is avoided in a series of salt baths to develop the proper relationship of toughness 
and decarburization is prevented. Unusual accuracy is attained and the and hardness without decarburization or dimensional distortion. 

grain structure of the metal remains unbroken. 


A Push Button World at WILLIAMS 


B-52 and $-52 RATCHET FEATURES 


then 4 


4) teeth give 62 tooth 


sting less 
omng of 


DETACHABLE SOCKET FEATURES 


Opening depths pre- 
portioned for proper 
nut seating. Through 

provides bolt 


Trve, , then-well 
design. Noses not 

to obscure thick 
wolls Well thicknesses 
end 0. D. proportioned 
fe opening size on each 
end every socket 


Openings pressure formed 
te finer tolerances then 


Government requirements 
or sadustry stenderds. 
Length proportioned to 


opening tize on 
sockets. 


Double grooves tor 


fiom ge ond easy 


Detent on four sides for 
of sockets 


eety 


produces 


Detachable Socket Wrenches 


that have RESERVE STRENGTH 
for THE TOUGHEST JOBS 


The unique combination of the latest automated equip- 
ment and design “know-how” produces a complete line 
of rugged, detachable socket wrenches which “bear up” 
under every stress condition encountered. Improved 
grain structure and precisely controlled heat-treating 
build up an unusual resistance to metal fatigue. These 
reserves of strength are hidden but guaranteed qualities 

built into all Williams’ wrenches. 


MR. WRENCH SAYS: “Every Distributor should 
see a copy of ovr New 24 page TOOLFACTS 
booklet. Tells how to select, use and core for 

. quality wrenches. A valuable Sales Tec! to 
increase your wrench volume.” 


J. H. WILLIAMS & CO. 

Division of United-Greenfield Corporation 

401 VULCAN STREET, BUFFALO 7, N.Y. 
Mr. Wrench: Please send me your new 
() TOOLFACTS Booklet 


Pe pinciiieietenimentiinttes 


| a 


STREET. 
CITY. 





AIR FUTER 


Assures clean oil- 
free oir. Lerge 


A JN 4 sWAst J : S 
somes git | HIGH SPEED - POWERFUL GRIP | Olin: Dorid Schuler demanstate eee 


partner David Schuler demonstrates spin 


250 lbs. ' : 
No. 140 $4.00 . die-nose lathe chuck for Clarkson College 
New, improved model speeds up all repeat student Stuart Harper, recently hired by 


operations— milling, drilling, tapping, punch- Erie Supply for the summer 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
wane enna ean pressure! Extra thick jaws for attaching jigs. Erie Supply Hires ID 
prodve- Jaws open to 3 inches; 4%" to %” maximum Scholarship Student 
ternal Mix travel. Complete with foot control. air hose 
and fittings Stuart Harper, present holder of 
f the Inpusrriat Disrarsution schol- 
Write for new Air Tool Catalog : . . 
Petene clightly Alger ba thee West arship at Clarkson College, was re- 
W. R. BROWN CORP., 2657 N. NORMANDY AVE. CHICAGO 35, ni. cently hired for the summer by the 
Erie Industrial Supply Co. of Erie, 
Pa. 
Mr. Harper, who will graduate in 
the Clarkson class of ‘62, visited 


| Erie Supply during his Easter va 
ivi O a E VA LVE cation, “just to look around”, and 
was hired a month later. 


me) Fe ® om «y “ ivi  @ N e YW “This gives us an opportunity to 


look over one of these students with 
the thought of hiring him when he 


NEW! Pressure reducing valve graduates”, says Erie Supply partner 


mr A ee NR fae David Schuler, who adds: “So far 
© new Keckley No. a 0. pres- : V é Seda 
sure reducing and relief valves feature a full it has worked out quite satisfactorily, 
ported orifice for greater capacity and increased and we are looking forward to the 
flow of steam, air, water, oil and gas applica- ” 
om future”. 

This enables the No. 11A and No. 11R to fit Mr. Harper, 19, ranks high on the 
many applications presently requiring larger or-  o ~ th 
dinary and/or more expensive valves at substan- Dean's list at Clarkson. A native 
— bee. asin nile deme tee of Mayville, N. Y., he is a member 

single seat o. Jo. a 7 ps = : 

semi-steel body, bronze or stainless steel trim of Theta Xi Fraternity. 

and composition disc; and are suitable for initial 
pressures up to 250 Ibs. steam, 450° F.: 500 Ibs. 
water, oil and gas, non-shock, 100° F. Reduced 
pressures range from one pound to 100 Ibs. 
ae le: 1-20 Ibs.; 15-50 tbs.; and 40 to 
100 Ibs. Interchangeable standard composition 
discs are furnished for specific media. Sizes 75% of Space Assigned 
as. 











Seventy-five percent of the space 
in the Los Angeles Memorial Sports 
Arena has been assigned for the 
American Society of Tool and 
Manufacturing Engineers’ Western 
Engineering Conference and Ex- 
hibit to be held November 14-18, 
1960. 


0. C. KEGKLEY COMPANY 


General Offices ond Factory 


3400 CLEVELAND ST., SKOKIE, ILLINOIS 
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Our 


searc 
helps 


At Union, constant research in two modern laboratories provides Union 
distributors with the latest advancements in cutting tools. One laboratory is for 
metallurgy; in the other, tools must pass severer tests than they will ever meet in 
actual use. You, as a Union distributor, can sell your customers the com- 

plete Union line with thorough confidence in its laboratory-tested quality. 


UNION af 


UNION TWIST DRILL COMPANY, Athol, Massachusetts 
S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vt. 
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Literature 
on all the 
Industrial 
Uses of 


z on i) 


U.S.Fiex 
METAL HOSE AND COMPONENTS 
© Corrugated —highly flexible 
© Interioched —ruggedly built 
Both handing lnguids and goses 
@ Tor and Asphoit Hose Assemblies 
@ Ducting. Stoimiess—for pressure and 
high temperoture 
© Aircraft, Missile, Rocket Components 
Write for deteils of specific applications 


U.S. FLEXIBLE TUBING CO. 


SAFETY ENGINEERS SPECIFY 
BADGER RAILWAY CAR MOVER 
Power to move the heaviest car. “V" spurs grip 
rail edges. Certified malleable. Straight grain 

hardwood handle. A model for every job. 


Widely used to make 
springs for repairs, ex- 
perimental work and small 
production runs. 


ROLLER PRY TRUCK T+ > 
Raises and rolls loads up | = 

to 2¥2 tons. Two will ‘4 

move heavy cratesandcases. | y | - 


WARRANTY — full manufacturers’ guarantee. 


WRITE FOR: 
catalog, price lit 
ond sales plonl 





Machinery Show-Open House Sponsored By Boldt 


Invited guests were given demonstrations of equipmeut at the Boldt Co. industrial show. 


Boldt Machinery and Tools Co., 
Erie, Pa., sponsored an industrial 
machinery show and open house 
to mark the firm’s opening of new 
quarters at 2021 Peninsula Dr., in 
Erie’s industrial park. The firm had 
been forced out of its downtown 
Erie quarters several months ago by 
a fire. 

Refreshments were served and 
door prizes distributed to the 400 


local and out of town guests who 
attended during the two-day show, 
held from two to eight P.M. daily. 

The show featured power demon- 
strations of all equipment by fac- 
tory trained personnel. 

Arthur S. Boldt, general manager, 
said of the show: “It was such a 
success we hope to have another 
next vear with more space and ad- 
ditional exhibitors.” 


Garrett Modernizes Order Checking 


Three-level benches fabricated from AIM slotted angle steel have reduced waste mo- 
tion in checking and filling orders at Garrrett Supply Co., Los Angeles. Top and 
bottom shelves hold partially completed orders. Packaging table is directly behind. 
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ad has been seen by OVER ONE MILLION DISTRIBUTOR CUSTOMERS 





HOW TO TEST A CHUCK 
FOR ACCURACY 


Tool room accuracy 
» for production line use 


‘ 


SUPREME PRODUCTS CORPORATION 
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| 
ctor Maybe one of your customers. 
For no matter what the product, 
there’s a Victor belt 
BELTING  , co the jot right. 


That goes for every need in conveying, elevating and transmis- 
sion belting. A complete line of textile belting — solid-woven cot- 
ton— Neoprene impregnated — canvas stitched — Balata — special 
treatments — plus everything in belting specialties...all in a full 
range of widths and thicknesses. 

And every inch of Victor Belting is performance-proved. 
Our research department conducts continuous, exhaustive tests 
under many conceivable operating conditions. Results of this 
testing, combined with field reports, assures reliable recommenda- 
tions for every application. 

This policy is proved... proved by volume of repeat sales 
and consumer confidence. And you can give your customers every 
one of these benefits. Send for Distributor Catalog today. 

A COMPLETE LINE including: Neoprene Belting + Balata Belting 

Solid-woven Belting — untreated, impregnated, coated 


—many widths and plies + Canvas Stitched Belting 
Belting Specialties. 


@ , 8 Bu. 
(6900 25 | 
Malate & TD enitte Betting ( 0. 
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W. Britt Garrison 


Lunkenheimer Transfers 
Garrison To Los Angeles 


W. Britt Garrison was transferred 
from the Denver sales office of 
Lunkenheimer Co. to the Los 
Angeles sales office. 

Mr. Garrison will cover Southern 
California with L. Allen Barth, as- 
sisting N. R. Crum, California 
manager. 

Mr. Garrison had been with Crane 
O'Fallon Co. and Moorlane Co. 





Book Reviews 





THE FIELD SALES MANAGER 
published by American Manage- 
ment Association, 1515 Broadway, 
New York 36, N. Y. 

The industrial distributor sales 
manager's job has yet to have a text 
book but until one does come along, 
this volume will do. It is a com- 
plete manual for anyone who man- 
ages the activities of salesmen in the 
field and that is just what a distrib. 
utor sales manager does. 

The book takes the point of view 
that the field sales manager has true 
managerial responsibilities. It de- 
scribes the duties required to per- 
form those responsibilities and the 
opportunities proper performance 
offers for tangible personal gain. 

The field sales manager, (remem 





IF ONE PICTURE IS WORTH A THOUSAND WORDS 
ONE TEST OF A BARNES 

. HIGH SPEED STEEL | 

th /BAND SAW BLADE _ 

'S WORTH MUCH beds 





Barnes High Speed Steel Band Saw Blades eeeaerrey 
offer Barnes Distributors a real sales oppor- lig oe eae 


tunity for new customers and new profits. 


Sell one test blade and that one blade will 
convince your customer. Barnes High 
Speed Steel Blades cut the toughest metals 
with ease . . . require fewer blade changes 
... lower costs. 


Sell with Confidence 
SELL BARNES 


HIGH SPEED STEEL BAND SAW BLADES 


w. o. BARNES co., inc. 


1207 TERMINAL AVENUE 
DETROIT 14, MICHIGAN 


BARNES-DISTRIBUTOR teamwork means quality product$... %, 1“ 


available locally at lowest possible cost. 


s.aets 





Proof Coll Chain * BBB Coll Chain + Hi-Test Chain ¢ 
Log Chains * Cow Ties * Weldiess Coll Chain (Double 
Leop) * Tie Out Chains * Halter and Dog Chains 


Wagon Chains * Pump 
Chain * Liberty Coll 
Chain * Machine Chain 
* Passing Link Chain 
* Sling Chains * Sash 
Chains * Trace Chains 
* Chain Hooks * BRe- 
pair Links * Pereh 
Swing Chains * Lock- 


Link Pattern Chain * |; 


Jack Chain. 


on display stends in re- 
usable plywood drums ar 
metal WESCO Pail-Poks. 


WESTERN 


BELLS 


CHAIN 


AWINUE 





’ 
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' 
' 
' 
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' 
' 
' 
‘ 
’ 
' 
' 
' 
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' 
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. 


New unique design in handle 
ventilation, plus stainless steel 


housing, insures a cool handle. 
development makes 

possible a multi-coated copper 

tip which gives long life under 


A new 


MODEL 2458 — 
Equipped with 4” XTRADUR 
TIP for extra long life. Solder 
adheres to working surface only. 
No drip or creep. 


WRITE FOR CATALOG 


showing most complete line of 
industrial irons and Long-Life Ciad Tips. 


HEXACON ELECTRIC CO. 


155 WEST CLAY AVENUE, ROSELLE PARK, N. J. 


SERVING INDUSTRY FOR A QUARTER OF A CENTURY 
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ber the same goes for the distributor 
sales manager) is responsible for 
getting results 
—from his salesmen through: 
planned recruitment, selection 
and training 
leadership and effective motiva- 
tion 
successful sales meetings 
good communications 
—for this company through: 
better planning and organiza- 
tion 
improved territorial coverage 
use of analytical control tech- 
niques 
more timely and accurate re- 
porting 
—for himself through: 
guides to personal success in 
sales management 
a program of planned self-devel- 
opment 
better management of paper- 
work 

Many people contributed to this 
book to aid the reader improve 
his performance in the above re 
sponsibilities. The chapters are 
remarkably free of the cant and 
commonplaces of “theoretical” and 
“inspirational” books on selling and 
sales management. It is a realistic 
approach to planning, organization 
and control. 

In planning such a book, the ob 
vious difficulty is to pin down the 
job and the functions for readers in 
different fields of selling. Although 
some of the authors are in con- 
sumer goods selling and others in 
industrial selling, all have done a 
good job in sticking to the job 
functions as common to all sales 
management. An excellent example 
of this emphasis on common func- 
tions is the chapter on “Fact-Find- 
ing for Improved Sales Perform- 
ance.” Following the techniques 
of organizing and using sales facts, 
many described in this chapter, any 
industrial supply sales manager 
could improve, not only his own 
performance, but that of his sales- 
men and his company; corrobora- 
tion of the value of the many arti- 
cles on use of sales analysis and con- 
trol printed by INDUSTRIAL DIS- 
TRIBUTION over the last decade. 





A CAREER FOR YOU IN SALES 
AND MARKETING MANAGE- 
MENT, published by National 
Sales Executives, 630 Third Ave., 
New York 17, N. Y. 


The present-day concept of mar- 
keting as a major economic activity 
covers everything from finding out 
what the customer wants to selling 
it to him at a price he will pay, and, 
at the same time, making a profit. 
This publication states that mar- 
keting not only means selling, but 
employs a number of other inte 
grated activities including market- 
ing research, product design and 
testing, pricing, credit and financing, 
accounting and billing, physical han- 
dling, etc. 

According to this publication: 
“One of the interesting things about 
a career in marketing is that there 
are many routes to the top. This 
means that the development of 
many skills and interests are en- 
couraged. An education that cov- 
ers several fields of subject matter 
is an asset.” 


The increasing amount of time 
being spent on the study, develop- 


ment, and exploration of marketing 
by professional groups and univer- 
sities, and the growing number of 
marketing positions in industry is in- 
dicative of the importance of this 
field in our economy. 

Single copies of this booklet may 
be obtained by teachers and stu- 
dents at no charge by writing to: 
Youth Education Department, Na- 
tional Sales Executives, Inc., 630 
Third Ave., N. Y. 17, N. Y. 


WELDING HANDBOOK, SEC- 
TION III, of the Fourth Edition 
has been published by the American 
Welding Society. 33 West 39th 
Street, New York 18, N. Y. 


In this third section, the authors 
have included material on adhesive 
bonding and the welding of plas- 
tics, and ultrasonic welding. 

Section III also contains chapters 
on forge welding, thermit welding, 
induction welding, surfacing, metal- 
lizing, brazing, soldering, oxygen 
cutting, auxiliary oxygen cutting 
processes, arc cutting, welding by 


magnified section of 
BROACH TOOTH blade 





Here’s a wonderful opportunity to see 
a variety of the newer, tough-to-cut alloys being efficiently cut by Super- 
Sterling BROACH TOOTH blades in actual shop conditions at 


BOOTH #702 


in the Coliseum Machinery Show, Chicago, September 7 thru 15, where 
W. F. Wells is demonstrating its newest High Speed Band Saw machines. 
ED. CANNE, Vice-President—Sales 





“ HAND, POWER HACKS ood BAND SAW 








DIAMOND SAW WORKS, INC. 


BLADES 





1. Takes less PLS to give a 
perfect seal. 


2. One compound for many 
services: water ...oil...gas... 
steam ...chemicals...petrole- 
um products. ..refrigerants — 
low and high pressures. 


3. Never washes out—one 
application lasts forever. 


your convenience: 
oveoilable in hondy 


4. Never hardens: joints may 
be easily broken after years 
of service —no damaged con- 
nections. 
Prove it to yourself. Send for a 
free sample. Crane Packing Com- 
pany, 6459 Oakton St., Morton Grove, Iil., 
(Chicago Suburb). 
CRANE PACKING 


In Canada: Crane Packing Co., Ltd., Hamilton, Ont. 


COMPANY 
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ADVERTISING. | 


LIKE THIS IS | 
APPEARING 
IN 
LEADING 
INDUSTRIAL 
PUBLICATIONS | 
TO HELP YOU | 





HELP 
YOUR CUSTOMERS 
CUT COSTS... 
MINIMIZE REJECTS 


challenge 


PRECISION SURFACES 


for LAYOUT « MANUFACTURE 
INSPECTION « ASSEMBLY 


More and more manufacturers 
are, as you know, faced with the 
need to hold closer tolerances in 
their manufacturing operations. 


Challenge offers over 300 
standard items of Granite and 
Meehanite Precision Surface 
Equipment items for this pur- 
pose. It will pay to bring these 
to the attention of your cus- 
tomers. 


And if they have any special 
needs, we can handle those for 
you too. 


USE THE CHALLENGE INFO-BOOK 


Put this handy 
guide to types, sizes 
and prices of Chal- 
lenge Precision Sur- 





The CHALLENGE 
Grand Haven 


; and lists 





cold working, and stud welding. 

A descriptive leaflet is available 
free of charge, and copies of Section 
III may be obtained from the AWS 
at $9.00 per copy. 


CONVERSION TABLES OF 
U.S. AND BRITISH UNITS TO 
METRIC SYSTEM EQUIVA- 
LENTS, published by European 
Technical Coverage, Inc., 75 East 
Wacker Drive, Chicago 1, Illinois. 


This is a 48-page handbook of 
reference tables for converting U.S. 
and British units into metric units 
(and vice versa). The pocket-size 
reference has conversion tables in 
the nine areas of temperature, vol- 
ume, weight, liquid volume, pres- 
sure, heat units, units of length and 
surface and production. For rapid 
conversions, the tables have stepped- 
down thumb indexes and the user 
can quickly locate a known value 
in any particular table and on the 
same horizontal line find the equiva- 
lent values in the other systems. 

In addition to the tables, five 
pages are devoted to conversion fac- 
tors for length, area, volume, dry 
volume, liquid volume, weights, 
specific weights, pressures and quan- 
tities. 

For further information, write 
European Technical Coverage, Inc. 


DIRECTORY OF _ FIRMS, 
THEIR BUYERS AND SPECI- 
FYING ENGINEERS, published 
by Industries Publishing Co., P. O. 
Box 621, Culver City, Calif. 


This directory contains 130 pages 
1800 buyers and 1500 
specifying engineers in the aircraft, 
missile, space and electronic indus- 
tries and the military in the eleven 
Western States. The names and 
addresses of the firms are also given. 


HOW TO INCREASE YOUR 
SALES VOLUME, by Marvin Lef- 
fler. Prentice-Hall, Inc., Englewood 
Cliffs, N. ]., $4.95. 


Unlike so many others cluttering 
the market, this “How-To” book 
on salesmanship offers no “magic 
secret” or “secret magic” to trans- 
form the neophyte salesman into 





a 


Wire Rope 


H. K. PORTER ali “or 


Sam 








Combines the best fea- 

tures of both wardrobe racks 
and lockers. Sanitary—keeps wraps 
aired, dry and “in Press.” Improves 
employee morale and reduces ab- 
sentecism. Provides each person with: 
a dry 12” x 12” x 15” lock box for 
lunches and personal effects, spaced 
coat hanger and ven- 
tilated hat space. Also 
shelf for overshoes, 9-ft. 
unit accommodates 18; 
6 ft. unit 12. Sold by 
leading office furniture 
dealers everywhere. 

Write for Catalog LQ-700 


VOGEL-PETERSON CO. 


Rt. 83 and Madison $. * Eimberst, 1. 
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the hottest producer on the staff in 
24 hours or less. This is all to the 
good, as is the fact that the author, 
Marvin Leffler, obviously knows 
whereof he speaks, having spent 
quite a few years as a multiple line 
salesman for “one of the leading 
sales agencies” —which is more back- 
ground than a lot of the self-styled 
“experts” on the subject of sales- 
manship can boast. 

However, it is at this point that 
most of the difference between Mr. 
Leffier’s book and the others comes 
to a rather abrupt halt. For ex- 
ample, like the others, his is writ- 
ten from the “ancedotal” point of 
view (“If you want to get a rise 
out of John Rath”. . . “As I ap 
proached a customer's office re- 
cently, I saw Tom Fredell just walk- 
ing in” etc.) which is fine, and 
interesting, and makes for easy read- 
ing, but which also can—and does— 
use up a lot of space which might 
more profitably be used to plumb 
deeper into the art and science of 
selling. Here, again, the resem- 
blance between Mr. Leffler’s book 
and the others is marked: his is, 
essentially, a rather superficial cover- 
age of the selling profession, stating 
the obvious (“be quick with a com- 
pliment”; “be diplomatic”; “avoid 
overselling”, “welcome complaints” 
“vary your presentation” etc.) with- 
out getting too involved in the finer 
points (i.e., How should a salesman 
develop a market analysis? What 
should he know about work sim- 
plification? Flow charts? Stores 
control? Preventive maintenance? 
Customer profitability studies? In- 
stallation ecunomics? etc. etc.) 

Who, for example, can argue with 
Mr. Leffler’s contention that there 
are times when it’s smart to write 
to customers? But compare his 
treatment of this topic with the 
treatment accorded by a book—Ma- 
chine Tool Selling by Harry J. 
Loberg (now unfortunately out of 
print)—which remains, in this re- 
viewer's opinion at least, one of the 
truly authoritative works on selling. 
Mr. Leffler first provides a few rea- 
sons why it’s smart to write to cus- 
tomers (“permits you to go over 





SELECT-0-LOCK 


the fool-proof 
self-locking wrench! 


Select-O-Lock is the new perfected 
Utica-quality wrench that locks in any 
position. All it takes is a flip of the 
thumb. Simple! Handy! Positive! Noth- 
ing to go wrong and affect use of the 
tool ! And it is quality backed by famous 
full guarantee. Sizes range from 4” 
through 12”. Parts are interchangeable 
with same size regular wrenches. For 
full information contact your Utica dis- 
tributor or write for our new tool 
catalog. 











Utica Drop Forge & Tool Division, 
Kelsey-Hayes Company, Utica 4, N. Y. 


tools the experts use! 
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For Fast Priming and Smooth Flow of | slain ops aot hacnahena 


6 Ys follow up to a sales call where an 

order has not been secured, and 

: ti LIQUIDS sae then offers a couple of sample let- 

: : ters, one of which begins with a 


sentance which is almost a satire 
on itself, and, if sent, would surely 
appear in the “Letters We Never 
Finished Reading” section of the 
New Yorker magazine: 

“Dear Mr. Smith: 

You may not believe it but I was 


INSIST ON VIKING PUM : whistling merrily when I left your 
By insisting upon and using Viking POSITIVE DISPLACEMENT § Samm : office yesterday even though you 
rotary pumps, you can eliminate slow priming, vapor locks, spas- § weren't able to give me an order. 
ee speed norses roan emptying of tanks. & Mr. Loberg. on the other hand, 
n eature new helical gear i are equipped with , . “ ” 
heavy-duty pumps with delivery ranging from 17 to 164 gallons doesn't bother with free “samples”, 
per minute. “et. just includes “certain rules . . . ob- 
Five interchangeable speed reducers permit easy change of § tained from the study of 40 million 
pump speeds for handling thin or thick liquids. Maximum pres $5” pieces of sales literature” which can 
sure is 200 PS! on lubricating liquids, 100 PS! on non-lubricating FD “strengthen and improve sales cor- 


— me a respondence” (ic. “avoid confus- 
ange Se, ume ing the prospect by offering a wide 


VIKING PUMP COMPANY | & ee 4; group of selections”; “do not have 


to ce SS a & long, formidable looking para- 


See Our Catalog In Swest’s Pleat Engineer's Fite ie HE fii graphs” etc.). In short, Mr. Loberg 
TEITITITILETT Tillie eee : ; , concerms himself with the deep and 


the authoritative; Mr. Leffler with 
the quick and the superficial. 
Which isn’t to say that Mr. 





Leffler’s book shouldn't sell (it’s al- 
YOU WIN FRIENDS ready in its 7th printing) or that 
it shouldn’t be bought. It contai 
when you sell the best hose and duct | sf ons t sencral, informe 


tion for the new salesman and will 


. 
FLEXAUST HOSE provide a nice quick review for the 
“old timer”. 


for dust collection, fume control, 
air and material handling 


YOU AND MACHINES, The 


LIGHTWEIGHT - STRONG ABC’s of Technological Progress, 


EXTREMELY FLEXIBLE by John L. Strohm, Channing L. 
DURABLE Bete Co., Greenfield, Mass., 15 


‘ cents—Not a book, but a short car- 

Fhe oy ay trepapenl 4 toon brochure that might be useful 

as a conversation piece or hand-out 

Easy to install — no preliminary booklet. Cartoons tell story of what 

layouts or special tools required. machines mean to U. S. living 
standard and productivity. 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- Manufacturers’ 


tions, which please present customers and gai 
there is no substitute for these quality paiiioste. on mai APPOINTMENTS 
Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY William B. Radke was promoted to 
Dept. ID 100 PARK AVE., N.Y. 17, N.Y. controller of the Cleveland Worm 
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PRECISION BRAND 


THREADED 


Complete Range 
of Sizes 


IN STOCK 


You'll make REAL money 
when selling Precision 
Brand Stee! Threaded 
Rod. Whether you sell 
standard 2° and 3° sengths 
or “specials” you can de- 
en upon Precison 
rands fine uncompromis- 
ing quality. Continuous 
threaded rods range in 
size from 6-32" through 
14%” diameters. They can 
be lied in either un- 
pie . blue or plated fin- 
with lengths up to 
12’ on special orders. 
Threads are smoother, 
more uniform. Rods bend 
cold. D Y STAND 
furnished for distributor 
use when stocking stand- 
ard 2° and 2 lengths 
IN BULK 


Special! sizes of veriows di 
emeters ond lengths mode to 
Seecict Order in steel! ond 
non ferrous metols 


Prone WOocdiend 6.4620 


\ 


-saagyeenenent 


~~ 
Su | 


& Gear and Farval Divisions of 
Eaton Mfg. Co. 


John D. Hoskinson was appointed 
plant engineer of Armour Alliance 
Industries. 


Arthur H. Williams was appointed 
director of research and develop- 
ment and Robert F. Hunter was ap- 
pointed chief engineer of the Shafer 
Bearing Division, Chain Belt Co. 


Mrs. Josephine M. Shea was ap- 
pointed manager of advertising for 
Crucible Steel Co. of America. 


Charles F. Simmers was named 
chief engineer of the engineering 
and construction division of Kop- 
pers Co., Inc. 


Emil F, Krynick was named opera- 
tions research analyst and John R. 
Wilson was named plant engineer, 
Plant No. 4, Ambler, Pa., for 
Keasbey & Mattison Co. 


Richard §. Johnson was appointed 
supervisor of industrial hygiene and 
safety for Norton Co. In addition, 
Walter J. Bissinger was appointed 
sales promotion engineer in the 
Gould & Eberhardt Division of 
Norton. James E. Haggett was 
named supervisor in the industrial 
cagineering department. Marshall 
W. Greene was appointed super- 
visor, manufacturing control depart- 
ment, crushing plants. Alan F. 
Howe was appointed supervisor, 
process engineering department, 
crushing plants. Harold E. John- 
son was appointed superintendent 
of the refractories plants, and 
Stephen J. McCabe was appointed 
superintendent, NORBIDE and 
special products. 


Arthur W. Weber, vice president, 
was named director of manufactur- 
ing services, and Dr. Ben Allen was 
appointed director of engineering 
of Corning Glass Works. 


Harold J. Miller has joined Detroit 
Controls Division of American- 
Standard as plant manager, and 
James A. Kozel was named manager 
of product engineering in the appli- 
ance, heating, air conditioning, re- 
frigeration, industrial and thermo- 
controlled actuator fields. 


PRECISION STEEL 
WAREHOUSE, INC. 





A NEW TWIST 
FROM NEW PROCESS — 


Added to the Balanced line of cost 
saving drills is the new group of 
machine screw hand Caps and 
fractional hand taps — available in 
Taper, Plug, Bottoming and Sets. 
An industry approved line that 
assures you of accurate and depend- 
able results — always. 

To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to President, New Proc- 
ess Twist Drill Co., 33 Court Street, 
Taunton, Mass. 


--- opens up fo 
a full line of Profit! 


@ This handy booklet contains 
a wealth of reference data... 
brings you up-to-date . . . tells 
you all that's new . . . about 
Greene, Tweed's’'Profit-Packed" 
line of Gasketing and Gaskets. 

We will gladly supply our 
new Palmetto catalog and price 
list in required quantities. Ask 
for GG-1259. 


GREENE, TWEED’ 


NORTH WALES 


NEW PROCESS 
TWIST DRILL CO. 
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[REPEAT 
| REPEAT ; 
| REPEAT 


: BUSINESS COMES YOUR WAY... 
j when you handle the Desmond 
line, backed by selling ads like 
this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 
A A TL 


| Low cost way To | 


CUT I 


GRINDING} 


2 


When you dress grinding wheels 
regularly you clean loaded pores, 
uncover fresh abrasive grains — 
GET NEW PERFORMANCE AGAIN 
AND AGAIN. Dressing makes 
every wheel more efficient. In the 
complete Desmond line there is 
a dresser to meet your require- 
ment—at low cost. A typical Des- 
mond-Huntington dresser*® costs 
less than $3.00: replaceable cut- 
ter sets average 36c. Ask your 
Desmond distributor's advice. 


The only complete line of 
grinding wheel dressers and cutters 


Desmond-Stephan Mtg. Co. 
Urbana, Ohio 
SS) he a EY RTE 





Roger M. Wolcott was appointed 
director of production planning pro- 
grams for Jones & Laughlin Steel 
Corp. 


R. K. Mack was appointed works 
manager and W, S. Lanier was ap- 
pointed superintendent of the Bab- 
cock & Wilcox Co.'s Augusta, Ga., 
refractories plant. 





Operations ideas— 
Can You Use Any? 





Office Copier 
Fire Doors 
Electric Staplers 
Write By Telephone 
Colored Floor Markers 
Self-inking Hand Marker 
Announcement Board 
Typewriter Pad 
Talk-A-Phone 


Office Copier 


New type of dry printing copier 
designed especially for office use, 
to make copies that look like orig- 
inals. The XeroX 914 copies all 
colors of any written, drawn, typed 
or printed document up to 9x14. 
The machine permits copying from 
bound books or single sheets at the 
rate of six per minute. Because no 
developing or exposure adjustments 
are necessary, waste is at a mini- 
mum. Nearly any good grade of 








INDUSTRY IS SOLD 
ON BELT-SAVERS 


BE SURE YOU 


HAVE THE FACTS 
GET BULLETIN 35-E 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


SPROUT-WALDRON 
MUNCY, PENNA. 
1N/ S05 














FAST SELLING 


KAMLOK QUICK COUPLERS 
© Profitable, repeat business. 
@ Nationally advertised 
product. 
@ Unlimited market. 
@ No stocking problems. Order 
what you need when you 
need it. 
@ Fast service and delivery. 


Write today for 
prices, discounts 
and complete 
information. 


OPW JORDAN 


6013 WIEHE ROAD 
CINCINNATI 13, OHIO 
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white or colored paper, offset mas- 
ter, card stock or vellum may be 
used as copy paper. 

Haloid Xerox Inc., Rochester 3, 
N.Y. 














Fire doors which are used to re 
strict a bad fire to one area. In an 
Illinois vending machine firm, these 
doors restricted a fire to the produc- 
tion department. The inventory of 
7,000 vending machines in a ware- 
house separated from the produc- 
tion department by this type door, 
was untouched. 

Richards-Wilcox Mfg. Co., 449 
Third Ave., Aurora, Illinois. 


Electric Staplers 


Less operator fatigue in perform- 
ing office production line stapling 
jobs quickly and uniformly. Two 
electric staplers have been intro- 
duced by Bostitch. B5E2 is for 
fully- automatic electric stapling. 
Staples are automatically driven 
when work is inserted against the 
combination back gauge and switch 
release. Model BSE3 is semi-auto 
matic. A foot or knee-operated ma- 
chine, it is actuated by a small 
switch which may be placed on 
floor or mounted under desk or 


ROYERSFORD 
SPLIT JOURNAL 
BEARINGS 


& 
REAMED 
BABBITTED 
BEARINGS 


Here is something you can 
sell to original equipment 
manufacturers accounts plus 
your regular customers. Avail- 
able for immediate shipment. 
Shaft sizes V2" to 2-15/16”. 


ROYERSFORD FOUNDRY & 
MACHINE COMPANY, INC. 


ROYERSFORD, 
PENNSYLVANIA 





The new Royersford Split Journal 
Bearings are designed for moderate 
speeds and loads with the use of 
babbitt. The slotted holes in the 
two-bolt base provide alignment 
end adjustment. The removable 
cap hes an oil groove and is 
drilled for grease cups or pressure 
fittings which provide lubrication 
throughout the length of the bear- 
ings. The angular porting of the 
cap is provided with shims to com- 
pensate for wear and adjustments. 
The bases are ground and the ends 
ore faced making dimensions A 
and L the same on all bearings. 
The compact design and high qual- 
ity gray iron gives strength and 
rigidity which makes the bearing 
the best in its class. 





K-D TOOLS 
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LANCASTER, PA. 











FREE CATALOG 





GET 
PROFITABLE 
FACTS ON 


The ACE Padiock 
Maximum security lock used by U.S. Secret 
Write for catalog a 
sheet MS-101 and 


sample of envelope 
stuffer P-104. 


Ask for bulletin DH-1 for 
complete data. 
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CHICAGO LOCKS 


Serve 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 


Whatever your requirements, there's o rugged 
Chicago Lock that's right for the job. 





CHICAGO LOCK yd f 


2030 North Racine Ave. > Chicage 14, 
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table. With each model the op 
erator has both hands free to handle 
work, 

Bostitch, Inc., East Greenwich, 
R.1. 





Electrowriter instruments which 
transmit written messages or sketches 
to any point over telephone or radio 
circuits. The transmitting party 
writes with a ball point pen on plain 
or form paper. As the pen is moved, 
the remote receiver or receivers in- 
stantly reproduce the copy as it has 
been written. No extraneous power 
supplies are required. The instru- 
ments are self-contained and fully 
transistorized. 

Comptometer Corp., Communi- 
cations and Electronics Division, 
5600 Jarvis Ave., Chicago 48, IIli- 


nois. 


Colored Floor Markers 


A system to guide personnel in 
industrial plants and offices to var- 
ious points inside the plant build- 
ing. It employs bright, yellow, red, 
green or white colored floor mark- 
ers used to show the way to fire 
fighting equipment, emergency exits, 
etc. These markers are made of 
05” thick vinyl, and are available 
in 4 in discs, or in arrows. 

W. H. Brady Co., Dept. AM, 
727 W. Glendale Ave., Milwaukee 
9, Wisc. 
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NOW you can 
serve PROFITABLY 
customers’ special 
requirements in 


CORROSION-RESISTANT 
WIRE ROPE & CABLES... 


HACKENSACK 


specializes in helping 
you meet your custom- 


er demands for spe- 
cial grades, sizes and 
constructions . . . 

right from our com- 
plete stock of 


STAINLESS 

BRONZE 

MONEL 

GALVANIZED 

AND NYLON OR 
PLASTIC-COATED 
WIRE ROPE & CABLES 


Now HACKENSACK puts you ina 
highly competitive position on or 
ders for corrosion-resistant prod- 
ucts that go beyond your present 
stock and sources. You can depend 
on our prompt recommendations 
and prices for special require- 
ments, plus good delivery. 


Demand for corrosion-resistant 
products is at an all-time high... 
and tomorrow's potential for this 
market is even greater. You can 
profit from this demand by catalog- 
ing and serving your customers 
with our quali roducts. WRITE 
FOR SPECIFICATIONS DATA 
FOR YOUR FILES TODAY. 


eMHACKENSACK 
CABLE CORPORATION 


109 ORCHARD STREET, HACKENSACK, N. J. 
HUbberd 7.1100 





Make EXTRA Profits 


DieFilers 


Deluxe 
Model 


3 MODELS 

For Filing, Sewing, Lapping 
ECONOMY 4 way Bites 
table with motor, $109. 
STANDARD — Has file 
roller , with motor, 
$131.80 
DELUXE -- Has recipro- 
cating vertical slide, with 
motor, $149.50 


Write TODAY 
for details and liberal! discount policy. 





QUICK ACTING 


Drill Press 
Vise 


aus 

any angie, Jaws 2 
dep «x 4%" wide. 
open to 44%", weight 


% ibe 
OWLy $12.50 
Write TODAY fer information and discounts. 


Mokers of KELIER Power Hoecksews, TRI- 
MATIC Oscillating Belt Grinders ond Sheet 


KELLER DIVISION 


AY? s Service ‘ hem Gt 


2361 University Ave. St. Paul 146, Minn. 





LESCHEN WIRE ROPE DIVISION 


H. K. PORTER COMPANY, INC, 


Self-Inking Hand Marker 


This lightweight, hand-held 
printer marks cartons and boxes. 

if-inking, the printer may be used 
with interchangeable type, in any 
size from yy to 14 inches, or with 
quick-change plates available from 
the manufacturer, made to the user's 
specifications. 

Algene Marking Equipment Cc., 
232 Palisade Ave., Garfield, N. J. 





vie 
ne met Des ta 


Announcement Board 


An announcement board called 
the MOVITEX A-1 consisting of 
perforated panels with aluminum 
frame and three dimensional plastic 
characters specially designed to fit 
into the panel perforations. The 
panels are available in sizes from 
18’x12” to 36x54’, and can be 
hung either vertically or horizon- 
tally, or used with stand-up easels. 
Prior Marking Products, 434 South 
Wabash Ave., Chicago 5, Ill. 


Typewriter Pad 


A typewriter pad designed to re- 
duce noise and vibration thus re- 
ducing typist errors resulting from 
noise fatigue and finger fatigue. The 
pad consists of a 4” corrugated rub- 
ber top wedded to a #” sponge 
rubber base. The waffle design of 
the base provides a suction grip 
which makes it slip proof. Air 
pockets in the base deaden the noise 
and serve as shock absorbers. The 
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"and torque 











Xcelite | 
Nutdrivers | 
give the 
precise fit, 

reach, 








19 sizes: Precision 
fit, cold drawn, 


- 


INDUSTRIAL 
HAND TOOLS 


XCELITE, INC. . ORCHARD PARK, N. Y 
Canada: Charles W. Pointon, Ltd., Toronto, Ontario 





READY TO INSTALL! 
GLOBE 


HARDENED STEEL 
MITER GEARS 


Complete with 
Keyway and set screw 


Globe's new HMK Miter 
Gear Series eliminates 
additional machining and 
costly delays. 


FROM STOCK 4 TO. 16 PITCH 


Available through Leading Power Transmission Distributors 


GLOBE STOCK GEAR DIVISION 


34th and Clearfield Streets ° Philadelphia 32, Pa. 








£ HYDRAULIC PACKINGS 
.. Leathe \MPREGNATED WITH 
THIOKOL, ACCRILOIDS, SILICONES, 
or WAX FORMULAS 











Detailed engineering date a 


EXCELSIOR Ta, | WASHER MFG. CO. 


 2ene G2ek Se) 


GASKETS and WASHERS 


. « cut from all types of non-metollic materials, such as: 
Leather « Accopac © Asbestos © Rubber «¢ Silicone 
Nylon © Fibreglass © Felt © Fibre © Cork © Vinylite 
Tefion * Viton “A” © Mylar, etc. 
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pad is available in black, maroon, 
gtay, green, red and blue top layer 
finishes. 

Ace Lite Step Co., 1708 S. State 
St., Chicago 16, Iil. 





Talk-A-Phone 


Deskside intercom which clips to 
side of desk. A bracket attachment 
allows the intercom to be placed 
on the side of a desk, on a wall, 
table or in other positions, thus free- 
ing additional work space. 

Talk-A-Phone Co., 5013 N. Ked- 
zie Ave., Chicago 25, Ill. 





DATES to 
REMEMBER 





Sep. 6-16—Production Engineering 
Show, Navy Pier, Chicago, to be 
run concurrently with Machine 
Tool Exhibition. 

Sep. 7-9—Joint Automatic Control 
Conference, ASME, Massachu- 
setts Institute of Technology, 
Cambridge, Mass. 

Sep. 7-15—2nd Coliseum Machin- 
ery Show, Chicago Coliseum. 
Sep. 11-16—138th National Meet- 
ing of the American Chemical 
Society, Statler Hilton Hotel, 

New York City. 

Sep. 12-13—Fall Meeting, The Ma- 
terial Handling Institute, Inc., 
the Cavalier Club, Virginia 
Beach, Va. 

Sep. 13-15—Chemical Exposition 
USA 1960 to be held concurrently 
with 138th national meeting of 
the Americal Chemical Society, 
Hotel Sheraton-Atlantic, New 
York City. 





Sep. 14-16—Eighth Annual Market- 
ing Conference of the National 
Industrial Conference Board, 
Waldorf-Astoria, New York City. 

Sep. 14-16—2nd Annual Southeast- 
ern Show of the Southeastern 
Plant Engineering and Mainte- 
nance Show and Seminar, Arena 
Building, North Carolina State 
Fair, Raleigh, North Carolina. 

Sep. 15-16—Engineering Manage- 
ment Conference of the Amer- 
ican Society of Mechanical Engi- 
neers, with American Institute of 
Electrical Engineers, Hotel Mor- 
rison, Chicago, III. 

Sep. 19-20—Annual Factory-Distrib- 
utors Meeting, New England In- 
dustrial Distributors, Inc. New 
Ocean House, Swampscott, Mass. 

Sep. 21—Meeting of the Electric 
Overhead Crane Institute, Bilt- 
more Hotel, New York City. 

Sep. 26-28—9th Annual Meeting of 
the Standards Engineers Society, 
Hilton Hotel, Pittsburgh, Pa. 

Sep. 2629 Fall Meeting of The 
American Welding Society, Pan 
Sheraton Hotel, Pittsburgh, Pa. 

Sep. 26-30—3rd ISA Instrument- 
Automation Conference and Ex- 
hibit of 1960, and ISA’s 15th 
Annual Meeting, New York Coli- 
seum. 

Sep. 27-30—1960 Iron & Steel Con- 
vention and Exposition sponsored 
by the Association of Iron & 
Steel Engineers, Cleveland Audi- 
torium, Cleveland, Ohio. 

Oct. 5-7—Second Midwest Business 
Opportunities Exhibit, St. Paul 
Municipal Auditorium, St. Paul, 
Minnesota. 

Oct. 5-7—Central Supply Associa- 
tion, 66th Annual Meeting, 
Palmer House, Chicago, Illinois. 

Oct. 68—First Convention, Me- 
chanical Power Transmission Dis- 
tributors’ Association, Sherman 
Hotel, Chicago, Illinois. 

Oct. 10-14—15th Annual National 
Hardware Show, New York Col- 
iseum. 

Oct. 11—Meeting of the Hoist 
Manufacturers Association, Pitts- 
burgh Hilton Hotel, Pittsburgh. 

Oct. 12-13—4th Biennial Products 
Show, of the Purchasing Agents 
Association of Central lowa, Des 





Moines Veterans Memorial Audi- 
torium. 

Oct. 1619—National Hardware 
Convention, sponsored by the 
National Wholesale Hardware 
Association and the American 
Hardware Manufacturers Associ- 
ation, Atlantic City, N. J. 

Oct. 17-21—48th Annual National 
Safety Congress, sponsored by 
The National Safety Council, 
Conrad-Hilton, Pick - Congress, 
Sheraton Towers, Morrison and 
LaSalle Hotels, Chicago. 

Oct. 17-21—42nd National Metal 
Exposition & Congress, Trade 
and Convention Center, Philadel- 
phia, Pa. 

Oct. 18-19 — Manufacturer-Distrib- 
utor portion, 18th Annual Meet- 
ing, Anti-Friction Bearing Distrib- 
utors’ Association, Sheraton Tow- 
ers Hotel, Chicago. 

Oct. 18-21—52nd Western Region 
Convention of the National As- 
sociation of Electrical Distrib- 
utors, Stardust Hotel, Las Vegas, 
Nevada. 

Oct. 23-26—1960 Convention of the 
American Institute of Supply As- 
sociations, Inc., Americana Hotel, 
Bel Harbour, Florida. 

Nov. 1-3—Material Handling Insti- 
tute Central States Show, Ken- 
tucky Fair and Exposition Center, 
Louisville, Kentucky. 

Nov. 811—Ist National Die Cast- 
ing Exposition and Congress, De- 
troit Artillery Armory, Detroit, 
Michigan. 

Nov. 16-18 — National Associated 
Marine Suppliers, Inc., 2nd An- 
nual Marine Supplies and Equip- 
ment Show, Hotel Roosevelt 
New York. 

Nov. 20-21—Central States Indus- 
trial Distributors Association, 28th 
Annual Convention, Edgewater 
Beach Hotel, Chicago. 

Nov. 20-22—Fluid Controls Insti- 
tute, Fall Meeting, Drake Hotel, 
Chicago. 

Nov. 27-Dec. 2—Winter Annual 
Meeting, ASME, Statler Hilton 
Hotel, New York City. 

Nov. 28-Dec. 2—24th National Ex- 
position of Power & Mechanical 
Engineering, New York Colli- 


scum. 
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What do vou have 
at's ditferent ? 


It ° . 
| called on a distributor 
recently...one we werentselling. 
+His first evack was,” | know 
you have the best line, the 
cleanest poliey, sales Support... 
what do you have thet everyone 
else doesn't have?” 


| was ready this time... 
, }s 7 a ‘Uni-Semble Plan 
reduces inventory and 
inaveases séles.” 


"Tell me mare’, he demanded. 
told him how this Plan 
permitted more profit with 
less inventory. 
He bought it! 


Weld like to show you what 
is profitably different with 

WILCOX-CRITTENDEN , and 
have you see our 

Industrial Hardware 

Catalog +300 

Will you write me? Welll 
talk about’ What's Different” 


| MANAGER INCUSTRIAL SALES 


Division, North & Judd Manufacturing Co. 
101 South Main St., Middletown, Conn. 
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Highly polished flutes produce 
smoother, more accurate holes! 


DRILLS 
REAMERS 
BLANKS 


Speed Steel, Carbide Tipped 
and Solid Carbide. 


Fractional, Wire and 
Letter size drill sets 
packed in convement 
folding index cases. 


BLANK 
SETS 
Uniformly hardened high 
speed steel reamer and drill 
blanks precision ground to 
new close tolerance limits. 


Call your local distributor today —or write Ace 
direct for latest cotalog and price information. 





ACE DRILL 


Adrian, Michigan 





ORIGINATORS OF GROUND-FROM-THE-SOLID” DRUMS 
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NEW LINES 
taken on by 
distributors 


Hewitt-Robins Inc. appointed the 
following distributors to handle 
its products: 

*B. & T. Supply Co. 
North Hollywood, Calif. 

° A. F. Deaney Co., Inc. 
Indianapolis, Indiana 

* Foundry Supply Co., Inc. 
Minneapolis, Minnesota 

¢ Hadbar, Inc. 
Rosemead, California 

*Houdashelt Distributing Co., 
Inc. 
Grand Junction, Colorado 

* Material Handling Corp. 
Syracuse, New York 

* Charles Wheatley Co. 
Tulsa, Oklahoma 

* Wichita Bearing & Supply Co. 
Wichita Falls, Texas 

* Bert Lowe Supply Co. 
Tampa, Florida 

¢ Edwynne P. Murphy Co. 
St. Louis, Missouri 

* Shelby Supply Co. 
Shelby, North Carolina 

* Voss Belting & Specialty Co. 
Chicago, Illinois 

¢ Bearing Distributors, Inc. 
Cincinnati, Ohio 

¢ Alamo Iron Works 
San Antonio, Texas 

* Equipment Sales Co. 
Oklahoma City, Oklahoma 

* Philmac Co. 
Cucamonga, California 

* Mill & Mine Supply Co. 
Little Rock, Arkansas 





Parker-Hannifin appointed the fol- 

lowing four distributors: 

* Ellis Akin Engineering Co., Inc. 
Kansas City, Missouri 

*Railway & Power Engineering 
Corp. Ltd. 
Toronto, Ontario, Canada 

* Dupar Dynamics Inc. 
Hayward, California 

* Livingston & Haven Inc. 
Charleston, South Carolina 


Hauck Mfg. Co. appointed the fol- 
lowing two distributors: 
* Beacon Sales Co., Inc. 
Somerville, Massachusetts 








HM. K. PORTER COMPANY, INC. 


NEW! LARGER! 
Universal 


METAL HOSE CATALOG! 





Ask for Catalog ID-100D 


2163 SO. KEDZIE AVE., CHICAGO 23, Ii. 
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*S. G. Stepp’s Mfg. Co. 
North Branch, Minnesota 


Mid-Continent Supply Co., was ap- 
pointed a distributor for the Ajax 
Iron Works line of pumps, com- 
pressors, and engines 


Pacific Pipe Co., San Francisco, was 
appointed a distributor for Alloy 
Steel Products Co., Inc. in the 
San Francisco and Oakland areas. 


New London Tape Distributors, 
Inc., Niantic, Conn., was named 
by the Marblette Corp., to service 
industrial users of plastics mate 
rials in six New England states. 


Tool Associates, Inc., Lake Worth, 
Florida was appointed sales agent 
for B. C. Ames micrometer dial 
indicators and guages. 

Hyd-Air, Inc., Sharonsville, Cincin- 
nati, Ohio was appointed exclu- 
sive distributor for Rivett, Inc., 
air and hydraulic valves, cyl- 
inders and power units. 


Hughes Industrial Products, Inc., 
Buffalo, N. Y., was appointed ex- 
clusive representative for Hanna 
Engineering Works in the Buf 
falo area. 


All Bearing Service, Seattle, was ap 
pointed a full line distributor for 
Chain Belt Co. 


Shaltz Engineering Co., Flint, Mich- 
igan was appointed a representa- 
tive for Hydro-Line Mfg. Co. 


General Materials, division of Crosby 
Products Corp., New York, Hyde 
Park, N. Y., was appointed ware- 
house distributor for Harvey Alu- 
minum. 


Reliable Belting & Transmission 
Co., Toledo, Ohio was appointed 
a distributor for Dayton Indus- 
trial Products Co., division of 
The Dayco Corp. 


Garrett Supply, Los Angeles, was 
appointed to handle a complete 
porta-box line of the Plastics Di- 
vision of International Wood 
Products Co. 


Bronson & Bratton, Inc., Chicago, 
was appointed a distributor of 
the diamond wheel products of 


USE PILLOW. BLOCK 
OF YOUR CHOICE 


TAKE-UP FRAME 
Mount Side or Top 


Use with any standard pillow block. 
One basic frame size for all makes 
and types—ball, roller or babbited. 
Mounts either side or top. Simply 
loosen locknut and turn mounting 
flange to desired position. 
Easily installed on old or new 
equipment. 
Delivery from stock in sizes for 
}#”" to 2'6" pillow blocks, travel 
lengths from 2° to 36”. 
Mounting screw is totally enclosed for 
etc., yet readily accessible when lubri- 
cation or cleaning is desired. S y, 
All parts can be quickly disassembled 4 Only pan, Bee 
without special tools and are 
individually replaceable. 

Request Bulletin V-647 and Prices. 


Ged’ s Sie) 15> 41-15 melt) 18), ice aor 
4879 W. LAKE STREET CHICAGO 44, ILLINOIS 

















ils 


and similar ads 
appearing in 
24 NATIONAL 
PUBLICATIONS 
HELP 
YOU SELL 
LOVEJOY 
COUPLINGS 





PRE TESTED 
HOLDING POWER 


USE DIAMOND 


(O(=)j. 
HAMMER 
DRIVE 
ANCHORS 


DIAMOND EXPANSION BOLT CO 
a GARWOOD, NEW JERSEY 
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Built for the job 


Br 


TRUCK CASTERS 
..-pack more for less 





to satisfy your customers 


Don’t take on “the burro line” — it’s about played out! 
Instead sell your customers Bond built-for-the-job 
casters...they pack more for less, fast and sure. 

And you'll pack in more profits, more customer satis- 
faction, when you sell thoroughly dependable Bond 
Casters. Write, wire or phone for opportunity details. 


BOND FOUNDRY 
& MACHINE CO. 
Manheim, Pa. 


Bond 50-A Series Single Ball 
Race Pressed Stee! Caster — 


3- 
‘oce Swivel Coster—semi- 


lightweight, smooth rolling, 
built for economy. Also avoil- 
able in Rigid and Double Ball 
Race Pressed Stee! types. 








COLTON’S 


NO. 10 FILE CLEANER 
POPULAR With Distributors 


|. pe, 


Steel Back, Frame, and Face 


CLEANS 
ALL TYPES OF FILES 


Because a qood file is worth cleaning, 
skilled workmen in railroad shops. air- 
craft factories, mills, mines, shipyards. 
vocational schools. and industrial plants 
of all kinds use the COLTON’S No. 10 
File Cleaner. The soft steel tapered pick 
is furnished to remove the more obsti- 
nate substances. The COLTON'’S File 
Cl is of strong metal construction 
—no wood—no nails—no glue... 
SOLD ONLY THRU DISTRIBUTORS 


Write for prices and samples. 





KNUDSON 


MANUFACTURER 
Dept. M—616 W. Randolph St. Chicage 6, Ill. 





FREE SAMPLE OFFER 


“FLASHDRY 
INK MARKER 


*it's @ brand-new concept ... it's the ALL-NEW 

FPLASHDRY INK MARKER thot's clways ready 

for use. Just push down ond Presto! The ink is 

flowing egein ... no matter how long the cop 

hes been off! 

@ Writes on any surface, including mete! 

@ Contains more ink than other morkers of 
higher prices! 

@ & brilliant colors 

@ Guerantoed 2-miles of writing 


169 MURRAY STREET, eEWwaak 5, 4 4. 


CANADA: Seat-o-matie of Canada, 2 Matiids St, Terente 
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the Abrasive Division, Elgin Na- 
tional Watch Co., in the Chicago 
area. 


Osborne Equipment Co., Knoxville, 
Tennessee was appointed as ex- 
clusive master distributors for 
Miller Swivel Products Co. 


C. W. Stone Co., Salt Lake City, 
Utah, was appointed as represen- 
tative for Central Screw Co., in 
Utah, Wyoming, Colorado, Mon- 
tana and Idaho. 


. B. Cox Tool & Industrial Supply 
Co., Los Angeles, Calif., was ap- 
pointed a distributor for the Car- 
met Division of Allegheny Lud- 
lum Steel Corp., and Lufkin Rule 
Co. 


Tubesales, Los Angeles, was ap 
pointed as a distributor for Alcoa 
Aluminum Tube Products. 





OBITUARIES 





Roger M. Clarke, 
Ross-Willoughby Co. 


Roger M. Clarke, 62, chairman of 
the board of the Ross-Willoughby 
Co., Columbus, Ohio, died July 14. 

Mr. Clarke, with Ross- Willoughby 
for 40 years, formerly managed the 
company’s office in Springfield, 
Ohio. He became president of the 
firm in 1946. 

Mr. Clarke was a member of St. 
Stephen’s Episcopal Church. He 
was also a member of Anthony 
Lodge of Masons, and Tecumseh 





Hunting and Fishing Club, both in 
Springheld; Antioch Temple Shrine, 
Scottish Rite, Valley of Dayton, 
both of Dayton and the Antique 
Automobile Club. 

He is survived by his wife, Vir- 
ginia; daughter, Mrs. Anne Clarke 
Bernhard, San Francisco; and one 
grandchild. 


Raymond J. Kraemer, 
The R. C. Mahon Co. 


Raymond J. Kraemer, 64, vice 
president and director of purchases, 
The R. C. Mahon Co., Detroit, 
died June 30. 

Mr. Kraemer had been senior 
vice president for the past three 
years. 

A 33-year veteran of the firm, he 
joined the Mahon organization in 
1927. He was a native of Detroit, 
born Sept. 1, 1895. 


Clifford M. Rogers, 
Industrial Products Co. 


Clifford M. Rogers, founder and 
president of Industrial Products 
Co., Seattle, Wash., died July 4. 

Mr. Rogers, born in Oak Park, 
Ill., lived in Seattle since 1934. He 
was active in community affairs, 
serving the Seattle council of Boy 
Scouts as president and the Seattle 
Rotary Boys’ Club as a director. 

Survivors include his wife, Olive; 
two daughters, Mrs. Nancy R. 
Stevens of Portland Oregon and 
Mrs. Gene R. Revercomb; and a 
brother, Harold P. Rogers of Port- 
land, Oregon 


Clifford M. Rogers 


CALDER... the Dresser Line 


for Bigger Profits... Easier Sales 


EASY TO HOLD— Extra 
Weight well distributed 


Kel me taalolohaaMalelaleiiiate! 


ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING cd. 


| Welslaentac Pennsylvania 


FITLER 


PURE MANILA 


FITLER “STABILIZED” 
NYLON and DACRON* ROPE 
“Stabilized” makes it durable. 
FITLER POLYETHYLENE and 
POLYPROPYLENE ROPES 


for strength and flexibility 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
Division of Columbian Rope Company 


NEW ORLEANS 17, LA. 
* DuPont Polyester Fiber 
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or BLA*7K DIAMOND FILES. They practically sell themselves because 

by your customers. They’re preferred b out of 10 file users... have a 
duces quality work. There are 6000 types for production or maintenance 

Kk Diamond files are consistently advertised to keep their reputation fresh 
ison or Black Diamond files move fast. They're easy to sell. They let 
extra time can be converted to stressing other items. Salesmen can make 
t the top and mention top items first... blue chip Nicholson or Black 


lore and bigger sales of everything you stock 


SE NICHOLSON “2 sicsotson rite company, PROVIDENCE 1, RHOD: 


KSAW AND BAND SAW BLADES « GROUND FLAT ST( INDUSTRIAL HAMMERS 








THE 
SEARCH 
FORA 
BETTER 
WAY... 





A major announcement of extreme importance to 
every Industrial Distributor in America! 







PHERE’S ALWAYS A BETTER WAY—And this belief in the “better way” 
has led to a long series of Holo-Krome “‘firsts’’ ever since our founding 
back in 1929. And now... Holo-Krome is proud to announce what we 
honestly believe to be the most dramatic innovation in Sockel Screw manu- 
facture in 28 years—Tuermo-Forcep Socket Screws! 


‘ Ye vans @ Get the full story of 
ee © HOLO-KROME 4. this major scientific 


Th - : =). 
SOCKET SCREWS ‘N= break-through on 


SOLD ONLY THROUGH AUTHORIZED HOLO.KROME DISTRIBUTORS 20 d 21 
THE HOLO-KROME SCREW CORPORATION * HARTFORD 10, CONN. pages an 


*Trade Mark of The Holo-Krome Screw Corp, 


